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1. Complaint Sessions Clear the Way 


No “Fiddling” While Employees Burn 


2. Six Most Important Years 


From 12 to 18 Among Student Prospects for Portables 


3. Specialize on a Single Brand 


Milan & Wikle Reveal Results of Experiments 


4. Furniture Responds to Showmanship 


Sanford-Hall’s Building is Merchandiser’s “Dream” 
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Look behind 


...YOU’LL FIND 


} SERVICE through the Webster. 
national organization and 
warehouses in principal cities. 


QUALITY maintained and improved 
for more than 60 years. 


SALES ASSISTANCE through fac-— 
tory-trained representatives. 





ed throughout the industry. 


NATIONAL ADVERTISING on a 
sustained year round basis for 
more than 45 years. 


% 
% 
» TOP POSITION with a name respect— 
* 


¥ CONTROLLED DISTRIBUTION through 
selected dealers and distribu- 


torships. 





These are just six of many reasons why it makes 
sense to feature Webster products. It's what's behind a name 
that keeps a name out in front! The Webster name is out in 


front in quality and dependability but above all in SALABILITY. 


The more than 1500 Webster dealers have proved 


Webster means recognition, ee sell WEBSTER 5 
sales and repeat sales and Sell the profit line 


profits. It means harmonious 


to their own satisfaction —— 


and their customers'—— that 


Y 
relations, too, between 5 © WEBSTER fe) \\da 
| ie St. 


dealer and customer, dealer 
Cambridge, Mass. 


and manufacturer. 





Webster's warehouses in: New York ¢* Philadelphia « Pittsburgh * Chicago * San Francisco « Cambridge 
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BUSINESS JOURNAL OF THE OFFICE EQUIPMENT INDUSTRY 


Founded by George H. Patterson and devel- 
oped through 34 years by Evan Johnson. 


Published on the 25th of each month pre- 
ceding the month of issue by The Office Ap- 
plience Co., 600 West Jockson Boulevard, 
Chicago 6, Illinois. Cable address: Applico, 
Chicago. Telephone: DEarborn 2-3206. 


ESTABLISHED 1904: Succeeding and embody- 
ing American Stationer, New York, estab- 
lished 1873, the original trade journal serv- 
ing the stationery field; Typewriter Trade 
Journal & Office Systems, New York, 1904; 
The Office, Franklinville, N.Y., 1904; The 
Office Appliance Journal, Chicago, 1905; Busi- 
ness Equipment Journal, Chicago, 1908; Of- 
fice Outfitter, Chicago, 1908; the original 
Nationa! Stetioner, New York, , 
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OFFICE APPLIANCES, a news and technical trade journal, serves every phase of the distribution 


division of the office equipment and supply industry. 


No person, firm or organization directly or indirectly connected with the industry has any share 
in this journal’s ownership or voice in shaping its policy, which has in view the best interests 


of the field it serves. 
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These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 


differences of opinion, 


the publishers obvi- 


ously cannot undertake to guarantee trans- 


actions 


between advertisers 


and customers 


They do, however, offer their services in re 
solving any disagreements which result from 


relations established 
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Was Service Bureau of Office Appliances 
is maintained for 
subscribers and advertisers. It answers by 
personal letters all inquiries upon matters 
germane to the field, supplies names of 


the exclusive use of 


Service Bureau 





manufacturers of any office article wanted, 
puts man and job together, aids foreign 
dealers in securing U. S. A. lines, and in 
many other ways performs useful service, 
all without charge. 
land have made, and are making, good 
use of this bureau. Manufacturers in this 
field have evidence of its proved value. 


Subscribers in every 
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Classificati 





Accounting Systems Equipment 
Aigner, G ( 
Dome P r a 

Adding Machines 


Allen, R. ¢ Business Machines. Inc 
Ames Supt ( 

Burro Cort 

Clary Multiplier Corp 

Regna Cash Registers, Inc 

Remington Rand Inc 

Smith-Corona, Inc 

Swift Business Machines Corp 


Underwood Corporation 


— Meshine Parts 


es S 
Shine ar Wa j Mfe Co 

Adding Machines, Rebuilt & Used 
Intl. Office Appliances, Inc 
Mailers’ Equipment Co 
Office Equipment Corporation 
Shipman-Ward Mfg. Co 

Addressing Machines 
Heyer Corporatior 
Master Addresser Co 

Adhesives (See Inks, Adhesives, Ft« 


Arch & Clipboard Files 


Cushman & Denison Mfg. Ce 
Elbe File & Binder Co., Inc 
Globe-Wernicke Co 
Hardboard Fabricators, In 
Service Products Div., Woodall 
Ash Trays h Stands 
aSall Co 
Royal Me i Mfe Co 
Smo-K Products, Inc 
Wells Chair Cory 
Whirl-O- Mat Inc 
Associations 
National Office Furn. Assn 
Autographic Regteters 
Hano, Pt Co 
Royal R ster (x 
Bank Sonees 
Americar sshook Co. 
Downe ( I & Co 
Fredonia L Cc 
Guard an Valentine, Inc 
Bankers Note Cases 
General Fireproofing Co 
Globe-Wer ke Cx 
Victor Safe & Equipment (« 
Billing Machines 
Remingtor Rend In 
Underwood rt 
oe, ‘Catalog & Periodical 
AC Im 
ved. G. J Co 
Elbe File & Binder Co., Inc 
National Blank Book Co. 
Nier Le Leaf & Bindery Co 
Sheppard, ¢ E., Co 
Smead Ma cturing Co 
Wilson Jor Co 
Binders, Permanent Storage 
jankers Box Co 
Elbe File & Binder Co., Inc 


Mayfair ¢ any, The 
Nieman Loo Leaf & Bindery C« 
She r Co 
Statior LA Leaf Cc 
ag ogy 
Service x ts Div. Woodall 
Blankbooks 
Dome P shing Co., In 
Wilson Jones ¢ 
Blue Print - Pian File Cabinets 
All-Stec ipment In 
Art Metal ¢ ruction (« 
Art { me 
Cole Ste I pment Co 
( imbia S Equipment Co 
Cort Jame wn Mfg. Corp 
Ger il Fireproofing Co 
Invincit Metal Furniture Co 
€ ss S Equipment Co 
P I Corp 
Stacor Ex ment Corp 
Bond Boxes Cash Boxes 
Bookcases 
All-Steel I ment, Inc 
Borr hs Mf Co 
Corry - Jame n Mfg. Corp 
Doro Mf ( 
Globe-Wer ke Cc 
H-O-N ¢ 
Ridgew Gravely Nov Furn, (+ 
Standard Furniture Cc 
Stee ; Ir 
Weis Mfg. ¢ 


Bookkeeping Mashince 
Allen, R. ¢ usiness Machines, Inc 
Surroughs Cory 
Remir m Rar Ir 


Underwood Corporation 


Box Letter Files 


Amberg F & Index Co 
Arrow Paper Products Co. 
Cole Steel Equipment Co 
Globe-W I ke Ce 
Mayfair ¢ par The 
Weis M* ( 


Brief and Zipper Cases 
Chica s j r a 
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Bulletin Boards 
Acme Bulletin Co 
Lit-Ning Products Co 

Business Forms 
Aigner, G. J., Co. 
Consolidated Ribbon & Carbon (« 
Dome Publishing Co., Inc 
Fredonia Litho. Co 


Caleulating Devices 
Devore's Interest Tables 
Victor Safe & Equipment Co 


Calculating Machines 
Allen, R. C., Business Machs., In 
Burroughs Corporation 
Clary Multiplier Corp 
Swift Business Machines Corp 


Calculating Machines, Used 
Intl. Office Appliances, Inc 
Shipman-Ward Mfg. Co 


Calendar Pads & Stands 
Changepoint, Inc. 
Ever Ready Calendar Mfg. 
Stark Calendars, Inc. 
Carbon Papers 
(See Ribbons & Carbons) 


Card Index Boxes & Trays 
All-Steel Equipment, Inc 
Amberg File & Index C« 
Arrow Paper Products 
Cole Steel Equipment Co 
Columbia Steel Equipment 
Corry-Jamestown Mfg. Co 
Globe-Wernicke Co 
Goodfrend Mfg. Corp 
Guide — & Supply C« 
H-O-N The 
eA Metal Furniture (o 
Mayfair Company, The 
Parker Steel Products, Inc 
Peerless Steel Equipment Co 
Pronto File Corp. 
Shaw-Walker Co 
Smead Mfg. Co. 

Steelcase, Inc. 
Weis Mfg. Co. 

Card Index Boxes, Expanding 
Smead Mfg. Co. 

Cash Boxes 
Art Steel Co., Inc. 

Central Can Co., Inc 

Cole Steel Equipment Co 
General Fireproofing Co., Th« 
Guide System & Supply Co 
Mayfair Company, The 
Peerless Steel Equipment Co 


Cash Registers 
Allen, R. C., 
Burroughs Corp 
Regna Cash Registers, Inc 

Cash Tills 
Indiana Cash Drawer Co 
Regna Cash Registers, Inc. 


Casters, Caster Bearings, Slides 
Bassick Co., The 
National Lock Co. 


Catalog Sheets-Stock 
Majestic Stationery Co. 


Center Drawer Desk Trays 
Mayfair Company, The 

Chair trons 
Bassick Co., The 
Seng Co., The 

Chair Mats 
Hardboard Fabricators, Inc 
Service Products Div. Woodall! 


Chairs, Folding 
Adirondack Chair Co 
Ionia Metal Products, Inc 
Krueger Metal Products 
Lyon Metal Products, Inc 
Royal Metal Mfg. Co 


Chairs, Office 
All-Steel Equipment, In 
Aluminum Seating Corp 
Art Metal Construction Co 
Cramer Posture Chair Co 
General Fireproofing Co 
Grand Rapids Leather Furniture Co 
Gregson Manufacturing Co 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corporation, The 
High Pt. Bending & Chair (« 
Imperial Leather Furniture Co 
Jasper Chair Co 
Johnson Chair Co. 
Maso Steel Products, Inc 
Milwaukee Chair Co. 
Milwaukee Metal Furniture Co 
Niemann, Inc 
Royal Metal Mfg. Co 
Steelcase, Inc 
Taylor Chair Co 
Wells Chair Co. 


Chairs, Posture 
All-Steel Equipment, Inc 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co. 
General Fireproofing Co. 
Guniocke, W. H., Chair Co 
Hamilton Mfg. Corp. 
Harter Corp., The 
High Pt. Bending & Chair Co 


Business Machines, Inc. 


Nn 





Jasper Chair Co. 
Johnson Chair Co. 

King Posture Chair Co. 
Maso Steel Products, Inc 
Milwaukee Chair Co. 
Milwaukee Metal Furniture (+ 
Ohio Chair Co. 

Royal Metal Mfg. Co 
Steelcase, Inc. 

Sturgis Posture Chair Co 
Taylor Chair Co. 

Toledo Metal Furn, Co 

Chairs, Tablet Arm 
Adirondack Chair Co 
Jasper Chair Co. 

Wells Chair Co. 

Cheeks, Stamped Metal 
Dayton Stencil Works 
Force, Wm. A., & Co. 

Clipboards 
(See Arch & Clipboard Files) 

Coat and Hat Racks 
Vogel-Peterson Co, 

Coin Bags, Trays, Wrappers 
American Passbook Co, 
Downey, C. L., Co. 

Continuous Forms 
Hano, Philip, Co 
Royal Register Co 

Coypholders 
Acco Products, Inc 
Bankers Box Co. 

Curtis- Young Corp 

Int. Office Appliances, Inc 
Lansdale Products Corp 
Pres-To-Line Corp. 
Rite-Line Corp. 

Correspondence Trays 
Art Metal Construction Co. 
Art Steel Co., Inc. 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co. 
Haskell, Inc. 

Imperial Methods Co. 

Maso Steel Products, Inc 
Mayfair Company, The 
Peerless Steel Equipment Co 
Redi-Record Products Co. 
Service Products Div., Woodall 
Shaw-Walker Co. 

Steelcase, Inc 

Valco Company 

Weis Mfg. Co. 

Wells Chair Corporation 

Costumers 
Doro Mfg. Co. 

Glaro Machine Products Co 
Globe-Wernicke Co. 

LaSalle Products Co. 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co. 
Steelcase, Inc. 

Valco Company 
Vogel-Peterson Co. 

Covers, Loose Leaf 
Smead Manufacturing Co 

Crayons 

Tweeten Fibre Co., Inc. 

Date Stamps 
ya ms “Numbering Machine Co. 
— Mfg. Co. 

Wm. A., & Co. 
Rivet-0 Mfg. Co. 
Stewart, R. A., & Co 

Desk Lamps 
Mayfair Company, The 
Wells Chair Corp. 

Desk Name Plates 
Acme Bulletin Co. 

Acme Products Co, 
Force, William A., & Co 
Heyer Corporation 

Desk Pads & Tops 
Redi-Record Products Co 
Wilson Jones Co. 


Desk Pen & Ink Sets 
Changepoint, Inc 
Esterbrook Pen Co. 


Desk Side Files 
Amberg File & Index Co 
Art Steel Co., Ine. 
Cole Steel Equipment Co 


Desk Trays 
(see Correspondence Trays) 


Desk Work Distributors 
Advance Products Div, ASB 
Globe-Wernicke Co. 

Lyon Metal Products, Inc. 
Victor Safe & Equipment Co 
Wilson Jones Co. 


Desks 
All-Steel Equipment, Inc 
Arnot-Jamestown Corp., The 
Art Metal Construction Co 
Art Steel Co., Inc. 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Doro Mfg. Co. 
Executive Furniture, Inc 
General Fireproofing Co. 
Globe-Wernicke Co, 
Haskel!, Inc 
Hillside Metal Products, Ine 


For the benefit of the subscribers the lines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation 


Imperial Desk Co 
Indiana Desk Co 
Jasper Desk Co. 
Mayfair Company, The 
Peerless Steel Equipment Co 
Standard Furniture Co. 
Steelcase, Inc. 
Victor Safe & Equipment Co 
Wells Chair Corp. 
Worden Co., The 

Diaries 
(See Memo Books) 


Dictating Machines, Used 
International Office Appliances, Inc 
Shipman-Ward Mfg. Co. 


Directory Boards, Changeable Letter 
Acme Bulletin Co. 


Drafting Instruments & Equipment 
C-Thru Ruler Co 
Cardinell Corporation 
Haskell, Inc. 


Drafting Tables 

Stacor Equipment Corp 
Drills, Paper 

Smead Mfg. Co, 


Duplicating Machines & Supplies 
Ames Supply Co. 
Bohn Duplicator Corp 
Curtis-Young Corp. 
Duplicopy Co, 
Harding, Milo, Company 
Heyer Corp. 
Ink Specialties Co., Inc. 
Manifold Supplies Co. 
Qid Town Ribbon & Carbon Co 
Peerless-Imperial Co., Inc 
Pres-To-Line Corp. of America 
Print-O-Matie Co., The 
Rose Ribbon & Carbon Mfg. Co 
Smith-Corona, Ine. 
Speed-O-Print Corp 
Victor Safe & Equip. Co 
Wolber Duplicator & Supply Co 

Duplicating Stencil Files 
Atlas Stencil Files Corp 


Envelope Openers 
MacKenzie, Arnold, Inc 


Envelopes 
Justrite Envelope Co. 
Northern States Envelope Co 
Quality Park Envelope Co 
Smead Mfg. Co, 
Wilson Jones Co 


Envelopes, Plastic 
Aigner, G. J., Co 
Markilo Co, 


Erasers, Rubber 
Dixon, Jos., Crucible Co. 
Roberts, Weldon, Rubber Co 


Expense Books 
Beach Publishing Co. 
Dome Publishing Co. 


Eyelets & Eyelet Fasteners 
Bates Mfg. Co. 
Rivet-O Mfg. Co 


File Boxes, Collapsible, Corrugated 
Bankers Box Co. 
Globe-Wernicke Co. 

Guide System & Supply Co 
Pronto File Corporation 

Filing Cabinets, i. oe 
Hall's Safe Co., 

Herring -Hall- Marvin Safe Co 
Meilink Steel Safe Co. 
Murphy Mfg. Co, 
Shaw-Walker Co. 

Victor Safe & Equipment Co. 


Filing Cabinets, Metal 
Advanco Products, Div. ASB 
All-Steel Equipment, Inc 
Art Metal Construction Co 
Art Steel Co., Inc. 

Cole Steel Equipment Co. 
Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Corp 
Dorset Steel Equipment Co. 
General Fireproofing Co., The 
Globe-Wernicke Co., The 
Guardsman- Valentine, Ine. 
Hillside Metal Products, Inc 
H-O-N Co., The 

Modern Steelcraft, Inc 
Neiman Steel Equipment Co 
Parker Steel Products Co 
Peerless Steel Equipment Co 
Pronto File Corporation 
Remington Rand Inc. 
Shaw-Walker Co. 

Steelcase, Inc 

Victor Safe & Equipment Co. 
Watson Mfg. Co., Ine. 

Weis Mfg. Co. 

Western Mfg. Co. 


Filing Cabinets, Wood 
Globe-Wernicke Co. 
Imperial Methods Co 
Wels Mfg. Co. 

Wells Chair Corp. 


Filing Supplies 
Acco Products, Inc. 
Advance eg Div. ASB 
Aigner, G. J., 
Art Metal pt Co. 
Barkley, C. L., & Co. 


(Continued on page 6) 





(Continued from page 5) 
Goeey-totietions Mfg. Corp 
Tag & gel Co 
ane 4 rinting Co 
Guide oe > eS Sees Co 


Imperial M 
Justrite Envelope Mfg. Co 
Northern States Envelope (o 
Oxford Filing Supply Co 
Parker Steel Products Co 
Pronto File Corporation 

Park Envelope Co 

- Products Co 

= Co. 


» Inc. 
Victor Safe & Equipment Co 
Warshaw Mfg. Co. 
Weis Mfg. Co. 

Fountain Brush Pens 
Cushman & Denison Mfg. ‘0 

Fountain Pens (inc. Ball Pt.) 
All-Rite Pen, Inc. 
Changepoint, Inc. 

Esterbrook Pen Co. 

Gathering Racks 
Evans Specialty Co 

Gummed Cloth Rings 
Reyburn Mfg. Co., Inc 
Warshaw Mfg. Co. 

Gummed Tape 
Reyburn Mfg. Co., Inc 

Hardware, Office Desk 
National Lock Co. 

Honor Rolls 
Acme Bulletin Co. 

In and Out Boards 
Lit-Ning Products Co 

Index Card Signals 
(See Signals, Index Cari) 

index Tabs 
Aigner, G. J., 

Amberg File a Co 
Barkley, C. L., & Co 

Elbe File & Binder Co., Inc 
Globe-Wernicke Co. 

Guide System & Supply Co 
Markilo Co. 

Reyburn Mfg. Co., Inc 
Shaw-Walker Co. 

Sheppard, C. E., Co 

Victor Safe & ee nt Co 
Warshaw Mfg. Co 

inks, Adhesives, Ete. 

Inks Specialties Co., Inc 
Marsh Stencil Machine Co 
Rivet-O Mfg. Co. 

Inkstands 
Cushman & Denison Mfg. Co 

Labels 
Eureka Specialty Printing Co 
Imperial Methods Co 
Oxford Filing Supply Co 
Reyburn Mfg. Co., Inc 
Smead Mfg. Co. 

Warshaw Mfg. Co. 
Weis Mfg. Co. 

Ladders, aie, ‘eae & Vault 
Card, D. B., 

Cotterman, 1. D. 

Leather Goods 
Chicago Saddlery Co 

Library Equipment 
All-Steel Equipment, Inc 
Corry-Jamestown Mfg. Corp 

Lithographed Continuous Forms 
Hano, Philip, Co. 

Lockers & Storage Cabinets 
All-Steel Equipment, Inc 
Art Metal Construction Co 
Bernard Franklin Co., Inc 
Dorset Steel Equipment Co 
Equipto Div., Aurora 
Globe-Wernicke Co. 
Invincible Metal Furniture Co 
Lyon Metal Products, Inc 
Neiman Steel Equipment Co 
Parker Steel Products, Inc 
Pronto File Corporation 
Star Steel Equipment Co 

Locks, Cabinet, Desk & Safe 
National Lock Co. 

Loose Leaf wr A Devices 
Aigner, G. J., 

Amberg File a Co 

Elbe File & Binder Co., Inc 

Free Hand Binder Co. 

Grand Rapids Loose Leaf Binder C: 
National Blank Book Co. 

Neimann Loose Leaf & Bindery Co 
Sheppard, C. E., Co 

Wilson Jones Co. 

Loose Leaf Metals 
Elbe File & Binder Co., Inc 
National — 7 Co. 
Sheppard, C. Co. 

Wilson Jones oo 

Loose Leaf Sheet am Plastic 
Aigner, G. J., 

Neimann Loose ak & Bindery C 

Loose Leaf Tray Binders 
National Blank Book Co 
Sheppard, C. E., Co 
Wilson Jones Co. 

Mail Distributors 
Advanco Products Div. ASK 
Art Steel Co., Inc. 

obe-Wernicke Co. 
Victor Safe & Equipment Co 

Manifold Books & Business Forms 
Hano, Philip, Co. 

Marking Devices 
Tweeten Fibre Co., Inc 

Matched Office Suites 
Indiana Desk Co. 

Standard Furniture Co 


Memorandum Books 
Ennis Tag & Salesbook (o 
National Blank Book Co 
Wilson Jones Co. 
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Memorandum Devices 
Bates Mfg. Co 
Lit-Ning Products (« 
Prevue-Radsell Co 

Mending Tape 
Reyburn Mfg. Co., Inc 

Metal Badges, Checks, Tokens 
Dayton Stencil Works 

Moisteners 
Mayfair Company, The 
Rivet-O Mfg. Co. 

Name Plate Labels 
Metalcraft, Inc 

Name Pilates, Desk, Changeable Letter 
Acme Bulletin Co 

Numbering Machines 
American Numbering Mach. Co 
Bates Mfg. Co 
Force, Wm. A., & Co 
Stewart, R. A., & Co 

Office Furniture Ball Bearings 
KiNan Mfg. Corp 

Office Furniture, Built to Order 
Watson Mfg. Co., Inc 

Office Furniture Sectional Units 
Arnot-Jamestown Corp.. The 
Art Metal Construction Co 
Art Steel Co., Inc 
Columbia Steel Equipment ( 
Globe-Wernicke Co 
Peerless Steel Equipment Co 

Office Partitions & Railings 
Globe-Wernicke Co. 

Watson Mfg. Co., Inc 

Pads, Figuring 
Ennis Tag & Salesbook Co 
National Blank Book Co 
Wilson Jones Co 

Paper 
Berkshire Typewriter Papers 
Eaton Paper Corp 

Paper Clamps 
Acco Products, Inc 
Cushman & Denison Mfg. Co 
Esterbrook Pen Co 
Hunt, C. Howard, Pen Cx 

Paper Clips 
Acco Products, Inc 
Cushman & Denison Mfg. (: 
Noesting Pin Ticket Co. 
Oakville Co., Div., Scovill 
Vail Mfg. Co. 

Paper Fasteners and Washers 
Oakville Co., Div. Scovill 

Paper Fastening Machines 
Ace Fastener Corp. 

Arrow Fastener Co., Inc 
Bates Mfg. Co. 

Markwell Mfg. Co. 

Victor Safe & Equipment Co 

Pareel Post & Postal Scales 
Hanson Scale Co. 

Pelouze Mfg. Co. 

Paste 
(See Inks, Adhesives, Etc 

Pen & Ink Sets 
(See Desk Pen & Ink Sets 

Pencil Sharpeners 
Elward Mfg. Co 
Hunt, C, Howard, Pen ( 

Pencils, Mechanical 
Esterbrook Pen Co. 

Tweeten Fibre Co., Inc 
Waterman Pen Co 

Pencils, Wood Cased Lead 
Dixon, Jos., Crucible Co. 

Pen Refills 
Fisher Pen Co 

Pens, Steel 
Esterbrook Pen Co. 

Fisher Pen Co. 
Hunt, C. Howard, Pen C< 

Penholders 
Dixon, Jos., Crucible Co 

Pins & Pin Containers 
Noesting Pin Ticket Co 
Oakville Co., Div. Scovill 
Vail Mfg. Co. 

Platens, Typewriter, Etc. 
Ames Supply Co 
Shipman-Ward Mfg. Co 

Posting Trays & Stands 
(See Loose Leaf Binders 

Presentation Covers 
Amberg File & Index Co 
Smead Mfg. Co. 

Price & Sign Markers 
Force, William A., & Co 

Punches 
Acco Products, Ine, 

Bates Mfg. Co. 

Globe-Wernicke Co. 

Hoggson & Pettis Mfg. Co., The 
National Blank Book Co. 

New England Paper Punch Co 
Smead Mfg. Co. 

Wilson Jones Co. 

Ribbons & Carbons 
Ames Supply Co. 
Consolidated Rib. & Carb. Co 
Curtis-Young Corp. 
Leedall Products, Inc 
Manifold Supplies Co. 
Old Dutch Line 
Old Town Corp. 
Peerless-Imperial Co., Inx 
Philips Process Co. 
Pres-To-Line Corp. of America 
Regal Typewriter Co. 
Remington Rand Inc 
Rose Ribbon & Carbon Mfg. Co 
Royal Typewriter Co. 
Shipman-Ward Mfg. Co. 
Smith-Corona, Inc. 
Storms, H. M., Co. 
Underwood Corp 
U. 8. Carbon & Ribbon Mfg. Corp 
Webster, F. S., & Co 
Write, Ine. 

Rubber Bands 


tankers & Merchants, Inc 
Roberts, Weldon, Rubber Co 


Rubber Stamp & Plate Mig. Machines 
American Evatype Corp 

Rubber Stamps 
Bankers & Merchants, Inc 


Rubber Type 
Stewart, R. A., & Co 

Rulers, Transparent 
C-Thru Ruler Co 

Safes 
Art Metal Construction Co 
Cole Steel Equip. Co. 
General Fireproofing Co 
Guardsman- Valentine, In 
Herring-Hall-Marvin Safe Co 
Invincible Metal Furn. Co 
Meilink Steel Safe Co 
Remington Rand Inc 
Shaw-Walker Co 
Victor Safe & Equip. Co 
York Safe & Lock Co 


Safes, Office 

Schwab Safe Co 
Salesbooks 

Ennis Tag & Salesbook Co 
Sand Urn 

Glaro Machine Products Co 

Valco Co. 
Scales, Postal 

Hanson Scale Co 
Scrapbooks 

Elbe File & Binder Co., Inc 

Globe-Wernicke Co 


Shelving 
All-Steel Equipment, In 
Bankers Box Co 
Bernard Franklin Co., In 
Borroughs Mfg. Co 
Corry-Jamestown Mfg. Corp. 
Equipto Div. Aurora 
General Fireproofing Co.. The 
Lyon Metal Products, Inc. 
Neiman Stee! Equipment (o 
Neubauer Mfg. Co 
Star Steel Equipment Co 
Shows and Exhibitions 
National Office Furniture Assn 


Signs, Changeable Letter 
Acme Bulletin Co. 


Smoking Stands, Office 
Glaro Machine Products Co. 
LaSalle Products Co 
Royal Metal Mfg. Co 
oa King Products, Inc 
Valco Co 
Wells Chair Corp 
Whirl-O-Matic, Ine 
Sorting Devices 
Amberg File & Index Co 
Art Steel Co., Inc 
Associated Industrial Designers 
Evans Specialty Cx 
Spindie Files 
Wells Chair Corp 


Stamp Pads 
Bates Mfg. Co. 
Phillips Process Co. 
Rivet-O Mfg. Co. 
Stewart, R. A., & Co 


Stands for Office Machines 
All-Steel Equipment, In 
Ames Supply Co. 

Art Steel Co., Inc 

Cole Steel Equipment C« 
Doro Mfg. Co. 

Dorset Steel Equipment Co 
General Fireproofing Co., The 
Harter Corp. 

H-O-N Co., he 

Kol, Ine, 

Maso Steel Products, In 
Meilink Steel Safe Co 
Midwest Metal Mfg. Co 
Modern Steelcraft, Inc 
Shipman-Ward Mfg. Co 
Tiffany Stand Co. 

Toledo Metal Furn. ( 
Wells Chair Corp 

Staple Extractors 
Ace Fastener Corp 

Staplers & Stapling Machines 
Ace Fastener Corp 
Arrow Fastener Co., Inc 
Bates Mfg. Co 
Markwell Mfg. Co 
Vail Mfg. Co 
Wilson Jones Co. 

Stationery Racks 
Goodfrend Mfg. Corp 


Stencils, Brass 
Dayton Stencil Works 


Stenographers’ Notebooks 
Ennis Tag & Salesbook Co 
National Blank Book Co 


Stools 
Bernard Franklin Co., In 
Harter Corp. 
Maso Steel Products, Inc 
Mayfair Company, The 
Royal Metal Mfg. Co 
Steelcase, Inc. 
Wells Chair Mfg. Corp 


Storage & Transfer Cases 
All-Steel Equipment, In 
Amberg File & Index Co 
Art Metal Construction (« 
Art Steel Co., Inc. 

Bankers Box Co 

Barkley, C. L., & Co 

Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Convoy, Inc. 

Corry-Jamestown Mfg. Corp 
General Fireproofing Co., The 
Globe-Wernicke Co 

Guide System & Supply. Co 
Herring-Hall-Marvin Safe Co 
1-O-N Co., The 

Imperial Methods Co, 
Invincible Metal Furn. Co 





Mayfair Company, Th« 
Office Equipment Mfg. Co 
Oxford Filing Supply Co. 
Parker Steel Equip. Co 
Pronto File Corporation 
Shaw-Walker Co. 
Steelcase, Inc. 

Weis Mfg. Co. 

Store Fixtures & Equipment 
All-Steel Equipment, In 
Strong Boxes, "e . topeanemn 

Art Steel Co., 

Herring-Hall- es Safe Co 
Meilink Steel Safe Co 

Victor Safe & Equipment Co 

Tables 
All-Steel Equipment, Inc 
Art Metal Construction Co 
Art Steel Co., Inc. 

Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Doro Mfg. Co. 
Globe-Wernicke Co. 

Haskell, Inc. 

Jasper Table Co., Inc 

Lyon Metal Products, Inc 
Maso Steel Products, Inc 
Mayfair Company, The 
Peerless Steel Equipment (« 
Royal Metal Mfg. Co 

Semco Sales 

Shaw-Walker Co. 

Standard Furniture Co 
Steelcase, Inc. 

Victor Safe & Equipment Co 
Wells Chair Corp. 

Tables, Folding 
Adirondack Chair Co 
Luxem, Jas. P., Co 
Midwest Folding Products 

Tabulating & Statistic Machines 
Burroughs Corp 
Remington Rand Inc 

Tags 
Ennis Tag & Salesbook (« 
Reyburn Mfg. Co., Inc 

Tape, Pressure Sensitive 
Permacel Tape Corp 

Tax Records 
Dome Publishing Co 

Telephone Accessories 
Art Steel Co. 

Bates Mfg. Co. 
Special Devices, Inc 
Victor Safe & Equipment Co 

Thumb Tacks 
Noesting Pin Ticket Co 
Oakville Co., Div. Scovill 
Vail Mfg. Co. 

Ticket Holders 
Markilo Co. 

Smead Mfg. Co. 

Typewriter Cleaning Material 
Cardinell Corporation 
Norta Distributing Co 
Regal Typewriter Co 
Rivet-O Mfg. Co. 

Webster, F. 8., Co. 

Typewriter Cushion Bases & Knobs 
American Hair & Felt Co. 
Ames Supply Co. 
Peerless-Imperial Co., Inc. 
Premier Materials Co 
Shipman Ward Mfg. Co 

Typewriter Cushion Keys 
Peerless-Imperial Co., Inc 
Speed Key Co, 

Typewriter Parts & Tools 
Ames Supply Co. 
Shipman-Ward Mfg. Co 

Typewriters, Manufacturers of 
Allen, R. C., Business Machines, Ine 
Remington Rand Inc, 

Royal Typewriter Co., Inc 
Smith-Corona, Ine. 
Underwood Corporation 

Typewriter Pedestal Desk Mechanisms 
Seng Co,, The 

Typewriters, Rebuilt & Used 
International Office Appliances, Inc 
Regal Typewriter Co 

Upholstered Furniture 
Bright Chair Co, 

Grand Rapids Leather Furniture Co 
Gunlocke, The W. H., Chair Co 
Johnson Chair Co. 

Maso Steel Products, In 
Modernize, Inc. 

Niemann, Inc. 

Royal Metal Mfg. Co 

Upholstery Materials 
United States Rubber Co 

Upholstering Padding Supports 
Flex-O-Lators, Ine. 

Vault Steps 
Card, D. BR., Co 
Cotterman, I. D. 

Visible Systems Equipment 
Art Metal Construction Co. 
Art Steel Co., Inc. 
Globe-Wernicke Co. 

National Blank Book Co 
Remington Rand Ine. 
Shaw-Walker Co. 

Sheppard, The C. E., Co 
Victor Safe & Equipment Co 
Wilson Jones Co. 


Wardrobe Racks 
Vogel-Peterson Co 


Waste Baskets 
Art Steel Co., Inc. 
Cole Steel Equipment Co 
General Fireproofing Co., The 
Globe-Wernicke Co. 
Goodfrend Mfg. Corp. 
Haskell, Inc. 
Mayfair Company, The 
Shaw-Walker Ca, 
Steelcase, Ine. 
Wells Chair Corp. 
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Wants & For Sale 





SALESMEN WANTED 


SALES 
REPRESENTATIVE 


mpany—the leader in the field—seeks qualified men 
ves. Nationally advertised electronic instrument witt 
many well-known organizations. Used in industries and 
and professional offices. Experience selling to office 


preferred: also ability to select and supervise salesmen 
Attract sions. Give full experience and background. Replies held 


re. Box N-120, care Office Appliances, Chicago 6. 


NUSUA RTUNITY for top grade established manufacturer's repre 
wing in the stationery and office equipment trade, state: 
New ylvania, to become associated with well known major 
furniture. Give details of territory covered and lines 
a er w treated as confidential. Box N-119, 

A Chicago 6 


EWEST MANUFACTURER of steel office equipment seek 


wit helving experience Jevelop industrial shelving de 
i opportunity for the right man. Write fully in first 
B N- 17 sre Office Appliances, Chicago 6. 


EXECUTIVES AVAILABLE 


RNITURE MAN WITH LONG EXPERIENCE would like to 
nak vering designing, manufacturing, production, purchasing 
o ¥ sdvertising layout and direct mailing. Box A-136, care 

ago 6. 


OFFICE MACHINE MECHANICS WANTED 


EXPERIEN MECHANIC on typewriters and adding machines or combina 
work—One interested working to better posit 
TT ‘ ak 
Al TYPEWRITER MECHANIC WANTED. Must be good worker and have 
both Manual & Electric Typewriters. Give full informa- 
in first letter. We are ated in South Texas. Box N-112 
es, Chicago 6 
RST A A NG MACHINE MECHANIC capable ali makes. Salary 
salary. Would turn over to right man entire adding 
n basis that would be very satisfactory to him. W 


stigate. Box N-113, care Office Appliances, Chicago 6 


SALES REPRESENTATIVES AVAILABLE 
SED OFFICE MACHINES covering southern Oregor 
ja, and Arizona, desires additional supply and equipment 
r jobber. Sales truck used. Western Typewriter 
» Street, San Frar 3, Calif. 
MAN RER AGENT WANTS METAL CHAIR line for Pacific Coast 


w rooms Box A-135, care Office Appliance 
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The rate for classified advertise- 
ments is eighteen cents a word, 
minimum charge $3.60, payable 
with order. Add six words if box 


address is used. 





SALESMAN TRAVELING MICHIGAN, Indiana, Illinois, Wisconsin, lowa, 
Minnesota and the Dakotas giving full time to one line plans to operate as 
manufacturers’ representative covering territory thoroughly and as frequently 
as circumstances require. Three men traveling. Will consider one or two 
additional lines of office supply or equipment sold through dealers. Might 
warehouse on limited scale. Interested only in quality merchandise. Doing 
business now with many concerns in area. Send particulars to Box A-128, 


care Office Appliances, Chicago 6. 





SALESMAN KNOWN TO COMMERCIAL STATIONERS Sth and 6th districts 
seven years, contemplates change. Can sell anything used in offices. In 
terested one major line or will consider a few non-competitive items. Age 


34, married. Box A-129, care Office Appliances, Chicago 6, 





SALESMAN RETURNING TO WEST COAST plans to establish himself as 
manufacturers’ representative -or will give full time to one major line. Ag 
gressive sales producer with excellent record. New location in Pasadena 
Will cover any size area from Southern California to all Pacific Coast states, 
or Denver west, depending upon sales potential and manufacturer's policy 
Experienced in general stationery lines including ribbons and carbons, In- 
terested in any product, stationery, mechanical or furniture, sold by re 
tailers. Address Box A-130, care Office Appliances, Chicago 6, 





ARE YOU INTERESTED in conscientious, intelligent and intensive coverage 
>f office furniture and commerical stationery dealers in the middie Atlantic 
States and New York State? Am now able to add one top flight, commission 
basis. Best of references. Successful record. Box A-1I3!, care Office Appli- 
ances, 100 East 42nd St., New York 17. 





WELL KNOWN TRAVELER beginning as manufacturers’ representative seeks 
quality lines for New England trade. Box A-137, care Office Appliances, 100 
East 42nd St., New York 17. 





SALES REPRESENTATIVES WANTED 





MANUFACTURERS’ REPRESENTATIVE WANTED to cal! on office supply and 
tationery stores to represent nationally sold patented zipper ring binders 
and portfolios. Exclusive territories available for qualified men. Commission 


Give details. Reuben Company, 555 W. Jackson, Chicago 6. 





COMMISSION MEN WANTED for exclusive territories now available to 
qualified men. To sell Plastic Chair Mats, Black Boards, Linoleum, Bulletin 
Boards, Desk Pads, Chair Cushions and Clip Boards. GEO. E. FOX, & Com 
pany, 105! N. Throop Street, Chicago 22, IIlinois. 





EXCLUSIVE TERRITORIES AVAILABLE for representation of well established 
ne of small metal accessories. Line consists of promotional typewriter 
tables, household and office small filing equipment also desk and stationery 
organizers. Give experience, present lines carried and territories covered. 
Box A-132, care Office Appliances, Chicago 6 





REPUTABLE MANUFACTURER of LEATHER Desk Pads, Desk Sets and acces- 


ories catering to Office Furniture Dealers, Stationers, and Department 
Stores. Will consider men calling on this trade with one or two other lines, 
on a commission basis. Interested only in high calibre men, willing to work. 
Territories open in South and Midwest. Write Box A-133, care Office Appli 
ances, 100 East 42nd St.. New York !7. 





ESTABLISHED OFFICE FURNITURE Representatives desired by prominent 
manufacturer of steel office furniture for North and South Dakota, Minnesota, 
Wisconsin, Nebraska, Kansas, Missouri, lowa. Hillside Metal Products, Inc., 
262 Passaic Street, Newark 4, N. J. 








WANTS AND FOR SALE, Continued from page 7 ARGE QUAN E f brand new POSTING TRA 





SALES REPRESENTATIVES WANTED, Continued t., Cr 
SALESMEN 4A CALIBR FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
with followings wanted by a FAST SE ) t y F Equipment ilinctenanticunainaial 
and Accessories manufacturer. Ass hig n earnings 
DTT-FISHER, Burroughs, Moon Hopk Adding } ; ating Ma 


by one of the largest East Coast t } yetter slesme 2 
ng ACTIVE CONTACTS witt ta} 1 Office Furnit ¢ t ter ect t te snd fantold m ' nes 
Dealers. New York, New Jerse : », V t. Delaware, Virg pouge: @ : Office Aor . 730 W 2\st St., Ch 
and North Carolina state territ Westerr Mid-We 


wide open. No objection to pres NON NF 


details in first letter. Box A-134 A jo 6 ELLIOTT-FISHER AND SUNDSTRAND npt t Burrougt 
Marchant. Monroe Calculat Electromat Typewrit Addir 





DO YOU HAVE TIME for t W snufacture a + a -_ nw: tenablnds temabs ted rw 
quality competitively or ad ’ ibstantia I 849 N ? ; M waukee D 

nes aiready estab 

Open are Kansa Mis f A M ta ON ka North & 
Dakota. Write Mr. L 





AMERICAN BUSINESS MACHINES 





RETAIL BUSINESS FOR SALE idan Wises “Naoko © 

FOR SALE: Owner killed in pla i Wit j tiillwater Se Sita 

writer Company—Inventory $14 0. I r y - i, Soe 4 

service department Locat ’ t , Aar t s Ww wW Y N. Water 5 
Mechanical Coliege with 11,00 M Milwau ; 

water Typewriter Co. 215 Knot } tiltwat ma ~~ -- — + ae 





| OFFICE EQUIPMENT | Gros ; tionery Supplies & et ak ia 

Printing. Minn. city over 15,000 pop. N t everal exClusiv umbe nber if possible. We 

franchises. For details call Ray 8304 AT 2565. MID-AMERICAN fice Apr Ir Dept. EE, 326 Broadway, New 
INVESTMENT CORP., 925 Mar tte, M Rit 








Office EQUIPMENT STORE 
Clean stock, good lines, downtow tisfactory lease. $20.0 
Wish to retire. Box N-1I14 yf Apr ago 6 





WELL ESTABLISHED TYPEWRITER & A EZ Located WANTED T BUY: Late model £ tt-F k kke j it ng 
Coral Gables, Florida, near f M Agency f all mak es. Must er 300,000 serial numt & T OFFICE MACHINE C 
portables & 3 makes adding nm f } ve 605 W. W it St., Chicago 6 


ment contract. Nice large st few 





complete line. Completely equips c Re nt ac = DAD 
‘ : ‘ fs ad SH PA FOR MULTIGRAPH MULTILITH Varityrs Mimeograpt 
location for 8 yrs. Will sell for $13 I t B N ‘ : . sit 
Office Appliances, Chiesao t JG res yrar ypew e € W 
rvice K 3, N th Uar a. 
IF YOU HAVE LOTS OF GET-UF ; but pit { wa nt = nee i ae 


own your Office Supply & Equi t B ess, t ; sbout yourself HAW WALKER Insulated Fire File | } Desk n perfect jition at 
I'll offer the right man, or tw t rea F nt and potentia very low pr Write or ‘phone Monroe k ky o 6-2229, 245 Cana 
business too much for me t < N-I1é ff Appliar treet, New York 13, N. Y. 


Chicago 64. a 





MIAMI BEACH'S OLDEST MMERCIA TATIONERY store, also gift 
catering to business, hotels, and t fron 
Beach business center, for sale 3 inv y va | 
at $12,000.00, furniture, fixtur truck } ed ee ecctie a esas 

magazine, Box N-II7, care ff Apr : f jo é VISIBLE EQUIPMENT SPECIALISTS f ver 25 year 





ybinets such as Kardex, Acme, Postindex, Yaw & Erbe, Card 
FOR SALE IN CHICAGO—estat furnit j ma e busine eer, Wheeldex and Ledger Bookkeeping juipment Write 
Only dealer specializing in off furnit t e of city. Excellent wire us for is. Stanley Goldma 9-81 Le t. New York 
opportunity for growth. Offers oa N-122 N. Y 


Office Appliances, Chicago 6 a 




















, KARDEX, ACME nakes used v o 
OFFICE SUPPLY, Stationery a t St tat ed | A 
siT } ic T panels, OOK Ww 
with excellent reputatior at t fast growing f es + / t purchase or s N 
community. Clean, we baiar $3 ' y iT Box N-123 548 B ~dv New York 12, N. Y 
care Office Appliances, Chicag tee fee 
LISTS VISIBLE EG MENT sht. s , 
visit st . 
. a ¥ WwW x . A & 
FREE MAILING LISTS of 6,267 \ 
».V he ake A ior 
dealers. Also 5,781 typewriter a ; } Write for FREE 
s] € Das ¥ nw 

catalogue of lists of retailers , 

ij need 1 r sales re | ff jea un C 
and others. We charge or ED-ADDRE 49-U2 43 ' a OA, 4.N 
Street, Woodside 77, New Y spite r = v 
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O4's Prese-“Jime Sulletin 


Late and Important News for Our Readers 





A. H. BEST HEADS PENCIL ASSOCIATION: Alfred H. Best, president of the Richard Best 
Pencil Company, Inc., Springfield, N. J., recently was elected presi- 
dent of the Lead Pencil Manufacturers Association, Inc., for 1955. 
Other elected officials included Oscar E. Weissenborn, president of Gen- 
eral Pencil Company, Jersey City, N. J., as vice-president; Lawrence 
Levine, president of Reliance Pencil Corp., Mt. Vernon, N. Y., treas- 
urer; Clyde T. Nissen, executive vice-president, and Samuel Blumberg, 
secretary and general counsel. 








NEW DISTRICT SALES ORGANIZATION FOR WATERMAN: Jack Harlacker, for many years con- 
nected with M. A. Mead & Company, Chicago, a wholesale distributing or- 
ganization handling Hamilton watches, is now district sales manager for 
Waterman Pen Company covering the states of Illinois, Indiana, Iowa and 
Wisconsin. Mr. Harlacker has established headquarters in his home, 12901 
S. Sangamon St., Chicago. On his staff Mr. Harlacker has the following 
men, all former employees of M. A. Mead & Company: Bill Gollberg, covering 
Wisconsin; Fritz Fromm, Indiana; Al Schoumacher, Iowa, and southern Il- 
linois, and Ed C. Wendt, Chicago. 





H. P. BROWN QUITS BUSINESS: Harry P. Brown, vice-president and general manager of 
Moore Business Forms, Inc., eastern division, Niagara Falls, N. Y., re- 
tired from the industry last December 31. He was succeeded by Walter L. 
Eggert, vice-president and general manager of Moore's Pacific division 
at Emeryville, Calif. 





SAMAS OPENS NEW BRANCH: The Samas Punched Card Division of Underwood Corporation 
has opened a new branch in the Underwood office at 900 Broad St., Newark, 
N. J. Frank A. Lemley and Theodore A. Leder have been appointed technical 
representatives in charge of sales and service for the northern New 
Jersey area. The move is another step in a national expansion program. 





TWO NEWCOMERS JOIN McBEE: John R. Stewart and V. R. Youngquist have become associ- 
ated with The McBee Company, Division of Royal McBee Corporation. Mr. 
Stewart will direct the Los Angeles branch and Mr. Youngquist assumes 
sales promotional duties for the western division. 





SIX SALESMEN JOIN REUBEN: The Reuben Company, Chicago, has announced the appoint- 
ment of six salesmen to their staff. The newcomers are George Niblett, 
Joseph Ryan, Al Lieberman, Richard Vaughan, Harold Baff and Lloyd A. 
Couch. The Chicago factory production is in charge of Richard Reuben and 
Norman Reuben now acts as general sales manager. 





UNDERWOOD GETS ARMY CONTRACT: Underwood Corporation has been awarded a contract 
to install an Elecom 125 electronic computer at Mallory Air Force Depot, 
Memphis, Tenn. It marks the first installation by the Air Material Com- 
mand of an electronic data processing machine. Delivery is scheduled for 
next March. 





JACK SMOOT TO REPRESENT G/W: The appointment of John (Jack) Smoot as a district 
sales representative has been announced by The Globe-Wernicke Co. Mr. 
Smoot's territory covers northern California and Reno, Nevada. He joined 
the G/W staff as an industrial engineer in 1947. 








DONALD S. SAMMIS RETIRES: Underwood Corporation recently announced the retirement 
of Donald S. Sammis, vice-president in charge of manufacturing. Mr. Sam- 
mis, who started his career in 1935 at the company's Bridgeport Works, 
retired December 1. He was honored at a farewell luncheon at the Algon- 
quin Club, Bridgeport, with company president L. C. Stowell presiding. 
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State of the Tudusiry 





® Sees Good Business. Robert N. Wood of Ester- 
brook Pen Company, president of the Fountain Pen 
& Mechanical Pencil Manufacturers’ Association 
Inc., has this ‘“perspective’’ regarding 1955: 

“It appears to me that in 1954 a good many 
dealers have been actively engaged in reducing 
their inventories and by now have gotten them down 
to the safe point. Sales at retail seem to have held 
up very well and with the prospect of continuing 
good business and almost complete employment 
next year, there will be a continuation of the need 
for good writing instruments to conduct that busi 
ness. 

“The public seems to be demanding greater value 
and turning away from novelty appeal.” 


® Upturn, Says Babson. Making predictions for 1955 
Babson's Washington Forecast lists office equipment 
among the industries in which upturns are expected 

Babson warns that while there will be favorable 
profits through careful study, careful planning and 
capable execution of sound sales policies, “those 
whose inefficiencies make them poor competitors 
will be in an increasingly tough spot.’ 


® Steady but Sure. Analyzing business trends for 
the new year the Prudential Insurance Company of 
America forecasts a climb of 9 billion dollars above 
the 1954 level. Prudential emphasizes, however, that 
the economic atmosphere will not be that of an all 
out boom, but rather “a quiet, steady advance in our 
standard of living.” 


® Russian Imports Here. NOMDA, through Executive 
Secretary Harold Mann's ‘Keeping You Posted’’ bul- 
letin reports that Rheinmetal is the name of a ‘‘be- 
hind the iron curtain’ portable typewriter that made 
a recent appearance for sale in New York City. The 
machines bear the marking “Made in the USSR.” 


® Army Sells Machines. Bookkeeping machines are 
being sold by the U.S. Army Quartermaster Depot 
in Chicago with bids to be opened on January 11, 
1955. Those interested should contact Salvage Branch, 
Miscellaneous Services Office, Chicago Quarter 
master Depot. U.S. Army, 1819 W. Pershing Road, 
Chicago 9, Ill., Leo L. Levin, Disposal Officer. Phone 
LAfayette 3-5500, Ext. 4105. The sale is being made 
under invitation No. ]11-009-#-55-4. 


® Census Time. Early in 1955, the Census Bureau 
was scheduled to conduct the Censuses of Business, 
Manufactures and Mineral Industries. The Census 
of Business, which covers the distributive trades and 
services, was inaugurated under the Census Act of 
1929, and was last taken to include 1948 operations 
The last Manufactures census covered 1947 and the 
Mineral Industries count last taken covered 1939. 
Thus, the censuses in this new year of 1955 will 


bring up-to-date and improve statistics from pre- 
vious censuses which now are from 7 to 15 years old. 


® Japanese Problem. The Fountain Pen & Mechan- 
ical Pencil Manufacturers Association is continuing 
its fight against what is termed unfair competition 
in Japan. The group has asked the Government to 
impress upon Japanese officials the need for dis- 
continuing the manufacture of imitations of Ameri- 
can-made handwriting instruments, the desirability 
of a moderate relaxation in the present total ban on 
imports of pens and pencils now imposed by the 
Japanese on American products, and the advisabil- 
ity of the adoption by such Japanese manufacturers 
of a code of fair trade practices. 











This Month— 


Page 12. Here's the story of how a Florida firm capitalized 
on the slogan, “Check with George Stuart.” This million- 
dollar phrase with the check mark provides the impetus to 
one of the success recitals of the industry. Read about the 
important ingredients in the Stuart sales recipe 


Page 15. Complaint sessions clear the way to progress 
C. F. Fiddler doesn't do the Nero act, “fiddling” while em- 
ployees “burn,” at his Kansas City, Kan., firm. An illustrated 
article details how employees of the Fiddler stationery store 
are constantly improving their own selling techniques 
through “man to man” discussion meetings. 


Page 17. For the second of his series of articles on Fixtures 
as the tools of retail merchandising, Henry Berry discusses 
windows and their place in the scheme. The dynamic young 
store designer details how a store must be a sales “house” 
and not a warehouse. His own intriguing drawings decorate 
the article 


Page 19. “Know what competitors are doing—but don't ad- 
vertise them!" is the advice of V. N. Vetromile in one of this 
month’s top articles. He also tells how an egotist salesman 


drives prospects to the store of a rival. 


Page 21. Paragraphs of selling philosophy are included in 
Zenn Kaufman's regular feature, “Over the Fence.” Says 
Zenn, “Prospecting for customers is an art in itself calling 
for a combination of a mindreader and a detective.” 


Page 23. Harold J. Ashe, tax counselor, authors an informa 
tive article in which he tells how accelerated depreciation 
can lead to accelerated sales. He asserts that faster de- 
preciation has become a useful tool under the new tax laws 
to persuade some customers to no longer postpone needed 
purchases. 


Page 24. For the 30th consecutive year Office Appliances 
presents the Office Specialties Section. Here are experience 
stories by stationery and office equipment dealers telling how 
they discovered specialization as a means to larger sales 
volume. Tape recorder, posture chairs and typewriter rental 
methods are among the selling methods described 


Next Month— 


A top feature in the February issue of Office Appliances will 
be the leathergoods section. Here, the dealer will find stories 
to assist him in selling this important utility of the office and 
the salesman’s equipment. Henry Berry will present his third 
article on store fixtures and Zenn Kaufman will have another 
Over the Fence” column. 
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O4 Editorial 





It's Nice to be Remembered 

The many cards and other expressions of good will re- 
ceived at Office Appliances during the holiday season all 
serve to remind us that the stationery and office equip- 
ment industry is held together by bonds of friendship which 
criss-cross the skeins of competition. 

This is an industry in which people are important as well 
as things. That human element is particularly exemplified 
during the holiday season but doesn’t end there. The 
signal success of association work in the stationery and 
office equipment field is largely the result of the strong 
personal relationships between tne men who manufacture 
and who sell. 

And thus we repeat that it is nice to be remembered 
by those whom we are proud to call friends. 


Congratulations, Neighbors 

This year of 1955 marks the 50th anniversary of the 
Stationers’ Association of Great Britain and Ireland. It is 
an occasion which will be observed with fitting ceremonies 
at the annual convention in Brighton, England, June 11-15. 

Office Appliances extends heartiest congratulations to 
the British stationers. Our course has been somewhat 
parallel, rounding out the first 50 years in 1954. We have 
always enjoyed the most cordial relations with the indus- 
try across the Atlantic and we hope this condition will 
continue for the next half century. 

Carry on, British stationers. 


Census Taking Requires Everybody’s Help 

Business and industry, the stationery and office equip- 
ment segment included, has clamored for resumption of 
the censuses of business and manufacture. The time is at 
hand, in 1955, for renewing of this important government 
service as authorized by the 1954 Congress. 

The quality of the census naturally depends on the re- 
porting businesses. A census can do no better than its 
raw data, even though editing, tabulating and publishing 
of the facts is flawlessly carried out. 

That's where members of this industry, as well as the 
others, come in. If questionnaires are carelessly or inac- 
curately completed, the value of the entire undertaking 
may be jeopardized. Then, no true answers can be gained 
to such questions as: 

“Is your business holding its own against new competi- 
tors? 

“Are your costs out of line with the rest of your indus- 
try? 

“Has your community kept pace with the business growth 
of the nation?” 

Data to be collected will assist in making decisions on 
plant location, product development, marketing channels, 
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sales quotas, advertising campaigns and many other mat- 
ters. 

It, therefore, is the obligation of every businessman and 
manufacturer to co-operate speedily—and truthfully. Re- 
member, that each report will be kept strictly confidential; 
reports will be classified, tabulated, and finally published 
in such form that the operations of no single firm will be 
revealed. 

This is no idle “prying into” confidential data by the 
government. “You asked for it’ and here it is in the form 


of a census. 





Eighth District Points the Way 

The Eighth district of NSOEA under the leadership of 
Governor Ray Baldwin, General Chairman John Brain, Jr., 
and other enthusiastic members of the stationery and office 
equipment industry is steadily forging ahead in the build- 
ing of a “Foundation” fund. The money thus accumulated 
is to be used in times of illness for loans and scholarships 
to children of deserving stationers. As Governor Baldwin 
points out, “Flowers are temporary, a gift to the foundation 
is permanent.” 

The idea of a foundation fund is not new. Other groups 
have demonstrated that such a program of well-adminis- 
tered donations can be used to alleviate the sufferings of 
less fortunate people and aid in educational advancement. 

Building a working balance will not be easy. But the 
accumulation will come gradually through wills, donations 
in lieu of flowers at time of store openings and by splitting 
of “windfalls.” In time, enough money can be accumulated 
to do good for many persons. 

The Eighth District is to be congratulated by this industry 
in its exemplification of how to “get a lift by giving a gift.” 





What’s Wrong with the Picture? 

We were impressed with a picture used in an adver- 
tisement of an electric typewriter manufacturer. The scene 
was of a typewriting class in a high school which had pur- 
chased 30 electrically-operated machines in order to bet- 
ter equip the students for the reality of office work. 

But on closer examination the picture revealed the text 
for a sermon fitting to the office equipment industry. Each 
of the students was seated on a straight-back chair. There 
was no evidence of a selling job for posture chairs. 

With schools and offices alike today offering a fertile 
field for modern office equipment it is time for each sales- 
man of the industry to bring the picture into focus, to ask 
himself “what is wrong?” when he sees outmoded facilities 
in use. 

Efficiency and comfort are still lacking in too many 
places where skill is at a premium. 








‘Check with George Stuart 


by CHET SPINK 


special writer 


Three Mainstays . 





{ Stuart 


Service on Wheels... 
truck, one of a fleet of 10, is well 
but tastefully identified by the 
“check with” insignia. The truck 
is pulled to up to rear warehouse 
entrance of Stuart's. 


® JUST ABOUT ANYONE in cen 
tral Florida, checking off a list of 
needed office supplies, equipment or 
furniture, almost automatically thinks 
of George Stuart. 

“Check with George Stuart,” the 
million-dollar phrase with the check 
mark, is a signature that is an impor 
tant key to the success of George 
Stuart, Inc., of Orlando, Fla. 

Opened as the Orlando Typewriter 
Exchange, in little more than 15 years 
the firm has grown from a $300 in 
vestment to an operation with an an 
nual volume of more than a million 
dollars annually. Today the four 
George Stuart stores in Orlando sup 
ply nearly every need of any business, 
and the firm is recognized as one of 
the largest independent office 
houses in the South. 


supply 
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. Standing in the parking lot 
that runs the full length of one side of the new 
George Stuart, Inc., office furniture showroom are 
(left to right) George Stuart, president; Charles 
Stuart, office systems expert, and Tom Stuart, head 
of the office furniture department. 


Most recent expansion of the Stuart 
operation was a new ofhce furniture 
showroom at 133 E. Robinson which 
opened last March, drawing thousands 
of old customers, friends and well 
wishers. 

Stuart’s success is based on service 
and integrity which adds up to satis 
hed customers, plus a strong advertis 
ing schedule that serves as a continu 
ous reminder he is in business. 

First sent to Orlando as a represen- 
tative of Underwood typewriter, Mr. 
Stuart decided in 1938 to open The 
Orlando Typewriter Exchange. Later 
he changed the name to fit in more 
closely with his advertising campaign 
and to give the operation an added 


touch of personality. 


Was Partnership 


The original Exchange location, at 
212 S. Main St., was a_ partnership, 
with two employes staffing the small 
office where business centered mostly 
around typewriters. Later Mr. Stuart 
moved into a larger location where he 
stocks a wide variety of office mer 
chandise. 

Office supplies, engineering equip 
ment and architects’ needs are carried 
at 13 S. Main. Luggage, leather goods, 
gifts and fountain pens are stocked at 


7 


S. Main, and the office machines 





department is at 23 S. Main. The op 


erations are in the Atlantic Bldg., a 
block of separate stores with connected 
inside doorw ays. 

The new ofhce furniture show room 
Church St., 


a location which became too small to 


is an expansion from E. 


accommodate the wide variety of Stuart 


office furniture stocks. 


Store Well Located 


About three blocks off the city’s 
main street, the new ofhce equipment 
store is strategically located for both 
autoists and pedestrians. Pedestrian 
trafhc is brisk, and for autoists the 
Stuart building has its own large park 
ing lot. It also is handy for use by 
the firm’s ten cars and trucks in mak 
ing pickups and deliveries at the ware- 
house space at the rear of the show- 
room. 

Shortly after the first of the year the 
building was refinished and the famil 
iar George Stuart “sig” went up in 
colored neon across the front and on 
each side. 
reached 


The building’s _ interior, 


through a swinging all-glass door, in- 
cludes a showroom with an area of 
9,400 square feet, filled with office 
furniture. The store is lighted with 
hanging fluorescent lights against a 


light gray ceiling. The walls are paint- 
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ed 1 lernistic pastels, adding to the 
room’s effective interior by harmoniz 
ing with the furniture on display. The 
floor c is linoleurh block. 

Wall si es along one side of the 
room al ed to display smaller ar 
ticles of rchandise. Large windows 
along | south side of the building 
permit al nobstructed view of the 
interior, the lighting is augmented 
by a rov transluscent glass biock 
windov st below the ceiling level. 

Mr. Stuart attributes a large share 
of his s to advertising. During 15 
vears ll siness the firm has spent 
more than $250,000 in nearly every 
held of advertising. 

Slogan Copyrighted 

Check with M George Stuart is one 
of the most familiar firm “sigs” in 
central Florida. It was copyrighted 
shortly after its adoption, about a year 
after the original firm was founded. 
It not only appears in every newspaper 
display ad, but also appears on all 
merchandise leaving the stores. 

The “ch with” phrase is lettered 
prominently but neatly on each of the 
firm’s trucks, and is included on the 
premiums which each year are given 
away t istomers by the thousands. 

Adoption of the “sig” and the busi 


ness name change were almost simul- 


taneous velopments, a move that 


added effectiveness to the phrase. It 
is not only effective in display ads, but 
also is adaptable to classified advertis- 


ing. The firm uses one to three clas- 
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sified ads daily. The “sig” also has 
telling effect in the organization’s radio 
advertising in which Mr. Stuart is a 
firm believer. The Stuart program, 
which today runs about $40,000 an- 
nually, also extends to community 
newspapers outside Orlando which is 
the hub city of central Florida, and 
to high school sports event programs. 


Takes Park Space 


Another phase of the Stuart institu- 
tional advertising schedule is the space 
he takes each year at the central Florida 
baseball parks where thousands of fans 
gather for Spring training games played 
by the big leaguers during their winter 
training in Florida. 

Although Mr. Stuart spends heavily 
for newspaper display advertising, he 
is particular about the kind of ad he 
uses. Every ad must describe, illus- 
trate and price. A study of his agency 
layouts also shows he has little use for 
white space. 

He also is sold on direct mail and 
the use of descriptive brochures and 
booklets put out by manufacturers. 
The firm has an active mailing list of 
50,000 and advertising pieces are in- 
cluded in every billing. 
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An aggressive merchandising figure 
who has no illusions about competition, 
Mr. Stuart’s operational plan includes 
a price policy geared to meet price con- 
tingencies thrown up by his compe- 
titors. Although he never has been 
known to chisel prices, he nevertheless 
stands ready to meet prices offered by 
competitors. 

“The same sources that are open to 
those people are open to me,” Mr, 
Stuart said. “I'll never try to under- 
bid them, but I won't let them under- 
bid me. My customers know because 
I tell them that I'll meet any advertised 
price of my competitors under similar 
conditions.” 


Curiosity Pays Off 

Not only aggressive, but also highly 
energetic, Mr. Stuart believes a man in 
his business must keep up with area 
events so he'll know where to look for 
new business. He has a natural affin- 
ity for wanting to know “what's 
going on.” 

His inherent curiosity brings about 
a natural gravitation to gatherings 
where talk about new organizations 
coming into the central Florida area 
and business expansions are general 














Variety . ABOVE: Over-all in- 
terior view from main entrance shows 
broad selection of office furniture dis- 
played in Stuart’s spacious new show- 
room. AT LEFT: Selection of office 
machines, supplies and cooling de- 
vices is stocked to the left of main 
entrance. 
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Models . . . ABOVE: Model office 
setup in roomy cubicles offers attrac- 
tive setting for wide variety of equip- 
ment carried at Stuarts. AT RIGHT: 
Model office arrangement in south- 
east corner of building shows effective 
arrangement of luxurious office fur- 
niture. 


conversation. He also is a close reader 
of Orlando’s two newspapers which 
cover the central Florida area thorough- 
ly. Mr. Stuart says he picks up many 
business tips from these sources. 

Mr. Stuart’s interest in civic groups 
is primarily conscientious, and is close 
ly linked with a desire for a healthy, 
progressive community. 


Does Civic Duty 
“Strong, active civic and fraternal 
groups make a strong, active city,’ Mr. 
Stuart said. He believes his work with 
such groups is a civic duty, part of the 
price every resident should be willing 
to pay for a good city in which to work 
and live. This year Mr. Stuart is 
president of the Downtown Merchants 
Association, an organization he has 
supported with vigor for many years. 
The Stuart reputation for service 
and fair dealing is well founded. His 
broad set of contacts with manufac 
turers and their products, plus mem 
bership and activities in trade organiza 
tions give him a thorough knowledge 
of new developments in machinery and 
equipment for difficult jobs. 
He recently showed a large insurance 


14 


company whose headquarters and rec 


ord center is in Orlando how to cut 
considerable time in handling records, 
performing a service to them and mak- 
ing a substantial sale for his company. 

Although Stuart equipment sales are 
heavy, Mr. Stuart says machines are 
the foundation of his business, with 
equipment and furniture running close 
seconds. Central Florida is a pros 
perous, rapidly-growing area. The 
chamber of commerce and other organ- 
izations are in the midst of an inten- 
sive and successful drive to bring in 
new industry. 

Although Mr. Stuart is president and 
mainspring of the firm, he is capably 
assisted by his brothers, Charles and 
Tom who are vice-presidents. Tom 
Stuart heads the office furniture de- 
partment and Charles is the firm’s of- 
fice systems expert. 

As a further service to customers, 





Stuart’s offers through membership the 
services of NOMDA, NOFA and Cer 
tified Office Planning 
WOFI. He also is a member of 
NSOEA and Direct Mail Institute. 

Today the Stuart operation includes 


Service ol 


45 employees, the three locations on 
Main St., the new office furniture loca 
tion, plus the Stuart Paper Company, 
at 316 N. 


warehouses at 56 E. 


Parramore St., and storage 
Church St., and 
60 Alexander Place. 

Married, with five children, Mr. 
Stuart says the biggest secret of his 
success is hard work. 
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This is Simple 
but Effective 

A display, whether in the window in- 
viting the customer or at the point of 
sale, is designed with just one object in 
mind—to increase sales. A good display 
should not look like a misplaced stock- 
room—it should be simple but effective. 
The customer should be able to tell at a 
glance exactly what the display is trying 
to sell, and the display, in turn, should 
act as a silent salesman. 

To create desire, remind customers of 
forgotten items, and to entice them to 
stop, look and buy are the major ele- 
ments of a good display. This cannot be 
accomplished by a cluttered, bewildered 


display! 
—Garrison’s 


da a 
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COMPLAINT SESSIONS CLEAR WAY TO PROGRESS 


correspondent 





® EVER FIRE AN EMPLOYEE be 
cause he was a constant complainer? 
C. F. Fiddler, Kansas City, Kan., sta- 
tioner, wouldn’t fire him—he’d give 
him a raise! 

Fiddler, who has a virtually exclusive 
hold on the stationery market in his 
community, follows an employee rela 
tions policy based on the theory that 
employee complaints actually are bene 
of the time. 

He has regular weekly “complaint 


ficial about 90 


sessions” and employees are encouraged 
to speak out about things they don’t 
like—the way other employees do their 
work, the merchandising policy, the 
stocking of items. They can even com- 
plain about the boss if they want to. 


A Success Story 


Out of those weekly sessions come 
valuable ideas that Fiddler can put into 
effect in operating his stationery and 
typewriter enterprises. Proof of the 
effectiveness of such a program lies in 
the firm’s amazing success story. 

Ten years ago Fiddler bought a small 
typewriter sales and service business 
that was grossing $6,000 a year. This 
year, that business will gross $260,000. 

Five years ago he began to branch 
stationery field. Today, he 
has bought out all his major compet- 


out into th 


itors and not only holds a near monop- 
oly in the stationery field in Kansas 
City, Kan., but has increased the scope 
of that field. He figures that in 1954 
he will gross some $560,000, and he 
has plans for expansion. 

Develops Theory 
His policy of listening closely to em- 
ployee complaints, and then organizing 


regular sessions to hear them, evolved 
gradually overt 


“I had a 


| 
else perore 


the 10-year period. 
ways worked for someone 
| went into busines for my 


selt,” Fiddler explains, “and I had an 


1 


idea of how I would act if I ever be- 


came al ployer. I told my employ- 
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by R. T. KINGMAN 


ees from the start that they should 
never hold back on anything they had 
to say, primarily because I thought it 
would improve morale. 

“Since then, I’ve found it has a value 
far above mere morale-building. The 
employees are encouraged to look for 
flaws, to understand each others prob- 
lems, and to help me with decisions.” 


Regular Sessions 
Every Tuesday morning Fiddler calls 
his 17 regular employees together be- 
fore the store opens for business. The 
employees, many of them with several 
years’ experience in the stationery busi- 
ness, start right in to take each other 
apart—verbally. But it’s more than 
just a complaint meeting, because the 
complaints are noted carefully and 
whenever possible action is taken to 
correct faults that are brought out. 
“When I hire a new employee nowa- 
days,” the proprietor says, “I tell him 
that if he’s going to work for me he’s 
going to have to speak right up. It 
causes some shocked, hurt feelings 
when he hears his co-workers telling 
him what he does wrong, but that 
wears off in a hurry.” 


Guide to Policy 


The products of the weekly meet- 
ings are the decisions that form the 
store’s policy. Even purchasing policies 
and departmental operations are form- 
ed there, because each employee is 
given responsibility in running some 
phase of the business. 

With all that managerial help, Fid- 
dler is left free to operate in the role he 
likes best, a sort of combination trouble 
shooter and public relations man. Al- 
though he makes all final decisions, he 
devotes most of his time to making 
rush servicing calls for major clients, 
and taking part in civic activities. 

He is convinced that taking an ac- 
tive part in community life is vitally 
important to the success of any retail 


No “fiddling” While Employees Burn 





Forging Ahead .. . C. F. Fiddler, 
young Kansas City, Kan., stationer 
who started in the field 10 years ago 
when he purchased a business gross- 
ing $6,000 annually. Since then he 
expanded the operation to $560,000. 


business. The friends and contacts he 
makes in his community endeavors, he 
says, are invaluable. 

He is a member of the local Rotary 
club, Chamber of Commerce, the 
Downtown Merchants Association, the 
Shrine; is in many civic drives and 
fund-raising campaigns, and even be- 
longs to the Sheriff's Posse, a uni- 
formed horseback organization that 
performs at public functions. (They 
were among the lead groups in the 
Eisenhower inaugural parade). 


More Advantages 


Besides the obvious benefits derived 
from Fiddler employee complaint ses- 
sions, there are other, more subtle ad- 
vantages that are important, too, For 
one thing, the boss says, his employees 
are constantly improving their own 
selling techniques through constructive 
criticism. 

“Another thing I noticed after our 
complaint sessions had been put into 
effect for a few weeks,” he points out, 
“is that the employees seemed to be 
more friendly toward each other. To- 
day in our store there’s no feeling of 
tension—all complaints are out in the 
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open. And that’s important, because 
we spend more time in a day with 
our fellow workers than we do with 
our families, and if we can’t get along 
with each other we're not going to 
get much out of life.” 

C. F. Fiddler’s entry into the sta 
tionery and office equipment field came 
during World War II, when he bought, 
for $13,000, the Kansas Typewriter 
Exchange. He and his wife were the 
only personnel for a while, but soon 
he added four servicemen, two sales 
men, and a secretary. 

A big contract, to repair and pre 
pare for storage some 5,000 typewriters 
for the federal government, along with 
a patented typewriter cleaning com 
pound invented for him by the Mid 
west Research Institute, were factors 
in Fiddler’s success in the typewriter 
field. Today, the Kansas Typewriter 
Exchange is managed by Frank Whit 
man and is operated separately from 
Fiddler’s stationery business, although 
it occupies space in the main building. 

The Kansan went into the stationery 
field in 1949 by buying the flourishing 
business of the Dougherty stationery 
store, for $26,000. In 1950 he changed 
the name to Fiddler’s, Inc., now man 
aged for him by Howard Blanchard 
and Mrs. Maybelle Howard. 

In 1950 he bought the mail order sta 
tionery business of the E. L. Menden 
hall printing company, and still op 


erates it. He covers 26 states, has 2.500 


, 
$ 
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Employees with Complaints Welcomed to These Fiddler Sessions .. . 

plaint sessions C. F. Fiddler gets valuable tips on man- 
agement decisions, sharpens up his purchasing policies 
and learns customer trends. 


“Complaint sessions” like the one pictured are held every 
Tuesday morning at the Fiddler store. They are a part of 
the proprietor’s unique personnel policy. From the com- 
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major customers, mostly in towns of 
less than 10,000 population. 

In 1951 he purchased the Harry E. 
Tibbs stationery business—his only ma 
jor remaining competitor—when Tibbs 
retired. In 1952 he bought the sta- 
tionery business of the Drexel Office 
Equipment Company. 

That same year he added an ofhce 
equipment line, the first to be shown in 
a store of its type in a good downtown 
location. Fiddler’s store, at 749 Min 
nesota Ave., is in the heart of the Kan 
sas City, Kan., retail district. It’s the 
first stationery store to be located 
along the main business street in the 


busy 700 block. 


Expansion Planned 


Plans for expansion call for a full 
second floor of office furniture display 
and remodeling of the main floor and 
basement. The building measures 90 
x 70 feet. In addition, Fiddler’s has a 
separate warehouse. 

In the stationery business are four 
departments—stationery, furniture, mail 
order and schoolbooks. The stationery 
business grosses more than twice as 
much as the typewriter business an 
nually. 

The schoolbooks department is a 
money-maker in season. Fiddler’s is 
the only bonded schoolbook dealer in 
town—Dougherty and Tibbs handled 
such sales before Fiddler bought them 


out—and that phase of his operation 





grosses some $60,000 annually. 
The schoolbook operation provides 


another by-product in service to Fid 


dler customers, too. For each school 
book season, Fiddler hires 18 girls 
the pick of the student bodies at local 
high schools—to do his extra selling 
work. Those who are outstanding are 
put down on Fiddler's job opportuni 
ties list. 

When customers let him know they 
are looking for a competent secretary 
or office worker, Fiddler pulls out his 
list and makes a recommendation. It 
works out well for the employer, the 
high school girls, and their friends, be 
cause some ol the salesgirls recommend 
their chums for the Fiddler list, too. 

The employees include several who 
came to work for him when businesses 


He al 


ways offers positions to employes of 


were bought out by Fiddler. 


businesses he buys, and except for one 
who retired to take up farming, all 
employees thus acquired still are with 
him today. 

Mr. Fiddler thinks the principal ad 
vantage of his complaint sessions is the 
close contact with customers as well as 
employees. 

“Most of the complaints brought up 
actually originate with customers and 
are passed on by my employees,” he 
explains. “What it amounts to, is that 
the customer actually is running my 
business—and I figure you can’t beat 
a set-up like that!” 
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Windows—and Their Place in the Scheme 





FIX TURES—Tools That Make Retail 


Merchandising a Success or Failure 


(Second of a Series of Four Articles) 


by HENRY BERRY 
Henry Berry Associates, 
Milwaukee, Wis. 





® MOST STATIONERY and ofhce 
appliance dealers maintain a successful 
store. Frequently, however, I find top 
management possessing a rather disin 
terested attitude towards the retail op 
eration, oint of view that frankly 


puzzles 


Admitted that a high percentage of 
the gross volume of an office equip 
nent a upply dealer is brought in 
by his outside salesmen and admitted 
that under existing conditions trafhic 
in his store may not be great, never 
theless, why?, oh why?, maintain a 
retail store at all if every effort isn't 
made to see that it is a success in its 
own right 

All of which leads me to feel that 
sometimes we have forgotten the basic 
facts of what a store is and what it is 
supposed to do. 

Not a Warehouse 

\ retail operation is essentially a 
place oO USINESS designed to sell mer 
chandise out of, not to keep merchan 
dise in. A successful store must be a 
sales “house” not a warehouse, and the 


degree to which a store becomes a suc 
cess is dependent largely on what is 
lone to place the customer in front of 
ind how the merchandise 


is presented to him once he is there. 


The haren 


(Illustration No. 1) shows exactly what 


) girl on the slave block 


[ mean. Desired goods if shown will 
be bought, and if stored as though 
n a warehouse—blocked from the cus 


tomer either physically or psychological 
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ly—will be pretty apt to stay there. 


Thus, the dealer is not given the turn 


over essential to profit. 





The first step towards a successful 
selling unit is to arrange a store so 
that the customer does what you, as 
the proprietor, wants under your direc- 
tion. There are three factors of major 
importance in achieving this result— 
windows, traffic control inside the store, 
and fixtures designed and placed to 
sell rather than to store merchandise. 
Each is part of the whole and each 
vital to the final result. 

Originally (/ilustration No. 2) win- 
dows were developed very much along 
the same line as showcases. The mer- 
chandise was raised above the floor to 











“4 F 2 

' |e 

oe 
Pe 


J Te 


an ideal level and glass put in front for 
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protection. Behind the display a back- 
ground was built, a background often 
trimmed and decorated beautifully but 
still resulting in the wall which is a 
barrier between your customer and 
your store. 

The window was then left to do all 
the work. First, it was expected to stop 
the customer as he moved along the 
sidewalk. Second, the window was 
supposed to interest the customer in 
what might be inside the store—there 


was no other way he could know. 
Third, that interest had to be developed 
to such a pitch that the hard-working 
window would cause the customer to 
actually enter the store in order to 
make a purchase. Quite a contract! 
It’s to the everlasting credit of the 
point-of-purchase industry that win- 
dows of the past have achieved the ex- 
cellent results that they have. A new 
approach is now called for. 
lilustration No. 3 suggests what can 
be accomplished with a modern in- 
stallation. Technical developments 
have made it possible for the front 
glass of your store to be extended all 














the way down to street level. This 
forms what is generally called a full- 
view window, and there behind the 
glass is once again your merchandise 
raised to an ideal level, staged so that 
it interests and attracts your customer. 

At this point, however, something 
new has been added. We have a com- 
plete change in that not only the mer- 
chandise in the window can be seen 
through the window, but also visible 
in your store are display after display 
of other goods. These are actually 
selling and calling the observer to 
“Come on in, look what we have for 
you.” No longer should the inside of 
a store remain a mystery but can and 
should become an invitation. 

The major glass companies in the 
country all maintain customer service 
departments to help you plan and in- 
stall a full-view window and a letter 
to their home offices will give you the 
information on whom to contact 
locally. 

Of major importance in an instal- 
lation of this kind is the lighting of the 
window and of the store itself. In 
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order to achieve maximum effectiveness 
with a full-view window it is necessary 
that the intensity of the light inside 
the store be greater than that outside. 
Your local utility company will be glad 
to help you with any lighting problem 

The usual floor plan otf 
window was a lay-out with the en 


an old stvle 


trance to the store in the center, flanked 
by small windows on either side. Thes« 
windows, of course, had a background 
wall built between the customer and 
the store and a lay-out that accentuated 
the narrowness of many typical loca 
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tions. Sketch No. 4 shows one type of 
full-view installation that is being suc 
cessfully used. 

On the top of the sketch is indicated 
an inside-outside show case, built so 
that it appears to extend through the 
doorway into the store. The outside 
sections of this can be used many times 
for seasonable merchandise, the ar 
rangement and the display being made 
so that it appears to continue from out 
side the store into the store without a 
break, helping tremendously in easing 
the customer from out to in. In this 


been move | 


( 
1] 
ik 


installation the door has 
to one side and a long slanting fu 
view window placed across almost two 
thirds the full width of the store. 

It will be noted that the flow of 
street trafic moved parallel to the face 
of the old-style window arrangement, 
and that the observer was required to 
make a complete 90-degree turn in 
order to stop, face the window, and 
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study the merchandise. While in the 
full-view layout suggested here, (J/lus 
tration No. 5) both the window and 
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the outside showcase are only slightly 
off the direct line of trafic movement 
and a 30-degree oblique brings the cus 
tomer to a point in front of the win 
dow directly facing the display. 

Any new development does bring 
up its own set of problems and the 


full-view window is no exception. In 
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cluded are the question of how to hold 
merchandise to be displayed in the 
proper position at the window and 
how to arrange a display area that will 
enable the dealer to show small items 
adequately and to continue to take ad 
vantage of the many wonderful point- 
of-purchase pieces furnished by his sup- 
plying manufacturer. As in any de- 
sign problem there is no one answer. 
A good solution however is shown in 
drawing No. 6. 

Here you find the merchandise held 
in the ideal position, in the center of 
the window space and at the proper 
height above the floor. The items dis 
played are located so that low stage 
settings can be built, window cards can 
be used, and still the viewer can see 
over and around the trim, into the store 
itself. 

The platform suggested is actually 
a case constructed so that one end 


pivots on a rod, bearing at ceiling and 
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floor, while the other end is held by 
a pedestal with a rolling wheel at the 
base. The ends conceal fluorescent 
lights and the back and top are of plate 
glass, the top protecting the merchan 
dise from. dust and the transparent 
back allowing full view into the store. 

When the fixture is pushed forward 
and against the front glass there should 
be about a quarter of an inch of space 
between the front of the case and the 
should be con 


structed sO that It can be locked 


window. The unit 
into 





position. A side view of the installa 
tion is shown in sketch No. 7. 

With a case of this general type in 
finite use variations are possible, and 
when rolled back from the window as 
shown by the dotted lines in sketch 
No. 8, several real advantages are ob 
“window” can_ be 


vious. First, the 








decorated from the front, eliminating 
hours of back-breaking toil incurred 
in crawling around the old-style in 
stallation. Second, the window can be 
rolled back and merchandise sold out 
of it without the slightest difficulty. 
And then, of course, when the window 
cleaner shows up it is not necessary 


to completely remove a trim in order 
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to get a wash job. The fixture is rolled 
back (Jllustration No. 9) and the 
cleaner goes to work, completely free 
of muss and bother. 

In many instances it isn’t necessary 
to build as an elaborate a platform as 
the one shown here. (///ustration No. 
10) I know of several stores where a 
large glass-topped table has been placed 
at the window and the display built 
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on this, an arrangement proving sul 
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prisingly effective. 


It is only necessary, basically, to ar 


(Turn to page 20, Please 
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BUT DON’T ADVERTISE THEM! 


special writer 





® IN EVERY LINE of business there 
are two or three firms that manage 


to climb to the top in their trade area 
ind to stay there—but they didn’t 
scale the heights by worrying about 
titors nor by belated rivalry 
in matching competitive strategy. 
These top-notchers always have an 
awareness of the activities and the 
their competitors, but they 


keep in the vanguard by out-maneuver- 
ing them with a studied carefulness 
not to advertise them in the process. 
Any shrewd dealer knows that he 
can never tell for certain when he is 
going to have to face in a new com- 
petitor. He also knows that while he 
honestly thinks that his store is better 
than average, nothing is ever “better” 
except by comparison, and that some 
investor, with more capital and daring 
than he, may force that comparison 
upon his business when least predict- 
Today, no wise appliance dealer 
“knocks” his competitors; he simply 
affects complete unawareness of them, 
so tar as customer contacts are con- 





Egotist Salesman 
Drives Prospects 
to Store of Rival 


In dealing with successful operators who 
regularly are purchasing office equipment, it 
should be emphasized that sales are not likely 
to be consummated by the conversational 
blandishments of the self-imagined super-sales- 
man. He's the type who, not content with in- 
fluencing his prospect by logical selling-point 
presentation, attempts to usurp the prospect's 
initiative to buy or reject the product offered. 

Salesmen afflicted with such exaggerated 
egos have been known to drive experienced 
buyers into the showrooms of competitors where 
their own knowledge, judgment, and experi- 
ence met with respect. 

The kind of selling zeal that approaches 


hysteria in its bombast and exaggeration 
doesn't do a salesman nor the firm that he 
represents any good. 

It is much more likely to advance the cause 


of conservative competitors who have a repu- 
tation for sound standard values without ridicu- 
lous mer handising fanfare. 
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by V. N. VETROMILE 


cerned. In other words, he knows 
better than to advertise competitors 
either directly or indirectly. 

There seems to be two extremes 
with regard to concern about near-at- 
hand competition. On the one hand 
there is the stationer and appliance 
dealer who never investigates ade- 
quately the full strength of his nearest 
competitor; who never thinks of ascer- 
taining the extent of the territory that 
the competitor may be cultivating and 
the promotional devices that he is 
using to develop new business. 


Watches Competition 

On the opposite extreme, there is the 
type of dealer who spends too much 
time watching every move made by 
his competitors instead of analyzing 
and improving the routine operation 
of his own store. 

Make no mistake abour it—the enter- 
prise of strongly-entrenched and ag- 
gressive competitors can never be safely 
underestimated, let alone ignored. 

When circumstances suggest the 
value of it, many shrewd and enter- 
prising merchandisers send out test- 
shoppers and observers to report on 
the sales activities and selling practices 
in the competitive trade area. 


"Talk in Type” 

Whether in a personal canvass in 
the salesroom or writing copy for to- 
morrow’s advertisement, it is well to 
keep in mind the fact that occasional 
buyers and known customers have 
doubtless heard the principal sales 
arguments of at least one of the store’s 
representative competitors. It is neces- 
sary, therefore, when advertising to 
“talk in type” to those buyers in prac- 
tically the same manner as if you could 
see your competitor's best salesman in 
front of you while writing the adver- 
tisement. 

Every successful competitor has one 
or more strong arguments by which he 
obtains orders. It is important to as- 
certain what those selling arguments 


Know What Competitors are Doing— 


or sales inducements are so that they 
can be met effectively. Then, too, it is 
essential to view every selling propo- 
sition with a certain measure of per- 
sonal detachment—that is to view it 
from the angle of buyer-use and buy- 
er-benefit of the machine or other 
merchandise. 


Needs Value 


The sale never results merely be- 
cause the dealer has something to sell 
and publishes a picture and a descrip- 
tion of it. 

In the mind of the experienced buyer 
of office equipment, “high” and “low,” 
as said of prices, are only relative 
terms. Such a buyer will be influenced 
by the “bargain” representation only 
when he believes that the advertiser is 
offering him a known value—a trade- 
mark certified value—at an economiz- 
ing price. 

The attitude of some dealers toward 
the price-advertising of a misguided 
combative competitor, as well as toward 
some new competitor, is both humor- 
ous and pathetic. For illustration, when 
a new and well-financed store opens its 
doors in their environs, it is sometimes 
almost pitiful to observe the crude de- 
vices of old-time “storekeepers” to 
“cover up” after the proverbial horse 
has been stolen, 

The classical and historical example 
is the new store-wide sign, lettered 
“See our cut prices before buying else- 
where,” which may appear across the 
front of the old store a few days after 
a damaging new competitor has sprung 
up. 


Admit "Robbery" 

Speaking of this lame-brain policy, 
an old-timer in the trade said: 

“In one unguarded moment, they 
have unwittingly suggested to the 
public that they have been robbing the 
community all through the years, but 
now that competition has come, things 
will be different.” 

He’s right. Equally valueless, if not 
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actually harmful, is the historic sign 
“Now under new management,” keep 
ing alive the psychological taint of un 
ethical or incompetent 
that caused the failure of the old man 
agement. 

Here’s something to remember—es 


management 


pecially, for the dealer who has 
hyperconscious of the probability ol 


pecorme 


new competition that it has become an 
obsession with thim: 

Any flashy new store will alway 
dominate the public’s interest and at 
tention for 10 days to two weeks after 


1 


ly ait the 


its formal opening—especia 
opening has been cleverly advertised 
Even the new store that, according to 
every economic prospect is practically 
foredoomed to failure, experiences this 
big “birthday party.” 

You always can be sure that curiosity 
will bring store traffic to the fancy new 
store on the opening day. The book ot 
merchandising experience proves that 
the motivation for the traffic is so large 
ly mere sight-seeing that many propri 
etors of new stores advertise that n 
goods will be sold the opening day, 
the occasion being essentially a mer 
cantile Salesmen 
who “know their stuff” do, however, 
make many _ valuable 
during such mercantile 
ings.” 


“house-warming. ” 


acquaintances 


“house-warm 


Gifts Helpful 


Sometimes (and I think this is a 
good idea) a novelty or useful gift is 


distributed to all visitors, each recip 


ient of a gift signing his or her name 
and address in the “birthday register.’ 
One need not be a Solomon of met 
chandising to see that the trick here 
is to acquire early a “live” mailing 
list of potential office equipment buy 
ers. 

Thus, it will be seen that an attra 
tive new appliance outlet can hardly 
fail to attract a certain amount of busi 
ness. That is nothing for an intelligent 
competitor to fear because the new 
prospectors will have to await the 
usual term of incubation before chalk 
ing up any substantial profits. 


1 


The usual experience is that the 
curiosity-inspired buyers will give some 
business to the new outlet so long as 
they are “bribed,” but the majority 
will not desert old trading afhliations 
after the new-comer in the field has 
withdrawn his advertising bait, as he 
must eventually, or suffer financial 
loss. 

Trying to attract busines y price 


discounts 


juggling, by “confidential’ 
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and other shady schemes is always a 
stench in the nostrils of the better-type 
of stationers and office machine deal 
ers. These progressive standard-bearers 
of sound trade practice believe that 


every mercantile investment should 
yield an adequate profit as recompense 
tor merchandising ability. They honor 
the maxim “Live and let live,” and 
they recognize the right of their com 
petitors to prosper commensurately 
with their effort and ability, 
Discussion of profitable and _ rela- 


tively unprofitable business suggests 
reflection on the kind of price manipu- 
lation that causes what is known in all 
retail trades as the notorious “cut” 
price. 


Method Possible 


Any appliance dealer might on in- 
frequent occasions have some logical 
ind ethical reason for offering a cer- 
tain item of merchandise at a reduced 
price. The situation could very well 
be such that, in disposing of such items 
at a slightly modified price, he was fol- 
lowing sound stock-regulation practices 
while at the same time actually giving 
his customers a good timely “buy.” 

This is an entirely different matter 
from the mercantile vice and fallacy of 
deliberately slashing a price down to 
the very quick of profit solely for the 
ignoble purpose of trying to lure the 
customers of some nearby competitor, 
[hat is the kind of “competition” in- 
dulged in by misnamed merchants of 
the type who possess absolutely no 
creative talent for constructive selling. 

The incentive and the objective in 
all mercantile investments is profit 
merited by reliable merchandise and 
competent service. In view of this in- 
disputable truth, profitable volume is 
the most important consideration in 


retail management. 


FIXTURES—Tools of Retailing 


range for some type of movable plat- 
form that will hold the display in the 
proper position at the window, allow- 
ing room for a low trim around and 


behind the merchandise and still leav- 


ng plenty of air for a full view of the 
store. 

Another advantage of an installation 
of this type is that the case can be 
left rolled back and used as an inside 
display. When this is done, the large 
full-view 


irea left just behind the 


glass can be used to display office 


quipment or furniture. 





It is to be expected, as a matter of 


trade experience, that the accounts of 
some customers will be much more 
profitable than the accounts of certain 
other customers. The larger the pro 
portion of these better pront accounts, 
the higher will be the percentage of 
profitable sales and the more profit 
able the business. 

Profits must always be reasonable 
and prices must be competitive at all 
times, but in the very nature of any 
retail investment, the annual net profit 
is the only reliable determinant of 
financial progress. 

It is well known that only about 
three out of 10 of each type of retail 
outlet, particularly in cities of less than 
100,000 population, are conspicuously 
prosperous as commercial investments. 

The two vital departments of mer- 
cantile activity are buying and selling. 
They may be likened to the obverse 
and reverse faces of a coin—that is, 
one has as much significance as the 
other. 


Tell Three Factors 


The conduct of such a business con 
sists of three major factors: the mer 


chandise to be sold; the 


operations 
necessary to maintaining the business 
and the selling activities which include 
everything in the nature of display, 
printed advertising, radio advertising, 
telephone canvassing, and _ personal 
selling in the showroom. 

It is ethical competition among an 
unusually alert and intelligent class of 
men that makes the stationery and 
ofice equipment business a stimulating 
commercial endeavor. 

Each man has the untrammelled op 
portunity to succeed according to his 
diligence and ability within the limits 
of expansion allowed by the capital 
structure of his investment set-up. 


Continued from page 18 


If you are fortunate enough to al 
ready have a full-view window, it will 
be worth your while for you to blink 
your eyes a couple of times and look 
the unit over carefully, making sure 
that it is being used as it should be. 
It is essential that it properly frames 
a picture that brings the inside of 
your store to the outside customer, and 
then brings that character inside, where 
skillfully planned traffic control will 
help to send him away loaded. 

We'll talk about that next month. 
See you then 
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Some columns of selling ideas based on the experience of smart 
salesmen both in and out of the office appliance field. 


By Zenn Kaufman 








B® “EVERYONE LIVES by selling 
Who said that? A sales- 


something. 


man? A business man? An advertis- 
ing many 

No—it was said in 1894 by Robert 
Louis Stevenson, author of “Child’s 
Garden of Verses” and “Treasure 
Island. 

» * * 

Are you using a camera in your 

selling? 


Gary O'Dell, an insurance man, 
mailed a prospect a picture of the pros- 
pect’s home with a note saying, “No 
doubt this house is covered with the 
typical American mortgage. See you 
7 with a solution of the 
problem.” The next evening he called 


tomorrow atl 


and sold an insurance policy to cover 
the mortgage. His prospect was de- 


lighted with the picture. 





It just happened that I know the 
man whose house was thus _ photo- 
graphed. He told me that he was de- 
lighted to receive the photo—never 
had a picture of his home. He told 
me that he was particularly intrigued 
with the phrase “typical American 


mortgage”—it removed the sting of 
criticis! from the letter. 
* * * 

Baseball Moral 

Right after Milwaukee bought the 

Braves, a large shipping carton arrived 

at Gimbel Brothers’ Milwaukee store 

containing some merchandise for that 

famous store from a Boston supplier. 

Crayoned across the carton were these 
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words, “What can you do for them 
in Milwaukee that we couldn’t do for 
them in Boston?” 

The unmentioned subject of this 
question, of course, was the erstwhile 
Boston Braves, at that time enroute 
to Milwaukee for their new home. 

The answer to the question, of 
course, was clicked off dramatically six 
months later on September 20, when 
customer No. 1,807,526, clicked 
through the turnstiles of the Milwaukee 
stadium — setting a new National 
League record that dented even Brook- 
lyn’s previous season’s figures by some 
19,000. 

The thing that Milwaukee could and 
did “do for them” was to give them 
encouragement. ‘Thousands of fans 
were down at the train- every time 
the Braves returned to town and. big 
crowds turned out through the whole 
season. 

The result, too, as you know, was 
that a team virtually unchanged from 
the season before, moved from lowly 
rank into second place in the league 
—and was, for a while, even a con- 
tender for the pennant. 

Enthusiasm is contagious, not only 
in sports, but in personal affairs, too. 
Salesmen find it does wonders in win- 
ing customers, management finds it 
does wonders for personnel. Excite- 
ment is catching—results in action. 

The average man has in him a big 
streak of the stuff that led the little 
fat fellow in the restaurant to complain 
to his waiter that his champagne was 
being opened too quietly. 

* * * 
Think A Smile 

“THINK A SMILE is an expression 


that tends to summarize all the factors 
that imply optimism. The salesman 


who can think a smile on every can- 
vass call will not go too far astray in 
his attempt to create a favorable first 
impression. 

“Tt is not difficult for a salesman to 
think a smile if he has the proper 
mental balance. His reasoning should 
follow this line: I make my living by 
selling; to sell, I must contact people; 
I like to meet and work with people; 
I will like this fellow; I have some- 
thing to sell that will help him; I will 
make the most of this opportunity to 
do a creative selling job. With this 
reasoning before each introduction, the 
salesman can easily make a favorable 


first impression.” 


(From “Open The Mind And Close The Sale''—by 
John M. Wilson, Vice-President, National Cash 
Register, a book well worth reading, too. You can 
buy it by sending $5.00 to Nationa! Sales Execu- 
tives, 136 E. 57 St.. New York, N.Y.) 


On Prospecting 

Henry Sherman, a Providence, R. L., 
life insurance man, has a plan that 
provides an automatic signal to remind 
him to ask people for the names of 









A 


we 


an 


prospects. He has a sticker reading, 
“Get Prospects Now” pasted inside his 
hat. 

What are you doing to find new 
prospects? 

Prospecting for customers, inciden- 
tally, is an art in itself, calling for 
a combination of a mindreader and a 
detective. One of the smartest ex- 
amples of ingenious prospecting is fur- 
nished by the Michigan stove dealer 
who arranged for one of his old trade- 





ins to be sold at a local auction. 
Standing by silently, he wrote down 
the names of all bidders, later ap- 
proached and sold several of them. 
Ss & © 
Remember—if you can't sell at a 
profit, it isn’t selling. 
* * 7 
A store in Wilmington, Del., in 
stalled a large carnival wheel, placing 





CONDITIONAL SALE CONTRACT 
DESCRIPTION 


@ A CASH REGISTER sold under a con- 
ditional sale agreement to a Mississippi 
jewelry store owner was seized by the 
creditors of the jeweler and sold. In an 
action for possession of this cash register 
the purchaser from the creditors of the 
jeweler contended that the sale contract 
was void and unenforceable for lack of a 
complete description of this register. 

“That contract designates it as one cash 
register ‘1090 Br. Mah.,’ which apparently 
means brown mahogany,” said the court 
in awarding possession of the machine to 
the manufacturer. ‘Under the column called 
‘serial or factory number’ is the figure 
‘4373428,’ which clearly designates the 
serial number of the machine. 


“The requirement is that the descrip- 
tions must separate the property from all 
other items of its kind. The contract must 
mention some fact or circumstances con- 
nected with the property which will serve 
to distinguish it from similar property and 
this fact or circumstance must be stated in 
the instrument itself. The clear designa- 
tion of the serial number of the cash reg- 
ister, along with the other facts in the con- 
tract meet this requirement.” 


* * * 


National Cash Register Co. v. Thomp- 
son, 48 So.2d 608, Mississippi. 


INJURIES FROM DEFECTIVE OFFICE 
CHAIR 


@ AN EMPLOYEE ENTERED the office of 
his employer in Seattle, discussed a busi- 
ness matter with a fellow employee and 
then turned to a nearby desk to telephone. 
He sat down in the chair at this desk, 
both feet on the floor, dialed the number 
and with the answer leaned back in his 
chair in a comfortable, normal manner. 
The chair tipped over backwards, injured 
the employee and the employee sued the 
employer for his damages. 
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around the outside of the wheel the 
names of 20 items the firm was par- 
ticularly anxious to push. On the way 
out of the store, the customer was 
given one spin at the wheel. 

If she had bought the item the in- 
dicator pointed to, she was given an 
additional package of that item free. 
The wheel made quite a clatter in the 
store, thus doing its own advertising. 
It created quite a stir in the neigh- 





borhood too, in addition to focusing 
interest on the 20 items that the store 


wanted particularly to push. 
. ca 7 
The salesman instructor in the Sears 
Roebuck training class said, “There 
are two words that I want you never 


to use. One is “swell” and the other 
is “lousy.” 

One girl raised her hand and asked, 
“Teacher, what are the words?” 


What the Courts Say 


CASE HISTORIES REPORTED BY 





“It was the duty of the employer,” said 
the court deciding in favor of this em- 
ployee, “to furnish this employee with ap- 
pliances and instrumentalities that were 
reasonably safe for the use required of 
them and to maintain them in a reason- 


ably safe condition. This employee was 


MONTHLY MUSINGS ON SALESMEN 
AND THEIR PROBLEMS 


by L. R. ADDINGTON, vice-president 
stock sales, Art Metal Construction Co. 


@ WE ALL ADMIRE raw courage in a man, 
but our greatest admiration is reserved for 
the person with both courage and skill. 

There are many people who want to be 
salesmen who go forth each day with high 
courage and stick to the job with mediocre 
or small results. 

In no profession is skill more needed to 
be coupled with courage than in selling. 

The first step in gaining skill is the real- 
ization that if we are not getting results, 
we are doing something wrong. We 
should, perhaps, analyze each call to find 
out if our sales progress is stopped at a 
certain level. 

Is our sales story uninteresting? Do we 
know the important executives in a con- 
cern? Have we followed up inquiries, no 
matter how trivial? Are we observing? Do 
we make earnest inquiries on every call 
as to whether the customer has problems 
with which we, or our company, can help? 
Do we constantly improve our vocabulary 
so that our conversation is interesting and 
refreshing to listen to? Do we seek help 
from the boss? 

The salesman who is aware of his short- 
comings and improves his skill will always 
know that he puts something in the bank 
from every call. The salesman who func- 
tions on courage alone will find himself 
sorely tried day after day until his courage 
sours into discouragement and disillusion- 
ment. 


ALBERT WOODRUFF GRAY 


entitled to assume in the absence of notice 
to the contrary, that the chair was safe for 
normal use.” 


* * 


Arnold v. U. S. Gypsum Co., 267 P.2d 
689, Washington. 





The salesman who not only has the 
courage to try, but also the courage to im- 
prove, will find a new refreshing atmos- 
phere to live in. 


1. His perception will improve. 

2. His powers of observation will be 
sharper. 

3. He will have more and better ideas. 

4. He will read and study with zest and 


purpose. 
5. He will be happier. 
6. More people will like and respect 
him. 


7. He will have more faith in himself. 

8. More people will want to give him 
an order. 

9. He will find that he will express him- 
self better. 


The stars in any field are those with 
courage and the skill to do their job better 
than the average. They discovered how 
to do something right and practiced until 
the right way became a good habit. 


The significant fact of the moment is that 
so many people want to sell service mer- 
chandise on the basis of price alone. Two 
things are certain—selling skill is lacking 
and the customer will eventually get the 
worst of the bargain because on low-priced 
sales a continued interest in the customer, 
good service and sometimes high quality 
are lacking. 


OA —1/55 





e 


er 
iw 


til 


Accelerated Depreciation— 





It Can Lead to Accelerated Sales 


by HAROLD J. ASHE 


tax counselor 


® THE NEW FEDERAL tax code, 


calculated to give some relief to har- 
ried taxpayers, may provide an assist 
to sales for those office equipment 
dealers who are alert to its implications. 

Among other changes in the law, 
provision has been made to permit 
more rapid recovery of investment in 
depreciable assets, including office 
equipment, during the early years of 
asset live 

This faster recovery in the early 


years has the terminal result of confer- 
tax savings on the benefi- 


ring larger 
ciaries in that period. Both large busi- 
nesses and small have been critical of 


depreciation regulations and welcome 
this liberalization. Many are prepared 
to take a lvantage of accelerated depre- 
ciation. 
A Useful Tool 
So, this faster depreciation becomes 
a useful tool with which to persuade 
some customers to no longer postpone 
needed purchases. Every year that 
needed replacements are put off, the 
greater the loss in tax savings. Once 
lost, these savings are gone forever, as 
well as the added earnings traceable 


to greater 


fheiency. 

While a customer may not be able 
to visualize his financial circumstances 
over the useful life of a contemplated 


piece of office equipment which may 
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have a 10- or 15-year useful life, the 


new ground rules permit taking far 


more depreciation in the first years 
than by the straight-line method. 


Doubles Depreciation 


The first year’s depreciation alone 
will be double that available by the 
straight-line method. It becomes less 
important to look far into the future 
to see the tax advantages available 


throug! irchase of new equipment 


than has been the case in the past. 


For example, consider certain office 
equipment costing $1,000, having a 10- 
year useful life, and with a non-cor- 
porate buyer in the 30° tax bracket. 
On a straight-line depreciation basis, 
this equipment must be written off at 
OA —1/55 


the rate of $100 a year, representing 
a tax saving each year of $30. Trying 
to peer into an uncertain 10-year fu- 
ture, a customer may not be too im- 
pressed with the tax saving, even 
though he appreciates its importance. 

On the other hand, accelerated de- 
preciation, with the useful life un- 
changed, permits twice the $100 write- 
off the first year, and with double the 
tax saving that year. Thus, larger tax 
savings are made in the first years with 
less savings and smaller write-offs in 
the last years of useful life. 

A taxpayer is not required to use 
accelerated depreciation but he is given 
that option, subject to certain qualifica- 
tions. Only new property acquired 
after 1953 may use the new deprecia- 
tion method and then only if (a) the 
taxpayer is the first user and (b) his 
use started after 1953. These qualifica- 
tions must be met because if property 
fails to meet any of the tests, a tax- 
payer is foreclosed from using an ac- 
celerated depreciation method. 


Formula Defined 
Accelerated depreciation is simply a 
formula by which, in the first years of 
ownership, the rate of depreciation is 
increased without shortening the life 
of assets. Eventually, recovery slows 
down and there comes a point at which 
the annual write-off is less than by the 
conventional straight-line method. 
Using the declining-balance method 
for taking accelerated depreciation, 
around 40°% of the cost of an asset is 
written off in the first 25° of its useful 
life, and more than two-thirds is writ- 
ten off in the first 50°% of its life. 


STRAIGHT-LINE METHOD 


Beginning Annual Cumulative 
of Depreciation Recovery 

Ist year 

2nd " $500 $ 500 
3rd 500 1,000 
4th 500 1,500 
Sth 500 2,000 
bth 500 2,500 
7th 500 3,000 
8th 500 3,500 
9th 500 4,000 
10th ° 500 4,500 
ith * 500 5,000 


Comparison of Depreciation Methods . . 


Accelerated depreciation works on a 
carefully calculated formula. In the 
declining-balance method, which is the 
simplest method to calculate, the nor- 
mal useful life is used as in computing 
straight-line depreciation. However, in 
the first year twice the charge allowed 
by the straight-line method is taken. 
Thereafter, this rate is taken each year 
but applied to the then wnrecovered 
balance. 

Here's an Example 

If, for example, certain office equip- 
ment has a 10-year life, 10°% a year is 
taken on a straight-line basis. By the 
declining-balance method 20° is taken 
the first year. In subsequent years, 
20°% is taken on the remaining unre- 
covered cost. \n the straight-line meth- 
od the annual depreciation remains 
constant throughout the life of the 
asset. The declining-balance formula’ 
reduces each successive year’s deprecia- 
tion charge. Continuing with the 10- 
year life for illustrative purposes, start- 
ing with the fifth year, the depreciation 
recovery each year is less than by the 
straight-line method. 

However, those using accelerated de- 
preciation may switch back to the 
straight-line method at that point when 
an advantage no longer accrues from 
the accelerated method. At this point, 
the straight-line method applies only 
to the unrecovered balance divided 
evenly into the remaining years of 
useful life. 

Thus, at the end of 10 years, a cus- 
tomer has made a complete recovery, 
as by the straight-line method used in 
the past, but he has made a more rapid 
recovery in the first few years. 


DECLINING-BALANCE METHOD 


Balance Annual Cumulative 
Unrecovered Depreciation Recovery 
(*) (*) (*) 
$5,000 : 
4,000 $1,000 $1,000 
3,200 800 1,800 
2,560 640 2,440 
2,048 512 2,952 
1,638 410 3,362 
1,310 328 3,690 
982 328 4.018 
654 328 434% 
327 327 4,673 
None 327 5,000 


. Assuming $5,000 investment in new office 


equipment and a 10-year life, here are the figures. 
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larger sales volumes has long been advocated by OFFICE APPLI- 
ANCES. Each January, this section is devoted to dealers’ experi- 
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ences in selling machines and systems where specialty selling 
techniques have been found mandatory. These same promotion 


methods, when applied to other items have met with equal success. 








THE THREE I's OF SPECIALTY SELLING 


by GORDON J. STEW ARI 


feature writer 


necessary information. Frequently, you will not have to 


ask all these questions as some of the answers may be 


® THE THREE “I's” of specialty selling are Information, 
Investigation and Imagination. While you may not need 
all three to successfully sell a particular specialty item, you 
will need at least two. You will need information on the 
product you are selling, you will need to investigate your 
prospect’s requirements and, in 99 out of 100 cases, you 
will need to draw on your imagination to adapt the 


obvious, but, in other cases, you may have to go even 
further and follow a typical transaction from beginning 
to end, making notes as you go along. In addition, it is 
always best to secure samples of the forms being used at 
present and number them in sequence of their use. 


product to the prospect’s use in a satisfactory manner. The 18-point check list follows: 


In order to discuss the three “I's” intelligently, let l. Type of business? 
us apply them to the sale of visible filing equipment. 2 Type of record? 
Now let’s look at the first “I” for Information. Before 3. Number of records maintained? 
you can attempt to sell this equipment, you will have 4. What equipment is used at present? 
to know what it is and what it can be used for. This 5. How many people work on it? 
means a careful study of the manufacturers’ catalog, 6. Is the record indexed and how? 
several training sessions and considerable practice setting 7. Is it cross referenced? 
up and using the equipment. 8. How is the record signaled? 

( 4 ¢ a : > 
sj Mat ad, hat 0p 

In this article we will not attempt to cover the equip 11. Number of hours per day spent on record? 
ment or what it can do for a user, as this is not in the 12. How many postings per jas 
scope of our discussion. It is possible, of course, to sell ‘9 Thea space a 
this equipment without knowing very much about the Ss ee ee 
equipment or its use and place in the business picture i re er eae ne 
when your prospect knows what he wants and only looks 16. Is there any information that should be added or 
to you for price and delivery information. Order takers, rele ewer? f 
however, cannot land the worthwhile installations wher: 17. What facts should be signaled? 
real selling is required. 18. What suggestions do you have for improving the 

After absorbing the necessary information you are ready present record? 


to face the world of “suspects,” looking for potential users 
of the equipment you have to offer. When you find one, 
you arouse his interest by pointing out the many “benefits” 


Imagination is Needed 
When the answers to these questions and any other 


: ; facts that might turn up are tabulated the time has come 
inherent in the equipment then go on to create desire é 


; . whi = agination. 
and follow through to a decision. hich calls for Imagination 


for you to use the third “I” 
This is the point where many salesmen fall down because 


"I" is for Investigation they cannot take the information they have gathered and, 


Now you come face to face with the second “I” for through the use of their knowledge and imagination, 
Investigation. Unless your prospect will do the job for work it into an acceptable proposal for submission to the 
& I | J pro} 


you, you will next have to make a survey of his present 
operation to decide what he should purchase to change 
over to your equipment. 

We are listing 18 questions that should dig out the 
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prospect. 


How do you go about this? 


You have at your finger 


tips complete information on the line you are selling, you 


have 


gathered a mass of information on the prospect's 
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problem, now you must bring these together to arrive at 
a logical solution, 

One of the first questions to answer is whether or not 
visible equipment is the best for your customer's require 


ments. While a visible system can be set up for almost 


every type of record, it is not always the best and in this 


case you should not recommend it. 

When the record is almost wholly of a historical nature 
and there is little or no reference or posting involved, 
it is usually better to suggest a vertical file. 

Ponder Basic Facts 

The basic facts to consider are the installation cost, 


the operational cost, the speed of posting and locating 
information required and the degree of control necessary. 


By control, we mean signaling so that important facts 


stand out and each record does not have to be inspected 
individually. An additional fact that sometimes must be 
taken into consideration is the available space in the 


prospect s ofhice. 
\fter deciding upon the equipment you think the 


prospect needs, you should call on him and discuss your 


proposal. This is a preliminary discussion so that you can 
be sure you are on the right track and you may find that 
there are some things you have omitted that definitely 
should be considered. The next step is to make up a 
written proposal showing the record you suggest, con 
trasting it with the present record, enclosing samples of 
the new forms, photographs or pictures of the proposed 
equipment, a brief story on the operation routine, savings 
expected, control gained and finally the cost. Many manu- 


facturers supply materials designed to help make up 
proposals and these should be used, if possible. 

While it is possible to eliminate this step, it has proved 
its worth time after time and saved many a sale. A 
written proposal presents the complete story in the best 
possible form, covers all the essential points and sums up 
the advantages in a logical, convincing manner. Further- 
more, as it is not always practical to meet all the members 
of the firm that may pass on the purchase, it puts your 
case in their hands. 

If there is someone higher up that has to make a final 
decision, you will not have to depend upon your contacts 
memory or notes to cover the important facts in the most 
effective manner. Nine chances out of 10 he is not a 
salesman and cannot do a selling job for you. 


Each "I" is Necessary 

There you have the story of the three “I’s” of specialty 
selling; all three are necessary and each must be given 
its due. First you must have all the information possible 
on the product, its uses, where it can be used, who can 
use it, and so forth, before you attempt to call on your first 
prospect. Then when you are given an opportunity to 
present your case, you must be prepared to investigate 
to determine if your product will fill the need. 

Finally, and we believe most important, you must have 
enough imagination to fit your product into the require- 
ments of the prospect in such a way that you will reach 
a successful conclusion to your efforts—the sale. This 
should be the creed of every specialty salesman—Informa- 
tion, Investigation, Imagination, and we believe the great- 
est of these is Imagination. 


TYPEWRITER RENTALS PROMOTE STORE TRAFFIC 


Washington (D.C.) Firm’s System 
Brings in Customers and Sales; 


Vewspaper, Radio, TV are Used 


® TYPEWRITER RENTALS PROMOTED by news 
paper, radio and television brought traffic into the United 
['ypewriter Company of Washington, D. C, and increased 
rentals to a peak volume of $4,000 a month from October 
through March. Typewriter rentals stimulate the sale of 
office supplies but more important than that to United 
is that they frequently lead to new sales in typewriters 

“Typewriter rentals can be highly profitable if volume 
is sufficiently large,” said Arthur H. Schreiber, manager. 
{nd in a white collar town like Washington where a 
majority of the residents know how to typewrite, rentals 
valuable source of business. But rentals should 


be backed up with a consistent program of promotion.” 


Advertising is Consistent 


Three times a week afternoon and morning newspapefs 
alternate in running United Typewriter advertisements 
on rentals and sales. Twice daily for the past two years 
typewriter rentals have been promoted on one-minute 
spot mornings on the radio. 

During the past year rentals have been promoted by 
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Manager Arthur H. Schreiber discusses a typewriter 
rental with customer brought into the store through an 
advertisement. 


television daily in which the modern display window of 
United Typewriter with its assortment of office machines 
is shown along with signs “We Rent Office Machines.” 

Showing the design of the attractive glass store front 
impresses the shop on the watcher’s mind, and in passing 
the store a pedestrian will make the association on type 
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writer rentals with what he has seen and heard so fre 
quently on television, believes Mr. Schreiber. 

“There is no better stimulus to new sales of typewriters 
than rentals,” added Mr. Schreiber. “Some who come in 
for rentals, buy a new typewriter on the spot. Others rent 
a machine over a period and wind up owning a typewriter. 
In such cases we deduct amount paid out for rentals from 
the cost of a new typewriter.” 

Time payments on a new typewriter may be arranged 
with a minimum payment of $7.50 per month. Type 
writer rentals also lead to rentals of adding machines, 
calculators and other office machines. Here too rentals 


often lead to new sales. 

Rental stock of typewriters is built up from trade-ins 
since only used typewriters are placed in the rental de 
partment. They present minor costs in repairs with 
cleanings and replacements of worn ribbons the only 
routine needs. 


Every machine is checked in the repair shop upon its 
return from a rental—BM 
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WAT YOUNG FEELING , 


Modern store front is flashed over TV commercials in 
promotion of typewriter rentals. 


BUILDS TYPEWRITER SALES AROUND $6.00 RENTALS 


Bryan, Tex., Office Supply Dealer 
Specializes on College Student 
Business — Sells 10% of All 
Machines Rented This Way 





TOP: Bry an Business Machine Co. store front: BOTTOM: 
Owner L. H. Adams demonstrates portable rental type- 
writer to prospective college student customer. 
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#® IF YOU OPERATE in or comparatively near a college 
town there may be a profitable suggestion for you in the 
experience of L. H. Adams, owner of Bryan Business Ma 
chine Company, Bryan, Tex. 

Mr. Adams has built a profitable business machine busi- 
ness, with much of it based around rental of typewriters to 
students of A, & M. College, six miles from Bryan. 

The company has out on rental an average of 110 type 
writers, plus 15 or 20 adding machines and a few other 
office units. The typewriter rental program, however, is 
the big thing in selling new typewriters. Most of the type 
writers go to college students, with a few secured by stu 


dents of the local high school. 


Students Like Portables 

Mr. Adams has found that it pays to feature portables 
for rent to students, as students not only like the compact 
ness and ease of using the portable but find it easier to 
move when they finish college, if they buy the machine. 

Rental of any typewriter, standard or portable, is $6.00 
a month. As much as three months’ rental may be applied 
on the purchase of the machine. 

“We advertise extensively to the college trade,’ Mr. 
Adams explains, “and our advertising generally features the 
purchase plan. The three months’ rental makes the down 
payment, thus enabling a student to start buying his type 
writer at only $6.00 down, actually, but on a rental basis.” 


Applied on Purchase 

When the student keeps the machine three months and 
decides to buy, he signs a regular purchase contract, uses 
the $18 rental he has paid as the cash payment and agrees 
to pay the balance within a maximum of one year. 

Of the hundreds of typewriters the company has sold on 
this basis to students, not one has been stolen or has dis 
appeared without full payment. 

“We never question the credit of a student,’ Mr. Adams 
declares, “and we've never lost by this trust.” 

Each year the company conducts a give-away deal limited 
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to A. & students. Anyone who comes to the store and 
registers name and address is eligible to win a portable 
typewriter without cost. As many as 5,000 students have 
registered for this event, giving the company not only a 


valuab ist of prospects for rentals and purchases but 


many students into the store. Many of them 
are freshmen, getting acquainted with Bryan. The event 
makes sting and favorable impression on them. 

\n advertising promotion that pays off once a year—late 
n August or the first week in September—is a Christmas 


Copy Slanted to Parents 
lhe advertisement is headed in large type, “Santa Says” 
ind the fo owing text suggests that it is a crazy time to 


talk about Christmas presents. The copy is aimed at parents 


of college and high school students, tying in with the forth 
coming school opening. 

It suggests the purchase of a portable typewriter, either 
outright or on a rental basis, to present to the student at 
the opening of the school term, rather than waiting until 
Christmas to give it or a similar present, stressing the value 
of a portable in the student’s school work. This inexpensive 
promotion has paid off well each time it has been used, 
Mr. Adams declares. 

About of the college students who rent typewriters 
buy them at the end of three months, according to Bryan 
Business Machine Company records. Although the com- 
pany does not encourage switching machines, it will permit 
1 student to rent one machine then apply the rental paid 


on another, if the student has reason to want a different 
machine. 

Particularly, if the machine he has been using is old, 
the company encourages him to turn it back and apply the 
rental accumulated (up to three months) on a new type- 
writer. If a student definitely intends to buy the machine 
he rents, the company rents him a new one, with the under- 
standing that it will be the one he buys at the end of 
three months. 

“This rental business alone is highly profitable,” Mr. 
Adams stresses. “I wish I had a couple of hundred more 
out. I wouldn’t worry about the rest of the business.” 

By consistently advertising rental typewriters, usually 
with some mention of adding machines, the company has 
created a small but consistently profitable adding machine 
rental volume. It amounts to about 20 machines, at a 
minimum of $20 monthly. A customer may purchase an 
adding machine on the same rental basis as that offered on 
typewriters. These adding machines, however, go mainly 

local business men, with four or five generally out to 
students who frequently form a “pool” pay the rental 
at certain periods during the school year. 


Advertise Year-Around 

The company advertises the year-round in the local col- 

lege paper, and advertising likewise runs in the Bryan daily. 

Most of it features typewriter rentals, for by stressing this 

service and building around it, the promotion keeps college 

students coming to the store, where they buy whatever else 
they need in stationery and office supply lines —RM 





TAPE RECORDER DEPARTMENT PROVES PROFITABLE 


Haring Office Equipment Recommends 


Specialization in Recording Devices 


® A HIGHLY PROFITABLE speciality at Haring Office 


Equipment Company, Sherman, Tex., is a recorder depart- 
ment offering the businessman customer a wide choice of 
tape and wire recorders for specialized use. 

The Haring concern has found that the tape recorder fits 
into almost all types of business in the area. Along with sales 
of office furniture, business machines and general office sup 
plies, the store has turned over the area’s top volume in tape 
recorders through a well-balanced merchandising program. 

“Most people are accustomed to thinking of tape recorders 
primarily amusement terms,” it was pointed out, “They 
are used for music, baby’s first utterances and radio pro- 
grams. A y, however, with the simple addition of a foot 
switch, the tape recorder becomes a highly dependable dictat 
ing machine and because the reels of tape can be reused 
can be operated more economically than special-purpose dic- 
tating ichines. 

On this basis, Haring Office Equipment Company has suc- 
cessfully sold tape recorders for use by businessmen in many 
ields. Particularly open to skillful salesmanship is the oil 
held supplies contractor who services oil rigs over a wide 
area in northeastern Texas. The contractor merely dictates 
his reports and orders at every stop by plugging in recorder. 
Working out well the plan has led to the placing of inverters 
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in automobiles, thus keeping the recorder useful wherever the 
car is parked. 

In large factories and industrial plants the tape recorder 
has been utilized continually in taking down notes at con- 
ferences. In some instances the addition of a pick-up pad 
below the telephone cradle makes possible the recording of 
telephone conversations. Several business firms are using tape 
recorders in this way where they are in constant telephone 
contact with sectional offices spread around the state, 

Even small business has been discovered to be a source of 
tape recorder sales. One good example is a large drug store 
which cut its annual inventory time in half. This was done 
by the installation of an extra-length microphone cord allow- 
ing the inventory clerks to simply walk along the shelves, 
calling off names, numbers and prices of items on hand. 
These notes are faithfully reproduced on the tape recorder 
for typing and listing later. 

“Almost any office can profit by the use of a tape recorder 
for stenographic purposes,” it was indicated. “The business- 
man can, of course, get by with one machine through dictat- 
ing his letters, reports and memos and then turning the 
machine over to a typist who can operate it by a foot switch 
which starts and stops the tape. We have found that one such 
sale always begets a second inasmuch as the nuisance of mov- 
ing the machine about is quickly settled when the secretary 
and her boss each has a separate tape recorder available.” 

Another use of the tape recorder which has fitted well into 
retail businesses is that of providing two hours or more of 
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uninterrupted music. Retail stores, too, can sound off with 
commercials during special seasons such as Christmas, and 
they are enabled to provide music for meetings, picnics, office 
parties and dances. 

In some instances, even where the sales possibilities looked 
dim because other types of dictating machines are already 
on hand, the loud speaker attachment of the tape recorder 
and emphasis on the social aspects of the machine’s use have 
turned the trick. 

Haring Office Equipment Company backs up its energetic 
sales program on tape recorders with a complete service 
department, stocking all parts and accessories. This has 





proven to be an important point, according to the manage- 


ment, particularly where customers have had bad experiences 
with older model machines when these were first put on the 
market. 

“The tape recorder has definitely emerged from being con 
sidered merely an interesting toy, to a practical business 
machine which has more latitude and more uses than almost 
any other type,” it was emphasized. “Helpful is the fact that 
the machine is quickly set up and demonstrated anywhere, 
that it can be used for many purposes where more expensive, 


single-purpose machines cannot be used.”—RAL 


POSTURE CHAIRS SOLD IN OMAHA BY THE 100 


Peterson’s Plans Carefully. Sells 


in Big Lots for Volume Return 


® WITH PETERSON'’S, in Omaha, Nebr., posture chairs 
didn’t just grow, like Topsy. 

Selling rules were grooved, by means of which Peterson's 
has raised posture chair sales volume, in almost mathemati 
cal sequence. 

Peterson’s Office Supplies store is located at 1405 Harney 
St. John Ford, Jr., secretary of Peterson’s, relates some of 
the sales rules this firm has found to be worth while. 

“Tt’s well,” says Mr. Ford, “to apply all the rules per 


fected in other selling, to the posture line. 


"Leads" Pays Off 

“With us,” Mr, Ford goes on, “one sales ‘lead’ has been 
found always convincing. That is to get the object settled in 
an office for a thorough trial. When a salesman knows his 
business he will know which chairs to propose for the office. 
After that, customers are half-sold by use of the chairs. 
Salesmen who sell as they should can then close the first 
sale. This is merely the stepping stone to a lot more of 
them. 

Maybe nothing proves out an idea better than examples. 

Here is one: The company started to sell—or at least 
attempted to sell—the posture chairs to an accident and 
health association. At first it was able to place 15 chairs 
there as a trial. This was about 1949. 

Just the other day 25 chairs were sent over to fu'fill an 
order. 

But what sounds best is the total since 1949. It has been 
possible to sell 2500 posture chairs to the company. This 
accomplishment was started by a trial—a proving out in 
the working hours—of a few of the chairs. 


Trials Bring Sales 
And, about three years back, three chairs were worth a 
trial to one of the largest clothing companies; one which 
has bought more since. 
Mr. Ford says, “If a firm can get even one chair over for 
a trial, a dozen customers are soon in the market. 
“Why,” he says, “a few years ago we were able to sell 
the president of the Union Pacific Railroad an executive 
chair. Do you know what he said, after trying it? ‘Every 
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executive in the place will be yelling his head off, if he sees 
this!’ ”’ 

A lesser sales-medium, but still a useful one is gift selling 
for a special occasion; for example, birthday as well as 
Christmas. 

Peterson’s has frequently sold more than one chair in an 
organization for just such a purpose. It offers chairs retail 
ing at from $32.75 to the top bracket quality executive chair 
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for $355.50. 
A Chair for Boss 

Another illustration was when it sold a $290 chair to a 
local service concern. That was a Christmas gift. A few 
chairs had been sold for employees before. Then they 
bought this $290 chair to give to their boss. 

Show people nice chairs for gift purchases and it’s sur 
prising how often they will decide to buy onc, then perhaps 
several. Peterson’s handles the Do-More line. 

“Besides the posture chair trial,” says Mr. Ford, “there 
are the other ways of selling which you know will sell. 

“Here is a ‘never’ with us. Never spend a customer’s 
money in advance. A man never becomes offended if you 
offer him diamonds. You may think a customer doesn’t 
look like much money. But that guess may be a poor one. 
A man who didn’t look rich came into our store. He 
asked to look at a $60 chair. I didn’t show him that; but 
a better one, at once. His wife was with him. After | 
brought out the lower-priced chair, they both decided on 
the higher price, Offer them the item with the loftier 
price tag first. You can always step down; but you can’t 
step up!” 

Object—To Make Money 

“We are in business to make money, and I don’t mind 
saying so. Should I, or we? Very much better service can 
be given the customer, when a good profit is made. 

“When a company wants to give its customers excellent 
service, what will prevent this? Selling founded on cut- 
throat competition will. So, with sufficient profit, the cut 
throat game is unnecessary.” 

Selling Points 

Here’s a point-by-point list of things believed to be 
worthwhile in selling by Peterson’s: 

1. Avoid throwing out a batch of merchandise with a 
“there it is” attitude. 

2. Get a prospect's attention by showing him that: 


A. The article will be of direct benefit to him, or 
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B ' help his organization become more efficient. 
3. A legitimate profit is obtained much easier if a man’s 
thinking about the help a product will give him—instead 
of a price notion that may have stuck to him by chance. 
+. Have your salesmen grow big ears in listening to 
what tl istomer says. Draw in information as to prod 
ucts that will help that customer. 
>. Emphasize service always to your salesmen, and pay 
them well so they will be “up” like athletes, willing to give 


Time and Effort Profitable 


Mr. Ford believes strongly that if a dealer will put his 
time and effort on specialties that he can do real selling 


on, ther is in a position to do something for the account. 
He can really obtain bed-rock appreciation of the client's 
business and offer him the serviceable merchandise. 

The company has four city salesmen and seven in the 
country. About 13 years ago it abandoned the idea of pay- 
ing salesmen a commission on sale, and went to the basis 


of paying them a percentage of the gross profit. 


\t Peterson’s the salesman can go over to any item on 
view and check the price. No hostile attitude cheapens him. 
“He will fight to do a better selling job,” says Mr. Ford. 
Why try to kid the salesmen? Give them facts. 

‘For imple, suppose there is a $1 item. A 10°, com 
missio1 sale would be 10 cents. 


“However—on gross profit—suppose a salesman is paid 
12c on a single item retailing at $1; but on a quantity of 
100 of this item he is paid only 9c, not l2c. He will be 
willing to go and put his heart into the selling.” 

Peterson’s he explains, advances the salesman so much a 
week—a draw against the 30°, of the gross profit—and 
settles on December 15, This arrangement is made be- 
cause it levels the whole year out, has no way-up—one 
month, way-down—following month. 

Peterson’s never tries, after the salesman gets going 
good, to place barriers in his way. It believes in building 
him up, not letting him down. 

Peterson’s includes the office supplies company, Peterson 
Lithograph & Printing Company, and National Checkbook 
Company. Sales outside Omaha and Council Bluffs are 
under name of National Checkbook Company. Almost 
every 60 days a mailing goes out to about 9,000 firms. 


Cover Large Area 
Merchandise is shipped from Omaha into practically 
every state west of the Mississippi with circulars and catalogs 
going into the territory. They are watchful to emphasize, 
in the literature, the tryout, with posture chairs; and the 
specialized fitting acquirement of the salesman. 
Mr. Ford has been with Peterson’s many years; he be- 
speaks a sturdy and panoramic knowledge of office sup- 
plies —DCT 


SINGLE-BRAND SPECIALIZATION PAYS OFF 


IN RIBBONS AND CARBONS 


Vilam & Wikle, Phoenix. Ariz.. 


Reveals Results of Experiments 


® AFTER MANY YEARS of experimentation, including 
a close study of customer usages and results, “one-brand 
specialization” has proven most profitable in carbon paper 
and typewriter ribbon sales at Milam & Wikle, office supply 


dealers of Phoenix, Ariz. 


This department is extremely important to Milam & 
Wikle, inasmuch as the store is located in the center of 
Phoenix’ business-building district, where consumption of 
both items is at peak. 


Having learned through practical experience that display 
counts just as greatly with everyday office items, as with 
any other merchandise, Milam & Wikle has located the 
typewriter ribbon, carbon paper department immediately to 
the right inside the main entrance. There, the stock shel 
ing is plainly visible to passerby. With both items derived 
from the same manufacturer, the neat, uniform appearance 
of shelf after shelf of bright blue boxes makes an excellent 


impression and contributes to “good housekeeping” as well. 

sefore making the ultimate decision to specialize in a 
single brand, the Arizona office supply retailer tested a 
wide variety, and eventually chose one line, which it was 


felt, offered the widest possible choice of types for various 
purpe 
This, Milam & Wikle is convinced, is more important 


than a wide choice of price ranges, inasmuch as once the 
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Mr. Wikle demonstrates matched carbon paper and type- 
writer ribbon to firm’s customer. 


customer has been satisfied with the particular weight of 
carbon paper and impression quality of typewriter ribbon, 
it is possible to keep him continuously supplied with the 
same satisfaction. 

Because its stock of carbon paper, for example, covers so 
many categories, Milam & Wikle has found it indispensable 
to “break” boxes, to permit sales of several weights or car- 
bon paper to the same customer, without over-expensive 
investment in full boxes. 

This fact is pointed out to each new customer, over the 
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counter, with the emphasis on the fact that the store service 
is such that the customer may buy four or five sheets of 
carbon paper if desired. Any assortment made to fit pecu 
liar requirements is likewise available. 

The store emphasizes the fact that its carbon paper and 
typewriter ribbons are maintained on an “open stock” basis, 
with any particular number quickly replaceable in exactly 
the same variety, at any time. 

Here's Second Step 

Once this point has been gotten across, the salesman 
within the store, or out calling upon businessmen, goes into 
the second step, which is matching up the weights and types 
of typewriter ribbons against the needs of the firm. A 
close study is made of various requirements, including 
bills, invoices, statements, records, letters and _special-pur- 
pose forms to properly advise the right carbon paper for 
each. 

“We have maintained scrupulous honesty in saving many 
of our customers a considerable amount of expense,” Mr. 
Wikle said. “For example, it isn’t unusual to find a busi- 
ness firm utilizing better-priced, heavy-duty carbon paper 
good for many usages as part of one-time form, developed 
in the office for some particular purpose. Needless to say, 
using carbon paper which is designed for heavy usage, six 
to eight carbons, as part of a one-time folder, is quite waste- 
ful. In pointing this out to some of the larger business 
firms, we have actually cut down substantially on the unit 
sale which carbon paper represents to that firm, but at the 
same time have built good will which has been valuable 
in selling other supplies.” 


Ages 12 to 18 Best 








In all instances where carbon paper or typewriter ribbons 
are concerned, Milam & Wikle attempts to present the two 
as a “team” carefully matching up the weights of carbon 
paper with the impression qualities of the typewriter ribbon 
concerned. 

Such considerations as the heaviness of the inking in the 
typewriter ribbon and the choice of cotton, silk, or nylon 
materials, considerably influences both the original copy’s 
appearance and the carbons, Wikle salesmen point out. 

In almost every instance, where a new business firm has 
set up in the Phoenix area, or changes in methods have 
brought about specialized uses for carbon paper and type 
writer ribbons, Milam & Wikle have been able to effect a 
“balance match” between the two items which produces 
better reproduction, better appearance and less operating 
cost for the firm. 

Letters Show Appreciation 

On file in the general office supplies department of the 
store are numerous “testimonial letters” which have been 
sent in to Milam & Wikle by not only executives of busi- 
ness firms, but stenographers and typists who have been 
delighted with the better work which has resulted from the 
Arizona office supply dealer's suggestions. 

This careful investigation into the customer’s needs, mak- 
ing recommendations which are based on sound practice, 
has resulted in a long list of “regular customers” who utilize 
the same carbon paper and typewriter ribbons year after 
year and therefore make specialization in one brand exclu 
sively “better business” for the Arizona firm.—RAL 


SIX-YEAR SPAN COUNTS IN PORTABLE TYPEWRITER SALES 


® THERE JS a six-year span in everyone’s life when an 
interest in portables is at an all-time high, and this span 
runs anywhere from the junior high school years to college 
attendance days. And it is to the individuals in this time 
bracket that dealers should devote most of their promo- 
tional efforts in selling portables. 

“The greatest market for portables is made up of stu 
dents of junior high school, senior high school and college 
age,” says Harold E. Steinke, owner of Steinke Office 
Appliances, Upper Darby, Pa. 

“And because we know these students make up our 
largest market, we devote much attention to them. In fact, 
we are selling office equipment to buyers who were porta- 
ble customers of ours during their school years. 

“Our business is built on longevity. We want to con 
tinue to serve our customers after they have left school and 
are in business or professional work for themselves.” 

Portable sales are promoted through local school papers, 
the local Upper Darby News, window displays and trolley 
and bus posters. These promotional factors have helped 
to make Steinke stand out in the portable typewriter field. 

In practically all of his ads, the school theme is used to 
promote portables. They are advertised to adults to be 
purchased as gifts for juveniles, also to parents and 
students for their own home use. 

A special one that has attracted much attention high 
lights a portable typewriter with a special carriage for use 
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Harold Steinke helps a youth{ul customer select a type- 
writer best suited for her use. 
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Portables from all nations are highlighted with dolls in attractive display at Steinke store. 


for mathematical characters, language use, and other spe- 
cial subject 

“All of our ads, however, are not based on promotional 
sales ys Mr. Steinke. “We run ads in the newspaper 
that will feature certain days when our store is closed or 
when we are off for the National Office Machine Con- 
vention. The point is that we try at all times to keep 


our name before the public and whenever possible, we 
try to tie it up with portable typewriters.” 
Just recently Steinke contracted to have 125 display 


cards placed in trolleys and buses passing his Upper Darby 


location. It is estimated that over four million eyes would 
see these traveling billboards, and as a result, Steinke feels 
that his name is getting around more and more in his 
territory 


Satisfied Customers Help 


Quite a number of Steinke’s customers spring from 
word-of-mouth advertising. That is, one custonier who 
has made a satisfactory purchase at Steinke’s will recom 
mend the store. 

Steinke values his windows and he does everything 
possible to make them attractive. Located in the 69th St. 
shopping center, which is termed one of the most heavily 
populated shopping areas in the country, he realizes their 
display va Whenever possible, he tries to have ac- 
tivated or mechanical displays as he feels they attract more 
attenti 

Use Dolls in Window 

One of his recent window displays even surprised 
Steinke with its drawing power. It featured an assortment 
of the finest portables from all parts of the world, but 
with heavy accent on the display of domestic models. To 
promote the idea that these portables were a worldwide 
collection, he had an assortment of dolls from all nations 
placed between the portables. 

Youngsters and adults alike were attracted to Steinke’s 
window look at the collection. In the evening the 
window lights made the display stand out even better. 
OA—1/55 


Attractive windows interest Steinke, and he goes all! out 
in dressing them. 

Steinke also enjoys a heavy volume of rental business. 
He has out at all times more than 200 rented typewriters. 
All rentals are on a 3-months basis for which he charges 
$15.00. 


Decide in 3 Months 


“Many parents and students like to rent a typewriter 
just to find out if they should purchase one afterwards,” 
points out Mr. Steinke, “and they want it for the shortest 
possible period. We feel that a one month trial does not 
provide a real test. Therefore we rent them on a minimum 
of three months. In most cases it results in the customer 
buying one.” 

Customers are credited with the rental sum paid by 
them when they purchase a new one. This is called to 
their attention when they first rent a typewriter. Usually 
after a customer has paid rental for one or two periods, 
they decide it is worthwhile to purchase a new one and 
apply their rental payments against the cost. 


Quality Pays Off 

Sales have shown that better quality portables outsell 
all others. Steinke estimates that he sells approximately 
15 tabulator models to one without tabs. He points out to 
customers that they do not shop for a typewriter every 
day and that when they do purchase one it should be the 
best. Customers seem to appreciate the value of this 
suggestion. 

By regularly promoting new typewriters on a trade-in 
allowance basis, Steinke always is able to attract new 
business. He feels that every customer owning a type 
writer is a prospect for a new one. He believes the 
replacement market deserves just as much attention as 
the new-customer market. 

“Many dealers seem to forget the customer who already 
has a typewriter at home or in his business,” says Mr. 
Steinke, “and they slant all of their advertising toward 
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customers who should purchase new typewriters. As far 
as we are concerned, we feel that any customer who has 
had a typewriter for several years is certainly a prospect 
for a new one.” 

The trade-in campaign promoted by Steinke has re 
sulted in bringing in a large number of trade-in type 
writers. And many ol them are reconditioned, repaired, 
and placed on sale in the store. Others are just sold on 
an “as is” basis. 

Whenever the stock of trade-in typewriters becomes 
too heavy, Harold Steinke runs a large “special” in the 
local newspapers. These “specials” may be headed as 
“dog days,” or some other catchy title to attract attention 
and the machines are peddled for a flat $13. 

Like "Dog Days" 

“Our dog day specials have attracted so much attention 
that customers continually are dropping into find out 
when we are going to put one on,” states Mr. Steinke, 
“These machines are sold on an as-is $13 basis, but all are 
in workable condition 

And we have found that within a day or two of the 
sales promotion we are cleaned out of all of our trade-in 
typewriters.” 

A large market exists for trade-in typewriters. It is largely 
made up of men who recently have gone into business. 
They cannot afford to invest too much money in office 
equipment and therefore feel that these trade-in models are 
suitable for their purposes until they are in a position to 
expand. 

Steinke has found that approximately 90 
tomers who have bought one of these trade-ins will be 
back later to purchase a new machine. For that reason, he 
makes sure that all of these machines are in good working 


of his cus 


condition. 
Trade-Ins Accepted 

In many cases Steinke accepts the trade-in as a down 
payment on a new machine. 

Steinke previously always sold typewriters for cash . or 
on a 30-day basis, but in the last six months he has installed 
a time-payment basis. He has found that the higher priced 
typewriters can be sold on this basis and also that his 
business can be increased. 

Some parents will make the down-payment on a machine 
and then leave it to their youngster to complete payments. 
This practice has become increasingly popular as the parents 
want their youngsters to have a feeling of responsibility 
when a portable is purchased for them. 

Every product that is handled by Steinke is on open 
display. This policy permits customers to test typewriters, 
operate electric machines or other similar items. 

“We want customers to try the merchandise that we are 





Owner Steinke believes in open displays so that custom- 
ers can better examine machines. 


selling,” said Mr. Steinke, “and the only way that this can 
be accomplished is by putting it on open display.” 

“We are trying to take a note from the self service super- 
markets. Of course, we can’t merchandise our stock as 
they do, but we can put it out in the open where the 
customer can “get the feel of it.” 

Lets Customers Browse 

“We have found that by permitting our customers to 
browse through the store, handle everything that we have, 
and to make comparisons, and use their own judgment 
about the machines, that it has helped us to increase our 
sales.” 

Steinke offers his customers complete typewriter service. 
In fact, he has so much typewriter repair business that he 
hasn’t done any soliciting nor advertising along this line 
for the past 10 years. 

Three college students do all of the repair work in a 
shop in the rear of the store. They work on a part-time 
basis and are adept at reconditioning typewriters. Steinke 
has found that this part-time deal has worked out well for 
all concerned. 

“We feel that it is essential that a typewriter dealer offers 
service as well as sales,” stated Mr. Steinke. “We have 
found that our servicing department has been responsible 
for the sale of many new typewriters. 

“When customers bring in certain typewriters to us for 
repairs, and we find that the repairs aren’t justified, it is 
brought to the attention of the customer. Many times this 
policy results in the sale of a new typewriter.” —PL 





Keep everlastingly abreast of changing conditions, times and wants. There is little doubt that the 


transformations in the way we live in the next dozen years will be greater than all changes that 


have taken place since the turn of the century. Can you keep pace with them? 
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—Babson’s Salescaster 
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and display area. 





WOODROW SPEAR 
President 

Industrial Office Supply Co., 
Newark, N. J 





FORM DESIGN SERVICE HELPS TO LAND CUSTOMERS 


® HOW CAN OFFICE equipment and supply dealers get 


to the customer before he has his forms printed? That is a 
problem c« ally plaguing the industry as office specialty 
ilesmen are practically helpless in servicing an account 
who alrea is his business forms prepared by the time 
hey get around to him. 

Under h conditions it is almost impossible to convert 
the cust r to the seller’s systems and procedures, with 
the only e being an attempt to readapt to the exist 

rorms 

Industrial Office Supply Company of Newark, N. J., 

nder young and aggressive management, has come up 
with its ow an to eliminate useless office forms before 
the account already has them prepared. 

This 1 iplished by offering a form design service 
vhich first alyzes what the form is intended to accom- 
lish, ther mits a proposal based on the latest scientific 
esearch. 7 ustomer is shown in black and white what 
conomies will result and how the efficiency of his staff 
will be roved by utilizing this suggestion. 

Service Pays Three Ways 

Such a service, emphasizes Woodrow Spear, president, 
iccomplishes three main purposes: (1) it’s an effective 
loor-opener; (2) shows the prospect that he is dealing with 


that can give him something more useful 


i Service 


than if he to merely turn in an order; and (3) elimi 


nates price-haggling and intermittent miscellaneous order 
ng which gives the dealer little chance to give any pro 
ssional e, as he should in planning office systems, 
Improving thods, or making practical expense-cutting 
iggestic 

‘When wv ill on a prospect for this purpose,” explains 
Mr. Spear r first objective is to kill the form entirely, 
f that is at all possible. Now this may seem paradoxical 
it first glance, but since it is to the advantage of the cus 


ks out to our benefit in the long run. 
If we lo away with the form entirely, he’s going 
to save nd is happy—or if we can cut down on the 
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Location is in an industrial area. 


lines and data needed, that is still to his good and he is 
impressed. Our aim is not to make a profit on one order, 
but to service the entire account and this is one way of 
doing it.” 

In making a survey, a conference is arranged between 
the form user and the form designer, who in this case is 
a representative of Industrial Supply. The latter takes with 
him a forms control check list which serves as a case history 
of the office sheet under study. It gives detailed data on 
customer’s departments using the form, how long used, 
cost of form, clerical labor and so on. This is supplemented 
by 12x12 to the inch graph-squared paper especially prepared 
for this purpose, 

Refer to Textbooks 

This tool is supplemented by reference to the latest text- 
books such as “Design and Control of Business Forms” by 
Frank M. Knox, or any other books which pertain to the 
subject under study. All of this is shown to a prospect in 
order to impress him that the job is being undertaken in 
a scientific manner. If it’s a large account, a recommenda- 
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tion is made to purchase the book or a summary of the 
methods used will be given him. 

Upon completion of the survey, the findings are tabu- 
lated on a case history sheet so that the prospect can see 
in black and white how much he has saved. If the savings 
exceed the original cost, the order easily follows, including 
the printing job. 

Here’s how a case history sheet worked out for a typical 
large account. Corrections and changes on the existing 
form showed that: 

1. The size was changed to a standard stock size that 
would permit a good binding margin and standard bind 
ers. (This recommendation alone resulted in sale of a stock 
binder and special paper.) 

2. The paper was reduced in weight to provide better 
carbon copies and a stronger paper was selected to com 
pensate for the loss in weight. 

3. The color stock and color ink was changed to buff 
and green in order to reduce eye fatigue about 30 

4. A “Cents” column was added to the cost column to 
minimize the chance of error. 

5. A form number and title were provided for proper 
identification. 

6. The storing of the sheets was changed to 12 inexpen 
sive binders. Each month will be kept separately instead 
of the previous bulky binder. This creates greater acces- 
sibility to the record for more people at one given time. 

7. The sheets are now pre-punched to fit the binders. 

8. Carbons of the proper weight and quality will be cut 
and supplied to fit the job. 


Result—A Sale 

These recommendations resulted in switching the firm’s 
entire account to Industrial Office Supply. Also it was 
accomplished without even making a price estimate in 
advance (since this was not practicable until the entire 
survey was completed)—and as occurred in a good many 
cases, avoided shopping around for another office supply 
house. 

“This special service,” pointed out Leo Bross, secretary 
and treasurer, “gives us the right to ask for the customer’s 
steady business in every-day items. We tell them that we 
are willing to make recommendations without charge, but 
if acted upon expect in return to get their bread-and-butter 
business. In most cases they agree and we can add another 
account on our books for steady patronage.” 

Another valuable advantage of such a procedure is that 
it brings the printing as well as the stationery job. Indus 
trial has its own printing equipment on the premises for 
this purpose. 


Can Overcome Prejudices 

By undertaking such surveys, the dealer has been able 
to overcome the prejudices of most executives on giving a 
stationer a printing job. But if he can reduce his clerical 
costs by an amount that exceeds the actual cost of the print 
ing, he can easily be persuaded to turn over the entire 
printing order as well. 

“Few printers have knowledge of the proper use and 
purpose of office supplies,” said Mr. Spear, “and can’t 
advise a customer on the use of the proper forms to give 
him an efficient job. All a printer can do is to follow copy. 
But when an office supply house such as ours “doubles in 
brass’ we can build up both printing and office forms 


business.” 
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Service counter and stockroom. 


There are several apparent advantages to a customer for 
whom such a survey is undertaken, which he can readily 
appreciate. First, it’s a definite systematic way of check 
ing his forms, something which he has never tried before, 
and serves as a double-check on his own office procedure. 
Secondly, when his employees are questioned they start 
thinking about the forms they are using. As a result, they 
become better workers, do a better job, and sometimes make 
a suggestion or two of their own which they would not 
have thought of otherwise. Moreover, in many instances 
when there isn’t even a title to the form sheet, this has 
been supplied. It saves clerical time in asking for a specifi 
title instead of just describing it by the purpose for which 
it is intended. 

In bringing their story to the buying public, Industrial 
Office Supply prepares a presentation with the same scien 
tific care as is done in making a survey. The best aid is a 
multi-colored folder titled: “Gentlemen! I’ve Something 
Very Important to Offer You.” Upon opening it the reader 
is given 12 detailed steps on how to put his “right foot 
forward and follow these steps to a better office system.” 


Under No Obligation 


Cartoons and simple language tell how this scientific 
plan of forms review is undertaken and that the prospect 
is under no obligation to have a survey undertaken. The 
Industrial Office Supply representative takes with him to 
the interview all of the books and working tools he needs 
supplemented with impressive testimonial letters from satis 
fied users in that area placed in a loose-leaf binder with 
cellophane covers. 

“Tt took us about seven years of trial and error to work 
out this system,” explains Mr. Spear, “but the time and 
effort has been well worthwhile. If any members of the 
industry want further details, I would be happy to forward 
this information, even toward supplying the Knox textbook 


at cost.” 


Basis for Growth 


Such progressive selling has enabled Industrial Office 
Supply to rise from small beginnings in 1947 until now it 
has 12 employees with an attractive office and showroom 
in the industrial section of the city. It also has afforded 
Mr. Spear national recognition, the latest honor being the 
Charles Garvin award for industry improvement at the 
last NSOEA convention in Chicago.—ASK 
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EXTEND THE PROFIT LINE 


® A WORD LIKE “SPECIALIZATION” is the printer’s 


friend because he can break it into so many parts when 
he con t tne end ota line. 

Office ly and equipment dealers also begin to find 
the possibilities in specializing when they think in terms 
of 1ts May] ] isions. 

Supp 1 have selected certain equipment for a con 
entrat rive on increasing your volume. It has wide 
ippeal good margin, a well-known name back of it— 
ll the pe you look for when you decide to try this idea 
Oo! spe 8 

You have gone through the preliminary steps of listing 
ill its advantages, and the list ts even longer than you had 
hoped for. Everything appears to be clear sailing, particu- 
irly after r salesmen indicate that they share your 
enthusia 

Go Back to Beginning 

Dox h a perfect set-up guarantee satisfactory volume 
for the off supplies and equipment dealer? Probably yes, 
or a wl But he’s liable to be puzzled when results 
drop off ile he realizes he has not reached the satura 
tion point in his trading area. Of course there may be many 
reasons ver, one particular misstep should be checked 
immediately as a likely source of trouble. 

Go back to the beginning when you studied the office 
applianc juestion and rounded up its outstanding sell- 
ing points. A customer probably listened to the whole story 
ilthoug! ich case it included a lot of material that did 
not ap] to his own office or business. He had to hear 
it only once, so he paid attention to what interested him 
and ignored the rest on the basis that plenty of salesmen 
talk tox I 

Meanwhile, what has been happening to the office supply 
ind eq nt salesman? He has been repeating his sales 
talk over and over again because he knows the dealer is 


There's a Potential in Schools 





by GEORGE DODSON 


feature writer 


specializing on this one item or line. Before very long he 
grows heartily sick and tired of the whole matter. He 
goes through the right motions and continues to say the 
correct words. But his stock of enthusiasm has run low. 

At this stage of specialization, the profit limit has not 
been reached because of saturation of territory, nor lack of 
interest on the part of customers and prospects, nor any 
fault of the office appliance itself. The salesman has bogged 
down under the weight of his own words. Specialization 
remains a shining star but he has sunk too deeply into a 
rut to see or care. 


Don't Tell Everything 


It’s possible to know too much about a product—if you 
are going to try telling it all to every customer. Technical 
details can be quite fascinating to the salesman, who may 
then forget that buyers think in terms of results rather 
than an endless chain of facts, figures and information. 

Advance planning offers a three-problem solution: (1) It 
permits the salesman to pick and choose his approach and 
sales talk for each prospect, thereby adding an element 
of variety which keeps him out of a rut. (2) It attracts 
the customer by proving that specialization includes putting 
some very personalized, special thought into tackling his 
own requirements. (3) It cuts down on actual selling 
time needed to close a sale: quite clearly, the office supply 
and equipment salesman can do advance planning at times 
not suited for normal selling work. 

Specialization, even when handled with less than 100% 
efficiency, will bring some profit. However, the real gains 
come when the time of profitable operation can be stretched 
over months instead of a week or two. Remembering that 
only advance planning avoids a situation where the office 
supply and equipment salesman bogs down before full 
possibilities of the plan have been realized is one part of 
the profit guarantee you won’t want to overlook in your 
specialization program.—GMD 


SPIRIT DUPLICATORS—MERCHANDISING ASSETS 


by ARMAND BREARD, 


Monroe Office Equipment Company, Monroe, La. 


8 Em on duplicating machines, specifically the spirit 
process tinkle in the cash register. 
Sol rs ago, noticing the trend and acceptance of 
spirit d ting machines, we investigated the complete 
inufacturing field in this type of equipment and took on 
tl ag r Ditto, Inc. 
tv xperience that the biggest potential in the 
irket pirit type duplicators could be realized in 


| that a constant and intensive campaign 
was to sell them the idea of gelatin pans, boards 
ind ot thods of duplication. We discovered, too, that 


nachine equipment itself was incidental to 
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the volume of supplies purchased. Our fears that a satu- 
ration point would be reached were not realized although 
we are located in country territory. Additional machines 
are being used in the schools as well as in commercial 
businesses. 

We find that volume can be stepped up materially through 
the selling of duplicating systems consisting of payroll 
applications, manufacturing specifications, labels, tags and 
applications involving addressing. 

With the continued developments in form of better 
performance, color work and the new black impression 
we feel that the spirit duplicating field will expand even 
more than it has in the past. 

Addition of a duplicating machine line to any stationer’s 
operation is an asset regardless of what problems a dealer 
may think he will encounter. 
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Check-Up Idea 


® KNOWING THAT MANY ex 
ecutives are somewhat careless when 
it comes to the appearance of their 
ofice furniture, The Stationers Cor 
poration, Los Angeles, gave them a 
gentle reminder by arranging in their 
window an_ all-metal office  suite- 
executive desk, typewriter desk, files, 
chairs and waste basket, as well as 
desk lamp and a complete desk set. 

On the wall in large red letters the 
firm said, “Check your office for im 
provements.” A framed card called 
attention to all-steel equipment—desks, 
files, wardrobes, cupboards and office 
accessories, 

On the floor was another card, 
“Check up and save during office fur 
niture Check-up Week.” 


File Window 


® AN EXCELLENT mid-season vol 


ume of sales on expander files was 


In roped-off 


created recently at S. G. Adams Com 
pany, St. Louis, Mo. through display 
impetus. 

Built around the title “A File for 
Every Purpose,” the display offered 18 
choices of expander files, ranging from 
low-cost, postcard sizes to double 
index, leatherette-finished models for 
long-term durable service. 

In between, were specialized types 
for household or family budget-keep 
ing needs, special-purpose files for pho 
tographs, legal papers, and such spe 
cialties as “dictation files” for keeping 
dictation confidential. With a wide 
variety of colors and sizes, the display 
brought in many businessmen with 
“overflow problems” where filing is 
concerned, plus a readily noticeable 
large number of housewives, profes 
sional men and “home businessmen,” 
according to the S. G. Adams man- 
agement. 

The St. Louis store considers the 
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Stationers Corp. provides a timely reminder to customers. 


squares in the office furniture section 
were a number of desks, with com- 


plete desk sets, as well as executive 


- os < er ‘ 


en die 


sale of paper expanding files particu 
larly important, inasmuch as each 
lays the groundwork for future sales 
of more permanent steel or wooden 
files for the same uses, 

Consequently, the expander file dis- 





chairs and sets of files, a special price 


yeing made tor a package equipmen 
being le f kas t 


on any style office suite—WBS 


ee 
. 
o 





“ 


S. G. Adams Co. displays filing supplies in this manner. 


play was shown alongside small-size 
steel files, and while the customer was 
served with the low-cost paper variety, 
his attention was invited to the more 
practical, fireproof and theft-proof va 
riety —RAL 
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Pens for 
Valentine 


Gifts 


8 SINCI \LENTINE DAY, Feb 
ruary t vecome an occasion tor 
gift gi tationery and office sup- 
lies dealer in greatly increase their 
sales by linking up with the occasion. 
Feather fountain pens, and pen 
ind pencil sets make very appropriate 
gifts tor either man or girl. 

Schwa er-Frey, Los Angeles, 
went a such promotion, run- 
ning a vspaper ad, devoting two 
window pens, and making a big 
display ront of the store. 

One wi was floored and backed 
with red, | panels and on the floor 
were iny types of pens. A large 
white card with red border showed 
two hearts, on one of which were 
traced tl res of a man; on the 
other, a in. The card was headed 
Founta P for Valentine Gifts.” 
Many of ns were shown in red 
satin-lined ses. 

Another window had four blue 
panels in the rear, draped with white 
let, spa with tiny red metallic 
hearts. O ich panel were four pen 
ind pe in cases. The floor was 
overed gold brocade, on which 

number <¢ the sets were shown. 
Three 1 itin hearts adorned the 

le wa On each otf these was a 





Schwabacher-Frey puts emphasis on Valentine pens. 


Valentine card and envelope, to which 
was fastened a red pen with the verse 
“I’m sending you this pen petite, be- 
cause you are so very sweet. With 
carmine ink your name you'll sign. 
Please, won't you be my Valentine?” 

Each of the Valentine gift pens was 
filled with red ink. Another large red 
heart had gold pencils attached to it, 
priced $2 to $5. 

A third window was devoted to sub- 
stantial Valentine gifts. It was backed 
and floored with green, and in the 
rear was an arbor hung with red 
foliage. In this was a white bench, 
on which were seated life-size cutouts 
of a bashful man and maid. Above 
them was a strip sign “Valentine Gifts.” 
Wall cards at either side said “For 
Him” and “For Her.” 

Many types of small leather goods 


Accentuate Safe Protection 


® A CLEVER INNOVATION in 


1y stimulated safe sales 


effectiv recently at Skinner & Ken- 
edy, ¢ irniture retailers of St. 
i este Di 

On t tore’s large eight toot 
indow ployed for the display 
vhich v t around statistics show- 
ng the increase in burglary 
which |] een totaled on a national 
asis through all of 1954. 

Displaying a variety of office safes, 
the wi luded the figure of a 
weatel irglar looking out 
throug! rs. The figure of the 
OA— 1/55 


burglar was painted in larger-than-life 
size, with a pair ef piercing malevolent 
eyes, which appeared to follow the 
passerby on the sidewalk. The bars, 
spaced six inches apart, were inch- 
thick wooden dowels, painted a steel 
gray to resemble typical prison bars. 

Across the sign at the bottom were 
photographs of safe-crackings which 
had occurred in the St. Louis area. 
Copy on the sign pointed out that 
these safes proved easily susceptible to 
strong-arm yeggs, and that with crime 
up 35°% nationally, it was “high time 
to become safe-conscious.” 

A small sign in the center of the 


were shown, most of them of red, 
while fitted over night cases, zipper 
cases, and monogrammed sets were 
also displayed. For those who wanted 
to give a really lasting gift in the 
corner was seen a Remington noiseless 
typewriter, to which was fastened a 
red satin heart. 

In the lobby was a tall, narrow cabi- 
net, used to display especially timely 
items. For two weeks before St. Val- 
entine’s Day, suspended by white rib- 
bons from the top was a red heart, 
from which hung several little white 
wire baskets holding gold pens rang- 
ing in price from $5 to $15. At the 
bottom was a row of red_ hearts, 
each fronted by a pen in a satin-lined 
case. Several nationally advertised 
brands were featured, ranging in price 
from $20 to $25.—WBS 


display pointed out that safecracking, 
as one facet of burglary, had increased 
181% in 1954 over 1953. 

Because of the eye-catching figure 
behind the simulated bars, the window 
attracted immediate attention and on 
closer examination, the facts given 
were enough to cause the average win- 
dow visitor to assume a thoughtful 
mien, according to Joe Duddy, man- 
ager of the office furniture department 
at the St. Louis store. Inquiries as to 
safe prices and installation, increased 
tremendously through all of September 
and October, as a result—RAL 
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the réd-Viser 








by Irving Settel, authority on retail advertising 


WHERE SHOULD YOU ADVERTISE TO DO MOST GOOD? 


® THE RESPECTIVE MERITS of advertising in morn 
ing or evening or Sunday newspapers has long been de 
bated by retailers of office appliances throughout the 
country. Of course, individual and local situations make it 
difficult to set up a definite rule to follow. 

In some instances we find that morning papers are much 
weaker or have a much lower circulation than evening 
papers. In other communities the opposite condition exists. 
In some areas the Sunday newspaper is the most important 
medium in which to promote an office appliances store. 
However, it might help the retailer if we provide the major 
characteristics of the three groups of newspapers. 


Morning Papers 

The morning paper is usually printed during the night, 
containing any news which might have happened since the 
previous-day evening paper had been printed. 

In most communities morning papers are read by per 
sons who are on their way to work or to shopping. 

The morning paper is particularly good for the office 
appliances retailer who wishes to offer merchandise to peo- 
ple who work within the area of his location. This enables 
the potential customer to shop during his lunch hour or 
directly upon leaving his place of business. 

The morning paper is particularly well suited for impulse 
merchandise such as small articles in an office appliances 
store. Frequently, the morning paper is taken home so that 
it is read after business hours and may carry some adver- 
tising weight for the following day sales. 

Some of the disadvantages of advertising in the morning 
newspaper are as follows: 

Morning papers are usually less flexible than the evening 
papers since the publisher usually offers only one edition. 
In large cities morning papers frequently publish a bulldog 
edition which are on the newsstands before midnight. How 
ever, in small communities most of your morning papers 
publish a single edition in the morning, making it difficult 
for the retailer to check his ads and also to check results. 


Evening Papers 

The most important advantage of the evening newspaper 
is that it is almost always brought home. A large home 
circulation makes it possible for potential customers to read 
the paper and your advertisement at leisure after dinner. 

More people usually see the evening paper because it is 
brought home and, therefore, there is a greater readership 
of your advertisement. In addition, advertised merchandise 
which requires family discussion or husband and wife 
discussion, as office appliances might have, are particularly 
well advertised in an evening newspaper 

Another important factor for the office appliances retailer 
is that his advertising in an evening paper is more likely 
to be seen by the children of the house. The child’s influ 
ence in buying is important and may be the determining 
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factor in getting the parent to go to the store the next day 
to make the purchase. 

Evening papers from an advertiser’s point of view are 
more flexible because they enable the retailer to see early 
editions and very frequently correct mistakes for subsequent 
editions. 

Some of the disadvantages of advertising in the evening 
papers include the need for discussing tomorrow's shopping 
opportunities today. This defers potential purchasers and 
frequently the desire to buy subsides by the next morning. 

Another disadvantage so far as evening papers are con 
cerned is that they are read usually by persons on their 
way home. This means that the potential customer is riding 
away from the shopping area in which you are located, 
making it more difficult to produce a sale. 


Sunday Newspapers 

The Sunday newspaper in many ways is similar to the 
evening newspaper since it is read in the home by all mem 
bers of the family. It is particularly a good advertising 
medium for the office appliances merchant because it is 
read on a day in which the entire family is at home and 
usually contains features which appeal to all members of 
the family. The life span of the Sunday newspaper is fre- 
quently much longer than other types of newspapers and 
the circulation is usually larger. 

The disadvantages of a Sunday newspaper, like evening 
newspapers, is that they tell of Monday’s shopping offers. 
This means that purchasers must be deferred until the 
following day with a possible subsidance of buying enthu 


siasm. 


All Business . . . Bing 
) i Crosby is pictured here 
Ding Mb Pusinessman in one of Harter Corpo- 
rims ara ration’s No. 65 execu- 
er | an tive posture chairs. 
Harter reports Bing is 
so sold on the chair 
that he followed up his 
original order with a 
repeat one recently. 
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Personnel at Work... 


l. 


Robert M. Sanford, president 
of Sanford-Hall Co., Jackson- 
ville. I la. 


Barney Taylor, Sanford-Hall 
salesman, utilizes Model Office 
Center to discuss suggested lay- 
out with R. M. Sanford, left, 
and Fred Miller, salesman. 


Separate office for outside sales 
personnel enables employees to 
write up orders and maintain 
records with minimum inter- 
ruption, 
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to Showmanship 


Sanford-Hall's New Building 


is a Merchandiser's ''Dream" 


8 “OUT OF THIS WORLD!” “Mag- 
nificent!” “I’ve never seen anything like 
it!” No, these are not comments from 
a Hollywood premiere, but a sampling 
of reactions of the 700-odd persons who 
attended the spectacular opening in 
Jacksonville, Fla., of the new and ultra- 
modern offices and display rooms of 
Sanford-Hall Company. 

This new building is the culmina- 
tion of a desire by Robert M. Sanford, 
president, to inject a combination of 
showmanship and salesmanship into 
the merchandising of quality office fur- 
niture. Gearing his complete merchan 
dising picture to dramatic visual pres- 
entations, and using a highly integrated 
floor plan with subtle color highlights 
to add appeal to the displays, have 
already begun to pay handsome divi- 
dends. 

Bob Sanford has literally grown up 
in the office furniture and supply trade, 
continuing the business established by 
his father in 1930. In such a highly 
competitive field, he realized that the 
difference between “getting by” and 
“forging ahead” could well depend on 
how effectively the merchandise was 
displayed. 

Familiar Problems 

Here is the problem management 
faced at their former location—prob- 
lems that are repeated in thousands of 
other businesses throughout the coun- 
try: 

First, their existing location, on the 
ground floor of a downtown office 
building with stockrooms scattered 
through the basement, offered:no space 
for expansion—and business had tri- 
pled in the past four years. 

Second, an increasing percentage of 
sales in recent years has been in office 


furniture, in spite of the fact that ade 
quate space was not available to display 
the merchandise to advantage. 

And third, both the company and 
their customers were plagued with lack 
of parking space. “How could we 
expect to do a successful job of mer- 
chandising when our customers had 
difficulty getting to the store?” San- 
ford pointed out. “Why, our own 
trucks often couldn't find parking space 
to load the orders.” 

Here's Solution 

Here is the way Sanford-Hall settled 
that problem: 

The firm leased and completely reno- 
vated a large, modern one-story build- 
ing located only a short distance from 
the downtown area, and fronting on 
Riverside Ave., one of Jacksonville's 
busiest thoroughfares. Sanford - Hall 
went to one of the foremost exponents 
of modern architecture in the city, and 
commissioned him to plan the layout 
and decor into a master plan to fit 
the company’s individual needs. 

Sanford-Hall Company can now 
boast one of the largest and most varied 
displays of office furniture and equip- 
ment in the Southeast, arranged in 
settings that are second to none. 

A wide expanse of display windows 
line the front of the building, provid- 
ing a wonderful opportunity to keep 
their principal line—office furniture— 
always in the public eye. A large 
corner window currently features a 
grouping of Sierra office furniture. 

About 75°%, of the furniture display 
area is devoted to metal office furni- 
ture. Once inside the building, the 
customer faces an appealing view of 
several different groupings of furniture, 
ranging all the way from the “com- 








On Display at Sanford-Hall .. . 

1. Executive office layout with Stand- 
ard Furniture Co. wood desk and 
B. L. Marble chairs. 

2. General Fireproofing Co. metal 
business furniture display. 

3. Executive office in steel with Gen- 
eral Fireproofing Co. desk and 
chairs. 


plete package” to individual chairs, 
tables and accessories. 

Emphasized lines of office equip 
ment include General Fireproofing 
metal business furniture, Standard and 
Morval wood desks, B. L. Marble wood 
chairs, Diebold safes and systems, Acme 
Visible records; Royal Metal and Ham 
ilton Manufacturing Company (Cosco) 
chairs, Smead Manufacturing products 
and those of the K. F. Cline Company. 

A highlight of the furniture displays 
is the use of partitions to separate the 
different groupings into “islands.” “We 
debated a long time before deciding to 
set up these partitions,” Mr. Sanford 
reports, “but it has been the best move 
we made in floor layouts.” 

A wide area has been broken up into 
compact units, so the customer can 
concentrate his attention on a single 
grouping at a time, without being 
distracted to other nearby merchandise, 
and he can better visualize just how 
the furniture will fit his own office 
layout. 


Can Display More 

“We can get a great deal more fur- 
niture on the floor,” he continued, 
“without crowding or appearing to 
clutter up the displays. For example, 
we group three or four complete office 
furniture arrangements around two 
abutting partitions, yet each grouping 
maintains an individuality all its own.” 

Whether used in the middle of the 
oor area, or more conventionally 
against the wall, these partitions have 
more than paid their cost. 

Adjacent to the metal furniture is 
a display of filing cabinets covering 
every conceivable arrangement of file 
space, with typical filing systems housed 
in. each cabinet. Sales literature is 
conveniently stored in these files, kept 
in orderly arrangement and quickly 
available to the salesman or customer. 

A feature sure to catch the eye of 
any prospective office planner is the 
Model Office Center, an upright scale 
panel on which a complete layout for 
one office or a suite can be set up. Mag 
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netized e cut-outs of desks, chairs 


and cal as well as strips indicat 


ing wall partitions and door and win 


dow openings, can be arranged in any 


fashion the customer’s needs. 
Created by the Wood Office Furni- 
ture Institute, this Model Center is 
located the wood furniture display, 
and includes samples of carpeting, floor 
tile and drapery material in a wide 
range of ors. The salesman is not 
only in position to recommend to his 
customer a floor-to-ceiling layout, but 
also can make a visual on-the-spot 


presentation of the actual merchandise 


at the same time. 


Can Visualize Layout 

Salesmen who have utilized the 
Model Office Center in customer dem- 
onstrations report it enables the pros- 
pect to visualize his own office layout 
its limitations or possibilities—much 
more quickly, and to understand better 


how the mponent parts can best be 
fitted together into an efficient operat 
ing unil 

Even the most conservative ofhces 
today are blossoming forth in color, 
Sanford-Hall Company not only recog- 
nizes this trend by featuring new dec 
orator colors in furniture and equip 
ment, but has gone one step further 
by providing dramatic color backdrops 


igainst which to display merchandise. 
“Color is a tremendous aid in putting 


sales appeal into ofhce furniture.”” com 


mented Mr. Sanford. “The old olive 
green and drab gray have been thrown 
out the window, and replaced with 
decorator shades that predominate in 
green anda t 

Display is Orderly 

Office safes and records systems have 
their own display area at the far end of 
the main showroom. Literature racks 
describing the different systems are 
spotted conveniently in this area. 

Just off the display rooms to the 
rear of the building are housed the exec- 
utive offices, order desks, billing and 
inventory control departments, and 
back of these, the stockrooms which 
run the length of the building. 

Che company employs six outside 
salesmen and three full-time salesmen 
on the order desk telephones. The 
planned efficiency of the office layout 
is demonstrated by the fact that the 
order desk only a few steps trom 
the stockrooms, saving time whenever 
a quick check on available stock is 


necessary 
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Where stocks in the old downtown 
location were scattered over sections of 
the basement and in separate ware- 
houses, the new stockrooms have been 
efficiently arranged for quickly check- 
ing and filling orders—whether it be 
for carbon paper or desks. Delivery 
trucks can load from three separate 
locations. 


Provide for Service 

A service department for repairing 
and refinishing office furniture and 
equipment, with four full-time em- 
ployes, is also located in the warehouse 
area. 

Adjoining Robert Sanford’s office 
is a conference room which is used for 
company sales meetings, and serves 
also as an ideal setting for a display 
of the finest pieces of wood office furni- 
ture which the company handles. 

However, the key to Sanford-Hall’s 
success lies beyond this excellent dis- 
play of furniture. A planned adver- 
tising program backs up their promo- 
tion efforts. Definite expenditures are 
set up in the budget for all four local 
mediums—newspapers, radio, television 
and direct mail. The entire advertising 
program is on a yearly basis, and is 
co-ordinated by an advertising agency. 

Leads on new accounts and removals 


of existing firms to new locations are 
garnered from newspaper reports, with 
all sales personnel cautioned to keep 
on the lookout for these changes in 
the city’s business picture. The fact 
that several large office buildings have 
been constructed in Jacksonville in 
recent years, with two skyscrapers 
scheduled for completion during 1955, 
is a strong stimulant for the salesman 
to ferret out and follow up all possible 
leads that may be developed into new 
business. 


No Parking Problem 


That bone of contention with most 
busy downtown locations—shortage of 
parking space—is no problem at the 
new location. Facilities for 15 cars in 
a front off-the-street parking area, and 
25 cars in the rear of the building, 
are the envy of Sanford-Hall’s former 
downtown neighbors. 

Although operations and inventory 
are now concentrated in the Riverside 
Ave. building, Sanford-Hall decided to 
retain part of the downtown store and 
convert it into an attractive “walk-in” 
operation featuring office supplies, with 
greeting card and fountain pen depart- 
ments. This store also handles social 
stationery, gift wrapping and artists’ 


supplies. 


Talk Quality Furniture 


# “LOW PRICE ECONOMY ésstock 
should be separated from the quality 
lines,” said the manager of the office 
furniture department of the Dameron- 
Pierson Stationery Company, New Or- 
leans, La. 

“Broken lines and popular price 
items are kept on the balcony and 
shown only after the patron has been 
exposed to the quality lines on the 
main floor and requests some popular 
price merchandise. Our better lines 
are arranged near the front to meet 
the eye of a customer intending to go 
upstairs and frequently he changes to 
something better than he had orig- 
inally intended to purchase. 

“Nationally 
stressed, both in our newspaper adver- 
tising and window display. A recent 
window that caught the eye of all 
passing was fitted up as a professional 
office. Art Metal desk, chairs, sectional 
bookcase and hat rack were shown. 
The ‘gray metal and the red and green 


advertised lines are 


upholstering of the chairs and settee 
offered a pleasing contrast. On the 
desk was an indirect lighting lamp and 
a complete desk set. 

“But while majoring in office out- 
fitting we do not neglect the little 
things. Reminding people of little 
items they need daily, yet frequently 
neglect buying, we bring them in and 
they often purchase items of greater 
value as well, 

“A little note we sent to a long 
list of executives said ‘Office Supplies 
for Every Day. When you need a 
paper punch, waste basket, cash box, 
gum tape, pencils, and so forth, you 
can obtain all the leading brands at 
reasonable prices here. Phone us, or 
write for prices; or for a representa- 
tive to call upon you.’ If only a small 
quantity was needed the letter was 
frequently turned over to the secre- 
tary, while if a larger order was to be 
placed a phone call was put in for 
one of our representatives to call,” 
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Customers Get Publicity—Clark-Peeper 


Gets More Business 


e A NOTEWORTHY CONTRIBI 

TION to advertising at the dealer level 
is the current magazine campaign of 
the Clark-Peeper Company, St. Louis. 
This firm has played a prominent rol 
in the office equipment industry of this 
area for many years. 

The Cherry Diamond magazine 
published monthly by the Missouri 
Athletic Club is the medium by which 
the important business executives of 
the St. Louis region are acquainted 
with the Clark-Peeper story. 

What is believed to be a new ap 
proach to dealer advertising . . . at 
least in the field of office equipment 
. « « is quickly apparent when th 


‘ 


reader looks at one of these Clark 


ao 


St. Louis Firm Advertises 
Its Furniture Installations 


Peeper messages. It is distinguished 
by an installation picture showing 
the equipment in a local company’s 
ofice. The advertising copy first of all 
salutes the user of the office equipment 
and it usually briefly describes the 
business activities of the company. Sec 
ondly, it pays tribute to the suppliers 
of the equipment and finally it sells 
the ability of the dealer to do a first 
class job. 

Charles Peeper makes the following 
observations regarding this advertising 


campaign: 


has contributed 


l. The 


towards added prestige for the Clark 


program 


Peeper Company in the St. Louis bust 
ness community. Further ... in view 
of the fact that the company originally 
started in used office furniture, there 
is a feeling that some buyers of office 
equipment may still identify the com 
pany strongly with this subject. Any- 
thing that neutralizes this state of mind 
is felt to be desirable and this ad copy 
is adding lustre to Clark-Peeper’s in 
terest in new jJurniture. 


2. The program has enthused and 
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nspired U tore saies representatives. 
Each man has an opportunity to see 
and discuss installations in which he 
may not | personally participated. 
It build any morale and creates 
sales 

3 he program psychologically capi 
talizes on the fact that business execu 
tives are nterested in what their 
ocal trie and acquaintances are 
doing bu wise and ofhce equip 
ment-wis« Che installations advertised 
stimulate lespread civic interest. 
They bec opics of conversation at 
the club, ncheon meetings and at 
social gatherings. 

4. One pany whose offices were 
pictured a for 50 reprints of their 


ad so that the message might be sent 
to branch ofhces over the country. 

5. Another psychological factor was 
emphasized in the case of a company 
that had already placed an order with 
Clark-Peeper. The purchasing agent 
showed one of these page ads to the 
president of his company who was fur- 
ther impressed by the quality of the 
dealer with whom his buyer had chosen 
to do business. 

It was pointed out by Charles Peeper 
that most of their customers have been 
very co-operative about participating in 
this campaign even to the extent 
of enthusing over it. No effort of 
course, is ever made to persuade the 


business institution to endorse any 


JACOBS QFFICE.SUPPLY 
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A Crowd Stopper is this Globe- 
Wernicke steel secretarial desk on display 
in window of Samuel Lakow & Sons, Inc., 
in New York City. In one continuous oper- 
ation the magic desk automatically goes 
through a series of evolutions from raising 
its top to lighting up its own display signs. 
The performance of the wonder desk, which 
was expressly designed for display pur- 
poses, drew a never ceasing crowd of 
passers-by 
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equipment. The presentation is made 
on a factual basis and resembles news 
reporting. 

The Clark-Peeper Company supple- 
ments the magazine advertising with 
monthly reprints which are mailed to 
business executives within the St. Louis 
trading radius. 

Recently, it was decided to further 
merchandise these installations by blow- 
ing up each photograph and using it 
as the heart of a window display. In 
addition to the photographic blow-up 
which serves as a background for the 
display, units of office equipment are 
utilized to illustrate the actual items 
that were bought. The display tie-up 
has been dramatic and well received. 


Dealer Uses Exposition The recent 
Golden Trend Oil Exposition in Pauls Val- 
ley, Okla., was utilized by Jacobs Office 
Supply for this display of Art Metal, Orna 
Metal, All Steel Equipment and Royal 
Metal products as well as Underwood elec- 
tric typewriter and Underwood-Sundstrand 
electric adding machine. William G. Irvin, 
service-sales representative of the firm, is 
pictured in the booth. 








Colorado Springs Dealers Enjoy Boom 


Construction of Air Force 


{cademy 


Leads to Increased Furniture Sales 


@® A SALES BOOM of substantial 
proportions already has gotten under 
way in the Colorado Springs, Colo., 
area, as office furniture dealers of the 
city have begun equipping new business 
firms which are springing up through 
out the market area. 

Sparkplugging this highly-agreeabl 
change is the Government’s announce 
ment of the construction of the new 125 
million dollar U. S. Air Force Academy, 
at a point a few miles north of the city. 

Normally a resort town of only 30, 
000 population, Colorado Springs ex 
pects to double its population within 
the next five years, and to undergo a 
situation remarkably like that of World 
War II, as thousands of construction 
workers and military personnel fil up 
the community. 


See Sales Source 

Typical office furniture retailers, such 
as William Mason, head of Out West 
Printing & Stationery Company, are 
finding that the major source of office 
furniture prospects will not be the 
Academy itself, almost certain to b 
supplied through manufacturers’, but 
rather, the scores of additional business 
firms, new office buildings, which al 
ready are evincing themselves on th 
business horizon. 

During the first two months after 
the announcement of Secretary of the 
Air Force Harold Talbott, that Colo 
rado Springs was to be the site of the 
Academy, 15 new real estate firms were 
chartered, all of whom required larg: 
amounts of office equipment. Right 
behind them have come suppliers in 
every category, ranging all the way 
from restaurant equipment whole 
salers, to wholesale lumber yards and 
employment offices. 


Create Vast Market 


businesses, all of 


These 


whom will be closely associated with 


“fringe” 


the construction of the Academy, have 
created a vast market for all ofhc: 


furniture. 
The trend toward steel furniture 
which has represented 90 of Out 


West Printing & Stationery ompany 
sales for the past two years, is con 
tinuing, Mr. Mason pointed out. Un 


like markets further west, the demand 


aa 


in the Colorado Springs area has been 
nine orders for steel furniture, for 
every one involving wood, and, notice 
ably, a preference for “unitized” com 
plete offices. 

With the central Colorado resort city 
already crowded for business space, the 
logical reaction has been the construc 
tion of many new business buildings, 
all of which will be built with the 
ultimate goal of steel furniture installa 
tion in mind. 

Buy for Cash 

Another major Colorado Springs 
dealer reports that more than 75°”, of 
new office furniture sales, since the Air 
Force Academy announcement, have 
been straight cash purchases for de 
livery as rapidly as the new office 
building is completed. 

“There is a great demand for in 
telligent, efficient office planning, par 
ticularly where old buildings are being 
remodeled into office buildings” it was 
pointed out. “For example, when one 
large apartment house, in the suburbs, 
was converted into offices by knocking 
out walls between each two apartments, 
the results were unusual, angular office 
shapes, which required something more 
than merely filling up space, for efh 
are planning 


ciency. Therefore, we 


each offce’s installations separately, 
working it out on gridded sheets” and 
settling the ultimate size and position 
of each piece of office furniture, before 


deliveries are made 


Among the dealers who have ex- 
panded office furniture departments, in 
anticipation of the future market, two 
have increased space by more than 
50°4, moving office machine depart- 
ments from the office furniture floor 
to other locations, or by remodeling 
former storage space in the basement 
into office furniture showrooms. 

The “help wanted” sign is out in 
the personnel department of most ofhce 
furniture dealerships, as well. 

Though five dealers in Colorado 
Springs are expecting an all time record 
market, with the initial construction 
steps for the Academy to be completed 
well before Christmas, dealers in Den 
ver, some 59 miles north of the new 
military installation, likewise see bright 
prospects. Denver dealers, for the most 
part, have re-arranged their sales routes, 
to include Colorado Springs, and many 
are setting up temporary ofhices in the 
cily. 

Need Used Furniture 

A not unexpected result of the finan 
cial future which now will go to Colo- 
rado Springs is a rush demand for used 
furniture. Much of that available in 
the city already has been “snapped up” 
for later delivery, and dealers in such 
surrounding cities as Pueblo, Denver, 
Albuquerque, New Mexico, and as far 
west as Phoenix, are clearing out ac 
cumulated stocks of used furniture, for 
shipment into the Colorado Springs 


market.—RAL 


A MEMO TO THE BOSS— 


FROM HIS SECRETARY 


“Ten Commandments for Bosses’’—that's the title of a piece being quietly slipped 


on bulletin boards in many offices. 


Nobody seems to know who is the author of the document, but Mrs. Jean Joyner, 
vice-president of the Clearwater, Fla., Chapter of the National Secretaries Associ- 
ation, says it was drawn up originally by the secretaries of a well-known New York 
charity organization. It reads like this (are you listening, boss?): 


]. Thou shalt take a short course in penmanship 
2. Thou shalt not invade the sanctity of thy secretary's file cabinet 


3. Thou shalt not mumble. 


4. Thou shalt not chew thy pencils and then expect thy secretary to sharpen 


them. 


5. Thou shalt remember that thy secretary is human and therefore shalt not 


expect the impossible. 


6. Thou shalt not commence to dictate after 4:30 p.m 

7. Thou shalt keep sacred the coffee break. 

8. Thou shalt not bear false witness against thy secretary for thine own errors. 
9. Thou shalt not covet thy secretary's stapler nor her cigarettes. 

10. Honor thy wonderful, intelligent, indefatigable, indispensable, and beau- 


tiful secretary with a fine raise 
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Paul McCollem’s Showroom 
Places Offices on Parade 
The Paul R. MecCollem Company, Inc., 1424 


Walnut St., Kansas City, Mo., recently opened 
newly-furnished showrooms with emphasis on 


display of the complete office. 
Utilizing both wood and steel executive office 
furniture, Mr. McCollem has arranged individ- 


ual office displays which offer the furniture buyer 
a wide selection of ideas to assist him with plan- 
ning problems. In addition, wide open areas 
and flexibility of layouts are evident in the over- 
all showroom space. The use of planters divid- 
ing different areas of floor space gives the 
showroom appearance of individual offices but 
still maintains the spaciousness of a large area, 


Individual offices have been partitioned off, util- 
izing work panels as well as glass partitions. The 
ceiling treatment in the separate offices is that 
of false egg crate ceilings lighted with individual 
floods and spotlights. 

Illustrated in the accompanying photographs 















are various executive office furniture groups 
manufactured by the Stow & Davis Furniture , 
Company and the Steelcase metal office products | en oe, Ba 
trace , , po ee sk 
of Metal Office Furniture Company, now known ety Sete Pes. _ 
as Steelcase, Inc. All designs, styles, sizes and x oe as ‘ tas 





requirements are offered on the comprehensive 


: C vian Traditional Group at McCollem’s in walnut. 
display floor of the McCollem firm. stl se ates oe acai 


Steelcase Executive office setting on 
display at McCollem’s features a 78 x 
38-inch, desk backed up by 60-inch 
auxiliary unit and flanked by small 
utility cabinet. Always a Metal Office 
Furniture Co. enthusiast, Paul McCol- 
lem began doing business in 1935 in 
a one-room office on the sixth floor 
of a Kansas City office building. To- 
day, a long list of customers reads 
like a “Who's Who” of American 
business. 





hs eel. dans 


< 





Stow & Davis conference desk highlights this display. Main Floor showroom exhibits a Steelcase line. 
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Executive Office .. . In this executive 
office of the Hoosier Cadillac Co., Indi- 
anapolis, Ind., dignity and yet simplicity 
is supplied through the comfortable 
Jasper arm chairs. Shelbyville Desk Co 
products complete the furniture setting 





Se i, MO wees ee 


Closing Room .. . Another installation 
view from the Hoosier Cadillac Co., 
offices. Here, in the closing room, In- 
dianapolis Office Furniture Co. used 
Jasper Chair Co. upholstered arm 
chairs for clients and a swivel chair 
for the executive behind the desk 





Tiffany Stands . . . The use of Tiffany 
stands for office machines has solved 
a problem for the First Federal Savings 
& Loan Assn. of Chicago. Most of the 
employees in the firm’s newly-decorated 
offices are at the executive level. How 
ever, office machines are occasionally 
required in their work. Tiffany stands 
were found to harmonize perfectly 
with the furnishings, were portable for 
being pushed to one side when not in 
use, and “Sonic-Safe” design permitted 
machine noises to escape through the 
open top, away from the operator. 
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in Indianapolis . . . The Hoosier Cad 
illac Co., new offices are the scene of 
a recent installation made in Indian- 
apolis, Ind., by the Indianapolis Office 
Furniture Co. The chairs were all 
manufactured by the Jasper Chair Co 
and the other furniture by the Shelby- 
ville Desk Co., whose products the In 
dianapolis Office Furniture Co. distrib 
utes in the Indianapolis area. Pictured 
is the president's office where dignity 
and massiveness were supplied in 
leather by use of Jasper chairs 
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Myrtle Desks . . . Sawyer Office Furni- 
ture & Supplies, Anniston, Ala., has re- 
ently completed a striking installation 
for the Anniston National Bank of the 
ame city. The executive and secre- 
tarial desks finished in Nubian are 
by Myrtle Desk Co. 


Texas Installation . . . Pictured is the 
reception room of the Associated Office 
Systems in San Antonio, Tex., deco- 
rated and furnished by Don Wittig of 
that city for use by business men and 
women who need only office space and 
secretarial services in conducting their 
business. All desks are from the Jasper 
Desk Co. and are of its Cosmopolitan 
series. The chairs are by the Indiana 
Chair Co. Decor of the offices is dark 
green with the furniture in oak with 
“Silver Fox” finish.—JHR 


Techniplanned . . . Layout and com- 
plete color co-ordination of a Globe- 
Wernicke Techniplan installation at 
Food Fair Markets of Michigan, Inc., De- 
troit, was handled by Ideas, Inc., of 
that city. Here is a partial view of the 
general offices where division into de- 
partments was made by means of full- 
height (66-inch) Techniplan partitions. 
Steel, clear glass and fluted Linex panels 
were used depending on the particular 
departmental need 


G/W Partitions . . . This spacious 
Globe-Wernicke Techniplanned private 
office at the Food Fair Markets was 
easily set up with free-standing full- 
height Techniplan partitions with steel 
and glass panels. Ideas, Inc., solved 
problems involving flexibility of office 
equipment and better utilization of 
floor space. 





Milwaukee Metal Chairs . . . Silver 
Office Supply Co. of Detroit was called 
upon to equip the offices of the Najor 
Realty Co. in that city. Selection of 
Milwaukee Metal Furniture Co. chairs 
was made to carry out needs of utility, 
comfort and attractiveness. 


Handsome Setting . . . Executive 
chairs by the Milwaukee Chair Co 
were selected by the Silver Office Sup- 
ply Co. in furnishing the offices of 
Your Super Market, Deiroit.. These 
were placed in a handsome executive 
office setting. 


7, tall te , 


Symphony of Beauty . . . The offices 
of the Leblanc Co. in Kenosha, Wis. 
were recently outfitted with Metal Of- 
fice Furniture Co. Steelcase desert sage 
desks by the Bruhn Typewriter Co. of 
Racine. The Parisian-born Leon Le- 
blanc and his American partner Vito 
Pascucci, both accomplished musicians, 
wanted their offices to be models of 
efficiency and beauty. 


Maximum Privacy . . . Private inter- 
view rooms, created through the use of 
Arnot Jamestown patented movable 
Partition-ettes, assure maximum privacy 
to applicants in the loan department 
of the Peoples Trust & Savings Co. in 
Fort Wayne, Ind. The installation was 
designed by the O’Reilly Office Supply 
Co. of Fort Wayne. Utilized are 39- 
inch high steel partitions topped with 
translucent bandfrost glass to reach a 
total height of 68 inches. Interview 
rooms are equipped with an executive 
desk and chair, and two side chairs. 





For Secretaries . Equipping the 
offices of the executive secretaries at 
the Firemen’s Mutual Insurance Co., 
Contract Sales, Inc., used Standard 
Furniture Co. No. 4600 series desks, 
tables, letter trays, wastebaskets, and 
so forth. Secretarial chairs are Sikes 
No. X141 RL. 


Floor to Ceiling . . . A recent installo- 
tion at Firemen’s Mutual Insurance Co. 
in Providence R.I., is an outstanding 
example of the “from floor to ceiling” 
distinctive office furnishing work of Con- 
tract Sales, Inc., Boston. Pictured is the 
directors’ room. Williamsburg Restora- 
tion furniture reproductions by Kittinger 
of Buffalo, N. Y., were used where 
practical. Executive desk chairs are 
Taylor Chair Co. No. 4815". 


Setting the Pace . . . Consumers Co., 
Chicago, used Pacesetter desks and 
aluminum office chairs of Art Metal 
Construction Co. when offices were re- 
modeled. Old desks and chairs in a 
variety of sizes, styles and makes were 
replaced by standardized Art Metal 
equipment. 


Banking Comfort . . . New Century 
desks and aluminum chairs by Art 
Metal Construction Co. add business- 
like touch to attractively appointed 
banking quarters of County Trust Co., 
Mount Vernon, N. Y. New equipment 
gives employees smartly designed, com- 
pletely organized working stations. 
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NOFA News 


National Office Furniture Association 


John R. Gray, Executive Director, 321 S. LaSalle St., Chicago 4, Ill. 


How to Increase Sales is 
NOFA Convention Theme 


“Increasing Office Furniture Sales to Improve Ofhce 
Living” will be the theme of the ninth annual National 
Office Furniture Association convention-exhibit, to be held 
at the Conrad Hilton Hotel in Chicago. March 20-23, 1955 
—the only convention-exhibit devoted exclusively to office 
furniture and equipment. Bernard Nemlich, New York 
City, is president of the sponsoring organization. 

“The fact that today’s furniture designers are transform 
ing the office into a functional business-home is forcefully 
demonstrated in the more than 200 exhibits which will be 
on display at the convention-exhibit,” said John R. Gray, 
NOFA’s executive director. 

“In keeping with the increasing buyer’s demand that an 
office have atmosphere through furniture and furnishings, 





V. L. Caldwell 


Gene Flack 


the entire 1955 convention-exhibit will be devoted to highly 


informative discussions on how sales can be increased 
through improvement of office living,” Mr. Gray added. 


Workshops Planned 


“Outstanding industry authorities will present product 
knowledge information at the dealers, representatives, and 
manufacturers Workshop Meetings. And, as an invaluable 
adjunct, John W. Mock will preside at the Product Know! 
edge Clinic.” 

The more than 200 exhibits will cover a wide range of 


office equipment from lamps and various desk accessories 
to office furniture, metal partitions, cabinets and_ safes. 
More than 2,000 dealers, their salesmen, manufacturers and 


manufacturers representatives from all parts of the country 
are expected to attend. 

In addition, each exhibit will be staffed by experienced 
and qualified technicians who will be able to answer ques 
tions and present advice on improvement of all retail opera 
tions and overhead reduction 

The convention committee, directed by the former NOFA 
president V. L. Caldwell, is currently completing the activi 
ties program, placing particular emphasis on a “grass roots” 
approach in the discussion sessions 

Nationally recognized authorities will present product 
knowledge information on all phases of office furniture with 
particular attention devoted to sales training, freight rates, 
iNsurance programs, operational costs, and a number of 


50 


other vital subjects planned to help dealers and manufac 
turers gain increased profits. 

Thought has also been given to social activities, with 
three luncheons and a banquet on the agenda, according to 
Mr. Gray. 

Opens on Sunday 


The four-day convention-exhibit will open Sunday noon, 
March 20, with registration and formal opening of exhibit 
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John R. Gray 





B. H. Nemlich 


halls. Monday’s session will open promptly with the con 
vention business session and the election of officers for the 
ensuing year. 

The featured luncheon speaker will be “Genial Gene” 
Flack of Sunshine Biscuit Company, known throughout the 
nation as “the salesmans’ salesman.” Gene has had more 
than 37 years’ experience studying, practicing and lecturing 
salesmanship. 

Tuesday morning, March 22, will feature the thought 
provoking Product Knowledge Clinic, a highly-informative 
meeting under the direction of John W. Mock. 

At the final session on Wednesday, March 23, the morn 
ing will be devoted exclusively to the dealers’, manufac- 
turers’, and representatives’, workshop meeting. These forum 
discussions will deal with metal office furniture and equip- 
ment, the place of leather in the office, plastics, and a 
variety of other topics closely identified with the industry. 
The results of these discussions will be presented to the 
assembly prior to the closing luncheon. 

The final luncheon speaker will be the internationally 
famous Elmer Wheeler—the man who sold the “sizzle, not 
the steak.” Elmer’s stimulating 50-minute talk—‘“Selling 
the Sizzle”’—has been hailed by Reader’s Digest, Coronet, 
New Yorker, and many other widely read publications. 


Stage Open-flow Show 


As in former years, exhibit booths will be arranged in 
an Open-flow manner, thus affording free movement of 
traffic and aiding the exhibitor in conferring with his pros 
pective customers. Exhibits will be open from 1:30 to 
6:00 P.M. 

“Tf I were to summarize the objects of the 1955 Con- 
vention-Exhibit, I would Say they are twofold,” Mr. Gray 
stated. “Those who attend will be better informed on all 
aspects of our industry’s progress, and the various discus- 
sion phases will help them to achieve greater sales and 
render better customer service.” 

Reservations can be made by contacting National Office 
Furniture Association, 327 South LaSalle St., Chicago 4, IIl. 
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How PANAMA BEAVER 
“Vision Engineering 
combats fatigue that cuts production 


White paper on a dark desk . . . black print on white 
paper ... reflected glare: these are the ‘optic 
ogres" that reduce efficiency as much as 25% in 
some offices .. . tire employees . . . slow production. 


And it costs you plenty! 


PANAMA-BEAVER eliminates the major causes of 
eye fatigue with a complete line of products which 
are ‘vision engineered"’ for greater efficiency. For 
example, new EYE-SAVER Uni-Masters for spirit du- 
plicating now come in soft, eye-soothing jacket color 





) 4? 
NAMA-BEAVER 
Ug Moe 


MANIFOLD SUPPLIES CO., 
19 Rector Street, New York 6, N. Y. 


PA 
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tints on special no-glare paper. Typing stands out, 
never strikes back! (You still get the same brilliant 
copies in the same remarkable numbers!) 


And you'll find the same scientific “vision engineer- 
ing" in all PANAMA-BEAVER products, from Hypoint 
colored carbon papers to Lustra Colorful Inked Rib- 
bons that harmonize with all papers and letterheads. 


Check into PANAMA-BEAVER ‘“‘vision engineering” 
before you place your next order. It will pay you 
vastly! 
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Fight Polio! Join 
the March of Dimes 


Once more the great battle against 
the dread destroyer of our boys and 
girls rages. It’s the struggle against 
polio. 

The campaign runs from January 3 
through January 31. This year the 
National Foundation for Infantile 











Paralysis faces a double burden. Dr. 
Salk’s trial vaccine now is undergoing 
tests to determine its efficacy. An 
inconclusive report would be heart- 
breaking, but in the meantime the 
tremendous job of mending broken 
lives must go on. 

The stationery and office equipment 
industry is asked to assist this great 
humanitarian cause. 


Sanderson of Ard 
Featured by Press 


An Evansville, Ind., newspaper re- 
cently carried an interesting “profile” 
on Herman F. Sanderson, president 
of Ard Manufacturing Company and 
Brucken Company, making the obser- 
vation that “parlaying a popcorn ma- 
chine into a million dollar business is 
pretty good arithmetic, even for a 
certified public accountant. In the 
case of Herman F. Sanderson .. . it 
was a matter of seeing an opportunity 
and developing it to the fullest.” 

It is related how his early interest 
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in the sale of popcorn machines led 
Mr. Sanderson to sales managership 
of the Star Manufacturing Company 
and eventually partnership with John 
\. Brucken of Evansville, who han- 
dled food service equipment. Later, 
Brucken Company was purchased by 
Mr. Sanderson and some associates. 

In 1946 the hustling Evansville 
businessman started Ard Manufac- 
turing Company for his nephew to 
manage. The company, which makes 
the metal work for store furniture 
and restaurant fixtures, did a half- 
million-dollar business during its first 
year, states the Evansville newspaper. 
Brucken Company makes booths, 
tables, bars and similar items for all 
types of stores. 

Hanging on the wall in Mr. San- 
derson’s office are a number of mot- 
toes which express his philosophy. 
They include such reminders as: Peo- 
ple are lonely because they build walls 
instead of bridges” and “Goals are 
like stars. They may not be reached 
but they can always serve as a guide.” 

The Ard president is a firm be- 
liever in the value of Toastmaster 
Clubs and declares they are a valu- 
able adjunct in learning to speak with 
confidence to an audience. 


Electric Brain 
“Calls” Election 


Burroughs-built UDEC is being 
hailed by Detroit newspapermen as a 
successful tool to use in predicting 
the outcome of close political contests 
within a short time after the polls are 
closed. 

During the recent election, the De- 
troit Times employed UDEC, a $200,- 
000 Unitized Digital Electronic Com- 
puter built by Burroughs Corpora- 
tion, to scoop rivals with election re- 
sults. It was the first time a UDEC 
was used in such a role and the re- 
sults were “sensational,” according to 
City Editor James T. Trainor. 

“On the basis of UDEC’s predic- 
tions, the Times named the winner in 
a senatorial race hours before tabu- 
lation was completed,” Mr. Trainor 
said. UDEC said early in the evening 
that the Democratic senatorial candi- 
date would win by 51.8 per cent of 
the vote. Final tabulations showed he 
actually won by 51.007 per cent. 


He Profits most whe serves best 


™ Rotator | 


OLIVER COX, Editor 
Vell Ne ® WEDNESDAY. JULY « I%t BIRMINGHAM 


“ARTHUR” E. BLACKSTONE, 
JR 


it's all right to tell | him 
now. The prisoner has repente 
and reformed sx ere goes 

Three years ago Arthur D 
taphone, | mea Blackstor 
moved to Birmingham from At 
lanta He says e first 
struck the Magi y he 
like the looks of things a 
Said he didnt think he be 
here more than three months 

As 1 «ald in the beginning 
this was three years ag aod 
Arthur is still wit mo That 
just shows you—we the 
eity of our bosom 













likely to lowe a mar sh ets overs all of Alabama. a «voa 
him «et a peep at a real live pert of Tennessee and Northern 
place lississipe 
Arthur is an Atlantan by | Arthur is still a young mat 
birth. He was born September 'f 5/8 past is any prophecy of 
27, 1888. After he had take future Arthur is going to 
the usual eleven-ye purse in "Ove a peg forward each year 
the schools he bet nt bir As a Rotarian he is loyal. He 
self that bankers are a pret ush't missed a meeting in four 
good set of men to associate ™OMthS. Next to Dictaphones 
with, so he annexed a berth Motary is the favorite we 
with one of those “To have isto *P'"s Of his enthusiasr 
= ee Birmingham Rotary Club 
One fine day there was a con 
test to see who was the fastest Officers 
operator of an adding machine soun E, SHELBY : _Dresident 
in the South. Our hero cou 4 w pONNELLY wopves 
tested and « with (he JNO. C. HENLEY, J Secretary 
honors. The s began to OLIVER COX Assistant Secretary 


4 ‘ 
OSCAR C. TURNER 
Sergeant-st-Arms 


happen The nag 
Burroughs Adding Machine Com 
pany offered Arthur so muca 

money he couldn't refuse 

BOARD OF DIRECTORS 
After that Arth 


to Birmingham an HARRY B. WHEELOCK, Cirsirman 
ms 





ger of the Dictap 
ment of the Columb 
phone Company 
territory was Jeffersor 


c. aD 
SOLON JACOBS 
J. 4. PHILLIPS 
J. D. ROSENBERGER 
TON 


Today. a8 a reward for his 
ergy and ability ? H. WOODALL 


Auld Lang Syne Memories of 
1914 when he was a Dictaphone sales 
sparkplug at Birmingham, Ala., were 
revived recently for Arthur Blackstone, 
Jr., now with the Dartnell Corp., in Chi- 
cago selling films on sales education. 
Recently, a friend (who also was a 
charter member of Birmingham Rotary, 
handed a copy of an old Rotary publi- 
cation to Art at the Union League Club. 
It reminded him of his old Dictaphone 
days and turned back the clock to 1915 
when he made his first visit to Office 
Appliances to call on Evan Johnson and 
other friends. 


10,000th Order 
Honors Executive 

John M. Lund, 
chairman of the 
Friden executive 
committee, re- 
cently was the 
recipient of an 
unusual honor. It 
came from Lulie 
and Waverly W. 
Dickson, Friden 
district managers 
in Washington, D. C., and was in the 
form of the 10,000th order written 
up bythe star selling team. They 
dedicated it to him. 

It was the Dicksons way of show- 
ing their appreciation to Mr. Lund 
who originally interested and sold 
them on the idea of joining Friden. 
The association proved profitable to 
all parties. As the company prospered, 
so did the Dicksons. 

Mr. Lund is largely credited with 
whipping together a sales organiza- 
tion in the early days of the company 
which could and did sell Friden prod- 
ucts. 


John Lund 
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Newest and finest dual-purpose typewriter for executive use... 
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Improves appearance of top 


executive correspondence 


-at low cost! 


clean and crisp, print-perfect quality of the 
is really 
It’s distinctive and impressive, 


Smith-Corona Carbon-Ribbon “write” 
mething to see. 
up and even, warm and friendly. 


The Carbon-Ribbon feature is not an attach 
nt, but built right into the ALL-NEW Smith 


Corona “Eightv-Eight” Secretarial. 


Here is the perfect low-cost answer for out- 
nding executive tvping. Secretaries will love 


Announcing ~~ baile 
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THE NEW SMITH-CORONA 





\\! | 1 
| | 


‘Cighty- Giger” CARBON-RIBBON 


typewriter! 





~~ oO 





iY 7a be 








| Pr \ | 





it and their bosses will see and feel the difference 
in every letter, special report and presentation. 


Perfect copy for process reproduction! 

Now, perfect copy can be typed right in the 
office for reproduction by photo-offset, multilith, 
photostat or photo-engraving. Then — perfect 
print-quality reproductions for reports, tabular 
forms, presentations, ete. 

Dual-Purpose . . . Dual-Market! 

Here at last is a typewriter with a dual purpose 

and a dual market. Every organization can use 
at least one for reproduction copy alone. And 
every executive is a lively prospect, once he sees 
the amazing and distinctive “write” of the new 
Smith-Corona Carbon-Ribbon typewriter. 


Sm ith-Corona Inc Syracuse 1 N Y Other factories in Toronto, Brussels, and Johannesburg 
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f famous Smith-Corona Portable Typewriters, Adding Machines & Cash Registers, Vivid Duplicators, Carbons and Ribbons. 
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MOVABLE PARTITIONS 
G. R. Products, Inc. 





A floating acoustical core ne 


4 
several improvements in movable Sounde 
a 


partitions ann nce the man 


The floating core idea was develope 


in engineering tests whereby the 
baffle of the core was separated 


any solid portion of the partition frame 


It was accomplished by floating the fiber 


ous center baffle in a tical spun gia 
Additional hanae n de a 


ap plate *or extra ala protect n ane 


beveled frar 


(Inquiry Card No. 5) 


MACHINE STAND 
Tiffany Stand Co. 








A new stand, model 3,000, teat 
2!/> inch soft rubber caster 


metal brakes on two front ca 
has just been introd 8B 
lock the machine when in e and 
lease quickly when stand to be 
moved. Adjustable cup n 
stand accommodate practically 
machines. Welded corner braces add 
strength to machine and the larger 
square top gives greater Tiexit 
The model is standard with on 

drop leaf. An extra leaf is a ak 
at additional cost. (Inquiry ‘Card 
No. 12.) 
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YOUR ATTENTION, PLEASE! 


of additional information to dealers on prc 
our New Equipment and Supplies pages t ike 
issue. The “key” to the plan is simple 
Each item carries a number. If it intere 
rres ponding number which appears on 
Card directly in front of the inside back 
Your inquiry will obligate you in no w 
ANCES will speed your request to the manufa 
magazine will bear postal costs 


corr 


a a Ye a 








A new method by OFFICE APPLIANCES to expedite flow 





Sales Stimulators will be handled in the same fashion 
with this exception the Sales Stimulators department in it: 
entirety will be prec on the Handy Inquiry 1e 
liately preceding the inside back cover 

We believe you will like the service. Why not t 

—s ——_— ee 





HANGING FILE FOLDERS 


The Globe-Wernicke Co. 


Added to G/W’'s line 
Verti-Swing folder 


sories ir rporate tne 


These folders are 


high-quality 


and the r 
steel frame 
Frames car 
in al af 
index tak an be 

form any indexing sy 


No. 25.) 





HAND CLEANER 
Burroughs Corp. 


A new | wasr nang ner 
ef: Tor by ffice pe nnel 
a c °| ped by B r 7 

ach 5 am typ 2ined 

n a and hand pr i 

qa der, it q Kly will 

rer 3 m a 5] T t 

r T npany stare Na 
+ y n + 4 
bbed wiped N 


reddening or burning. (Inquiry Card 


hanging-file method fr 


with protective-coated 


firmly in the top edge 





filing supplies 


ana acce 

Sr 
ages of the 
new features 


1 “Li 
m flex ole 


ed steel rod 
3 are eaied 


the folder 
the ) sturdy 
ynufacturer 
a snug fit 
Celluloid 
hanged 


(Inquiry Card 





AUTOMATIC CALCULATOR 


Monroe Calculating Machine Co. 


Designated the 8-N 
Monro-Mat the comer 
troduced ther mt 
iT RE RAS RESET matric ca ator T 
tate } . P 
nq adva ICE n aaa 
single keyt ara teature 
dividend alignment wit 
cont ; atic c 
per aia trom the divide 
matic keyboard clearar 


perm 





tne keyooara r be 
end of operation and 
buttons tor improved 
ang ease perat 


Card No. 9.) 


ntro 


(Inquiry 
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THIS IS 


| NATIONAL’S 
| Portable Posting Tray 


for Smaller Installations 














Its handing ease will make a ing red base . . . modernistic design with 
Hit with your Customers! aluminum construction. The top covers 


are hinged and drop down to act as a base 
when tray is in use. There’s a ““V” opening 
for easy posting, and a tumbler keylock. 


FOR ~ 
GENERAL LEDGER + ACCOUNTS PAYABLE 
MORTGAGE RECORDS +- PERSONNEL RECORDS 


PAYROLL EARNINGS RECORDS anioune “ 
STOCK LisT SHEET 








CAPACITY 300 SHEETS 32 SUB LEDGER 3” FILING CAPACITY 





OVERALL OVERALL 

















ira ee NUMBER PRICE SIZE SIZE CLOSED SIZE OPEN 
99-725 $24.75 6x10 | 10” wide 10” wide 
‘ y ° ° “x 
This NEW tray is designed to house a . : 
99-759 24.75 7x1 12%" high 12%" high 
smaller number of accounts in the least 99-725 475 BY xl 4y"deep 14” deep 
possible space . . . or larger installations | 
| . 
may be broken down into smaller units for yy ~ 





faster reference and ease in handling. Fin- NATIONAL 
ish is Gray Hammertone with contrast- BLANK BOOK COMPANY 


Holyoke, Mass. . New York + Chicago * Sen Francisco . Atianta . Boston « Les Angeles 
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CONTEMPORARY CHAIRS 
Taylor Chair Co. 


NEW PRODUCTS continued 





CARBON PAPER 


RIBBONS 

Columbia Ribbon & Carbon 

Mfg. Co., Inc. 

Cc imbia new No. 929 

th and No. 949 medium 

moott srbon paper ribbons 
claimed to write smoothly 

t letterhead 





TOocks and ever n the lower 
yuality papers for interoffice 
rrespondence. It is asserted 
at these ribbons are highly 


mudging and 


Distinction and serviceability are embodied 
handling and 


new 
temporary chairs designed for Taylor by Robin Robinso 
y y 
e 
a 





The quest chair (left) features wall saving back legs, a folding and that they make 
molded arm and the matching y adjust possible an overall color uni 
able posture piece. Both de with foam formity + page appear 


rubber in back rest and ance. (Inquiry Card No. 26.) 


PEGBOARD PANELS 


Arnot Jamestown 


BOOKCASE CABINET 


Star Steel Equipment Co., Inc. 





| lu trated nere the npa y's 
new bo kea e sbinet ty BC2 42. 
t is 12 inche deep, 36 inches wide 
by 42 inche n neignt witn Tw aa 
table salve TI cabinet na 
3!l-welded t 4 . 
2] r opera c 
rollers. The ca af ¥ 
able in tt ne hoo 
| “ th 4 mn aark aree en 
| yey. 0 n or tan baked on 


snamel. (Inquiry Card No. 10.) 














STEEL NOTE CASE 
Nu-Craft Products Co., Inc. 
Constructed of heavy qeuce steel 


and electrically welded is NuCraft's 


Pegboard panels, designed 
accommodate hooks, bars ar 


helves for display and den 


stration use, ré y have bee 
added to the Arnot Jame 
} 1; new vanker Tee! not case wit! 
own line ot patented part + 
ti +4 T removabi ver. lhe iter 11% 
on-ettes. Ihe mod r . ng 

piace inches wide, 5% high, 16 

sy ar 
permit easy 2 laches deep and | n a gray 
Ot + ial + 1c = k | C y 
ot materia 4 f T oe 
cha bl i meta . Tt has a 
nanaeablie with a ar Y ; . 

’ sturdy handle, hasp padlock 


with two keys turnisned and is ava 


pany panels. (Inquiry Card No. 
16.) 





able witt r withe 


quiry Card No. Ht.) 





WRITING PAPER 
Eaton Paper Corp. 


mpany has developed two new styles ot 

af n the modern manner. On the left is Vista, 
criso numk htweight paper ste 
both air and regular mail. A novel arrow 

f appears in blue, pink or green on white laid 
ana ecr ¢ Tne Cc or of Tne enve pe . C 

yht Eaton's sparkling white with self-sea 

es » style that always correct. The 

Vv noer ntains 25 two-fold ingle sneeTs 


th 20 printed envelopes and reta 


W ed 
(Inquiry Card No. 17.) 
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The B D C mimeograph produces the kind of copies often referred to as printing press 
quality. Each character is clean and sharp. There are no ragged, feathery outlines 
that typify ordinary mimeograph work. The secret is the unique B D C design that 
has revolutionized mimeograph standards. Similar to a printing press, the B D C uses 
the same kind of ink printers use—a heavy paste that cannot flow or spread or feather. 
Because this quality result is inherent in the machine and ink, any office worker gets 
printing press quality routinely—yet always stays clean because the B DC can’t leak. 
Write for complete dealer information. Bohn Duplicator Corporation, 444 Fourth 
Avenue, New York 16, New York. 













REX-ROTARY 
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CARBON RIBBON TYPEWRITERS 


Royal Typewriter Co. 








SIDE CHAIR 
King Posture Chair Co. 


A new t b af 


ea ae chair tnat 
mfort and is 
Gpe | € 
S11ac TO Gea T 
A typewritten letter that KS DeTT iets rep A 
than printing +L, sim adva ced by a use cnair a an 
Royal for work produced by its new "a 
carbon ribbon Royal Standard introd dq sive gevisire diel 
in November. T new machine has a | n padd The 
unique red warning jnal wi r . 10x 17 
na ae Mt j ee d fu padded 
ribbon ae n plated bk 
spacer si ea stee > are 
letters evenly nd 3 pir ar r 4a A 
entire paas nas be estedies NOs reer ie 
entities 7 tery is offered. (Inquiry 
sneha Je Card No. 19.) 


imple 


FOLDING MACHINE 
Print-O-Matic Co., Inc. 





The company has developed a 


(Inquiry Card No. 23.) 





COTTON CLOTH TAPES 


Fold-O-Matic desk mod 

: Rg ee iage e gg 

a. ‘the se 0 *  Permacel Tape Corp. 

matic feed. It aid Two new pre tapes f 
folding machine made ‘ available. The self sticking print » tapes are 
paper feed and separat T designed especially for bundling parts, wires, cables 
vation permits |, 2, 3 r 4 nd other materials used t 3ge or marketing 
time feeding. An automat elf-stackina purposes. Marketed under the name f Permace! 
receiving tray keep } f fe 641 production grade and Permace! 651 medium 
pleted sheets neatly T trength, the tapes are adaptable for a multiple of 
occupies less than tw yuare feet ises, particularly in the auto and aviation fields. 
desk (Inquiry Card No. 30.) (Inquiry Card No. 8.) 


spac e. 


UTILITY CABINET 


Keystone Steel Equipment Co., Inc. 


NEW PRODUCTS continued 


PHOTO PANELS 


Acme Visible Records, Inc. 





p K 

pret T f 

pe anda a 

rec r } 
| 


ard (Inquiry 


DEALERS' CATALOG 


Majestic Stationery Co. 


STATIOVERY TRENDS 


SCHOOL 
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qd there be purchased 
Ma snaara 
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> Oo ry chand e 
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available with or witt 








| rr an JucT + a 

‘ itility ¢ att dina 

°| ailak with “ it | ack, \t 

easures 29!/> inches wide, 22 inches 

gh and 18 inches deer Keystone re- 

ports tt abinet an ex ent repository 
r pat awaiting f 3s a perma 
age recepta fice sup 

plie T product e n gray r 

F d ena (Inquiry Card 
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Card 


No. 27.) 


(Inquiry 
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| Only Royal Porteble hes thou 





ROYAL QUIET DE LUXE 


The world’s finest portable typewriter. Offers 


a 
different full- © 
e pe five major exclusive features—special quieting 
Ned >| 5s, S Selector, Line Meter, Auto- 
sized models coutio Paper ack end clislen of alan 


: , ““Magic’”’ Margin and all the other great Royal 
to satisfy every customer in your store Portable advantages. 










ROYAL ARISTOCRAT | ROYAL SENIOR COMPANION 








Has many features of the Quiet Deluxe in- . It will be the sensation of the low-price field. 
cluding a tabulator. A fine machine to sell up is It offers Right and Left Margin Stops, Margin 
to the Quiet Deluxe. Also--with ‘“‘Magic”’ vie Release, Segment Shift, Two-color Ribbon 
Margin and Fiberglas Case-—the lowest- | and Stencil Device, Paper Guide, Fully Stand- 
priced “‘extra-feature”’ tabulator model on the ‘ ard Keyboard AND Royal’s exclusive Air- 






Flight Fiberglas Case. 


& STANDARD ~- ELECTRIC 
PORTABLE 
Roytype Business Supplies 


55 OA—1/55 61 


market in its class. 





Yee oe 
registered trade-mark of Royal McBee Corporation 


Feature all three... get faster turnover... 





larger profits...at a smaller investment for you. 

















MID-WEST 
G/W DEALER 
HAS STREAMLINER 
FIELD DAY 


Pictured above is only a part of the order that opened doors 
for Bill Diehl at John W. Galbreath and Company’s Colum- 
bus headquarters. All told, the sale included 39 Streamliner 
Desks, plus a multitude of other G/W items. This was a new 
account for Bill and since this initial order, he has had their 
entire office supply business! 

Bill says the success of the sale was due to these factors: 
The customer liked Bill’s office layout ideas and they liked 
the streamlined, modern appearance of the desks. Bill 
demonstrated the Streamliner Desk to department heads, 


Manufacturers of the 
world’s finest Office Equipment, 


Systems and Visible Records. 


62 




















William R. Diehl, Jr. 


The Diehl Office 
Equipment Co. 


Columbus, Ohio 


and such advantages as nylon drawer glides for silent slid- 
ing, height-adjustable island bases, complete sound insula 
tion and easy operating Arc-Swing typewriter mechanism 
appealed to them... and why not? The Streamliner is the 
most advanced metal desk in America. 

This combination of a hard-hitting sales approach and the 
reputation of Globe-Wernicke equipment resulted in a siz 
able profit to Bill Diehl. Streamliner Desks will always be 
one of your best bets for profit, too. Get Globe-Wernicke’s 
new Streamliner Desk Catalog No. 1454. Write Dept. A-15. 





Cincinnati 12, Ohio 
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TWO KEYBOARDS 


make more money-music 
than one 


For several months, Burroughs dealers have 
been enjoying stepped - -up sales opportunities 
with an out-ahead product — the Director 
200 full-keyboard adding machine. Now— 
with the introduction of the BURROUGHS 
TEN KEY, the world’s newest ten-key 
adding machine—their sales opportunities 
are even greater. 


Compact, smartly styled, all-electric in 
operation, the BURROUGHS TEN KEY 
is the ideal selling mate of Burroughs full- 
keyboard machines. Moreover, it is being 
introduced with the advertising punch of 34 
leading magazines . . . to a total circulation 
of nearly 141% million people! 


Burroughs puts dealers out front with office 
machines that sell and promotional materials 
they can use. Then, Burroughs backs them 
up with believable advertising that reflects 
the dependability and tige of the most 
respected name in the Seine Burroughs 
Corporation, Detroit 32, Michigan. 





, Jr. 
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nism 
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THE BURROUGHS LINE 
IS THE PROFIT LINE 
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SLIDE RING 


Plastic Loose Leaf, Inc. 


—se 





Slide Ring, a rev 

plastic mechanical binding 

top loose leaf advantages, has beer 
leased by the compar The pr 
composed of an 

tion and a rigid backt 

ring section accommodat: 
sheets and the fu 

simply slides on 

locks tight. A frict 

of the backbone prevent 
ping past its proper f¢ 

30 color combinations are ble 
the new binding. (Inquiry Card No. 13.) 


Morea than 


CARD RECORD 
Weatherly Index Co. 








Available is the mpany s 
developed v ard record w 
Weatherly claims permits speed and 
ease of opera ” nta 
claimed f 
cards face the operator and 


finger-tip conte 

jray pocket assemk exposed Dy 
ard removal v tomat 

pots card's ¢ : n rack and 
permits operator t e bot 3nd 


for posting and c! 
constructed of aluminum wh 
lows easy rer 
in various 


22.) 


N °. 


va The racks 
(Inquiry Card 


NAME PLATES 
Autopoint Co. 





The new Autopoint name | st 
They are offered in kit nsistina of 20 bases and 
300 assorted letters and ¢ Js in a choice of 24K 
gold or triple chrome plate finist 

states standard 8 inch | F 3 nmodate 
names up to 1/4 letters and space en inch base 
at slightly higher cost ndle nan p t 
letters and spaces. A j é k screened d 
play easel is inc! 2 wil kit. (Inquiry Card 
No. 4.) 
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NEW PRODUCTS continued 





PERSONAL FILE 


Franklin Metal Products Co. 


Dp 31 ¢ wit 
k k de 1 
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FIRE-RESISTIVE DESK 
Diebold, Inc. 


JESK Ce a and pr 
' ank witt 
| ’ 
c Yi °| } K 
i = wr L c ra 
c a 2 ] equipped 
witl inur x 
k + st 24 to handle 
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Da e. (Inquiry Card No. 18.) 


ERADICATOR 
Cardinell Corp. 


mpany | 


e color 
- 
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c 
pase tor 
container 
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Cardinell 


ecicine, 


her stains 


damaged articles. 
(Inquiry Card No. 


15.) 


ewly desi 


stability 


and retails for 40c. 
states the 
yuid removes ink, 
fruit and 


as 


Juced a new and 
rger size patented 
sid ink erad 
alled Ink-Out 


a PORTABLE TYPEWRITER 
ippe , Paillard Products, Inc. 
wide 


hold 
fluid 


from 





e new Hermes Rocket port 
p 





sble typewriter, which the 
CARBON SET LABELS mpany claims is the lightest 
r +r naect? + + + +. 
Dennison Mfg. Co. S I i featured port 
n Tne market now & 
Recent Jeveioped and w available is the svailable The machine is fea- 
y ro 1c ng abels. Eact Tured Dy improved key- 
4 t 33 Jard addressing labe board, { ze platen, better 
fastened to prevent slipping typing actior ntermediate 
rea tor identitication and set paper table and fu 10 yard 
y numbered tor re rds. Extr T new R ket 
bottom permits easy typing ot svailak Pica and Elite type 
n tates tree sampi¢ with keyboards in most 1 | 


(Inquiry Card No. 29.) 


| ] 
s backing up 


(Inquiry Car 


oa—1/55 % 


start the New Year with 


 BORROUGHS’ newest product 
OPEN SHELF filing units: 


Md 






for faster filing, 
finding or referring 


Here’s another Borroughs product that’s going to make 
money for you. More and more companies are discover- 
ing the many advantages of OPEN SHELF FILING. The 
Borroughs unit saves up to 50% of space used for ordi- 
nary filing equipment. It saves over 50% of the cost of 
conventional files. In fact, it gives double the filing area 
for less than 4 the cost. What greater sales appeal could 
you ask for? Write Joe Davis, sales manager, and tell 
him you want more facts. 


| open front 

" 
ttt §) single or 
Sane J 
|, || double faced 
xt + — 


| 























| rast 4A 


iJ 


Available in 72” and 84” heights—12” and 24” depths—outside width 
TER 36’. Sliding shelves are adjustable without bolting. Dividers snap into 
place at any desired point on shelves, and slide with perfect ease. 


Win customers with Borroughs in 55 


eis rae : OFF Pk 


es a 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK alll KALAMAZOO, MICHIGAN 
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ALUMINUM CHAIRS 
Ohio Chair Co. 

















CARTON STAPLER 
Container Stapling Corp. 


NEW 


PRODUCTS continued 





e fected recently is the com 
pany's Model P A (portable 
sir) carton stapler designed 
+ arton closure costs 
°| ance. Th 

_ 92 fh ADDING MACHINE 








Bi and all wearing surtace Facit, Inc. 
- ara c ated. The 
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d re vaseatomel XX-11-C new Swedish add 
and general in tiona he added to t are requires 4 
it mact mbines all the 
Rest-All line by t Left 200, a slat-back an average ndard 0 ke 
design, thoroughly modern ir Right photo show ed carton against 16 norma rag +h oa 
the No. 5020 line wit! f Bott ed staple yenera y em $ a new 
hat al ultip as well as an 
chairs aes re a at | ipp yea f ide . Pt ‘ 
° ' n ter er te ire the 
and durabili Ava ide { ibricat and filter, fitt ings sal liaggit: a4 “ier: 
} npar reporTs. Vrner 4&4 
ce olor range of plastic-finished nulated leathers and and 10 teet (Inquiry —s res fj a¢ 
£1 ‘2 @ . Card No. 2. e med are tinger 
ill selection aor (Inquiry Card No. 31.) ted keys for speed and a 
that permits operation on 
Jesk The XX-I11-C con- 
cted in three main sections, 
$s permitt } rem val of one 
TYPEWRITER TABLE ecTion Tor ear ng or repairs 
witt a mantle the 
Modern Steelcraft, Inc entire (Inquiry Card 
Presented to + trade M No. 3) 
Steelcraft ne Regency 3 re { 
tarial multi-utility typewriter é 
with spaci ice. | 
has a storaae { ket on the inside 
of both right and left hand table 
panels, a large center drawer and FILING UNIT 
o feed canter chell - ae Borroughs Mfg. Co. 
brackets pr Je rigid t f : 
heavy items resting te ee UTILITY CHAIR ee Oe eee ne 
musew 4 4 » : pen shelt ¢ na units now are 
leaves. Table top mea 0 Art Metal Construction Co. Ae his eee meee 
inches and with the leaves extended : d ° ; = 
Juced in single or double-tace 
16 x 38. two height J2 and 84 


steel raft ' ; ireer ) , wainut 
baked-or Fin tehe (Inquiry 
Card No. 32.) 
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Ask Your 
LYON Dealer 


e Gambling on unknown, 
unproved steel equipment can be 
pretty frustrating and costly. And 
it isn’t at all necessary. 

Your Lyon Dealer offers the 
world’s most diversified line of 
quality steel equipment. (A few of 
Lyon’s 1500 standard items are 
shown below.) Equally important, 
he can show you how to get the 
most out of steel equipment in 
terms of saved time, space and 
money. Why not ask him to stop 
in? He’ll bring along a 76-page 
catalog full of Lyon equipment and 
a head full of practical ideas. 

LYON METAL Propucts, INC. 


Gen. Offices: 128 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 













Ads like this appear in Business Week and 
leading trade publications every month 











Lyon also has complete facilities for manufacturing special items to your specifications 



































Shelving ® Kitchen Cot 


Lockers ® Cabinet Ben ches 


° } 
Stools ® Storage Cobinets @ Tc 
Bin Units © Drawing Tables . 
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_- >. for BUSINESS-IN 
TTT) STEEL KITCHENS for THE HOME 
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IN OTHER LANDS 


Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manche ster, Dec. 1 


® HEAVY BOOKING is reported for space at the Business 
Efficiency Exhibition at Olympia, London, June 6-16, 1955, 
and so far 93 firms have confirmed space booking. The 


stand areas of the space booked amounts to 9/10ths of that 
available, the Office Business Equipment 
Trades Association announces. 

New exhibitors this year will include the Brunsviga Sales 
Co., Ltd., Creed and Co., Ltd., Logabax, Ltd., and Valmor. 
Ltd. 

The event will be the highlight of an intensive exhibi 
tion campaign organized by the association for 1955. 

The first of the regional displays will be at Leicester, 
February 8-11, and this will be followed by others, probably 
in the North and in Belfast, if suitable halls are found. 


Appliance 


* * * * 


A new typewriter has been produced by the Imperial 
Typewriter Company, Ltd. It is the New Imperial 66 
embodying many new features. 

One of the most welcome innovations is the new page 
end indicator which shows the typist when the bottom 
edge of the paper has been reached. The “66” also has a 
greatly improved touch and the key tension may be ad 
justed to suit the individual typist. A new auxiliary paper 
shelf prevents thin sheets of paper from curling round the 
platen roller. 


There are indications in Britain of an ever-increasing 
number of offices becoming conscious of the value of 
having a special stencil ribbon to be used on a machine 
which is reserved exclusively for the cutting of stencils. 
The ribbon itself consists of a very thin film of trans 
parent cellulose, half an inch wide, on a normal ribbon 
spool, the stencil being cut through it i.e. without using 
the ribbon switch. If the type is clean to begin, there is 
no further need to use the brush as the type, of course, 


never comes into contact with the “wax.” 


A firm of distributors in Slough and District—Universal 
Typewriter Co., Ltd.—recently organized a competition to 
find a “perfect secretary.” The actual planning was in the 
hands of A. Willis and B. Kerlogue and the competition 
was tied up with the showing of the movie “Executive 
Suite.” It created much interest among executives of the 
leading business organizations. 


Competitors were first interviewed by a panel of three 
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judges and assessed for their secretarial qualifications. They 
then appeared on the stage and were tested in dictation and 
typewriting. Their letter were judged on speed, accuracy, 
punctuation, spelling and layout. 

Heats were held each evening during the week and on 
the Saturday those winners competed in the finals. The 
winner was Miss V. M. Uzzell, 23. She attained a typing 
speed of 90 words per minute and a shorthand speed of 
130 words per minute. 

The Universal Typewriter Co., Ltd., in addition to organ 
izing»the judges’ panel, provided all the office furniture and 
stationery used on the stage and arranged a display of execu 
tive furniture in the foyer of the cinema. 

The winner used an Imperial Good Companion Portable, 
Model T. 

I understand that this was the first time there had been 
such a competition held in the town and also that this was 
the first occasion on which there had been a Secretaries’ Ball. 
It is possible that this may well become an annual affair 
and if so, then the company responsible in the first instance 
for planning the event will have put themselves in the fore 
front of distributors in their particular town. 

It is once more an example of the old truism that “enter 
prise pays.” 


H. C. Langrick has been appointed director of John Jar- 
dine, Ltd., and general manager of Byron Business Machines 
of Nottingham. John Jardine, Ltd., is the company which 
owns Byron Business Machines. 


There are reports of stationers in Britain who are becom 
ing more progressive with every day. Where a stationer 
is not too far away from one of his main suppliers, poten- 
tial customers are invited to visit the factory of the supplier 
in question and see the goods being made. Sometimes, a 
half-day visit is made to one supplier, and then a further 
visit later in the day to another supplier in a different line 
of business but whose factory is in the locality. 


. * * * = 


Following on the lull of some little time ago, latest indi 
cations are that all sections of the office equipment industry 
in Britain are experiencing a boom. This applies to manu- 
facturers, for home and export sales, and to distributors in 
Britain. 

On the distributive side the tendency is for more and 


more stationers to sell greeting cards and some have had 
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and you'll be competition! 
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Completely 
adjustable for 
correct 
posture and 
maximum 
comfort. 





JUNIOR EXECUTIVE POSTURE NO. 274 
Illustrated in elastic Naugahyde 


$7 500 list 


slightly higher in zones 2 and 3 
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WELLS SALESMAN OF THE MONTH 


MR. LEN C. JACOBS 
9970 WEST PICO BLVD 
OS ANGELES 35, CALIFORNIA 











OA—1/55 





C sail = 








America’s lowest-priced 
“quality” business chairs! 


Why sell your prospects “just any” chair? \ 
Today’s aggressive competitive selling em- Ay 
phasizes the importance of handling the —< 
line that offers more for the money. Com- ~~ || 


parison will show that the WELLS “ARISTO- 
CRAT” Line offers just that! Here is a 
complete line of the most luxurious chairs 
ever presented. 

Write TODAY for complete details. 


. . . and don’t forget, WELLS PAYS THE © = 
FREIGHT! on shipments of 100 Ibs. or more. c 


thick, comfortable 
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junior executive comptroller debonair debonair 











WELLS CHAIR CORPORATION, Michigan City, Indiana 
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their shops fitted with special “see through” type of win- 
dows (i.e. those windows which permit the whole of the 
shop interior being seen by the passerby) and the back of 
the shop, sometimes half way up the rear wall, is covered 
with greeting cards in their appropriate little cardboard 
boxes. Very colorful displays these make, too. 

It should be noted that this tendency is not being viewed 
with any great degree of satisfaction by the average news 
agent in Britain. (The distribution of the trade in Britain 
for newspapers and periodicals is, very largely for shops 
to retail newspapers, sweets, tobacco and cigarettes, and not 
to retail periodicals and newspapers as side-lines or extras.) 

As a result of the incursion by many stationers into the 
realm which newsagents and booksellers consider to be 
their legitimate preserves, newsagents are retaliating in not 
a few cases by enlarging their shops where possible, and 
retailing various types of office equipment. In some cases 


newsagents have started to sell typewriters and even ofhice 
furniture. 

But who can blame them for this? This extension of 
trade seems to be good all round for the consumer, because 
he is certainly offered service. 

* : * * * 

There are now few, if any, shortages of raw material in 
Britain, and consequently the office equipment industry on 
its manufacturing side is able to go full ahead in develop- 
ment. Even the shortage of timber has been almost over- 
come and all-wood desks have again come into their own 
and have tended to regain the margin which they held 
in pre-war days, but there are many attractive steel desks 
being produced still and sales are still good in steel office 
furniture. 

A feature of the trade in Britain at the present time seems 

(Turn to page 152, please) 





David Kahn Official Feted by Casa Rihan Firm While in Mexico City .. . 


Harry Yager, vice-president and treasurer of David Kahn, Inc., 
manufacturers of the Wearever line of pens, was in Mexico re 
cently on an inspection trip for his firm. He was feted by Casa 
Rihan, S. de R. L. y C. V. at a cocktail party under the direction 
of Alberto Rihan, general manager. Prominent officials of Mexico 
and leaders of the stationery and office equipment industry were 
present, as pictured: 


1. Esteb R lon, manager of El Puerto de Liverpool, $.A.; Gabriel 
Rihan, administrator of Casa Rihan, S. de R. L. y C. V.; Fernando 
Haneine, general manager of Haneijos, $. A 

2. Pedro Desdie, sales manager of Cia. Commercial Papelera, S. A.; Harry 
Yager, the guest; Luis Desdie, general manager of Cia. Commercial 
Papelera, S. A. 

Jacobo Pesel, president of El Ahorro, S$. A., and Salomon Pesel of the 
same firm; Eugenio Salas, president of Publicidad Salas, S. A. 

4. Miss Bertha de La Barquera, manager of La Helvetia, S. A., Sucursal 
Insurgentes; Jacinto Guevera, general manager of Galas de Mexico 
S. A. Miss Renee Rihan of Casa Rihan, §. de R. Lk. y C. V 
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5. Mr. Rubalcava and Jose Perez Pelaez of Sears Roebuck de Mexico, 
S. A.; Juan Jaramillo, Casha Rihan, S. de R. L. y C. V. 

6. Eduardo Rihan, vice-president of Eagle Pencil Co. de Mexico; Harry 
Yager, the guest; Max Cimet, president of Papeleria Miguel Angel; 
Manuel Goldberg, general manager of El Surtidor Papelero, S. A. 

7. Francisco Jimenez, Julian Bautista and Miss Esperanza Jacobo of Caso 
Rihan, S. de R. L. y C. V.; Roberto Skarbovick, La Consolidada, S. A. 

8. Estanislao Gonzalez, president of Libreria Patria, S. A.; Mr. Castrejon, 
Papeleria Miguel Angel; Max Cimet, president of Papeleria Miguel 
Angel; Manuel Goldberg, general manager of El Surtidor Papelero, S. A.; 
Alberto Rihan, general manager of Casa Rihan, S. de R. L. y C. V. 

9. Gonzalo Linaje, manager of Casa Galas, S. de R. L.; Jose Martino, gen- 
eral manager of Papeleria Martino; Juan Bueno, manager of Papeleria 
La Ideal, §. A.; Alberto Rihan, general manager of Casa Rihan, S$. de 
R. L. y C. V.; Aristides Lozano, president of Papeleria La Ideal, S. A.j 
Mr. Martino, Papeleria La ideal, S. A. 

10. Lic. Bolivar Ruiz and Lic. Jorge Echanez from the Ministry of Economy 
of the Mexican government; Genaro Poulat, general manager of 1 
Modelo de Mexico, $. A.; Miss Esperanza Jacobo, Casa Rihan, S. de R.t 
y C. V.; Louis Moreno, president, and Heriberto Gutemberg from Maffey, 
Moreno y Cia 
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CHOOSE the right point 
for the way you write 
—hy number 
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... Perhaps you’ve noticed. Esterbrook Fountain Pens start the instant 
you touch them to paper. There’s no need to shake the ink down—no 
need to press the pen on the paper again and again to make it write. 
That’s because Esterbrook Pens have a built-in self-starter. 


Here, at Esterbrook, we call the self-starter “the inner cap”. And every 
Esterbrook Fountain Pen has one. Look sharp and you'll see the edge 
of the inner cap inside the regular cap. 

The inner cap works as a seal—seals the point away from air—keeps 
ink from drying off the nib and feed. So, so long as there is any ink in 
the pen at all, the point stays moist, ready to write the minute you are. 
Making Esterbrook Pens self-starting with an airtight inner cap is just 
another example of the care we take to assure that every Esterbrook 
you sell will please the customer, help make him trust you—because 
you were the person who recommended that he buy the Esterbrook 
Fountain Pen that pleases him so much. 


Osterbrook 


FOUNTAIN PEN 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Lid., 
92 Fleet Street, East; Toronto, Ontaric 
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In-and-out 
boards 










Book & 
& Catalog Rack 





Horizontal Files 





Stationery Racks 





Lit-NIN 


products co. 











Vertical Files 


priced to sell! / 
Over half-a-hundred fast-selling i 

steel office accessories available 
from one source... Lit-Ning, 
the longest quality line. 


Every Lit-Ning product is 





priced to move fast... yet 
there’s always a long profit 
for the Lit-Ning dealer. 


SCOHOSHSSHSSHSHSEHHEHSHEHSHSHEHHHSHEHEHSHEEHEHESEHESESESESS 
WRITE FOR LIT-NING PROFIT STORY 


LIT-NING PRODUCTS COMPANY 
3907 DUQUESNE AVE. © CULVER CITY, CALIF. 


Please send me your new catalog and discount sheet. 





Stationery holders eeeeeeeeoeoeeeoeeeeeeeeeeeeet 





FIRM NAME ae 
ADDRESS 





Fetter STATE 
MY NAME 


LIT-NING PRODUCTS COMPANY + FACTORY FRESNO, CALIF. * SALES OFFICE 3907 DUQUESNE AVE., CULVER CITY, CALIF. 
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anew concept of 
cash register design 


If there is one cash register which fully meets the performance and 
budget needs of all small and medium size retailers—surely it is 

the magnificent new Regna DeLuxe! A cash register... an adding 
machine... a bookkeeping machine—it is ideally suited for the 
multiple functions of cash protection, cash-credit control and general 
figurework. Sturdy, precision-built, soft-spoken . . . virtually 
maintenance-free! And note the Regna’s trim, rounded styling: 

so elegant, compact, unobtrusive. Yet for all this versatility and beauty, 
the Regna is low-priced, within easy reach of the smallest storekeeper ! 
New manual or electric models with through-colored Carbamide 

cases in green, ivory arid maroon. 


Regna can print double cash receipts Visible item indication shows clerk New square-shaped “sculptured” keys 
(one for store, one for customer). and customer individual items, total. are far easier and faster to operate. 


A complete stock of Regna parts is located in 
service centers throughout the U. S. 








Regna Cash Registers, Inc. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


Please send details and prices on the Regna Deluxe Cash Register 
plus information about becoming a Regna dealer. 
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Vendex Hews to the Line and It’s Good 


Elegance Mirrored 
in Display Room of 
Mexico City Concern 


By MABEL F. KNIGHT 


Correspondent 


® IN SEVERAL business offices in 
Mexico City, when I asked where a 
desk or a chair came from, the an 
swer was,—‘Oh, Vendex.” The name 
intrigued me so I went to their office at 
40) d. Cinco de Mayo and 
Avendaiio. The head of the firm was 
most gracious and said that this firm 


Joaquin 


of office appliances had been located 
there twelve years, that Vendex meant 
Vendadores, exclusivos, or exclusive 
Their trade mark DAG, 
which is found on all their stationery 


salesmen. 


refers to the three founders of the busi 
ness: Sr. Duplan; Sr. Avendano and 
Sr. Gonzalez, although today each one 
has his own business. Joaquin Aven 
dafio was left with the original one, 
here at Cinco de Mayo, downtown, so 
to speak. 

At present Sr. Avendafio hopes to 
modernize the furniture output for of 


He has a 


factory with about 50 workmen on a 


fices, that is to simplify it. 


street called Zarco at the other end of 
Mexico City. Then there are four 
enterprising salesmen that make a can 
vass of all buildings being erected, for 
he sells direct to consumer. His trade 
is practically all in Mexico. 

His office is simply but impressively 
arranged, with factory products for the 
purchaser displayed to the best ad 
vantage. One of Sr. Avendafio’s mot 
toes is that the success of a business 
depends upon the presentation of of 
fice furniture so that the customers ar 
put in a buying mood. 


Py 


¥ 





One corner of the reception room 
is particularly attractive with a large 
plant close by the divan, and a small 
table with glass top and flowers under 
neath it. Sefor Avendaiio specializes 
in wood for the most part and buys 
only the best quality obtainable. 

Charolas or trays and small tables 
are much in evidence; tables for tele- 
vision, tables that can be put between 
two chairs, tables to be placed in front 
of a davenport, tables of every descrip 
tion. Sr. Avendafo is proud of his 
comfortable swivel chairs with leather 
upholstery and the types of 


desks. 


One bookcase had a closed section 


many 


at each end, one having a combination 
like a safe to open it, the other un- 
locked. Then there was one case, when 
opened, revealed a complete bar, with 
glasses, straws, spoons and the like. 
The two clerks downstairs answer 
any and all questions. Also the Sefior 
is never too busy to come down the 
short flight of stairs from his little 





The modern look is exemplified in these two products. 
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A typical, tasteful display in the V endex showrooms. 


office and confer with any purchaser, 
explaining why he thinks one desk is 
better than another. The Seftor has 
named all the pieces that his factory 
makes. Included are Spanish Colonial, 
Lafayette, Virrey, Commandant, and 
Ambassador, so it is simple to order 
by mail, if one cannot come to Mexico 
City. 

Then there is the type called Royalty, 
another Oxford, another Metropolitan 
and still another is the Emperor. Yet 





there may be but a slight difference be 
tween all these styles. Perhaps it 1 
in the type of the chair arms, or pef 


backs of 


higher than others. There is an ou 


haps the some chairs 
standing elegance about all. 

The accessories such as waste ba 
kets, trays and small tables blend wi 
the larger pieces of furniture. Eve 
the articles for pen and pencil and t 
hat rack are in keeping with the re 
of the furniture. 

One type of desk, besides having an} 
elegance in line, gives a severe aty 
mosphere and a depth that reflects the 
Another desk 
reflects beauty and convenience. One 


classical English style. 


notices here that all the furniture # 
arranged so that the individual pieces 
blend with one another in the wood 
used, in color and line. 

If the customer desires a combination 
ot styles, the drawers of one desk, the 
top of another, it will be made fof 
him. One thing, Sr. Joaquin Avett 
daflo aims for and that is to pleas 


everybody who comes into his shop. 
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wrong way right way transfer to pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and in a jiffy...stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 








SANITARY BASES 
for all size files $360 






There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced: with 
steel on the shell and the four corners of the drawers as well. 
They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will 


LETTER SIZE $3 55 last a lifetime. 


eae i oO a tT Oo 
CHECK SIZE >‘240 


STORAGE FILES 






FOLLOW 
BLOCKS 
| ADDIT 
Made for any 
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PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 


IADA;: NTIERNATIONAL LID. ¢ 329 DUFFERIN ST. TORONTO. ONTARIC 









A combination file for index cards and other 
records. Three full suspension letter size drawers 
glide smoothly on ball bearing rollers. Also two 
drawers for 3x5 or 4x6 cards (8000 cap.). 1434” 
wide, 52%" high, 265s" deep. Green or gray. 

No. 323 $57.50 


With plunger lock for all drawers. No. 323PL $67.50 






DESK HEIGHT 


Contains one letter size drawer, 
two drawers for 3x5 or 4x6 cards 
7200 cap.), plus a sliding shelf. 
14% wide, desk high, 24 deep. 

No. 321 $42.50 
With plunger type lock that locks 
all drawers No. 321PL $51.00 


Top quality “RECORD-CARD"” files 
at rock bottom prices... 









RECORD-CARD File eu 
Nine double drawers accommodate 3x5 ea 

or 4x6 cards (36,000 capacity). 14% 
wide, 52%" high, 2658’ deep. Green o: 
gray baked enamel finish, 


No. 1234 97 500 






























COUNTER HEIGHT 


Contains two letter size drawers 
plus two drawers for 3x5 or 4x6 
cards (8600 cap.), 14%” wide, 
40” high, 2658” deep. 

No. 322 $53.95 
With plunger type lock that locks 
all drawers No. 322PL $62.95 









No. 323 









<— CHECK-DRAFT File 
Nine drawers will house rec 
to 10%” wide x 4%” high. 
size: 1234" wide, 524” high, 
deep. Green or gray finish. 













Plunger type lock that automatically § 
all drawers of above cabinets . add § 








(‘ole’ TELEPHONE TABLES 


Contains a secret vault, a suspension letter size drawer 
... protected by outer door under lock and key... 
plus a compartment for phone books, Linoleum top 
with aluminum edging. 19” wide, 302” high, 19” 
No. 20X $59.95 

























deep. Green or gray 


No. 10X. Same as above but 
with two storage compart 
ments protected by an outer 
door under lock and key for 
personal use, green or gray 


baked enamel finish $49.95 


Phone tables are available in 
Grained Walnut, Mahogany 
or Knotty Pine finish at $12.50 
additional. 








SLIDING 
SHELF 
CABINET 


No. 401 $4375 





Gliding shelves enable you to view contents without 
stooping. Upper shelf valuable as a typewriter table. 
Simply push back after use, then typewriter can be locked 
safely away. 3 smooth gliding shelves. Heavy steel, 
20%” wide, 40%” high, 24%” deep. Green or gray. 


Also used as 
typewriter desk 
















No. 10X 





















your VALUABLES 
and VITAL PAPERS 


Contains a dial lock secret 
vault, (only you know the 
combination). Plus three sus- 
pension letter files. Heavy 
gauge steel. 1434” wide, 
52\4" high, 2658" deep. Olive 
green or Cole gray. 


No. 2004D $5995 


With additional plunger 
lock that locks all drawers. 
No. 2004DL $69.95 


DESK HEIGHT 


Contains one letter size full suspt 


drawer plus safety vault. DeskBAMPL 
143%” wide, 24” deep. 


Stects so 
50 Ktros, e 
No. 2002D $47 t!. Smoo 
With additional lock for bottal °° “ze 
drawer No. 2002D1 $#°" ° 9 
1 DRAWE 
gh, 17%’ 
‘ : 255%" 
1 deep 
COUNTER HEIGHT > [V9 peaw 


ae 


Contains two full suspension letter size drawers plus = me high, | 
safety vault. 1434” wide, 40” high, 265’ deep. . size 27 


, 20%” 
No. 2003D $5395 


N 
With additional plunger type lock that locks all 
drawers No. 2003DL $62.95 


— 









COLE sree: EquipMmeENT CO., INC. 


NEW YORK 285 MADISON AVENUE » CANADA $3. O ee eee oro conta 


UNIAK 
















1 “Non-Skid” top 










les “HEAVYWEIGHT” Stand > 


e utmost protection for your costly electric bookkeeping machines 
r typewriters. Protruding drop leaves, designed for operator com- 
rt, improves work efficiency. Bottom shelf for books or personal 30 DAYS 

ongings. Made of extra heavy 18 gauge steel, electrically welded FREE TRIAL 
roughout. Cannot tip or tilt. The smooth rolling, ball bearing 
sters are retractable at the flip of a lever. Cole’s “HEAVYWEIGHT”’ the bact Gaal 

and will not move when lever is set. Two drop leaves open up to made for heavy 
“ % 25” x 26” high. Non-skid top holds machine firmly in place. office machines 
e gray baked enamel finish. 


To prove this is 






Spring 
action 
button 

controls 
drop leaves 














A 


Lever 
controls 
retractable 
casters 
















No. 777 $3450 


' 
: 


(oles “ALL-PURPOSE” Stand 


Use it as a typewriter table, “TV” stand or work bench. Has a center 
desk drawer for supplies and a shelf for books that makes it ideal 
as a student’s desk. Also is mighty handy in the kitchen. Polls 
smoothly on four quality casters . . . opens up to 39” x 17” and is 
typewriter desk height. Heavy gauge steel and strong piano hinges. 
Will last a lifetime. Green or gray No. 759 $10.95 


No. 757 The same table as above . . . without the center drawer. 
Made of the same heavy gauge steel throughout $8.95 


$1095 “SECRETARY” Chair 


Wine... Saddle Tan... Brown Eliminates fatigue and corrects improper posture. Brushed aluminum 
Terra Cotta...Sapphire Blue... frame. Has four-way adjustment. Upholstered with thick foam 
and soft pastel shades of Coral rubber and covered with DuPont's famous Fabrilite . . . one piece 
..Apple Green...and Russet. drawn base equipped with kick plates No. 2810 $39.95 


































<10 EXCITING COLORS: 


Granite Gray...0ak Leaf Green 









“ALL-PURPOSE” File ‘“‘MAILING LIST’ CABINETS 


Two letter files and three ad- Ideal for Offices and Libraries 


justable storage compartments F . : 
_ I ension 
under lock ond key. Plus Designed for card record systems. Bail suspensio 


deubile drawer for SS ot Geb prevents accidental withdrawal of drawers from 
cards (3200 cap.). 30%” wide, cabinet. Lock compressors for extra record protec- 
32” high, 17” deep. Green or tion. Additional sections can be added. Heavy steel, 
gray No. 370 $43.95 green or gray baked enamel finish. 


With plunger lock for all draw- 12 DRAWER UNITS (Low Counter-Height) 19,200 cap. 

ers No. 370PL $51.45 No. CardSize Width Height Depth Price 
Grained Walnut, Mahogany 4-3353 3x5 1834” 372" 16” $ 58.00 
or Knotty Pine add $12.50 4-3463 4x6 2134" 37%" 16” 67.50 
4-3583 5x8 27%" 372" 16” 79.50 
*4-3693 6x9 30%" 52%" 16” 107.50 
4-3373 a 252" 37" 16” 97.80 


5USP 


etSAMPLE”’ Cabinets 


*Height to match 4 drawer file instead of low counter-height. 


15 DRAWER UNITS (4 drawer file height) 24,000 cap. 


Otects samples rt work 
) Ktros, etc. Heavy gauge $5-3353 3x5 18%” 37%” 16” $ 67.50 
fe. Smooth gliding drawer: 53463 4x6 21%" 52%” 16” 82.50 
ottet f° sizes up te 24 5-3583 5x8 27%" 52%" 16” 100.00 


5-3693 6x9 30%” 52%” 16” 135.00 


YL geen or gray - 
$5-3373 er 25%" 37%" 16” 119.75 


1 DRAWERS 2274” wide, 3 
gn, 17% deep Cabinet 
dm: 25%" wide. 37 high, 
deep No. 1722 $59.95 


DRAWERS 24% wide 


+Low counter height instead of 4 drawer filing cabinet height. 


$7950 


Complete 





18 DRAWER UNITS (4 drawer file height) 28,800 cap. 
63353 3x5 18%” 52%” 16” $ 79.50 










high, 1914” deep. Cab 63463 4x6 21%” 52%” 16” 100.00 Drawers of above cabinets, equipped 
size 27%" wide 37 63583 5x8 27%” 52% 16” 118.00 with locks, add $2.10 per drawer. 
, 20%" deep 6-3693 6x9 30%" 52%" 16” 160.00 With rods for punched cards, add 











No. 1924 $74.50 





6-3373 Tabulating 25%" 52%” 16” 139.20 $3.00 per drawer. 






HOTOGRAPHS OF ALL LE PR 


YOUCTS AVAILABLE ON REQUEST 


2rado, West of the Rockies and outside of U.S.A. SEND FOR OUR LATEST CATALOG 


COLE street equipmeENT CO., INC. 





NEW YORK 285 MADISON AVENUE « CANADA 


PRACTICAL 


add units as needed 


ECONOMICAL 


costs less than wood bins 


ORNAMENTAL 


improves the appearance of 
your office or stockroom 





Illustrated above 
FOUR No. 7512 units 


SHELVING UNITS (CLOSED) 








ONE THREE SIX 
Compart- 
—aa wwe UNITS UNITS 
No. Width Depth Height Each Unit —-—— Price per unit —— 
8712 36” 12” 87" Six $33.95 $32.95 $29.95 
8718 36" 18” 87" Five 39.95 38.95 35.95 
8724 36” 24" 87" Five 49.50 47.75 44.95 
9XB 30%" 97%" 49" Four 24.95 24.65 24.35 
SHELVING UNITS (OPEN) 
Shelves ONE THREE SIX 
rtd UNIT UNITS UNITS 
No. Width Depth Height Each Unit Price per unit 
ae we ta =~73" Six $22.95 $21.65 $19.95 
7518 36” 18" 75" Six 25.95 24.65 22.95 
7524 36" 24" 75" Six 31.00 29.65 27.95 





COLE steet equipmeNT Co., INC. 


INTERNATIONAL 


NEW YORK 285 MADISON AVENUE » CANADA “°'5 SiEE 


$8450 


Four No. 7518 instead of the No. 7512 units 














COLE’S STEEL SHELVING UNIT; 


Clean up your office 
and stockroom NOW. 


At these low prices you might as well do it today. Don’t lay this asig 





order these units now. Cole units are large, heavy duty shelve 
cabinets with 50% more capacity than standard units. Built of ex 
heavy gauge steel (not to be confused with ordinary light gay 
shelving), yet costs no more than wood. Shelves are adjustable 


2‘’ centers, can be raised or lowered, or more shelves added. Eq 


i i ie a 


assembled. An attractive feature of the closed units is the “four-4 
reinforcement” which give them greater strength. The open shel 
units include four heavy steel gusset-plates for extra rigidity. Oj 


green or Cole gray baked enamel finish. 














$95.80 


Additional 1 
Shelves 


$2.95 ea. 
3.95 ea. 
4.95 ea. 
2.60 ea. 














—— - =x 
a 


= 


CV! 








Additional 
Shelves 


$2.60 ea. 
3.25 ea. 
4.95 ea. 




















TWO No. 7512 unit 


$4495 


ONE No. 7512 unit 


$7295 














LTD 
STREET, TORONTO, ONTARIC 
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VERTICAL FILE => 


POCKETS 


The ideal container for 
bulky correspondence . . . 
5 piece construction in 
long-wearing Leatheroid, 
letter or legal size in 134, 
312, or 5% inch expan- 
sion .. . Red Rope or cloth 
lined gussets. 








« VERTICAL FILE 
JACKETS (5 PIECE) 


Reinforced Leatheroid in 
5 piece construction with, 
glue welded double 
fronts and backs. In let- 
ter and legal size with 
Red Rope or tan cloth 
gussets... 154 or 312 inch 
expansion. 














a es ae a 
sae - : J 
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jackets, and other supplies. 
them. Anticipate their needs and keep ample 
stocks on hand. Quality Park will help with 
Quality Service on Quality Packaged Quality 


Products . . . Check 








a few are shown above. 


< FLAT FILING JACKETS 
and ENVELOPES => 


Both are ideal for filing 
or carrying non-bulky 
papers... both are avail- 
able in 4 sizes in 125 lb. 
Quality Tag or 90 bb. 
Parkraft. Sizes 942 x 11% 
or 14% and 10 x 14% 
or 15. 





your Quality Park catalog for others. 


% SOLD THROUGH DEALERS ONLY 






UALITY, PARK ENVELOPE Co. 


General Office and Factory, Quality Pork, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 


Quality Pk 








VERTICAL FILE ¢ 
JACKETS (1 Puce) 


An economical and dur- 
able jacket of Quality Tag 
stock or Red Fiber with 
full cut tab and added 
reinforcing at top edge. 
Letter and legal size with 
1% or 2 inch expansion; 
10 x 15 size with 2 inch 
expansion. 


IT’S HERE... 
pile chauging time! 


Your customers have to have filing pockets, 
Don’t disappoint 


BE SURE 

you have a 
good stock of 
Quality Park 
Products to 
keep customers 
happy ... and 
to keep your 
business brisk! 






Products 








addition 





Now, all the features of Clary’s famous and best-selling full-keyboard adding machines 
are available in a choice of keyboards! Clary’s new 10-Key models 
(in both 8- and 10-column capacities) bring 10-key advantages you never thought possible: 
The ultimate in touch operation. Completely ‘open’ keyboard—a fast operator 
can enter figures even before the previous cycle stops. Positive backspacer. 


Red subtraction and credit balance. Step-over in multiplication without the loss 





of a single cycle. Division without reciprocals. Electric clear key. Direct totals 
without operator lifting her hand, even when figures are indexed in the keyboard. 
And what’s more, the new Clary 10-Key is the only adding machine that will hold a constant! 
Clary Multiplier Corporation, Dept. Al, San Gabriel, California 








- 

















Dress designed by Gernreich / Bass 


See 
this newest 
addition to the 
long, profitable 
Clary line... 
soon! 
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Prepare for Augusta Regional 


The 1955 regional convention of NSOEA District Four 
is expected to attract a large number of dealers with the 
convention site so centrally located in the district. The 1955 
regional will be held at the famous Bon Air Hotel in 
Augusta, Ga. 

District Governor Robert M. Sanford of Sanford-Hall 
Company, Jacksonville, Fla., anounced the regional would 
be a two-day affair, Friday and Saturday, March 25-26. 
Raiford P. Rosson of Murphy Stationery Company, Augus 
ta, Ga., is convention chairman. 





Bon Air Hotel, Site of District 4 Regional 


Business sessions will be held both morning and after 
noon Friday and Saturday. Governor Sanford and his 
committee are planning a program that promises to be of 
particular interest to the dealers. 

The convention entertainment will be highlighted by the 
Southern Travelers Club annual party, this year to be 
known as the “Top Hat Jamboree.” James C. (Jake) 
Hearn, manufacturers’ representative of Atlanta, Ga., is 
chairman of the STC entertainment committee. 

Tentative plans for the ladies include a get-together break 
fast, a fashion show and possibly a tour of some of Augus 
ta’s beautiful ante-bellum homes and gardens. 

Registration fee is $10.00 for men and $5.00 for ladies 
Hotel rates at the Bon Air, which operates on the American 
Plan, are $12.50 to $15.00 single; $11.75 to $14.50 each, 
double; $11.25 to $13.50 each, three to the room. Reser 
vations should be made by writing or wiring direct to the 
Bon Air Hotel, Augusta, Ga. 


Rem-Rand Conducts Sales Meetings 

A detailed review of the products of the dealer sales 
division of Remington Rand and effective sales and mer 
chandising methods were the basis of a series of five 


bn 


ca , 1% i (yj a 
BN ZEN Y 


INGS-: DINNERS -CON\ 





/ENTIONS 





meetings recently held at the Hotel Lenox, Buffalo, N. Y., 
for local dealers and their salesmen. 

The five-day sales school was conducted by H. W. Barnes, 
director of sales education for the dealer sales division, who 
was assisted by H. J. Prince and J. A. McCormick, district 
managers for Remington Rand and Victor product lines, 

The Buffalo sales school is the 14th of the year in a 
continuing sales education program for dealers and their 
salesmen scheduled by Remington Rand's dealer sales divi- 
sion, and held in majer cities throughout the United States. 


Aetna Safe Company Holds Showing 

The Aetna Safe Company held a private showing tor its 
retail dealers in the Florentine room at the Hotel Governor 
Clinton, New York City, November i through November 
4 trom 1:00 p.m. to 9:00 p.m. Refreshments were served. 

Many ofhce furniture and equipment dealers and com 
mercial stationery dealers and their salesmen from Metro 
politan New York City, New Jersey, Long Island, near 
by Connecticut as well as part of New York State from 
Gloversville, Albany, Poughkeepsie, Peekskill and Newburg 
south attended. 

On hand to greet dealers were David, George and Irving 
Kohansky; Nat Chofnas, Al. Berk and W. E. Schubert all 
of the Aetna Safe Company; Bill Hammon, H-O-N Com 
pany, Muscatine, Iowa; Bud Haskell, Haskell, Inc., Pitts 
burgh, Pa.; Morris Wansky, Aluminum Seating Corpora- 
tion, Akron, Ohio, and Chet Penske, Meilink Steel Safe 
Company, Toledo, Ohio. 

New models were shown for the first ume by the par 
ticipating manufacturers. Displayed were a variety of alu 
minum chairs, steel desks, tables, drafting desks, steel uni 
files, bookcases, filing cabinets, fire and burglary resistive 
safes, insulated steel filing cabinets and business machine 
stands. 

Attendance for the four days was estimated at about 
1000 persons and the showing proved so successful that 
plans for holding the show annually are under considera 
tion. j 
Hold Session of Stationers 12:30 Club 

The Stationers 12:30 Club of New York met on Novem 
ber 22, at Rosoff’s Restaurant. 

President Ralph Barnett of Blaisdell Pencil Company 
began the meeting by reading letters which he had received 
from manufacturers and representatives who wanted to 





Participants in Remington Rand dealer sales division meeting in Buffalo. 
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SUMO S 


“IO come Il’ 
Promotion! 
































Put your Cosco chairs 
right in the prospect’s 
office on 10-day trial. 
Comes the IIth day... 
you make a sale! 


Get set for the hardest-selling office 
chair promotion ever! Here’s how it 
works. Your customer sees for himself — 
proves to himself—how Cosco chairs 
reduce fatigue, increase efficiency, boost 
work output. He is self-persuaded. He 
is convinced! 

Cosco unleashes the selling power of 
this campaign beginning in January in 
Newsweek, Fortune, Business Week, U.S. 
News & World Report. Plan now to get 
as much of this business as you can. The 
tie-in floor display is colorful, sturdy, 6 
feet high... yet costs only $7.95. Order 

- yours today. Put it up 
Gin soon as it comes. Then 
tree Tra! fiter start throwing “‘elevens”’ 

now every time! 






Feature Nationally Advertised 


COSCON 








nO COST} 
x 
NO OBLIGATION! 





It pays to give the customer what he wants 


HAMILTON MANUFACTURING CORPORATION: Columbus, Ind, 
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These hangers 
won’t fall out! ' 













THE HANGING FOLDER 


WITH ADJUSTABLE METAL TAB 





rs Pat. Pending 


File clerks like Guide-O-folders because 
they never have to worry about the metal 
hangers falling out when the folders are be- 
ing prepared for the file or taken out of the 
file for reference. The metal hangers are 
riveted and pressed on all Guide-O-folders. 
They can’t fall out. 


On each Guide-O-folder the metal adjust- 


GUIDE-O-FOLDER 
METAL HANGERS 
ARE RIVETED TO THE 
FOLDERS. THEY 
NEVER FALL OUT—IN 
THE FILE OR OUT OF 
THE FILE. 





able tab is easily set in any one of the St 
standard filing positions. It can be moved 

quickly and easily from one position to the oo 
other as the occasion requires. Sure, Guide- 

O-folders give the greatest possible flexibil- 

ity of folder arrangement—fitting right into 

any system. 


Hanging on metal Guide-O-frames, they 
glide along-with finger tip ease. They can- 
not sag and are always in an upright posi- 
tion because they are wholly suspended. 
Files are always in a clean, workable condi- 
tion when Guide-O-folders are used. 


Now is the time to convert all your custom- 
ers’ active files to Guide-O-folders. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
WEST COAST REPS. — 


NEW YORK 13, N. Y. 
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GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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STEEL FRONT FIBRE BOARD TRANSFER FILES 


















Sell your customers the modern, low cost, TRANS- 
FILE way of keeping permanent and semiperma- 
Guide-O-Tray nent records right at 5 fingertips always. Made 

of heavy fibre board for economy, TRANSFILE 
oe ee FILES are so reinforced that all the weight of the 
4 4 amas drawer and contents is supported on steel. They 
enaiiend die: pe can be interlocked and stacked as high and wide 

as desired. No tools, bolts or nuts are required. 
adjustable tabs and in- 


=a et 3 STYLES SIZES 1 3 
GUIDE SYSTEM & SUPPLY CO. 


Fits into the lower 





upright position. Unit 
consists of metal tray 


and 25 Guide-O-folders 

















335 CANAL STREET NEW YORK 13. N. Y 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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Codo Party Honors Cooper . 


Shown in attendance at Codo party honoring 
Frank Cooper are: SEATED—Thomas W. Lenz, 
Codo purchasing agent; Herbert R. Hahn, director; 
Michael Bachrach, Bachrach-Sanderbeck Co.; Fred- 
erick Ferguson, president of Coraopolis Trust Co.; 
V. D. Beard, director; Paul Speck, Pittsburgh 
branch manager; STANDING—T. M. Kramer, fac- 
tory superintendent; Francis J. Brice, sales mana- 
gers Raymond F. Williamson, secretary-treasurer; 

Cooper; Wilbur W. Lenz, president; Joseph 
M. Falbo, Chicago office manager; Roscoe Benge, 
assistant sales manager, and Wilbert F. Smith, 
vice-president in charge of sales 


express their thanks for having been sent copies of the 
club’s 1955 roster. The letters were from all over the 
country and some as far west as Calitornia. 

As a service to the club members, Edward Petraglia, a 
representative of the Associated Hospital Service of New 
York, was present to talk about the Blue Cross and Blue 
Shield plans. 

President Barnett announced that a nominating commit 
tee was being formed to assist in the forthcoming elections 
of new officers. These elections will be held at the next 
meeting. 


Plan Corry-Jamestown Sales Program 

Officials and sales representatives of Corry-Jamestown 
Manufacturing Corporation, makers of Steel Age office fur 
niture, met at the Congress Hotel, Chicago, recently to 
complete the company’s sales plans for 1955 and to discuss 
new product developments. The meeting was presided 
over by D. A. Hillstrom, president. 

A comprehensive selling program was presented to the 
group and unanimous oe. 6 was expressed over the 
general outlook for the office furniture business in 1955, 
and particularly for modern, progressive office equipment 
dealers. 

Pictured in accompanying photograph are: (left to right, 
standing) George Burt, sales representative; J. J. Windahl, 
advertising; W. Bruce Ellsworth, manager, stock sales; 
Robert Moore, sales representative; Maurice Cowan, man 
ager, Boston branch; Albert Okerberg, manager, Dallas 
branch; Armour Hillstrom, vice-president and general 
manager; Richard Hill, manager, Atlanta branch; Robert 
Galbreath, supervisor, order department; Charles Blad, 
New York office; Ernest Thacker, manager, Detroit branch; 
Henry Clark, manager, Philadelphia branch, and John 
Radcliffe, Chicago office. 

(Left to right, seated): W. G. Ross, Seattle representa 
tive; Harold Edgren, manager, New York branch; D. A 
Hillstrom, president and founder; Ralph E. Larson, vice 
president in charge of sales, and Roy Edgren, manager, 
Chicago branch. 
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Frank S. Cooper Presides at Codo 
Board Meet on 70th Birthday 


Frank S. Cooper, an outstanding figure in the carbon and 


ribbon industry for almost 50 years, celebrated a day of 
double significance recently. 

Mr. Cooper, founder and chairman of the board of the 
Codo Manufacturing Corporation, presided at the annual 
meeting of the stockholders in Coraopolis, Pa., on Octo 
ber 28. 

The day also marked Mr. Cooper's birthday, making him 
70 years “young.” In honor of the occasion, a host of 
friends and business associates presented him with a dia- 
mond-studded Shrine pin. In addition, many of his friends 
wished him “Happy Returns” at a surprise birthday party 
at the Montour Country Club—complete with cake and 
candles. 





Three Address New York OMDA 

The Office Machine Dealers Association of New York, 
Inc., met on November 9 in the Florentine Room of the 
Hotel Governor Clinton, New York City. President Harold 
Peck, Ideal Business Machines, presided. 

Nominating Committee chairman Jack Hutter, Check 
Writer Company, Inc., placed in nomination the follow 
ing slate of officers: President, Harold Peck, Ideal Business 
Machines; vice-president, Harry Ritchie, Addressing Ma- 
chine & Equipment Company; treasurer, Samuel Stein, 
Quality Ofice Equipment Corporation. Election of officers 
is scheduled for December. 

The first guest speaker of the evening was Charles H. 
Parker, Phillips and Phillips Sales, Inc., whose subject was 
“Static Electricity” in office machine operation. In his pre- 
liminary remarks, Mr. Parker called to mind that static 
is one of the problems that slows up production. Very 
little is known about static electricity and to a large extent 
generally accepted as a problem without a satis- 
factory answer. He went on to tell a number of years 
spent in research to find a satisfactory remedy. The result 
was “Negastat,” an anti-static liquid spray which proved 


has been 


effective for duplicating, photo offset machines, blueprint, 


Steel Age Conference . . . Group attend- 
ing Corry-Jamestown Mfg. Corp. sales 
meeting in Chicago. 
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only wire insulators give the 


UNIFORM DISTRIBUTION OF PRESSURE 


so vital to plastic upholstered furniture! 


Here's What Happens! 


_ without wire insulators 








Ordinary “soft” insulators allow padding to cup into 
spring opening when pressure is applied. Plastic uphol- 
stery is pulled unevenly . . . soon shows strain lines 


No matter where pressure is applied on seat or back, 
Perm-A-Lator Wire Insulators take up strain instantly 
and distribute it evenly over entire surface area. Plas- 


~ 


tic upholstery is not strained in any single spot... 
stays smooth and resilient, and lasts much longer. 


S and unsightly sagging. 


You can eliminate all '‘come-backs’’* when 
you specify furniture built with stronger, longer-lasting 


: PERM-A-LATOR wire insulators 


l. | * due to insulator failure 


Most common cause of “come-backs” in upholstered furniture is 
insulator failure. Padding cups into spring openings and cushions 
and backs become lumpy and sagging. Perm-A-Lators are closely 
spaced spring steel wires that keep padding out of spring openings 
permanently. Padding can’t shift or sink . . . springs work free and 
easy. Your furniture stays plump and comfortable and gives many 
extra years of service. You can be sure of enduring customer satis- 
faction when you insist on stronger, longer-lasting Perm-A-Lator 
Wire Insulators built into all the upholstered furniture you buy. This 
extra assurance costs no more—so, why take less? 



































Torture Tests Prove Wire Insulators NATIONALLY ADVERTISED TAGS! Nadenaly Again 
Last 2'2 Times Longer Perm-A-Lator Wire Insulators are a quality a 
ie : feature known to millions thru continuous . 414 
Torture tests of millions of poundings prove . 5 oa The Ask li f 
conclusively that Perm-A-Lator Wire Insulators national advertising. Ask your supplier for 
last more than 2% times longer than ordinary these well known Perm-A-Lator tags, sample 3 — 
insulators . . . positive assurance of furniture pads, floor and window displays, and other end ss 
with longer life and lasting comfort and FREE SALES AIDS 2 th 
beouty. : N ya 
. Ee WRITE TODAY FOR FREE INSULATOR MANUAL 
te «a 
2 4 * - AR ‘ e fis uk 


Plants in Carthage, Mo. and New Castle, Pa. 
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reproduction, folding, mailing machines, punch card ma- 
chines, typewriters and dust. In the demonstration that 
followed a electrostatic volt meter was used to show the 
degree of static before an application of Negastat was 
made and the absence of static immediately following the 
application. 

The next speaker was David Sigler, Paillard Products, 
Inc., Hermes typewriter division, who displayed the new 
Hermes Rocket portable typewriter which weighs only 
eight pounds. He proceeded to give a detailed account of 
the new features and improvements of this machine which 
will shortly be marketed nationally through franchised 
dealers. 

In conclusion, he informed his listeners that the new 
Hermes Rocket portable typewriter franchised dealers will 
have advertising support as well as other dealer aids and 
should have a good share of the market and profit. 

The last speaker was Lem Jolson, Alma Office Machine 
Corporation, who displayed the new Everest featherweight 
portable typewriter and the new Everest printing calculator 
adding machine which will shortly be marketed nationally 
through dealers. Full dealer support is planned including 
advertising mat service and other dealer aids. Demonstra- 
tions on these machines were given by J. Brozdowicz, both 
before and after the meeting. 





35 Attend Boston Stationers’ Meeting 

The regular meeting of the Boston Stationers Association 
at the Hotel Kenmore on November 15 was attended by 35 
members. This was an open meeting without guest speaker 
and the principal subject of discussion was the idea of 
pooling incoming shipments of merchandise from the New 
York area to Boston. 


Clary Holds Clinics in Chicago . 


TOP—Middlewest dealers and dealer service man- 
agers for Clary business machines hold week-long 
training clinic on the new 10-key electric adding 
machine in Chicago. Demonstrating is V. E. Austin, 
dealer service supervisor. Others are: front row— 
Jack Sullivan, Cedar Rapids, !a.; William Beyer, 
clinic instructor; O. M. McCracken, Terre Haute, 
Ind.; second row—Ken Haywood and R. E. Clinton, 
Traverse City, Mich., Roger Forest, Battle Creek, 
Mich.; rear row—Roger Blunt, Clinton, Ia., and 

C. Blum, Champaign, Ill. BOTTOM—Service 
managers attend a Chicago clinic with sessions con- 
ducted by John R. Winters, general service mana- 
ger, and Larry Wirtz, branch service supervisor. 
Front row—Wirtz, Lyle Bennett, Columbus, Ohio, 
and, seated, Ralph Gibbs, Kansas City, Mo.; Win- 
ters; Andrew Neidich, Cincinnati; rear row—Paul 
Bedell, Cleveland; Robert Scidmore, Milwaukee; 
lew Weedon, Dallas; Howard Corl, Southeast dis- 
trict manager; Gene Craig, Detroit; Everet Clark, 
St. Louis; Frank Starrett, Houston; Bob Johnson, 
Chicago; Jack Jefferson, Minneapolis, and Dan 
Yacovetta, Denver. 


Hall Elected Head of OEMI 


Sheldon F. Hall, vice-president and 
secretary of Burroughs Corporation, 
was elected president of the Office 
Equipment Manufacturers Institute at 
the Institute’s recent annual meeting in 
New York City. 

In accepting the presidency, Mr. Hall 
pointed out that the theme of the 
OEMI meeting, “Today’s Challenge to 
the Office Machine and Equipment In- 
dustry,” was a vital one based on the 
lack of cognizance on the part of the average top executive 
that the products of this industry are the machine tools of 
the management and planning side of business, and that 
these production tools of the office require the same careful 
attention as do production tools of the factory. 


Sheldon F. Hall 


This is a situation that has developed with our changing 
national economy,” he asserted. “The factors in it call for 
sincere analysis so that we in the office machines and equip- 
ment industry may learn the proper way to develop man- 
agement cognizance of the importance of the right office 
machines and equipment and their role in the over-all 
corporate picture.” 

Mr. Hall has been a member of the Burroughs organiza- 
tion since 1936 when he joined the Norfolk, Va. branch as 
a junior salesman. He was appointed the corporation’s 
secretary in 1947, He was elected vice-president in 1952. 

Other OEMI officers elected were: 

Vice-president—H, M. Nordberg, Pitney-Bowes, Inc., and 
K. P. Morse, The Standard Register Company; administra- 
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GF increases your employees’ PF* 


Because surroundings affect morale, people work better 
in a modern office equipped with GF METAL FURNITURE 


JODAY’S progressive companies 
know the value of creating and 
maintaining high employee morale. 
They know it is stimulated by such 
modern developments as better light- 
ing, soundproofing and modern, effi- 
cient “office tools’’. 

GF’s Mode-Maker metal desks, 
Goodform aluminum chairs and 
Super-Filer—the mechanized filing 
equipment—are the finest office tools 
in American business today. This 
metal business furniture is efficiently 
modern in every way and good look- 


ing, yet surprisingly economical. 

All Mode-Maker desks have “front 
office” appearance. ..handsome, neat, 
clean lines . . . smooth surfaces in 
pleasing colors . . . long lasting Tex- 
tolite or Velvoleum writing surfaces, 
easy on the eye. Any employee will 
feel proud to work at a Mode-Maker 

. will do better work at a Mode- 
Maker—seated in a Goodform chair, 
with Super-Filer equipment conven- 
iently at hand. 

Because GF metal furniture is sol- 
idly built for years and years of hard 


Good metal business furniture is @ good investment 
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* PRODUCTIVITY FACTOR 


wear without losing its beauty or effi- 
ciency, your initial investment in it 
for your entire office staff will repay 
itself many times over. Call your 
nearest GF distributor or write The 
General Fireproofing Company, 
Dept. X-39, Youngstown 1, Ohio. 











Se 


GENERAL 


FIREPROOFING 


st in Metal 8 ne 


MODE-MAKER DESKS « GOODFORM 
ALUMINUM CHAIRS « SUPER-FILER 
MECHANIZED FILING EQUIPMENT + 
GF ADJUSTABLE STEEL SHELVING 
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tive vice-president—E. D. Taylor; treasurer—W. F. Arnold, 
Underwood Corporation; secretary—G. L. Meyer. 

Directors for 1955 are: Sheldon F. Hall, Burroughs Cor- 
poration; D. D. Hunting, Metal Office Furniture Company; 
H. M. Nordberg, Pitney-Bowes; F. P. Ryan, Royal Type- 
writer Company; J. J. Bourgoine, The Shaw-Walker Com- 
pany; V. H. Davidson, Smith-Corona Inc.; Edgar B. Jessup, 
Marchant Calculators, Inc.; K. P. Morse, The Standard 
Register Company; L. H. LaMotte, International Business 
Machine Corporation; R. S. Oelman, The National Cash 
Register Company; L. M. Powell, Dictaphone Corporation, 
and Carl P. Ray, Underwood Corporation. 





New York Stationers Square Club 
Holds Annual Thanksgiving Party 


Despite the rainy weather some 275 members, their wives 


and guests attended the annual Thanksgiving Party of the 
Stationers Square Club of Greater New York. The affair 
was held in the grand ballroom of the Hotel Pierre, New 
York City, on Saturday evening, November 20. 

After a pleasant hour of cocktails and good fellowship, 
guests found their tables. Following the singing of our 
National Anthem, a delicious roast beef dinner was enjoyed. 

President Ralph Barnett, Blaisdell Pencil Company, ex 
tended greetings. He thanked members of the entertainment 
committee and Frank May, The J. L. May Company, Inc., 
for contributing cigars after dinner. 

Excellent entertainment followed in the form of a variety 
of acts with the talented Neal Stanley as master of cere 
monies. Good music was provided by Bert Hirsh and his 
entertaining orchestra for dancing between courses and for 
the balance of the evening. 

Members of the entertainment committee were: Chair 
man, Edward Leventhal, Biddle Purchasing Company; Co 
Chairman, Fred Steinhilber, Geyer Publications; Jack Silber, 


Gala Day for Art Steel—TOP: Company 
officers presiding at Art Stee! Co. Thanks- 
giving party and dedication fete. Left to 
right are Irving M. Levy, vice-president; 
Joseph Burger, president, and Arthur Bur- 
ger, secretary. BOTTOM: Part of the audi- 
ence of more than 1,000 in attendance. 


Advanco Products, Inc.; Harry Sills, Commercial Stationery 
Company, New York City; Nat Klein, Jaclin Stationery 
Company, New York City; J. Howard Shoemaker, Eber- 
hard Faber Pencil Company; G. Fred Griffiths Jr., Noesting 
Pin Ticket Company, Inc.; Irving O. Lasner, Goldsmith 
Brothers, New York City; Nat Drate, Rubin Corporation; 
John Fisk, All-Rite Pen Inc.; Arthur Friedland, Advanco 
Products, Inc., and Sid Diamond, Diamond Stationery Com- 
pany, New York City. 

Members of the ticket committee were Harry Fenster- 
heim, S. E. & M. Vernon, Inc., Mrs. Edward Leventhal, 
and Sid Diamond. 





Stage Thanksgiving Party 
and Steelmaster Dedication 


Art Steel Company (Steelmaster) held its annual Thanks- 
giving party on November 24. The highlight of this gala 
occasion was the dedication of its new and projected greater 
“Steelmaster City” with a preview of Building No. 1, sched- 
uled for completion before the end of 1954. 

This new, modern warehouse and desk assembly plant, 
50,000 square feet in area, is totally fireproofed, sprinklered, 
with off-street loading facilities for seven trucks, equipped 
with the latest methods for material handling including 
power-operated order trucks. 

Despite the inclement weather, more than 1,000 persons 
attended, among them 200 dealers from the Metropolitan 
New York area, the various plants’ personnel and civic, 
political and religious leaders. 

Joseph Burger, Arthur Burger and Irving M. Levy, the 
company’s officers, presided. All their addresses, paying 
respects to the dedication of Building No. 1, stressed the 
continuance of Art Steel’s unfailing devotion to the service 
of the industry. 
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ASE STEEL 
OFFICE FURNITURE 







Better Built for Better Business 


PRESTIGE 


Put the prestige and dignity of the smart new ASE Credenzas 
on your showroom floor. They are traffic stoppers that 
generate new interest . . . open new doors and provide new 


a4 


profits for you and your salesmen. 


SELL THESE ADVANTAGES 


The ASE Credenza Line offers a maximum 
in convertibility. They are designed on the 
unit principal. You stock the base units and 
standard size tops and assemble the units to 
your customers’ requirements. Base units 
consist of telephone, storage and file cabinets; 
bookcases, and knee-space-tables designed 
for easy assembly. Five standard top lengths, 
18” in depth. See this new line of Credenzas. 
Display them and watch your sales increase! 





CUSTOM-BUILT FOR YOU 


Put the smart, new ASE Credenza to work on your floor 


ALL-STEEL EQUIPMENT INC., Aurora, Illinois 





Write for complete information. Franchise may be open in your community 
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Clinic 


at Offices in Cincinnati 


Branch managers and district sales representatives of The 


G-W Holds Sales 


Globe-Wernicke Co. came from all over the country to at 
tend the annual sales conference, October 18-20, at the 
firm’s executive offices in Cincinnati. This meeting, under 
the direction of Elmer G. Rahe, vice-president—sales, and 
Robert W. Sprott, sales manager, was opened by R. Her 
man Hammer, president. Mr. Hammer reviewed what 
management had done during the past year and revealed 
the company’s aggressive plans for the ensuing year. 

Other Globe-Wernicke executives actively participating 
in the three-day conference included: Kesley Downing, 
advertising and sales promotion manager; Larry Rice, man 
ager, contract division; and William C. Aylward, manager, 
systems division. 

Throughout the three-day meeting, the spotlight was 
placed on Globe-Wernicke merchandise. The complete new 
Verti-Swing line of hanging folders and equipment was 
presented. The “ animated” Streamliner metal desk, which 
was a top attraction at this year’s NSOEA Convention in 
Chicago, was on display. Sales demonstrations by home of 
fice personnel and district representatives of TECHNI 
PLAN modular equipment, Streamliner metal desks, and 
Globe-Wernicke’s four lines of metal files—Globe-Guard, 
Duro-Guard, Let-R-Guard, and the new Fire-Guard—were 
important features of the three-day program. 

In the accompanying photograph are shown Globe 
Wernicke branch managers, district representatives, and 
executives who actively participated in last October’s sales 
conference. 


Front r w, left to right: Bob M shy W._A Taylor Charles Hc 
Bill Armstrong, Ed Howard, Larry I n, B Herndon, Ralph Blackbur n, 
and Jack Radway. 

Second row, left to right: Fre ter ck +t. Ken Sutherland, Carv 
McWilliams. George Handorf. 8 } n, Fred Austin, and Harry Fu 

Third row ,left to right k er, H. J. (Ham) Wa 
nock, Roy Hansen, Tony C tta, M t e Somol, Mel 
and John Kelly 

Back row, left to r ght: har B jyhouse, Ronnie Rumr 
Stanley Wright Herb Elr M [ j yht Tracy. 

Standing, left to right 8. prott es J R. Heman H 
president: Elmer Rahe vice « ’ 3, advert J 
sales promotion manager; and B A ems divis 





New York Chapter NOFA Meets 
Hears “Sunshine Gene” Flack 


More than 135 members and guests attended the regular 
monthly meeting of the New York Chapter, National Of- 
fice Furniture Association, on November | in the Baroque 
Room of the Brass Rail Restaurant, New York City. Presi 
dent James H. Kahlert, Clark and Gibby Inc., New York. 
N. Y. presided. 

President Kahlert called upon Ben Itkin, Itkin Brothers, 
Inc., New York City, who announced that the association’s 
annual Christmas Party would be held on Tuesday evening, 
December 14, in the Brass Rail Restaurant. 
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G-W Sales Conference . . . Branch man- 
agers and district sales representatives of 
The Globe-Wernicke Co. meet in Cincinnati. 


President Kahlert then announced the resignation of one 
of the association’s oldest members. James Glen, Manhat- 
tan Desks, Inc., New York City, who is now retiring from 
business. He called upon George B. Wray, manufacturers’ 
representative who presented to Mr. Glen on behalf of the 
New York Chapter a gold medal as a badge of merit. The 
medal was suitably engraved in appreciation of Mr. Glen’s 
20 years of service as treasurer. A gift certificate was also 
presented by Mr. Wray with the group’s best wishes for 
many happy years to come. 

William Madden, Madden Ofhce Equipment Company, 
Inc., New York City, announced the recent death of Louis 
Frank, Itkin Brothers, Inc., and all present stood in silence 
in respect to his memory. 

The guest speaker of the evening was Gene Flack, Sun- 
shine Biscuits, Inc., whose topic was “A Shot of Sunshine,” 
a strong message of optimism. When economists differ on 
our economic outlook, said Mr. Flack, they cause a state 
of confusion which in turn causes pessimism, which is apt 
a state of mental blackout and people become 
In this con- 


to create 
paralyzed with fear and cannot sell anything. 
nection his advice to salesmen was to learn not to believe 
all they hear of the future outlook for business because in 
most cases it is not true and never happens. 

He went on to tell of the many advantages pointing 
toward prosperity in the United States such as: more money 
to spend than a year ago, many large businesses forging 


ahead of 1953, less financing of foreign countries, increase 


in population, some 6244 million employed and_ other 
factors. 


Mosler Honors 41 Employees 
With 1.211 Years of Service 


Forty-one safe and bank vault experts who have worked 
for the Mosler Safe Company an aggregate of 1,211 years 
were honored recently at dinner meetings launching the 
firm’s service recognition program for branch personnel. 

First in point of service was Boyd M. Hamilton, manager 
of the Portland, Ore., office with 56 years. 


Other branch personnel cited are: 





Boston Office George Whippen, shopman, 51 yea H y Whippen, fore 
man, 43 ears; Frank Mar cini, vault builder, 25 year Antonio Mancin 
nspe epairer, 20 years; John Ma r mechar } year and Arthut 
F oe manager, fireproof 8 rs 

The Bost branch is unique 3 tw } brothe n the 
organiza Other Boston te sep Bowles € ceman, 3 
years: Ro and Clemons, se rvice manager, |8 year Ww ym Hynes, salesman 
33 3 Ernest L. Parker, manage bank division, 28 year 

Chicago Office—John Gumir slesman, 25 years; Adam Hager, shop 
upervisor, 27 years: C. L. Roberts, manager, fireproof division, 27 years; 
Ww am Wilken shop foreman, 26 yea Err Da rr ha 22 years 
Harold Whitlock, salesman, 27 years srence H. Child, salesman, 35 years; 
and Char A. Donnell, manager, bank division, 38 years 

Kansas City Branch—Albert O. Woods, manager, 42 years; both L. C. 
Laird, vault Ider, and Miss Rose Ma n, secretary, have been with the 
firm 36 years . 

Pittsburgh Office—Mi s —- Allan, secretary, 27 years; Louis Hubsh 
nan, manager, 35 years; and Adolph Hugentober, mechanic, |5 years. 

Atlanta Office—Joseph H Wiley, manager, 23 year 

Buffalo Branch—William Wolfe, manager, bank d visi n, 20 years. 

New York Office—David Tanner, manager, service srtment, 41 years; 


(Turn to page 155, please! 
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Bates 4 
Model C Stapler ~* 


Makes its own staples. 
One loading—5000 staples. 


Bates 
Automatic 
Eyeleter 

Feeds, inserts / 
and crimps ’ 
eyelets in one 
automatic action. 


Bates Staple 
Remover and Punch 


Instantly removes any staple. 


Punches a hole up to 
a thickness of eight 
pieces of paper. 


Bates 

Munkee @ 

Silent Stamp Pads 

Reversible, renewable filler 

for long life, clear 
impressions 


Bates List 
Finders 


Press . . presto! 


There’s the 


recipe, etc. . . 
quick as 
a wink 


Bates Refill 
5000 rustless Brass 
staples each loading 


Perforator 

Easiest action, large waste 
container Compact, 
economical. 


Bates 

Mercury Staplers 

Wide range of models for 
every requirement. 


keep all these 
BATES quality 
products 

on display 


BATES 
NUMBERING 
MACHINES 


Exclusive inside movement, 
watchlike precision, 
dial setting and roller 
bearing action — 

all these combine 

to make Bates 
Numbering 

Machines 

the world’s 
outstanding 

leader. 


Bates 

Samson 

Hand Punch 

Powerful, easy to use— 
perforates up to 

YU" of paper. 




















‘Walter Miller Heads Ulbrich Firm 

Walter H. Miller has been elected 
president of Otto Ulbrich Company, 
Inc., Buffalo, N. Y., succeeding the 
late Otto C. Grauer. He was formerly 
executive vice-president and was suc 
ceeded in that position by William E. 
Goeckel Jr., who also continues as con- 
troller. 

Mr. Miller has been with the com 
pany since 1923. He recently com 
pleted a term as president of the 
National Stationery & Office Equipment Association. He is 
a director of the Buffalo Retail Merchants and Main Street 
Associations. Mr. Goeckel has been with Otto Ulbrich 
since 1938. 

Ulbrich’s main store is at 386 Main St. and it also oper 
ates branch stores at 17 West Chippewa St. and in Univer 
sity Plaza, Sheridan Plaza, Airport Plaza, and Hamburg 
Shopping Center —GET 


W. H. Miller 





Imperial Methods Company 
Becomes Oxford Subsidiary 

The Oxford Filing Supply Company recently announced 
the purchase of Imperial Methods Company of Forest Park, 
Ill., a suburb of Chicago. 

R. A. Jonas, Jr., president of Oxford, informs OrrFici 
Appuiances that Imperial will continue to manufacture and 
sell its established line of file folders, index cards and guides 
under the 48-year-old Imperial trade name. 

For the convenience of dealers in the Chicago area, stocks 
of Oxford merchandise will be warehoused at Forest Park. 
But all Oxford manufacturing operations will be continued 
as usual at the Oxford Garden City and St. Louis plants. 


Smith-Corona Promotes Three 

J. B. McCormick, vice-president of 
Smith-Corona Inc., has announced the 
promotion of three men in the com 
pany’s field organization. 

Robert W. Galland has been ap 
pointed home office field representa- 
tive in the New York City area. He 
joined the company in 1948 in a whole- 
sale representative in the New York 
branch office. He comes from the 
Newark, N. J., office. 

Edgar M. Hughes, Jr., has been named a home office 
field representative to succeed Mr. Galland. Mr. Hughes 
was first employed by Smith-Corona in 1950 as a retail 
salesman. He will now make his headquarters in Newark 
and will assist dealers in the Harrisburg, Newark and 
Scranton branches. 

Joseph E. Riskie has been appointed a home office field 
representative. He joined Smith-Corona in 1951 as a retail 
salesman in the Philadelphia office and the next year was 
promoted to wholesale representative. He will continue 
to make his headquarters in Philadelphia and will assist 
the dealers in the Baltimore and Philadelphia territories. 





Joseph Riskie 
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Hunt Named Underwood Controller 

The appointment of Edward C. 
Hunt as controller of Underwood Cor- 
poration, was announced recently by 
Chairman Philip D. Wagoner. Mr. 
Hunt succeeds Henry L. Junge, who 
was recently promoted to executive 
vice-president. 

A resident of Ridgewood, N. J., Mr. 
Hunt comes to Underwood with an 
outstanding educational background 
and wide business experience. Mr. 
Hunt was secretary-controller of the West Point Manufac- 
turing Company, Boston. 

In announcing the appointment, Mr. Wagoner said Un- 
derwood Corporation was “greatly enthused” by the “vast 
experience and ability that Mr. Hunt brings us in the 
position of Controller.” ' 


s 


Edward C. Hunt 





E. B. Healy Sells His Santa Fe Firm 

After 32 years of continuous opera- 
tion of the Santa Fe Book & Stationery 
Co., Inc., Santa Fe, N. M., E. B. “Dick” 
Healy announces that he has sold the 
business in its entirety. 

This past president of NSOEA de- 
clares he has several other interests in 
Santa Fe “and the ranch that will 
keep me plenty busy along with the 
yard at home.” 

Long one of the most personable 
members of the industry, Mr. Healy was the founder of 
one of the largest and finest stationery stores in the South- 
west. A Virginian by birth he traveled west in 1917, then, 
when war was declared, joined the U. S. Marine Corps. In 
1919, seeking to aid his health, impaired by a wartime 
gas attack, he returned to the West and settled in Santa Fe. 

Three years later he opened his own stationery business. 

Mr. Healy is active in civic and community affairs, hav- 
ing been a member of the Santa Fe Chamber of Commerce 
and a Rotarian for a number of years. He indulges in the 
hobbies of fly-fishing, big game hunting and gardening. 

“Dick” served two terms as president of NSOEA, then 
the National Stationers Association, from 1941 to 1943. 





E. B. Healy 





ee 


A transposition of captions in the printing process re- 
sulted in the name of E. S. Harter, president of Harter 
Corporation, appearing under photograph of G. E. Laugh 
lin, and vice versa, in the December issue, page 90. Mr. 
Laughlin is the general manager of new Harter plant 
Guelph, Ontario, Canada. This printing error is regretted. 
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No. 1425 
Office Guest Chair to 

complement either No 
1400-G or No. 1400 


= ~ 


... featuring a higher back frame 
and a larger backrest 162” x 13%" 








Identical in all other specifications to our 

1200 series (don’t worry—it remains in our line) 
the new 1400's provide higher and larger 
backrests. And the slight price differential is 
probably less than you or your customers 
would guess. We especially recommend 

No. 1400-G equipped with the amazing fiber 
glass base which never gets unsightly, never 
needs refinishing, is just flexible enough to keep 
all casters firmly planted on an uneven floor 
and is noiseless in motion. Note, however, 

that No. 1400 is the same chair mounted on our 
popular streamlined metal base which encloses 
the casters. Now you can please them all. 


ng Life and Minimum Maintenance 


never becomes unsightly, never needs refinishing, 


not jiggle on uneven floors and is silent in motion, or 


Base: with all casters enclosed and undercoated 
deadening material for quiet operation. 


ng: takes a lifetime of swiveling. 


dle Bearing: perfect fit for long life. 


oversize ball bearings, extra wide rubber wheels. 


On Metal Parts: 70 to 20 times as abrasion- 


t as other finishes. 


resista? 
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No. 1400-G 
Tilting swivel chair—day 
long comfort mounted 


on the ever beautiful 
fiber glass base. un“ 





No. 1400 
Tilting swivel chair—day long 
comfort mounted on the famous 
streamlined metal base 


POSTURE CHAIRS 


Manufactured in Sturgis, Michigan and Charleston, South Caroling 
THE STURGIS POSTURE CHAIR COMPANY, STURGIS, MICHIGAN 
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M. D. Brown 


C. L. Thompson 


G. W. Newman G. R. Hansen 
Royal Appoints Eight Managers 

J. D. Farr, sales manager office typewriter and supplies 
department for the Royal Typewriter Company, has an 
nounced eight managerial changes within the organization. 

M. D. Brown, formerly district manager at Dallas, has 
been elevated to the important position of southern re 
gional sales manager with headquarters at Atlanta. It 
was in December 1938 that Mr. Brown began his career 
with Royal as a salesman at Little Rock, Ark. 

H. W. Ulrey, formerly southern regional sales manager, 
has been appointed district manager of the company’s At 
lanta, Ga., branch office. 

Mr. Ulrey came to Royal as a salesman at Milwaukee 
in 1935, 

Filling the Vacancy created by the promotion of M. D. 
Brown to southern regional sales manager, Royal has 
named D. L. Newell, formerly district manager at Omaha, 
Nebraska. Manager Newell's association with Royal dates 
back to 1938 when he joined the Des Moines sales staff. 

“To succeed Mr. Newell at Omaha, K. L. Sullivan, for 
merly salesman at Wichita, has been promoted to district 
manager at that branch. His continuous service record 
commenced in 1947 when he joined the Wichita sales staff. 

N. M. Quist, formerly Columbus, Ohio, manager, has 
been promoted to district manager at Detroit. Mr. Quist’s 
career with Royal started in 1939. 

G. W. Newman, formerly district manager at Atlanta, 


County Fair Booth . . . The Paso Robles 
Office Supply Co., Paso Robles, Callif., in- 
stalled this booth at the four-day San Luis 
Obispo County Fair in the firm’s home city. 
Curtis Baxter, owner of the Paso Robles 
Office Supply Co., was in charge of the 
booth assisted by George Gregory, Old 
Town Carbon & Ribbon Co., and Harry M. 
Fuller, district representative of The Globe- 
Wernicke Co. 
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N. M. Quist 


K. L. Sullivan 


Ga., has been appointed to head operations at Columbus, 
Ohio. Mr. Newman’s service goes back to 1936 when he 
joined the Knoxville sales staff. 

G. R. Hansen, formerly District Manager at Salt Lake 
City, Utah, has been named to head operations at Seattle, 
Wash. Mr. Hansen’s entire Royal career has been spent 
at Salt Lake City. He became associated with Royal at 
that branch in 1940 as a mechanic. 

C. L. Thompson, formerly Salt Lake City typewriter 
salesman, steps up to fill the vacancy left by Mr. Hansen’s 
promotion to Seattle. Mr. Thompson has been a Royalite 
since 1946. 





Hoyt Named SoundScriber President 

The board of directors of the SoundScriber Corporation, 
New Haven, Conn., has announced the election of Joseph H. 
Hoyt as president and director of the corporation, 

Until his election, Mr. Hoyt was associated with the firm 
of Spark, Mann & Company of Boston, Mass. He was 
formerly associated with the firm of Walthall and Drake in 
Cleveland, Ohio. Prior to that, he served in the general 
accounting office of the United States Government, and 
before World War II, was with The American Stove Com- 
pany of Lorain, Ohio. 

He is a member of the American Institute of Accountants, 
and the Massachusetts Society of Certified Public Account 


ants. 


Fire Damages Orna Metal Plant 

Fire of undetermined origin swept Plant No. 2 on No- 
vember 24 and has seriously crippled production at the 
Orna Metal Products Company of St. Louis, Mo. The 
structure housed the painting, assembly and shipping de 
partments and also was used as a warehouse. 

Orna Metal announced that repairs are proceeding on a 
24 hour a day basis, but that current shipments were 


delayed. 
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COMMERCIAL GRADE FILES 
One of America’s most popular 
GRADE “A” FILES files. Features full-progressive ball 
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riter The standard of quality in fine bearing suspension and traditional REMOVABLE TRAY 

sen $ files! Crafted in styles to meet virtu- Steel Age quality throughout. FILES 

alite ally every filing need in modern A Steel Age-pioneered develop- 
business. ment! Allows easy removal of 


entire trays of index cards, 
checks, tabulating cards, etc. to 
more convenient work areas. 
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No 
the Wauen you say “Steel Age” you say 
about everything that cam be said in filing. 
For there’s a quality-built Stee/ Age file 
to fit practically every filing job and 
budget—from inexpensive transfer files 
to handsome combination Grade “A” 
files constructed to operate for a lifetime 
with ease and precision. 

The name Steel Age has been synon- 
ymous with the finest in filing for over a 
quarter of a century. Write for more 
dealer information now . . . in time for 
the best file sales period of the year. 


CORRIAN FILES 
The economy favorite every- 
where, because it combines high 
Steel Age standards of quality 
with a dollar-saving price tag. 





* , 


TRANSFER 


FILES 
The ideal way to store 
and protect inactive 
files. Units interlock 


to easily form rigid CORRY-JAMESTOWN 
file stacks. 
MFG. CORP., CORRY, PA. 


Branch Offices 
Atlanta * Boston * Chicago * Dallas * Detroit 
New York ¢ Oakland + Philadelphia + Seattle 
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VODEDEDAUDUDOLODODORTOOEOOOEOROOODOLOUEDEOOOODOODOEEDONOEODEANDEONONROROEOEROND DORIS DORR DODO OOOONOOND 





no. $-400 


CHUUOUEEDADEDDADEUDODDOD DOA DOROONDONODAEOONOOOOOONOD 


REVOLVING, TILTING ARMLESS SWIVEL 


<peeeeninnnoeuens COCHOOEOE DACA OEDEDESEORREDAOLEDEAECUDEREOURREAG HOU CARADEOEUEREDURUGUDAEUDORAEE REGO EU EO EURE EO EOeEOOnOOOED PUNGEROOREDOSEEODANG EG EOEOND peeeueeennnens UU 


CHECK THESE FEATURES 


Natural satin brushed aluminum finish on the frame. 


° 
| e Genuine foam rubber cushioning throughout. 
Beauty e Gracefully styled. 
e Upholstering is available in a wide variety of materials and 
Comfort colors. 
e Materials can be furnished in any desired combination. 


e A beautiful product by expert craftsmen. 


“Sinehkait for 


Economy SPECIFICATIONS 
Overall Height 332" to 362" 
one Seat to Floor 17’ to 20° 
D b | Width of Seat 19 
urd a i Depth of Seat 18” 
Height of Back 13" 
Width of Back 17’ 
Diameter of Base 26 
Net Weight 35 Ibs. 
Shipping Weight 44 |bs 





HVOOUEUELOEOOOOOREOOUOEEDOREOUEDEDOOEONEOEOOEODNNGOOORDONODEONDDROOO SONG ORECEDOOOODORRONODORORORANOOREODOROEOOERDOOOEEOOOORDOOEDE 


TUORUUROUEDOOUEOUROEOULOOLOGADORGUAOAAUNNOEDEROEOEOOROEROOGUOS Heeceteneeeceeeie 





America’s Standard of Business Seating 


DISTRIBUTORS 
METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 
A LU M | N UM S EATI N G ; AETNA SAFE CO., 46 W. 29th St., N. ¥ 
EASTERN PA. DISTRIBUTOR 
SAFE & EQUIPMENT WHOLESALERS, 260 S. Fifth St., Philadelphia 6, Pa. 


WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minna St., San Francisco, Calif 


WARFHONSFS: Ine Angeles. San Franciscn, Seattle 








17 S. CHERRY See = AKRON 8,OHIO 
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MODERN OFFICE LINE 
HAS SALES ADVANTAGES 
FOR DEALERS 


The Cosmopolitan Series ... a ver- 
satile line in a wide range of sizes. 
Produced by fine craftsmen under 
strict quality control, and priced to 
sell in competitive markets. 


This modern office setting is furnished with the Jasper Desk 
Co., Cosmopolitan, Series 6. The executive desk is the 6FC78 
used with the 6 Series desk console. This modern line is 
available in Walnut or Softone Oak. 











The tastefully furnished office above is for the executive who 

appreciates fine traditional styling. The desk and phone console THE JASPER DESK C0. 
shown are part of the Jasper Desk Co. Embassy Suite. They 

are Chippendale pieces in genuine American Black Walnut. JASPER, INDIANA 
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W. H. Kistler Stationery Co., 
Week First Prize Display Window . 


More Letter Writing Week Winners . 


1. Latsch Brothers, Inc., Lincoln, Neb., second prize 
2. Schwabacher-Frey Co., Los Angeles, third prize 
3. R. P. Lewis Co., Flint, Mich., honorable mention 


Make Letter Writing Week Awards 

W. H. Kistler Stationery Company, Denver, with Doris 
Rember in charge ot the desigt n, won the window division 
for stationers in the 1954 National Letter Writing Week 
competition. Southwestern Stationery & Bank Supply, Ponca 
City, Okla., Dick Bird, was the interior display winner in 
the same division. 

Latsch Bros., Lincoln, Nebr., Donald Johnston, took 
second place in the window division with Schwabacher 
Frey Company, Los Angeles, Thomas Burke, third. Second 
place winner in the interior division was the Kendrick Bel- 
lamy Company, Denver, Herbert Woodend. 

Woodbury Book Company, Danville, Ill., Frank M. 
O’Neal, captured first-place honors in the window division 
of gift and book shop group. 

Photographic entries were studied by the judges in de 
termining the winners. 


Elect Two to NOFA Board of Directors 

Donald McCree, vice-president of the Lackawanna Leather 
Company, and Harold B. Speicher, president of Leonard’s 
Office Supply & Equipment Company, Detroit, have been 
elected to the National Office Furniture Association board 
of directors. They will fill vacancies on the board. 

Mr. McCree joined the Lackawanna Leather Company 
in 1931 and was made sales manager and vice-president in 
1941. He is past chairman of the Upholstery Leather Group 
and a former member of the board of directors of the 
Tanners Council and Leather Industries of America. He is 
an active member of the executive committee of the latter 
organization. 

Mr. Speicher joined R. P. Lewis Company in Flint, Mich., 
in 1940. He was secretary-treasurer for this firm until 1944 
at which time he was transferred to Detroit as manager of 
the R. P. Lewis branch. He was also vice-president of that 
company from August 1947 until February 1948. He then 
organized an employee-owned concern, Leonard’s Office 
Supply & Equipment Company. He has held the position 
of president since the firm’s debut. 
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Denver, National Letter Writing 
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sae°°  sanBaeen Here is the pioneer drafting desk that kept pace with the growing 
market and the increasing demand for efficiency. Today, more drafting 


+444 44-44 


-See> 44=en8nRn departments than ever are going modern with handsome Haskell 


Seanss |  SESa8 Work-Flows! Not only handsome, but engineered for maximum efficiency! 
eau8e —s«s S$ SES Everything built-in to increase production—to reduce fatigue. 


4 —4— 44 tt ye 4 lt Gt 


A drafting desk that makes work flow faster, better and 
"esee° £sgsgBesee e easier—and easier to sell too! 


$4} 444-4 dt le 
a ee ee oe ee ee 
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Coe oe asd tal —. 
TO FIT THE MAN 
++ {+ 4 44 . TO FIT THE JOB 


enanne 480-54"-60"-72 
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No other drafting desk 
offers so many exclusive 
features. Write for details. 

















Sturdy, All Steel Desk... ---------------------+--------- , 
° s 
One of the Nation’‘s Finest! | HASKELL, INC. i 
1 303 E. Carson Street, Pittsburgh 19, Pa. | 
Tell us about your Work-Flow Drafting Desk and how we can | 
get our share of this increasing market. 
BUDGET 
STEEL Firm 
DESKS | 
TABLES Attention of 
ACCESSORIES 
Address wihabilaa a eo 
) 
303 E. Carson St. Pittsburgh 19, Pa. =| City Sicbebbiietal Zone................ State 
= —_—— ow ew ee oe ww ww IR Nr OO SS OO nn nn oe 
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Beckwith Marks 25 Years with Royal 

W. H. Beckwith, portable sales manager for Royal Type- 
writer Company, recently celebrated his 25th anniversary 
with the company. In appreciation of years of devoted 
service, Allan A. Ryan, chairman of the board, presented 
Mr. Beckwith with a gold watch to commemorate that date 
in 1929 when he joined the Royal family. 

Mr. Beckwith became associated with Royal as an ad 
vertising assistant 25 years ago. The facility with which he 
adapted his creative and technical knowledge to the type- 
writer business earned him the promotion to assistant 
advertising manager in 1931. Mr. Beckwith was appointed 
advertising manager in 1934 and held that position until 
he entered the Army in 1943. Upon his return in 1945 
he was appointed portable sales manager. 

As advertising manager Mr. Beckwith was closely as 
sociated with the portable department in the development 
of advertising materials, sales helps and training programs, 
which provided him with an excellent background for his 
assignment as portable sales manager. 

John Kittle, manager of the patent and experimental 
department, observed his 25th Royal anniversary on No 
vember 24. President Ryan presented him with the tra 
ditional gold watch denoting his quarter century of service. 


Lyon Metal Promotes Two Officials 

The election of Otto M. Konrath and Neal Ormond to 
the positions of vice-president of Lyon Metal Products, Inc., 
has been announced by H. B. Spackman, company presi- 
dent. The announcement followed the regular meeting of 
the board of directors. 

Mr. Konrath, formerly production manager of Lyon's 
two manufacturing plants, was elected vice-president in 
charge of production. Mr. Ormond, formerly director of 
personnel relations, was elected vice-president in charge of 
personnel relations. 





Neal Ormond Otto Konrath 


Mr. Konrath came to Lyon in 1929 as a field erection 
man in the Chicago office. Since that time he has served 
as erection superintendent, salesman, district manager. 
regional sales manager and production manager. In his 
new position he will continue to supervise all production at 
both the Aurora, Ill., and York, Pa., plants. 

Mr. Ormond came to Lyon in 1943 as assistant to the 
president in charge of personnel relations. In 1950 he 
was made director of personnel relations with the additional 
responsibility of heading various department operations of 
the home office. 


Planning Committee Named for NSOEA 

Meeting in Chicago recently the executive committee of 
the National Stationery & Office Equipment Association 
heard the report of the organization’s original planning 
committee and formed a new group for 1954-55. 

Members of this new planning committee are Adrian H. 
Pembroke, chairman, Ivan Allen, Jr., L. M. Brown, Paul 
B. Buckwalter and O. C. Halverson. They are joined in an 
ex-officio capacity by Leonard B. Wilcox, president, and 
Paul E. Burbank, general manager. 
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Reyburn Appoints Merchandise Managers 

In line with its sales expansion and development program, 
The Reyburn Manufacturing Company, Inc., announces 
three managerial appointments for various product divisions, 

R. C, Schmutzler has been named merchandise manager 
of the firm’s dealer division. Mr. Schmutzler started his 
career with Reyburn in 1926 as a salesman and successively 
was placed in charge of sales promotion and export sales. 
In addition to his new duties, he will continue in charge 
of advertising and sales promotion. 





R. Schmutzler T. C. Miller R. B. Carbaugh 


T. C. Miller has been named merchandise manager of 
the tag division. Beginning his career with Reyburn as 
a cost clerk in 1929, Mr. Miller was later advanced to tag 
estimator and through excellent performance has received 
appointment to his new position. 

R. B. Carbaugh, appointed merchandise manager of the 
label division, came to the company as a cost clerk in 1936, 
Mr. Carbaugh was called to service with the armed forces 
overseas during World War II and was honorably dis- 
charged with the rank of captain. He again served with the 
overseas army during the Korean War, then returned to 
Reyburn’s and has advanced through the estimating de- 
partment to his new managerial post. 





Parker Pen Elevates Matthay 

Frank W. Matthay, formerly export manager of the 
Parker Pen Company, was elected vice-president in charge 
of export sales, according to an announcement by Bruce M. 
Jeffris, the firm’s president. The action took place at the 
November meeting of the board of directors, and is effective 
immediately. 

Mr. Matthay assumes the second vice-presidency con- 
cerned with Parker’s overseas markets, joining Norman 
Byford, operating head of the company’s English sub- 
sidiary. Mr. Byford’s new title is vice-president in charge 
of foreign operations. 

Frank Matthay is a native of Flensburg, Germany, com- 
ing to the United States in 1923 after study at the University 
of Cologne. He joined the internationally-minded Parker 
organization in December, 1927, serving the ensuing 27 
years in the export division. 

His office will remain in the firm’s Janesville, Wis., 
headquarters location. Mr. and Mrs. Matthay reside in 
Janesville. 





Mellen New Duplicopy General Manager 

Don Mellen has succeeded Joseph Ryan as general man- 
ager of Duplicopy, Inc. Well known in the office equip 
ment field, Mr. Mellen’s experience dates back to 1937 
when he joined the sales staff of A. B. Dick Company. In 
January of 1946 he transferred to the staff of Ed Thomp- 
son, A. B. Dick representative in Columbus, Ohio. In 
1949, he undertook independent road sales operations as 
an office equipment manufacturers’ representative. 

Mr. Mellen joined the sales department of the Duplicopy 
organization in 1953 and until his promotion had served 
as assistant sales manager. 
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INVINCIBLE: moveenerts 


set the pace ror Mare Sales... Ergger Profits 

















Wore Sales with “Business-Engineered” features 


Sales come faster and easier when you carry Invincible’s brilliant, new 
Modernette line. Sold with Invincible desks, they give any office an elegant, 
custom-decorated look. Modular design permits unlimited furniture com- 
binations . . . helps solve space-planning problems. And, of course, Modern- 
ettes — like the complete Invincible line — give your customers more 
advanced design and construction features to help you clinch more sales. 


e . us ee MODERNETTE DESK UNIT with individual 
Stagger Profits from only -through-dealer sales linoleum top. Adjustable shelf. Avail- 
able with or without sliding steel doors. 

Under this sales policy, we sell only to you — there are 
no company-owned branches or retail outlets to take 
customers away from you. What’s more, Invincible Mod- 
ernettes are pre-sold in a dramatic nation-wide adver- 
tising program ... with all inquiries directed to you. 


So — display, stock and sell Invincible Modernettes. 
See how this “‘business-engineered” line means more sales, 
more profits for you. Write for details. 


INVINCIBLE 


Office equipment for better business living 
INVINCIBLE METAL FURNITURE COMPANY ® Manitowoc, Wisconsin 


In Caneda: A. R. DAVEY COMPANY LIMITED, Factory Representative 
175 Bedford Road, Toronto 5, Canada 







MODERNIZE ANY OFFICE with the pres- 
tige building beauty of matched metal 
furniture — from wall units to desks, 
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AN IMPORTANT SERVICE FOR OFFICE FURNITURE | 
AND EQUIPMENT MANUFACTURERS 








YDAUTEO afrerctenced Designers 
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National Lock design engineers are specialists in creating smart, modern 
hardware. With an extensive background in materials and production techniques, they 
can help you secure more for your dollar investment. National Lock stylists will work 
independently or in cooperation with your own designers. @ This service covers a 
wide range of items, including zinc die cast, aluminum die cast, stampings, plastics in 
both compression and injection molding. The hardware shown below is not available 


for general purchase, however, National Lock also manufactures an extensive line of 





standard hardware for office furniture and equipment. Write us for complete information. | 


Typical Examples of Confined Patterns Created by National Lock for Exclusive Use of Leading Office Furniture Manufacturers | I 
| 
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Drawer Pull for Wood Desks 
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Small Pull for Dictation Shelf | 





~*~ 


Desk Drawer Pulls 


> 


Filing Cabinet Drawer Pulls with Thumb Latching Device 





Distinctive Hardware... All Irom J Source 


a HANDLES, LOCKS, LABEL HOLDERS, CASTERS, LOCKER HOOKS, HINGES, 
” LIFT HANDLES...EVERYTHING FOR OFFICE APPLIANCES 


NATIONAL LOCK COMPANY © Rockford, Illinois : 
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Chair courtesy the Sturgis Posture Chair Co., Chicago, Illinois 








U.S. Koylon “a 
Foam Cushioning a 

brings Club-Chair Comfort 

to Perfect-Posture Support 


Here’s man-size efficiency for a busy executive. The 






scale of this chair is important, its construction 
scientifically correct. Its generous cushioning of 

U.S. Koylon Foam offers satisfying relaxation, hour 
after hour of a busy day. Koylon Foam floats your body 
free from the strain of supporting itself—makes all the 
adjustments for your comfort. In addition, U.S. Koylon 
Cushioning will keep the lines of 
this chair neat and handsome—for 
years to come—in keeping with 


the distinction of your 





office appointments. 


US UNITED STATES RUBBER COMPANY © rockere:ter center - NEW YorK 
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96 Winners Claim Prizes in 
Wilson Jones’ Catalog Contest 





More Winners in Wilson Jones Contest .. . 


1. Milton |. Root (right), Alpha Office Supply Co., New York City, goes over 
the new Wilson Jones catalog with Casper Thomas, WJ salesman. Root’s 
letter won him a $100 first prize in the Wilson Jones’ ‘Sell-and-Teli”’ 
catalog contest. 

2. Norman Smith of Thomas Groom & Co., Boston, who won one of five 
$50 second prizes awarded in the second contest period. 

3. William M. Headrick of Hub City Office Supply Co., Hattiesburg, Miss., a 
$25.00 third prize winner. 

4. Edwin R. Lantz, Commercial Stationery Co., 
ners in the WJ contest. 


Chicago, one of 80 $10 win- 


Wilson Jones Company has announced 96 prize win 
ners in the second month of the “Sell-and-Tell” catalog 
contest. A total of $1,675 in checks has been mailed to 
the lucky entrants. 

First prize winners are Phyllis M. Keyser, Vermont Busi 
ness Equipment, Montpelier, Vt.; Richard Stillman, Charles 
G. Stott Company, Washington, D. C.; Margo Olson, 
Schiller & Schmidt, Chicago; and Milton I. Root, Alpha 
Office Supply Company; New York City. Each was 
awarded $100. 

The $50 second prizes were won by Charles H. An 
drien, Bainbridge, Kimpton & Haupt, N. Y.; Ralph A. 
Taylor, L. B. Herr & Son, Lancaster, Pa.; Norman Smith, 
Thomas Groom & Company, Boston; Bob Morrison, Hall 
Beck Equipment Company, Marion, Ohio; and Edward 
A. Ryback, Schiller & Schmidt, Chicago—the last two a 
second-place tie. 

A two-way and three-way tie for third brought the 
total of $25 winners to seven. They are William M. Head 
rick, Roy G. Hoemke, Herman Pearle, E. A. Haring, Jim 
Powell, Chester A. Morse and Charles T. Harbin, Jr. 
Eighty runners-up have been sent checks for $10 each. 

Checks totaling $1585 have also been mailed to 95 prize 
winners in the third—and final—month of the Wilson Jones 
contest. 

$100 first prizes have been awarded to Francis Di Nunzio, 
Eaton Office Supply Co., Buffalo; H. H. Ireland, Jr., 
Chattanooga Office Supply, Chattanooga; Joseph W. Dins 
more, Thomas Groom & Co., Boston; and Jack R. Jones, 
Wm. Lilienthal & Sons, Cambridge, Ohio. 
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Second prize winners are Julius A. Palley, Palley Ofhce 
Supply, Worcester, Mass.; Frank V. Ward, Frank V. Ward 
Co., Boston; William Marton, Globe Office Supply, N. Y. 
City; William Laib, R. E. Kindel Co., Cincinnati; and 
James A. Rane, Blied Inc., Madison, Wisconsin—the last 
two a tie for second place. 

Another tie brought the number of $25.00 third prize 
winners to five. They are Delmar G. Frieser, William H. 
Harris, E. A. Napp, Wallace Langeland and Neal R. 
Sullivan. Eighty-one runners-up have been sent checks for 
$10 each. 


Burroughs Uses 

. nin 7 ‘ 
New Testing Machine 

A revolutionary new testing machine in use on Bur- 
roughs Corporation’s high speed electric Ten Key adding 
machine assembly line has stepped up final inspection of 
the machines to a point almost 10 times faster than with 
older methods, production experts have disclosed. 

Used on an operation called “commercial inspection,” 
and requiring only one operator, the machine can actually 
test 10 machines in the time it formerly took to test one. 
It was designed and built by Burroughs manufacturing 
research engineers at a total cost of only $6,000. Engineers 
estimated it would cost $15,000 to install commercially 
available devices on this operation. 





Testing . . . Burrough’s revolutionary new commercial inspection 
machine is applied to Ten Key adding machines in Detroit. The 
inspector checks results by proof reading the adding machine tapes. 


The commercial inspection test puts machines through a 
much more rigorous work out than they would ever receive 
in business use. Production men point out the tester enables 
them to speed up this vital, yet formerly time-consuming 











process to a point where they are able to run more test | 


schedules on each machine than ever before. It 
being used to run exhaustive endurance tests. 
can be run simultaneously. 

They emphasize that the basic principle of the machine 
can be used to build testing machines that can be adapted 
to running commercial inspection tests on any of the many 


business machines that Burroughs builds. 


Mayfair Purchases Goodfrend Metal Products 

The Mayfair Company has purchased the goodwill, dies, 
merchandise and name of Goodfrend Metal Products Com- 
pany, formerly at 14815 S. Loomis St., Harvey, IIl., and 
220 Fifth Ave., New York City. 

With the completion of the transaction the new address 
of the purchased firm is 315 N. Desplaines St., Chicago 6, 
Ill., home of the Mayfair Company. The two businesses 
will be conducted under the same roof and will continue 
selling under the trademarks of both firms, states Robert 
Carrithers, president of Mayfair. 
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* Wolds Finest Duplicators 


~“| AT THE WORLD'S LOWEST PRICES 
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= SPEED-O-PRINT’S 
LIBERATOR MODEL S3OQO ELECTRIC 
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SPEED-O-PRINT CORPORATION ~*~ 
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Campbell Printing Marks 25th Year; 
Office Equipment Department Added 

The Glen L. Campbell Printing, Inc., 528 S. Meridian 
St., Indianapolis, Ind., used the recent 25th anniversary 
celebration as an occasion to introduce the new office equip 
ment and supply department at the modern printing plant 
building. 

More than 100 special invitations were sent out to cus 
tomers who gave the firm printing 25 years ago. Most ot 
the accounts are still active with the firm and representa 
tives visited the Campbell plant to extend congratulations 
during the two-day grand opening and celebration. 
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Home of Glen L. Campbell Printing, Inc. 


Personnel on hand to welcome visitors included Rex G. 
Campbell, president; Glen L. Campbell, vice-president; Ethel 
M. Campbell, secretary-treasurer; C. Walter Harris, manager 
of the office supplies department; W. E. (Bill) Tavenor, 
office manager; L. A. (Roy) Englert, shop superintendent; 
Robert D. (Bob) Reid, sales manager; George W. Faul 


stich, Dallas C. Murry, Donald P. Cullom and J. W. White, 


sales representatives; Clarence E. Schwegman, estimator; 
and C. R. (Chris) Rockey, switchboard receptionist. 

A beautifully-printed brochure was given out for the 
occasion, proclaiming that the firm was starting its second 
25 years of continuous growth and community service. 
Milestones noted in this publication included: 

@ The new enterprise was opened in one room on the 
third floor of the Murphy building on August 19, 1929. 
There was but one employee and the equipment included 
two used presses. 

@ In 1946 the firm purchased the old printing firm of 
Sielken and Faulstich. 

@ In December 1946, a move was made into the firm’s 
own modern, two story building after having it completely 
remodeled. 

@ In 1949, purchase was made of the production facilities 
of the McCullough Company. 

@ In 1953, the printing equipment and office supply in 
ventory of Hampton Printing, Inc., and Dallas C. Murray 
joined the organization. 

@ In 1954, Campbell’s purchased the inventory of Harris 
Office Equipment & Supply Co. and C. Walter Harris 
joined the firm as manager of the department. In the 
same year Campbell’s secured the dealership of Davidson 
Supplies and the negative and plate making department 
of White-Marlin Company. 

For several years the firm had had an increasing number 
of inquiries from printing customers about various office 
needs. With ideal facilities and location and convenient 
adjacent parking facilities available it was decided to not 
only offer a complete printing service under one roof but 
also a complete selection of name-brand office equipment 
and supplies. 
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Metal Office Furniture Company 
Changes Name to Steelcase, Inc. 

Metal Office Furniture Company of Grand Rapids, Mich., 
announces that its corporate name has been changed to 
Steelcase, Inc. The change in name became effective De- 
cember 1, according to Walter D. Idema, president. 

“The change Is very logical,” Mr. Idema said, “for our 
continuing study shows that the quality of Steelcase prod- 
ucts along with our nationwide program of advertising, 
promotion and merchandising has made the name Steel 
case synonymous with fine metal furniture for the office, 
Furthermore, changing the name will eliminate the obvious 
confusion arising from the similarity of the former name 
(Metal Ofhce Furniture Company) to products of other 
manufacturers which are sometimes also referred to as 
‘metal office furniture.” The name of the company and its 
trademark ‘Steelcase’ will now be identical. No policy or 
organizational changes, however, are contemplated.” 

Founded in 1912, the company now Steelcase, Inc., is one 
of the largest manufacturers of metal ofhce furniture in 
the nation, and claims to be the largest to market its prod- 
ucts exclusively through independent dealers. This year 


the company completed building its fourth manufacturing 


plant in Grand Rapids 
The Steelcase line includes a completely integratec 
of steel desks, chairs, files and auxiliary units for the office. 


j group 


Davis Named Official of Branham’s 

Lorry H. Davis has been named 
Vice-president of Branham’s Inc., of 
hice supply and equipment firm, 325 
N. Broadway, Oklahoma City, Okla. 
With Branham’s for the last 20 years, 
Mr. Davis worked up from the delivery 
department. 

The firm is headed by Don L. Bran 
ham, as president. Other officers in- 
clude; William J. Mullinax; a vice 
president, and Florence H. Branham, 
secretary-treasurer.—EVH 


NOMDA’s “‘Who’s Who” Off the Press 

NOMDA’S awaited “Who’s Who in the Office Machine 
Industry” has just been placed in the hands of its mem- 
bers. The issue is the biennial edition of the Association’s 
roster of members and contains complete information on 
the membership as of Sept. 30, 1954. 

It is the largest edition in the history of the publication. 
It contains 164 pages—20 more than the 1952 issue. 

The current “Who’s Who” carries a wide variety of in- 
formation. First is the detailed information in the listings 
of each member. Here is told who the owners of the 
company are; what they sell as authorized agents; what 
they sell new; what they sell used; what they are capable 
of repairing and what items they offer that are allied to 
the industry. These listings are alphabetically by states; 
alphabetically by cities and alphabetically within each city. 
In addition, there is a complete alphabetical list of mem- 
bers by names with their company names and cities. 

Two sections in the book are devoted to manufacturers 
and the names of their products. Also of interest are the 
photographs of all the former presidents of the Associa- 
tion. Complete listings also are given of the officers of 
all the local Associations over the country that are afhliated 
with National. 

Copies are available to all manufacturers and distributors 
of products allied to the industry. They may be obtained 
by writing the office at 1267 N. Wilton Place, Los Angeles 
38, Calif. 
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CELL UIBERTYS = 


EASY SET-UP... 


Take a Liberty Storage Box out of your stock... 





give a fast-action demonstration of how it 
can be set-up in a matter of seconds and 
you'll make a quick sale. Point out that 
Liberty Boxes are shipped flat for convenient 
storage until needed . . . are of one-piece 
construction with no loose 
parts. These convenience 
selling points 
practically sell 
Liberty Boxes out 


of your hands. 
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Sell Liberty 
RECORD STORAGE BOXES 


. AND PROFIT —by selling a quality product that promotes 
the good will of satisfied users and builds repeat orders. 

. AND PROFIT —because Liberty Storage Boxes, once sold 
are immediately deliverable, require no servicing, are com- 
pletely trouble-free. 

... AND PROFIT—because your customer is sold exactly whot 
he wants from the 25 stock sizes available. Boxes ore pocked 
fiat in carton for low shipping costs. 

... AND PROFIT — because Liberty Storage Boxes are a quick- 
selling, volume-producing line. 

DISPLAY LIBERTY BOXES PROMINENTLY . . . THEY'RE SALES- 
LEADERS, TRAFFIC-BUILDERS, REPEAT Capen SbtVORs. 

Send for our New Catalog, prices and discounts. 





-PV l(a 3 BOX COMPANY 


— SERVING STATIONERS SINCE 1918 — 
720 South Dearborn St. 
Chicago 5, Illinois 
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and SET-UP 
BIGGER SALES! 


with this and other 


Exclusive asp FEATURES 








DELIVERED FLAT, convenient for 
storage until needed. No loose 
parts, one piece construction. Set 
up in seconds. 


SYSTEMATIC LABELS are factory 
applied. Gummed title strips fur- 
nished at no extra cost for uni- 
form heading on each label. 
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SPILL-PROOF PROTECTION. 
Cord fastening compensates for 
strain... prevents contents from 
spilling and disorganizing if 
dropped. 





Don’t 


Cenant the agyinttendty 
for TIE-IN SALES of Liberty 
feria apd ad 


ee ed 


QUALITY CONSTRUCTION of 
highest grade, moisture-resistant, 
corrugated fibre-board. Rein- 
forced at all points of strain. . . 
with quality fittings throughout. 
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Two Given Smith-Corona Appointments 

J. B. McCormick, vice-president of Smith-Corona Inc., 
has announced the promotion of Charles A. Lane to the 
position of sales manager of the Office Typewriter Division 
and the appointment of William B. Biracree, Jr., as adver 
tising manager of the company. 

Mr. Lane joined Smith-Corona in 1950 as advertising 
manager and in this capacity has worked closely with the 
sales department in planning and developing the sales of 
Smith-Corona_ products. 





Charles A. Lane 


W. B. Biracree 


Mr. Biracree, who succeeds Mr. Lane as advertising man 
ager, attended Aquinas Institute of Rochester and studied 
business administration at the Rochester Business Institute. 
After service in World War II as-a pilot in the European 
Theater, he joined the Leo Hart Company of Rochester, 
a creative printing organization, and worked with many 
prominent concerns in the planning and production of ad 


vertising material. 


Yawman and Erbe Announce 
Changes in Sales Personnel 

Announcement of personnel changes in the sales organi 
zation of the Yawman and Erbe Manufacturing Company 
has been made by Charles W. Schreiber, vice-president in 
charge of sales. 

Wayne S. Stevens has been appointed manager of the 
Chicago branch office. He succeeds Charles G. Stiles, who 
has headed the Chicago branch for nearly twenty years 
with a fine record of achievement. Mr. Stiles is taking 
over the district managership of the central New York 
territory. 

George R. O’Neill, who has been sales correspondent in 
the company’s main office for the past year, has been 
named district manager for Pennsylvania. He replaces James 
T. Brophy, who becomes manager of the Philadelphia 
branch. Mr. Brophy was appointed district manager for 
Pennsylvania in November 1952. 

Other changes in the home office sales personnel include 
the appointment of Frank S. Baker, for several years head 
of the agency-dealer department, to assume a special as 
signment with regard to sales service. Frank L. Nied has 
been promoted from sales correspondent to supervisor of 
the correspondence department of the wholesale division. 

George H. Werner has been engaged as advertising man 
ager. A graduate of Syracuse University, he was formerly) 
with General Motors in Rochester, N. Y. Ralph W. Abell, 
who has been a member of the advertising department since 
February 1953, has retired. 


L. E. Spiece Retires, Sells Bucyrus Firm 

After 41 years of typewriter selling, all with Royal, L. E. 
Spiece announces retirement plans and the sale of the Loren 
E. Spiece Typewriter Company of Bucyrus, Ohio. The sale 
was made to Willard W. Rush, who has handled the firm’s 
service work and some of the selling for a number of years. 

Although he may do some part time work for the new 
owner, Mr. Spiece plans to take life easier at his home, 212 


W. Oakwood Ave., in Bucyrus 
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New Mexico Firm Uses A Pueblo 
® PROBABLY ONE OF the most unusual locations in | 
Southwestern office appliance merchandising circles is that 
which has been occupied by Deckerhoff Stationery Company, 
Taos, N. M., since last March. 

Moving his complete office furniture, office machines, and 
service organization into the downtown square of this 
picturesque Indian center, Harry Deckerhoff selected a 
pueblo location fronting on the adobe-lined city esplanade. 
The building, which closely duplicates those of Indians 
dwelling in pueblos a few miles from the city, is done in 


tan with projecting rustic covered walkway. Powder blue 
sign work, painted on the face of the building, adds another 
realistic touch, closely matching the turquoise blue much 
tavored in local Indian art. 

Despite the fact that the community of Taos has a 
population of only 2,000, the operator of the firm reports 
a brisk volume in office furniture and office machines. The 
opening of many new stores and industrialization of the 


area during recent years has created a steady demand for 
complete, planned ofhces with the emphasis on_ all-steel 
furniture for the most part. 





. Deckerhoff’s at Taos, N. M. 


Southwest Style . . 


Although limited for space, Mr. Deckerhoff has arranged 
with businessmen who were his first customers to utilize 
their offices as auxiliary showrooms for the display of 
Deckerhoff-engineered equipment. 

A veteran typewriter mechanic, Mr. Deckerhoff likewise 
has done a volume in office machines and typewriters which 
would do credit in a city 20 times as large, as cited by 
his sales record. The store has consistently sold New 
Mexico's top volume of portable typewriters on a per capita 
basis. Most of the offices of the Bureau of Indian Affairs, 
government agency which looks over the many thousands 
of Indians in the area, are utilizing modern office machines 
all the way from typewriters through calculating machines 
as a result of the Deckerhoff firm’s efforts. 

“I actually became a dealer for most of my lines, by 
accident,” Mr. Deckerhoff said, “after spending 17 years 
with Remington as a service representative. Visiting in 
Taos, I was surprised to find that an out-of-town ofhce 
machines dealer was simply sending a truckload of new 
machines into the county seat at regular intervals, using an 
advance newspaper ad, and a team of salesmen to call on 
prospects. His sales were excellent, which convinced me 
that there was room for a combined sales and service organ- 
ization right there in the Taos area and consequently | 
set up shop. Events of recent years have proven that we J 
were right and that despite its primary reputation as an art f 
center, and a picturesque land of Indian pueblos and basket 
weaving, this section is an excellent market for office furni- 
ture equipment, and machines.” —RAL 
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**You folks always treat me as though I were your very best customer, 
instead of just a little, unimportant one,” writes a small dealer to whom 


we recently shipped a specially packed order of typewriter ribbons. 


Every customer is a Very Important Person to us here at WRITE. 
Whether his orders are large or small, he gets the best service we can 


possibly give him. 


That, we believe, is the only right way to do business. And for more 
than a quarter of a century we’ve been doing our level best to 


make it known throughout the trade as the WRITE Way. 


So when a dealer wants stock in a hurry, or special stock — when he asks 
for individual “store name” imprinting or special packing — needs 
advice, suggestions, information or anything else we can supply or locate 


for him — we practically turn somersaults to give him what he wants. 


Our success is built on the unsurpassed WRITE line of carbon paper, 
typewriter ribbons and Typ-Rol type cleaner . . . backed by the incomparable 


WRITE spirit of dealer cooperation, Ask us for full information today. 


& 
write The WRITE carbon paper — typewriter ribbons — Typ-Rol cleaner for every purpose. 


incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. ¢ Factory: BRIDGEPORT 2, CONN. 
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Phoenix Office Supply Dealer 
Builds His Own Store Fixtures 

® UNABLE TO FIND EXACTLY the type of fixture 
desired in a complete remodeling of a 20-year old store, 
Tom and Nick Howard of Howard's Office & Art Supply 
Company, Phoenix, Ariz., built their own with outstanding 
results, 

The two young Arizona 
grew up in the field with their father, who still retains 
an active hand in the During mid-1954, 
anxious to keep up with progress in booming Phoenix, the 
Howard organization gave up its old location on North 
Central Ave., in downtown Phoenix in favor of a larger, 


more attractive store building just one door removed. 


supply dealers literally 


tics 
OLUCE 


management. 





These plywood cases, lined with peg- 
board, were erected by the Howard Brothers in remodeling of 
their Phoenix store. 


Built for Display 


Starting with nothing but bare walls, the brothers have 
built one of the most ye appealing office supply 
stores in this Arizona city. 

With their goal being 
which could be adjusted to fit any size 
chandise, the brothers searched the market, but in words 
of Tom Howard, “We never found all of the features we 
wanted, combined in one line of fixtures.” 

Undaunted, and already possessed of considerable car 
pentering ability, the Arizona stationers invested instead 
in a Shopsmith, a multiple-purpose power tool, and in some 
hundreds of square feet of top quality hardwood plywood. 

The result was the unique “fixturization” of the walls 
on either side of the store, plus the disk shelving which 
surrounds the posts. In addition, there are a number of 
readily convertible display fixtures spotted here and there 
over the sales floor. 

The building owner co-operated in the remodeling pro 
gram on the strength of a long-term lease, providing the 
Howard organization with a handsome front 
framed in a batten-finished stainless steel throughout. With 
this solid glass across the front, the entire store interior 1s 
plainly visible, and there is little or no need for artificial 
lighting during daylight hours. Then, the bright Arizona 
desert sun illuminates the interior. 

Probably most interesting of the fixtures built by the 
Howard brothers are the wedge-shaped cabinets which line 
the walls, on either side. These are finished in sandblasted 


ope n, 


versatile, easily-adapted fixtures 
or type of mer 


all-glass 
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natural grain plywood, and consist of a scoop-shaped cabinet, 
pointing back sharply from waist height to eye level, with 
1 real panel of pegboard finished in a flat, dove grey. 

Each of the fixtures can contain from two to six glass 
The shelves slip easily in and out, and likewise 
are capable of being moved readily up or down on the peg- 
board back panels by means of metal brackets. Because of 
the easy versatility of the fixtures, and thei complete ad- 
justability, the Howard firm can show a few large items, 
or many small items, in the same space with a minimum of 
difficulty. 

Each of the wall fixtures can be readily removed as desired 
to permit larger wall display space. Twenty of them make 
up the entire length of each wall, except for a 20-foot card 
rack in the front left corner. 

The card rack, incidentally, was completely sanded down 
and refinished to give a color and tone very similar to that 
of the brand new fixtures built in the rear of the store. 
\ dozen of the total small office 
machines and four to gifts. The remainder are used for 
art supplies, a growing specialty with the Howard concern 
which many 
Phoenix area. 

The pillar display hxtures have proven an eye-attracting 
item to the store. A series of plywood disks, diminishing 
in size from bottom to top, help to conceal the angular lines 
of the supporting posts, and are effective in introducing new 
products. 


shelves. 


units are devoted to 


attracts artistically-minded tourists in the 


Only a few of the original fixtures were reused in the new 
store, and these will be replaced as rapidly as the Howard’s 
find time to construct block tables, gondolas, or “display 
islands” to replace them. With wider aisles, efficient fixtures, 
and a bright, cheerful atmosphere, the new store is attracting 
trafic at a rate almost twice that of the other elderly pre- 


decessor. RAL 


Two New Appointments by Royal 


J. D. Farr, sales manager office typewriter and supplies 
department for the Royal Typewriter Company, has an 
nounced two new managerial appointments. 

N. H. Bangs, formerly district manager at Rockford, IIl., 
has been named manager at Harrisburg, Pa. He succeeds 





A. Bucher 


N. Bangs 


G. L. Rafter, who has taken over the important respon- 
sibilities of sales training manager at the home office. 

Mr. Bangs started with Royal as a special representative 
in the general sales department in 1948. Later he trans- 
ferred to Washington where his outstanding record earned 
him the Rockford managership in 1951. 

Alfred Bucher, Milwaukee 
man, associated with Royal since 1948, steps up to fill the 
vacancy Rocktord. 


successful typewriter sales 
re reated at 


Mason Represents Duplicopy on Coast 

Duplicopy, Inc., has announced the appointment of Shan- 
non T. Mason as its West Coast representative, headquarter- 
ing at 2690 49th Ave., San Duplicopy, 
Inc., hereafter will ship merchandise direct from its new 
San Francisco offices, thus facilitating West Coast deliveries. 


Francisco, Calif. 
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_ And every R. C. Allen office machine offers R. C. Allen machines are the leaders that 
1ake your customer all the most-wanted, advanced give you more to sell at lower cost ... and 
card features at lower cost than ordinary machines! live up to the R. C. Allen tradition of unrivalled 
These features sell themselves to your quality, value and versatility. The independent 
th ; customers . . . build bigger profits for you with office machine dealer’s greatest profit opportu- 
la ° oe, 
wine faster turnover and increased sales. nities wear the R. C. Allen name. 
flice 
ror 
cern 
a ISOmMaIIC# 
ling 
ines 
new 
new 
ird’s ADDING 
lay 
a. MACHINES TYPEWRITERS 
ting 
pre 
Hand operated and electric models Loaded with exclusive features yet 
for every business use. Built for ex- costs no more than ordinary, 
lies ceptional speed, ease of operation, standard typewriters! Quick-change 
an unfailing accuracy ; triple visibility platen, visible and automatic margin 
leaves no room for errors. Credit control, built for saving work, time, 
Il. balance on some electric models. energy and errors. 
eeds 
CASH BOOKKEEPING 
i 
REGISTERS MACHINES f 
t 
90Nn 
itive 
ans 
‘ned 
Commercial, payroll and bank models 
ales designed to save time, effort and elimi- 
the nate errors. Easier to operate, fully 
s ; carriage controlled with automatic print- 
urable. construction, easy operation ing features, fast, easy alignment and 
hid a wide range of service features for complete posting records. 
yery type of business, usually found 
‘a Bly in more expensive machines. Both 
a ectric and hand models handle multi- R. C. Allen is the only manufacturer of business 
PPY> Be transactions. machines selling such a complete line of models 
new Pp 
ee through independent dealers everywhere. 
EE DETAILS! Write toda ivisi 
, ! y to the factory sales division for . 
/55 Bi information and literature on the complete R. C. Allen R.C.Allen Business Machines, Inc. 


Sand facts about a "profit partnership” for you. 680 Front Ave., N.W., Grand Rapids, Michigan 








Here’s a line that gives you 
plenty of EXTRA PROFITS and 


as 








No. 14931 L 
Matching Side Chair 


rae 






No. 1494LL 


Junior Executive Chair 






No. 1736 


Executive Posture Chair 





1736 JOHNSON EXECUTIVE POSTURE CHAIR 
Sales come easy — big profitable sales —— when you suggest an outstand- 
ing design like this popular 1736 Johnson Executive Posture Chair, with 
its complete line of matching styles to fit every need in your customer's 
office. 

It’s the kind of a design that your customer will like . . . modern, efficient 
and definitely practical in a business-like way. And of course, exception- 


ally comfortable, too. 





Every one of these chairs has all of those famous Johnson features that 
make it the kind of a buy your customer just can’t pass. No. I495LL 


So why wait? Start profiting with this easy-selling line today! Armless Side Chair 


\— 


\</ JOHNSON CHAIR COMPANY 
“— 7109 MERCHANDISE MART CHICAGO 54, ILLINOIS 
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[+ took we 23 yours-to soll this job 


Jefferson Hospital 
Philadelphia, Pa. 


but the repeat sale of PEERLESS FILES 






paid-off - - and against competitive odds 
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Now this Peerless Dealer doesn’t 
mean that it actually took him 23 years 
to sell this one account. 

Here are the facts. 

In 1931, the Jefferson Hospital, Phila- 
delphia, purchased a quantity of Peerless 
Files. Recently, when additions were 
made to their filing department the bid- 
ding was highly competitive. This Peer- 
less Dealer concluded his sales presenta- 
tion by inviting a comparative inspection 
of the 23-year old Peerless Files against 
competitive makes which the hospital 
purchased during the same period. 

The inspection paid off! The Peerless 
Dealer got the order. Why? 

Because he knew that in a busy hos- 
pital like The Jefferson, the extra heavy 
file contents, the extra filing activity, 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hosbrook Ave., Philadelphia 11, Pa 
New York « Chicago « Dallas « Los Angeles 








subjects any file to torture-performance 
tests. 


And he knew that quality control is 
the most important factor during parts 
manufacture and assembly of every 
Peerless File. That the best in available 
materials and methods, from the drawing 
board to the assembly line, are a ‘‘must’’. 


Yes, quality materials and quality 
workmanship are the facts behind this 
repeat order. Facts 
that pay-off in profit- 
able original-sales.... 
in profitable repeat- 
sales. 


Why not get a// 
the facts about the 
Peerless franchise. 
Why not write today. 





a metal desk, file or table for every office need 


“RRR BARHAT 


117 








Underwood Erects New Quarters 
For Birmingham, Ala., Offices 
Faced with steadily expanding 
ers and other business machines, 
has constructed a new and larger home for its regional 

ofice at Birmingham, Ala. 

Formerly located on First Ave. N., regional manager 
Jack O'Callaghan’s headquarters have been moved to 3017 
Third Ave. S., in order to keep pace with a fast growing 
territory that embraces all of Alabama and northwestern 
Florida. 

The spacious air conditioned office, 
with modern furniture and equipment, was opened to the 
public at an open house on October 27 attended by hun 
dreds of business and civic leaders, including executives 
from the Underwood home office in New York. 


UNDE RWiO.0 D 


demands for its typewrit 
Underwood Corporation 


smartly appointed 





thas 


New Home... . Underwood Corp. regional office erected in Bir- 


mingham, Ala. 
Mr. O'Callaghan and his associates also played host to 
Mayor James Morgan, the Committee of 100, the Chamber 
of Commerce, the Young Men’s Club and scores of secre 
taries representing the National Secretaries Association. 
Underwood's general sales manager, J. D. Donovan, and 
advertising and sales promotion manager, C. H. W. Ru 
precht, were on hand from the office. Southern 
District Manager J. W. Roberts attended along with re 
gional managers F. M. Abernathy, New Orleans; J. V. 
Fullbright, Houston, and H. W. Stewart, Atlanta. 
During the gala day long event, Chester Soucek former 
world’s amateur typing champion, 


home 


displayed his dazzling 





Introduced . . . The Jens Risom line of 
contemporary office furniture is introduced 
in the beautiful showrooms of Gregory 
Mayer & Thom Co., Detroit. The occasion 
was a recent press breakfast. 








standard typewriter and 


speed on the new Underwood 150 
on the Finger-Flite electric model. 
demonstrations of the new Multiflex 
a newly marketed payroll accounting machine. 

Two roomy display windows and large glass doors, part 
of the overall design of the one-story structure, provide full 
visibility of a complete line of typewriters, adding and 
Tile floors and acoustical ceilings add 


Guests also watched 


adding machine and 


counting machines. 
functional beauty, and a neon-lighted stainless steel sign 
illuminates the front at night. 


Welty Pen Firm Moves to Missouri 

J. Allan Welty has announced the removal of the Welty 
Pen & Repair Company from 7 Madison St., Chicago, 
to Licking, Mo., effective November 15. The new site 
is about 30 miles south of Rolla at a junction of two prin- 
cipal highways in a village of 790 population. Here, Mr. 
Velty has a new factory building with 2,000 square feet 
of space. 

Cost of operation will be greatly reduced, says Mr. Welty 
Welty business is mail 
at the new location. 
\. Welty, will remain 


and inasmuch as about 60°% ot 
order it can be handled effectively 

Founder of the business, William 
in Chicago in retirement. 


Risom Furniture Added By Detroit Firm 

The Gregory Mayer & Thom Company of Detroit, Mich., 
at a recent press breakfast announced the addition of a new 
collection of furniture designed by Jens Risom, noted Ameri 
can furniture designer who see ks the combination of func 
tion and beauty. 

Manufactured by the organization he heads, Risom’s fur 
niture includes everything from a sofa to a pull-up chair, 
from an executive desk to a small end table, as well as a 
\ ariety of storage pieces. 

Of particular interest at the 
“8,” five sizes of tops, vt bases, four different cases 


preview was the desk-table 
proup 
and a number of additional components permitting a ready 
choice of combinations of tables and single or double ped 
estal desks for every possible use. 

Complet« co-ordination of entire oflices from 
being offered by Gregory 


furniture to 


carpeting, to accessories, 1s now 
g 
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d 
THE NEW 
SIMPLIFIED 
FAST- 


CLOSING- 


AND-OPENING ~ 


STORAGE BOX [~ 


STORAGE BOX 











<S° 
Ay " 
oS e A, e " Permafile is stronger because of 
ans 04 4 aad the steel closure 
wo cs Permafile is safer because of 
a ~ the steel closure 
% Permafile lasts longer because 


of the steel closure 


& 
“15 STORAGE BOXES-$1° 


makes the 


sagen PEP Nol! Suit baie ci 


Permafile 1s easier to close and 
open because of the steel closure 


steel closure 


ifference! 


















The metal strip (22 
gauge steel) is 3” 
wide, extends the 
full length of the 
box and is shaped to 
fit over each end of 
box. It is an integral 
part of one flap and 
laps over the other 
flap when in closed 
position... dust- 
proof construction. 
Cords attached to 





PERMAFILE’S SUPERIOR FEATURES 





* Stronger, longer-lasting box * 
reinforced bottom 


* Faster closing and opening be- 
Fiber glass tape secures 


more firmly 


cause of steel closure 








Sold Only Through Office Supply 


and Equipment Dealers 
Dealer Inquiries Invited 


OFFICE EQUIPMENT 









MFG. COMPANY, INC. 


2208 Summer Street Dallas, Texas PRospect 6897 
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One-piece construction with fully 


* Flat top for better and safer * Smooth inside bottom insures neat 
stacking filing 
* Holds heavier loads * More impervious to moisture 


each end of steel 
strip are quickly se- 
cured to fiber but- 
tons to close box. 


25 Sizes 


bottom 


PACKED FLAT 
KNOCKED DOWN 





Fill in and Mail 
| 


OFFICE EQUIPMENT MFG. CO. | 
2208 Summer Street | 
Dallas, Texas | 
Please send me catalog and prices with 
discounts. 
NAME | 

| 

| 


ADDRESS 





New Appointments, Promotions 


Name Cushman & Denison Agent 





Austin B. Thompson, Jr., has been appointed 
representative in the New England States for | 
Cushman & Denison Manufacturing Co. He will 
represent the line of Flo-Master felt tip pens, 
Ke-Master key control system, Punchless binders 
and LEB binder clips. To be better located for 
his work he has recently moved from Williams- 
town to Framingham, Mass. Prior to coming 
with Cushman & Denison, Mr. Thompson was 
with Harry Smith, Inc., North Adams, Mass., 
and General Electric Company, Pittsfield, Mass 


Hanson Represents Executive Furniture 


Earl E. Hanson, Evanston, Ill., has been ap- 
pointed regional sales representative of Execu- 
tive Furniture Co., according to a recent an- 
nouncement. The well-known member of Great 
Lakes Travelers Club also represents Columbia 
Steel Equipment Co., Polar Manufacturing Co., 
Tiffany Stand Co. and The Valco Co 





Advanced by Underwood Corp. 


J. R. Lees, Jr., was recently advanced by Un 
derwood Corp. to national sales manager of 
the adding machine division. Formerly regional 
manager at Columbus, Ohio, Mr. Lees began 
his career with Underwood in 1940 as a type- 
writer salesman at Youngstown, Ohio, and has 
served as branch manager at Akron, Ohio. 
His headquarters are at One Park Ave., New 
York. 


Higgins Appoints Canadian Agent .. . 


Frank E. P. Arnott and agency of Toronto, On- 
tario, has been appointed as Canadian sales 
representatives of Higgins Ink Co., Inc. Mr. 
Arnott is familiar with the Higgins line as the 
result of years of experience in the artist ma- 
terial field prior to entering the agency busi- 
ness. In addition to the recently-acquired Hig- 
gins line he represents Canada Crayon, Ca- 
nadian Blank Book, Moore Push Pin and Eaton 
paper. Offices are maintained at 9 Adelaide 
St., E., Toronto 1. 





Siewert New Rowles Sales Manager... 
Name G/W Sales Representative 


John W. Hardinger is now serving as district 
sales representative for The Globe-Wernicke 
Co., covering northeast Ohio and western 
Pennsylvania and the cities of Cleveland and 
Pittsburgh. Since 1948, Mr. Hardinger has 
been a member of G/W’s sales department 
staff. During the last year he has travelled 
extensively throughout the country, working 
closely with Globe-Wernicke authorized deal- 
ers in the presentation of metal office equip- 
ment. He will make Medina, Ohio, his resi- 
dence headquarters for his territory. 


Ward Siewert has been appointed sales mana- 
ger of the E. W. A. Rowles Co., manufacturers 
of school equipment at Arlington Heights, III 
Since joining the company in 1952, he has 
been in charge of dealer relations of the 
Rowles school equipment dealer program. He 
succeeds William R. Springer, who moves to a 
similar position with Midwest Folding Products 
. at nearby Roselle, Ill. 





Rocker Represents All-Steel . . 


George Rocker has been appointed district 
manager by All-Steel Equipment, Inc., in charge 
of dealer office furniture sales for northern 
Ohio, with Cleveland headquarters. Mr. Rocker 
has been associated with the office equipment 
industry for the past eight years, with both 
Gunlocke and Johnson Chair. For the time be- 
ing his office will be maintained at his home 
address: c/o The Bershire (Apt. 90), 11820 
Edgewater Drive, Lakewood 7, Ohio. Phone 
Academy 1-2007. The change is being made to 
better serve dealers in the northern Ohio area 
says J. H. Hartman, general sales manager of 
office furniture division. 


Heads Royal Metal School Furniture . . . 


Everett L. Bayha has been appointed sales 
manager of the school furniture division of 
Royal Metal Mfg. Co., now set up as an inde- 
pendent division. Formerly, the school division 
had been part of the factory seating and office 
appliance section of the company. This will 
provide a more specialized service for educa- 
tional institutions, says Joseph K. Salomon, 
president of Royal Metal. 





Supreme Names Sales Manager Two Promotions at Victor. . . 


John Blaney and Frederick Clarke have been 
promoted to new managerial positions with the 
Victor Adding Machine Company. Mr. Blaney 
will have charge of Victor sales in Los Angeles 
and Mr. Clarke takes a similar role in Long 
Beach. John Blaney has been with Victor since 
1947 after starting as a sales trainee. For the 
past four years he has served as company man- 
ager at Long Beach. During this period he pro- 
duced a sound record of achievement. Fred- 
erick Clarke replaces Mr. Blaney in this latter 
position. During the past two years he has 
served as sales supervisor under Mr. Blaney. 


Arnold Anthonsen has been appointed sales 
manager and marketing director of Supreme 
Steel Products, Inc. Mr. Anthonsen has had ten 
years experience in the steel fabrication indus- 
try from sales engineer to branch management. 
He has specialized in merchandising and mar- 
keting of office, school and industrial equip- 
ment. He recently launched a new shop equip 
ment line for Supreme Steel backed by an 
intensive trade advertising and sales promotion 





campaign 


John Blaney 


Rienzi Now Serves Old Town Corp.... 








William J. Rienzi has been appointed southern 
California manager for Old Town Corp. effec 
tive November 1. Mr. Rienzi was formerly na- 
tional advertising manager of the San Francisco 
Chronicle and financial advertising manager of 
the New York Herald Tribune. Before that he 
was an executive of the Eagle Pencil Co., repre- 
senting that firm in southern California, and 
served as assistant sales manager in Eagle's 
national sales office in New York City. His 
headquarters will be in the Old Town offices in 
Los Angeles, 1830 S. Flower St. 
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Joslin Now Sikes Sales Manager 
Robert A. Joslin has recently been appointed 
sales manager of the business chair and house- 
hold furniture divisions of The Sikes Co., Inc., 
Buffalo, N.Y. Mr. Joslin was successively em 
ployed in sales work with the A. B. Dick Co. 
and the Crowell-Collier Publishing Co. In 1941 
he joined P. W. Minor & Sons, Inc., Batavia, 
N. Y., as assistant to the president. When he 
resigned in 1954 he was vice-president, a di- 
rector and sales manager. 
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CANADA 


Feature The Complete 
ACE Line... /7 PATS! 


D. xlers who feature the complete ACE line 
invariably sell more stapling equipment. 
The ACE line offers a wide range . . a better 
Stapler at whatever price your customers wish 
to pay. *® If your stocks are incomplete, tell 
us Now just what you need. And remember to 


ask for an assortment of the salesmaking ACE 


display material. It's yours without cost. 


SOLD THROUGH DEALERS EXCLUSIVELY! 











ACE FASTENER (CANADA) LTD., 6705 UPPER LACHINE ROAD, MONTREAL 28¢ 770 DU PONT ST. TORONTO 4 










12] 








BUSINESS 


i 

















DEALERS 

Duggan-Rider Office Sup; y 
addition to a0 store at Pa 
doubles the floor space. 1 i e loca 
the corner of 8th and Stat nt to the parent 
A feature of the layout I phot k 1e} 
called “The Camera h rt ect 
toy department also 

Duggan-Rider began 
1907. The 11 
resulted in good crowd r 
L. McDonald and Quentin L. Horsman, 
firm.—GET 


two-day 


Arthur 


The Harry O. Boling 
pany has acquired und: r new buildin 
erected at 2626-28 Mc Kar ty, M A 
front of stainless steel 


showroom 


a striking 


The new quarter ‘ 
appreciably larger than 1 eS tior t 202 ara 
Ave. Harry Boling and Harry, Jr.. 
ness 19 years ago. Th ng i ent 
the Kansas City Stat 
Boling is mayor of the 

Formal opening Progress Stationery 
Supply shop at 1413 E M r xi, M t 
place Nov. 12. A complet r ffice supplie 

¥ aa 


including furniture ar 
The owners are > ers Dalbonovich 


—EEG 


Peter Barhonovich. 


Shucart Stationery | ‘ 4701 Whitt 
Blvd., Los Anc jeles, Ca r ele} t} 
versary by holding oper 


Grace Letter Com; 
gummed cork letters 
its New York office to 
located at 5 E. 47th 


at 
with a large showr 


New Appointments 


Joins Management Consultants 


W. D. “Bill” Evans, prominent sales manage 
ment official, has joined Steltenkamp-Wilson & 
Associates, LaGrange, Ill., consultants to man 
agement on marketing and distribution. He 
was vice-president in charge of marketing for 
the Ronson Corp. Mr. Evans is a former gen 
eral sales manager of Elgin National Watch 
Co. and was associated with the W. A. Sheaf 
fer Pen Co. for more than 20 years. He is a 
former vice-president and four-term director of 
the American Fair Trade Council. His home is 
at 300 Vincent Place, Elgin, Ill. 


Hobart Brown Joins Lewis 


Appointment of Hobart M. Brown as vice-presi 
dent and general manager of Lewis Business 
Furniture Company, Toledo, Ohio, has been 
announced. He will bring into the Lewis or 
ganization the distributorship of Record Files, 
Inc. Before joining Lewis, Mr. Brown was asso 
ciated with the Toledo Steel Products Company 
and for the past fourteen years was its assistant 
secretary, treasurer and controller. He is an 
active member of the Controllers Institute of 
America and the National Office Management 
president of both of 





Association. He is past 


these organizations 
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MANUF ACTURERS 


shelving 


Ralph Scott, who has been manager of the steel 
nd systen lepartment of the Rochester Stationery Com- 
ny, R N.Y., for the x years has announced 
tior own company »d the Rochester Steel 
helving Company, it is a division of Heinric ebold and 

3 Main St., Roct GET 

* * * * : 
John R. McCall has joined the advertising department of 
Equipment Company, Chicago manu- 


American ynatecopy 
rers. He resigned his position as advertising manager 


f Arnold Schwinn to accept the new post Marchant 
Calculators, Inc., has announced the appointment of John 
E. Larson to the position of ency mager at Redwood 

‘ity. C fhe olfice is loca 620 Main 


* * * * . 


I. D. L. Manuf 1cturing & Sale rporation with offices 


32-138 Lafayette St., New York, has trans- 
ehouse, factory and shipping operations to its 
lilding at 281 E. 137th St. in Bronx where 
30,000 square feet floor sy vailable. 
state streamline peration and better 


Print-O-Matic I y, Inc., has ann in expansion 
f it es, } operations and ware 

r ire V ling at 724 W. Wash 

r Tb > 7 * . ; 

The ne ere c lesigned 

M equireme t display 

ff: n . tments are 

r eve n r W ll be 








_ DATES 
TO REMEMBER 


ee ——— 
Jan. 7-11 


Qué 


February 7-11 tationers Assoc 
yate, Eng j 
weiss 28—March oa 3th annual Ma nagement Seminar i Business 
sponse Office Menage! t A ation of 1g 
Ur 7 ity 1 he + 


tion of Great Britain & 


New York Cit 
3 
er 


nctic with i 


March Jion v National Office Furniture 
March 24-26—N EA Region 4 nv t B “ A ; 
) mn & nve + te Fr 


April 3-5- N A Re 


April 21-22- A Region 9 


April 24-27 N t Association of tores ae 
May !I-3—N EA Reg 6 convent A Ly ns \ W 
May 5-6—NSOEA Region 8 convention, B ew H » Ka 


May 9-I0O—NSOEA Region 10 c ja 
May 16-I7—NSOEA Region 14 convent Aoniinenndl tel | ae 


May 1!9-2I1—N EA Region |2 convent amant Mat Berkele 
May 22-26—3étt ternational re f i f Natior 


Manage t Association. Mut 


May 23-24—N EA Region I! convent art = 
May 27-28 Region 7 convent C Mir 
May 29-June | tationers Guild of Ad 
Beatty Hotel, St. J hn, N. B. 
June 3-4—NSOEA Region 2 conv ce Ta N. 
June 13-14—N A Region 3 convent F no Ma Ma 
June 19-2I—NSOEA Region 13 convent jer's try Club, Gros 
< Jers r 5a N. i - 
June 23-25—N EA Region | convent swold Hote n, Conn 
June 26- a Nat fice Machine Dea Association a 31 conventior 
f af mo 
September 28-30—Annual convent and exhib f Mark Associa 
igewater Beach Hotel, Chicag 
Stationery & Office Equipment A annual 


October 15 -National 
vent ex! bit, 


Conrad Hilton Hote 
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OPENS THE DOOR 
TO A NEW 

6-WAY PROFIT 
DEAL FOR YOU! 





An OLD TOWN Dealership is your 

key to profits 6 ways because you get... 
fully protected territory * a complete 
line ¢ bigger mark-up ¢ world-famous 





standard of quality ¢ a sure formula 
for repeat business ¢ personal sales 


. 
. 

es eeesese © 
. 












support direct from headquarters. 


It’s easy to open that door to greater 
profits. Just sign the coupon below and 
get the complete facts. Find out why 

so many new dealers, selected for 

their aggressiveness and leadership, are 
now featuring OLD TOWN Products. 


Company Name__ aioe 








OLD TOWN CORPORATION, DEPT OA 1, din 
345 MADISON AVE., NEW YORK 17, 1. 4. ; 
Gentlemen: ‘ 
Send me full particulars on the new OLD TOWN ‘ 
Dealership Plan. | am interested in ‘ 
() DUPLICATING MACHINES C) CARBON PAPERS i 
(J DUPLICATOR SUPPLIES C) INKED RIBBONS ; 


Your Name___ _ rT. nee i 





EE wales 4 ae ie ONS 
WORLD'S FOREMOST MAKER OF CARBONS, . City bab: Zone State 
RIBBONS, DUPLICATORS AND SUPPLIES UES + eaten. Hogans Gkbo Deo WPS gti © — 
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Office managers’ secret 
of keeping floors 
looking like new! 


¢ Scuffed floors, worn rugs, screeching furniture 
are no longer problems to this office manager. 
Not since he put Bassick “Diamond-Arrow” 
casters on his chairs and other movable office 
furniture, anyway. 

These efficient Bassick casters make either 
wood or metal furniture roll smoothly, easily, 
quietly. Swiveling is easier, too, with double ball- 
bearing action and soft rubber or hard phenolic 
plastic treads that provide safe, sure floor 
protection. 

That’s why more and more smart office man- 
agers are asking for Bassick casters. Make sure 
you’re ready to supply them with the world’s 
largest and best-known line. The Bassick Com- 
pany, Bridgeport 2, Conn. Jn Canada: Belleville, 
Ont. 








For wood-base chairs For tubular-base chairs For metal-base chairs 





A DIVISION OF 





MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 


75 YEARS OF CASTER LEADERSHIP 
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is sUMPLE 
a 
Smead 
TELL*PVISION 
SYSTEM 





Smead Winner . . . First-prize window display of Smead products 
installed by Zillmer’s Office Supplies Inc., Waukesha, Wis. 


Zillmer Firm Winner in 
Smead Display Contest 


Harold J. Hoffman, manager of Smead Manufacturing 
Company, announces that the Zillmer Office Supplies, Inc., 
Waukesha, Wis., won first prize (a Chevrolet) in Smead’s 
third annual window display contest. 

Second prize was won by The W. H. Kistler Stationery 
Company of Denver, Colo., winner arranged by Doris H. 
Rember. 

Third prize goes to T. F. 
Company of Los Angeles. Mr. Burke is a consistent winner 
in the Smead contest. 

Fourth prize was won by O. H. Crawford of Maverick 
Clarke of Corpus Christi, Tex. Fifth prize was won by 
the J. C. Bair Company of Austin, Tex. This window 
was arranged by David T. Branch. 

The zone winners were as follows: 

Class 1—Cities up to 50,000—won by the Gabby Sta 
tionery & Book Store of San Luis Obispo, Calif. 

Class 2—Cities of from 50,000 to 100,000—won by Wat 
kins Book Store, Winston Salem, N. C. 

Class 3—Cities of from 100,000 to 500,000 
Ideal Stationery Company, El Paso, Tex. 

Class 4—Cities above 500,000—won by the Chipron 
Stamp & Stationery Company, Los Angeles. 

The windows were judged by H. C. Whittemore, secre- 
tary-treasurer, Wholesale Stationers’ Association of the 
U. S. A.; Paul E. Burbank, general manager, The Na- 
tional Stationery & Office Equipment Association; Henry 
Berry, display consultant, Henry Berry Associates. 

The window arranger of the Class I winner, Gabby 


Burke of Schwabacher-Frey 


won by the 


MRS. KANGAROO 


SMEAD HOUSEHOLD FILES 





Smead Runner-Up . . . Second-prize window display designed by 
the W. H. Kistler Staty. Co., Denver, featuring Smead products. 
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" he quick-selling Prestige Li 
the quick-selling Frestige Line... 
Here is the popular priced metal office equipment and accessory 
Prestige Line which makes lasting friends of satisfied customers 
ring because of its advance design, practical utility, quality materials 
Inc., and price economy. Modern Steelcraft’s continuous high 
ead’s production standards plus scrupulous inspection methods bring 
you only outstanding steel products designed and fabricated by 
ner) master craftsmen. These all important factors are your silent 
sH salesmen to help your sales soar! 
Frey Join up with this coast to coast spectacular selling, 
nee luxurious appearing line and increase your sales- 
wich profits with MODERN STEELCRAFT . . . the hallmark 
“ in steel office equipment and accessories. Take ad- 
dl vantage of our rare profit-building combination of 
OUTSTANDING VALUES at competitive selling prices! 
Write to-day for your FREE 20 page catalog illustrating 
” Modern Steelcraft’s SALES-WINNING line. 
W at 
| the 
pron 
ecre 
the 
Na 


lenry 


TO HELP YOU GO OVER THE 


~ TOP IN SALES... 





a 
5 you cannot afford to overlook : modern steelcraft inc. dept. oa | 
Modern Steelcraft’s merchandising #& 230 fifth avenue 
aids: new york 1, n. y. 
¢ Exclusive dealer sales policy } Please send me the Profit-Making modern steelcraft 
® Territorial inquiries directed to : catalog. 
dealer : , 
¢ National campaigns of adver- ;. ee ed title... 
tising ; company rr 
* Prompt delivery ; ad 
© High profit-making price listings - ee 
8 Ee ne zone state ___. 





modern steeleratt ime. 





d by | 


Jucts. | 
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HELPS YOU SELL COMPLETE JOBS 


The Harter 1800B line of four matching chairs 
includes the swivel armchair, side armchair, 
swivel chair, and side chair. This harmonious 
executive suite helps you profitably sell com- 
plete installations. For information, write 
Harter Corporation, 125 Prairie, Sturgis, Mich. 





TOP QUALITY 





STEEL EXECUTIVE SWIVEL 


ARMCHAIR! 





HARTER MODEL 18008 


Check and Compare 
This Quality Construction 


Smooth Steel Construction— no weld spatter 
or hose-catching roughness. 


Comfortably Curved Backrest with Foam 
Rubber Cushion. 


Molded Rubber Armrests — never need re- 
upholstering. 


“Balanced-Ease” Chair Control—fingertip 
handwheel adjustment. 


Seat has Resilient Padding over Coil Springs 
—waterfall front. 


Heavy Gauge, One-piece Formed Steel Base— 
stainless steel scuff plates—finest ball-bearing 
casters with two-inch soft rubber tread. 


Fabric, Plastic Coated Fabric or Leather Up- 
holstery—wide range of pleasing colors. 


Two Coats Durable Baked-on Enamel — me- 
tallic gray, green, brown or pastels. 


, HARTER 


STURGIS, MICHIGAN 


STEEL CHAIRS 
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Book Store of San Luis Obispo, Calif., is a 
gh school senior, Robert J. Clark. James R. 
Diaz, who arranged the prize-winning window in Class 
3 is only 15 years old. He works as a window trimmer 
for the Ideal Stationery Company, El Paso, Tex., and does 


Stationery 


17-year-old | 


it aS a pronta vie hobby. 
The first prize winner, Harry Zillmer, photographed two 
of his office associates and did the photography himself. 
ves he made photographic prints and then 
cutouts which he easeled and placed in the window. 
The Smead Manufacturing Company is already working 
on plans for 


From the negat 


1955 contest. 


New Appointments at Mittag & Volger 

Mittag & Volger, Inc., recently announced several changes 
and appointments in personnel. W. S. Thompson has been 
named assistant manager of the Kansas City branch located 
at 1013 Grand Ave., Kansas City, Mo. He previously had 
represented the company in Texas. 

Wallace C. Stephens, Dallas, replaces Mr. Thompson as 
Texas representative and will operate out of the Kansas 
City branch. 

David F. Aronson will take over as district representa 
tive for Connecticut and Rhode Island and will operate out 
of the Mittag & Volger branch in Boston. All of the per 
sonnel affected are tested performers in the carbon paper 
and ribbon business. 


Horder’s Issues New Catalog, No. 58 
A new and imposing catalog, No. 58 in the series and 
totaling 400 pages including indexes, has been published 


by Horder’s, Inc., Chicago. M. D. Harper was in charge 

of the production of this catalog, finest in the long history 

of Horder’s office supply merchandising publications. 
Profuse illustrations and complete descriptions feature 


the catalog, which is also replete with information designed 
to help the stomer in selection of the right product for 


his needs 


Marchant Announces Boise Manager 


The promotion of Carl R. Cowles to the position of 
agency manager of the Boise, Ida., district office has been 
innounced by M irchant Calculators, Inc. 





Old Town Pays Off for Ideas . . . Samuel S. Luftig receives an 
award of $350 from Bordon R. Putnam, vice-president and 
treasurer of the Old Town Corp., for developing an attachment 
for high-speed printing equipment. Left to right: Victor Barough, 
chairman suggestion committee, Mr. Putnam, H. W. Berger, Jr., 
personnel director, Mr. Luftig, Robert Yavitz, plant manager. Inset 
is of Charles W. Storch, who received $250 for suggesting a 
machine process for attaching clips to typewriter ribbons. 
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HERRING: HALL: MARVIN 
presents 


SAFES WITH A 
FORWARD LOOK 





A complete new deluxe line of safes, including A, B and 
C labels, single and double door models, all in the smart 
new design shown here. 


Note the Stainless Steel lock panel, the new functional 
design of the handle, the ‘Private View’’ combination 
lock. 

Not shown by the photo, but very important, are these 
three facts: 


(1) All the new, deluxe models are available in a 
choice of smart decorator colors to match the decor 
of the modern office. 


(2) All safes—even the smallest sizes—carry 4 
LABELS, including the T-20 and Relocking Device 
labels of the Underwriters’ Laboratories. 


(3) All deluxe models have new, improved interiors. 


Th 
> ee 


AH AAL Ly, 


Herring-Hall-Marvin Safe Co. 


Exclusive franchises are open in a number 
of important centers. Inquiries will receive 
prompt and careful consideration. 


HAMILTON, OHIO 


BUILDERS OF THE I SILVER STORAGE VAUI 








cP RHR VALE 





Offices, factories, churches, 
schools, clubs, hotels, res- 
taurants, institutions, 
lodges —even private homes 
—wherever people gather 
today you see VALET and 
Checkerette Wardrobe 
Racks. There seems to be 
no limit to the demand or 
market for these efficient 
units. 


No. 3-U Basic 4-ft. office 
wardrobe unit provides 12 
wooden coat hangers (spaced 
4” apart) 12 individualized 
hat spaces on embossed (ven- 
tilated) shelves, umbrella 
stands on each column and 
off-the-floor overshoe shelf. 
Comes in any length (inter- 
locking units) by the foot to 
fit any available space — 
Doub 


For profitable volume 
les lockerroom capacity. 


sales-talk, display, demon- 
strate and catalog VALET 
and Checkerette Racks. 
(Tie-in your local advertis- 
ing with VOGEL-PETER- 
SON’S extensive program.) 
Write for our file of adver- 
tising helps, mats, cuts, 
sales literature, decals, etc. 








No. S6 Answers the wraps problem 


in the small or private office. 
Provides 6 coat hangers, 6 hat spaces and 
umbrella stand. Keeps wraps in an 
orderly manner—aired, dry and “‘‘in 
press.”’ Will not tip over. 


ee 
i | K. ete 5°! === 
; § Se. 
t j-4 » 4 
oe. | k-s, 
' ra ! Lays = 
) hie - =r l-t 

ea eo 


Combines the 
best features of both ward- 
robes and lockers. Provides em- 
loyees with coat hangers held apart on pre- 
determined centers, ventilated hat spaces, overshoe 
shelf and dry 12” x 12”x 15” lock boxes for personal effects. 
End crumpling of damp wraps in dark lockers, soggy 
lunches soaked by wet hats and mittens, etc. 6 ft. unit 
accommodates 12, 9 ft. unit accommodates 18. 









A separate line of smaller large 
capacity floor and wall wardrobe racks 
with a hundred uses. Checkerette racks 
have unique feature of storing away 
like folding chairs when not in use. Go 
anywhere —can be set up without tools 
or fasteners in less than a minute. 


Manufactured only by Write for Bulletin 301. 


VOGEL-PETERSON CO. 


1121 West 37th St. ° Chicago 9, U.S. A. 
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Oscar F. Modene Presented With 
One of First WJ Catalogs 


One of the first of the new Wilson Jones catalogs to 
come off the press was presented to Oscar F. Modene of Mar- 
shall-Jackson Company, a leading Chicago stationery store, 
Harold Gould, WJ Chicago area sales manager, who made 
the presentation, remarked that it was “especially fitting 
to be handing the new catalog—and biggest source of prod- 
uct information in the stationery industry—to a man who 
has sold millions of dollars in office supplies during his 
lifetime.” 

Oscar Modene began his long career in stationery in 1899 
years before Wilson Jones was organized, 
jobs was with George Marshall & Com. 


more than 15 


One of his first 


be eas Pa 


ig 
ae 





Presentation . . . Oscar Modene (left), Marshall-Jackson 
Co., Chicago, is presented with Wilson Jones Co. latest cata- 
log by Haroid Gould, WJ Chicago Metropolitan area sales 
manager. 
pany and he remained with them after Marshall joined 
Thayer-Jackson to form Marshall-Jackson Company in 1906. 
Three years later the firm moved to its present location at 
26 S. Clark St. 

Many men whose names are now famous in the record- 
keeping field were just becoming known when Modene 
the list includes Charles Carpenter of the Sam- 
B. Irving and William Pitt who 
had formed their own company, and the ubiquitous George 
Wolcott, vice-president of Wilson Jones Company. 
R. B. Wilson, founder of the Chicago Shipping & Receipt 
Book Company, which later became Wilson Jones, had his 
small factory-ofhce just a block or two down Clark Street. 
Marshall-Jackson, Mr. 
Modene remembers, was for some Style H Sheet Holders 
(still in the 1954 catalog) and “it was a pretty 
good order!” 

A veteran of 55 years of commercial stationery selling, 


entered it 
uel Tatum Company, J. 


now 


One of Wilson’s first orders from 


featured 


Mr. Modene has seen sweeping changes in the products 
manufactured and cataloged by Wilson Looking 
over the latest catalog, he agreed that loose leaf is still 
the heart of business record keeping and that it will remain 


Jone Ss. 


so for years to come. Loose leaf has not been with us too 
long, he recalled. In fact, the only loose leaf book he had 
seen before J. B. Irving brought in the first real ring binder 
was the familiar Tengwall. “Remember,” he added, “those 
were the days when this store could still sell 30 or 40 cases 
of Shaw copying books a year.” The Wilson Jones 
catalog contains a complete Shaw line but copying books 


new 

















are not still listed. 

Even greater changes have taken 
Marshall-Jackson has merchandised and sold WJ products. 
Package design and display have been among the greatest 
(American sta 


place in the way 






factors in changing the appearance of the 
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GulW.H. GUNLOCKE CHAIR COMPANY — 


WAYLAND, NEW YORK 

















Oxford 


PENDAFLEX’ *° TU = DROR” rite 





Not shown are our new JUMBO FILE, 
FRAMES, and FOLDERS, designed for 
X-Ray negatives and prints in the stand- 
ard 14” x 18” size, and adaptable for 


other out-size filing. Advertising and 
Engineering departments will be big 


users! 


NEW PENDAFLEX PRODUCTS 
THAT OPEN NEW MARKETS 


You will like the way these new Pendaflex 
items will open new doors for your salesmen 
—in industry, in the professions, and in the 


home. 


TU-DROR FILE 

Sometimes the one-drawer Pendaflex units haven’t 
enough capacity for all the papers needed at a job. 
That's the why-for of the new Tu-Dror! 


CARRYFILE 


Here is a personal file that taps the broad market 
of the salesman, the professional man, the club or 
committee secretary, and the home itself. 


All items are in stock for prompt shipment. We shall 
be happy to receive your orders. 


OXFORD FILING SUPPLY CO., INC. 
Garden City, N. Y. . St. Louis 6, Mo. 





Oxford PENDAFLEX ‘ 
“CARRYFILE” 
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tionery st the last decade. In the near future, Mr. 


Modene sec c service areas in every store making shop- 
ying easier and faster. At the same time, store personnel 
will have re time for attention to their customers’ in- 
dividual prob The tremendous number of items an 
office supy must have on its shelves will make the 
stationery salesman a figure of even greater importance. 


ind semi-technical nature of many of these 
ke the experienced, well-trained salesman 


The profess 
products 


the Key I any years to come. 


Swan Now Operating Business in Galva, Ill. 


Maurice H. Swan, who was em 
ployed for irly six years in the 
Chicago warehouse for Boorum & 
Pease Company, has established his 
own office supply and business ma- 
chine frm in Galva, Ill., under the 
name of M Office Supply Com 
pany. 
Leading lit arried bear the manu 
acturers umes of Speed-O Print, pausan Ut. Sete 
Justrite, Underwood, Old Dutch, Rem- 
ington Rand, Dupli-Voice, Bostitch, and Comptometer. 
The proprietor has had varied business experience, mainly 
in Chicag was with Marshall-Jackson Company. He 
s active in politics and has already announced that he will 
be a candidate for governor of Illinois on the Democrat 
ticket, subj to the April, 1956, primary. 


IBM to Move Branch Office 


International Business Machines Corporation has nego- 


tiated a 15 y ease On a two story building to be con 


structed at | 1d Clinton Sts. in River Forest, a suburb 
of Chicago. 7 annual rental is $68,000, with two five 
year renewal ¢ tions. 

The building, to cost around $500,000, will be completed 
in 1955 and wv house the west side IBM sales and service 
branch. Bui owners are Andes Candies, Inc. 








Art Metal Salesman Honored . . . George Kinsey (left), sales- 
man for the Boston, Mass., branch of the Art Metal Construction 
Co., receives a Distinguished Salesman’s Award from Jim Farley, 
former postmaster general and chairman of the Coca Cola Export 
Co., at a recent Boston Chamber of Commerce dinner. Mr. Kinsey 
was among the leaders in a 60-day sales contest sponsored re- 
cently by the Boston Sales Managers Club of the Chamber of 
Commerce. Mr. Farley was present to receive the Yankee Peddler 
Award, presented annually by the same group. 
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EVERYBODY'S 


a customer for 





Everybody writes on something — and 
Flo-master writes on everything! 


That's why you'll find this "miracle" pen 
a real volume profit maker. Teachers, 
housewives, storekeepers, industrial and 
professional men, stock clerks, 

shipping clerks, gift seekers, artists — 

all can use a Flo-master. 


Flo-master writes and draws on any 
surface, even on rubber, plastic and 
cellophane. Makes clear, sharp, legible 
marks that are waterproof, smudge— 
proof and permanent. 4 different 
interchangeable felt tips with every 
pen give an amazing range of use. 





Cado Quality in the Flo-masters you 
sell means that satisfied customers 
will be coming back again and 
again for Flo-master Inks. 


Put a Flo-master display 
where it will catch 
everyone's eye, and watch 
sales go up...each one for 
a healthy $3.00 or more! 


For full information, write 
Cushman & Denison Mfg. Co., 
Dept. H-34, 153 West 28rd St., 
New York 11, N.Y. 





*a CADO product 


Flo-master 


FELT-TIP PEN 
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rue lAYIOL oor 


Contemporary 
Design for 
Value Buyers 





@ Price-conscious buyers 


stop looking the minute they see these 
high-styled Taylor chairs in clean-lined 
contemporary design. Both armchair and 
matching swivel fall ideally into the decora- 
tive theme of a modern interior. Best of all, 
with a moderate price tag, they sell quickly 
for offices, reception rooms and lobbies. 


Write today for dealer information 


me LAYLOr CHAIR COMPANY - Bedford, Ohio 
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Reorganize Western Bank & Office Supply 

Recent retirement of two principal owners of the West- 
ern Bank & Office Supply Company, 205 Park Ave., (for- 
merly First St.) Oklahoma City, Okla., has brought about 
a reorganization of its management 

Jess M. Beck, tormer president, has gone into semi- 
reurement. Mr. Beck, who has been ill, but is now reported 
tully recovered, retains his ownership in the company and 
remains as chairman of the board of directors. 

R. M. Moore has retired as vice-president and treasurer, 
the company anounced. 

Succeeding Mr. Beck as president is Grant Davis, re- 
cently of Dallas, Tex. Mr. Davis brings to the firm a 
varied experience. A former salesmanager of Kistler’s, Den- 
ver, and later of the Bennett Printing Company, of Dallas, 
Mr. Davis more recently has been management consultant 
for printing and stationery firms. 

Considered one of Oklahoma’s largest manufacturing 
stationers, the firm was established in 1909 as The Western 
Bank Supply Company, occupying a small one-story build- 
ing at 100 W. Main St. 

As the city grew business expanded until in 1925, the 
firm was reorganized as the Western Bank & Office Sup- 
ply Company, which was shortened to “Wesbanco.” The 
hrm now occupies a three-story building with 50,000 square 
feet of floor space. 

Well known throughout the Southwest as_ stationers, 
printers, lithographers, engravers, and office outfitters, Wes- 
banco also maintains extensive office supply and gift de 
partments. 

No further change in personnel is contemplated, Mr. 
Davis said. Latest addition to the firm (prior to reorganiza 
tion) was R. B. Snow, who became salesmanager in April, 
1954. He was formerly with Koch Bros., Des Moines, lowa. 





Vista Owners Purchase Costa Mesc Firm 

Jackson Gregory and Donald Bates, owners of Vista 
Furniture Company, Anaheim Calif., have announced pur- 
chase of Costa Mesa Furniture, manufacturer of modern 
office furniture. 

The newly-acquired company will be operated as an 
afhliate of Vista by Norman Bates, who has been made 
a partner. The line of contemporary office desks, tables and 
chairs will be shown at winter markets in Vista showrooms. 

Costa Mesa Furniture, located in the coastal community 
about 20 miles south of Long Beach, was founded by 
Charles Veneman and Albert Tiffany. 








Time on His Hands... In recognition of his 56 years of loyal 
service, Boyd M. Hamilton, manager of Mosler Safe Company's 
Portland, Ore., office, is presented with a gold watch by Edwin H. 
Mosler, Jr., company president. Looking on is John Mosler, execu- 
tive vice-president. 
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a “EFFICIENCY” 


sta - . « With deadlines just hours away!? 
pur 
lern 


Efficiency was spotlighted as thousands of telephone calls swarmed into the classified 
: department of this large western newspaper . . . with deadlines just hours away... 
and COLUMBIA . 


ms FURNITURE 
~ SOLUTION ... . THIS COLUMBIA INSTALLATION 


Dealer and customer alike selected Columbia desks to meet this hour - to - hour 


challenge for utmost efficiency . . . 
i Why not BOOST YOUR SALES with... 


The highest grade equipment available, 





Providing maximum office efficiency and economy. 
! | Sizes and models for every business purpose, 
| Beautifully styled, constructed and finished. 
FOR 
BETTER = 


OFFICE _— 
SOLD 
LIVING eYCLUSIVELY ( OLU a | B | A ) our inquiry 


rHROUGH ) is invited 
DEALERS Dis 





rl COLUMBIA STEEL EQUIPMENT COMPANY 


yny s ; 
nH. I ESTABLISHED 1919 


— 4500 N. THIRD STREET, PHILADELPHIA 40, PENNSYLVANIA 
Michigan 4-3983 
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Competition getting keen? Here's 
the Duplicator that a sportorms, 
















ANS 


...a@ really major improvement 
in liquid duplicators .... 


Now for the first time with Margi-Set, you have a liquid 
duplicator with a position control that raises or lowers the 
copy from a small fraction of a line to a full seven lines— 


“LIFT-OUT" Rollers... another Copy-rite makes even hair-line registration easy —incorporates a visible 
development! Just turn the pressure release indicator which shows the “‘setting”’ at all times—shows how 


to the “off’’ position and “lift’’ out one or 
all rollers, with your fingers! No tools or 


much the copy may be raised or lowered from its present 


gadgets of any kind required! position—can be changed even while the machine is operating— 


automatically. 








Here’s a machine you’ve got to see, got 

TO OUR DEALERS to operate, to really appreciate what has 

EVERYWHERE been accomplished. Now, more than ever, 

Shisdh ew tee. Ge twoniendons Copy-rite is your best bet—in simplicity, 

reception you have already given in design, in value! Write on your letter- 
to the 1955 Copy-rites! head... TODAY! 











WOLBER opupticator & supPty co. 


1203 CORTLAND STREET - CHICAGO 14, ILLINOIS 
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operates at the touch of a finger but which ‘“‘locks’”’ in place 





Models shown are priced from $188.50 
to $349.50. Other models as low as 
$157.50. All prices plus tax F.O.B. 
Factory. 
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Friden Marches On With 
| Big New Plant Expansion 


ther building expansion to meet increased 
ments have been announced by Walter 
lent of the Friden Calculating Machine 
San Leandro, Calif. The new construc 
the 20th anniversary of the firm. 
be the 12th building expansion since 
rom Oakland to San Leandro in 1936 
factory and office area to approximately 
than On its 20th 
Friden factory grounds will be some 20 
the original San Leandro plant. 
ipproved by the board of directors for 
foot addition. to a building 
the E. 14th st. borders of 


et, more nine acres. 


200 square 
his year on 
luled to start about Nov. 15 and will be 
proximately 90 days. 

be in the form of new bays 120 feet 


ong and when completed will give the 
est single structure. 
moved from its first home, 
Oakland, the city of San Leandro hailed 
of the largest industrial plants in the 
less than 


a small two- 


at that time numbered 200. 


more than 2,000. 
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Howard Named Vic-Dar Manager 
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| has been appointed manager of the Vic 
new electronic data accumulation and 
anufactured by the Victor Adding Ma 
His appointment has been announced by 
( Buehler, Jr. 
<xplains that Vic-Dar is a 
accuracy conversion of electrical signal 
d values. “As a result of the Vic-Dar’s 
punch cards directly,” he states, “it will 
laborious manual data reduction hours 


new and faster 


levice, the Vic-Dar also provides at once 

omatic machine control and printed rec 
applications.” 

; had extensive engineering and produc 

experience both with RCA and as 

vovernment division of Webster-Chicago 








WwW 
¥ SERVICE-WISE 


vW 


yw dealers count on 






for the QUICK SERVICE that en- 
ables them to give their cus- 
tomers better service on 


EVERYTHING IN THE 
| OFFICE MACHINE FIELD! 
e Platen Recovering 
Rubber by B. F. Goodrich 
Double Wall Cushion 
e Feed Roll Recovering 
e Cork Platen and Feed Roll Recovering 
e Refinishing 
Wrinkles—Enamels—Hammerloids 
Welding 
e Retyping 
e Chrome and Nickel Plating 











ELECTRIC TYPEWRITER REBUILDING SERVICE 
aud REBUILT ELECTRIC TYPEWRITERS 





e Portable Typewriters 
e Adding Machines 
e Cashiers 


PARTS and SUPPLIES 















Replacement Parts 
Typewriters—Adding Machines 


4 se 


| 
.: 
NS 
de, TS 


WRITE FOR FREE CATALOG NO. 53! 


Tools 

Shop Supplies 
Ribbons 

Carbon Paper 

Office Machine Stands 
Dust Covers 








Mm SHIPMAN-WARD MFG. CO. 
Main Office: 325 N. Wells St., 10, Ill 


Established 1892 


Branches and Agencies 
Shipman-Ward Mfg. Co., Inc. Cleveland Typewriter Co. 
425 W. Walnut St. 1709 Euclid Ave. 
Springfield, Missouri Cleveland 15, Ohie 
Randmar Platens & Parts Ltd. Crescent Typewriter Co. 
46 St. , 407 St. Charles St. 
Montreal, Quebec, Canadeo New Orleans 12, Lovisiona 
O'Donnell-Brennan 
3235 Pawelton Ave 
Philadelphia 4, Pennsylvania 


Chicago 
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Dome does it again! 


Single Entry 
No Name 
No Figure 
No Word is 
Duplicated 
During 
Entire 
Year... 


eee You Write it ONLY ONCE! 


A brand new idea in Short-Cut- 
ling the keeping of Payroll rec- 
ords, the first major development 
in 20 years. 


Now You Have 2 Fast Selling Dome Profit Makers! 


SALES HISTORY IN THE MAKING 


Backed by heavy Consumer ad- 
vertising and promotion we are 
sure that the new Dome Short-Cut 
Payroll Book will accelerate your 
Dome Sales to a history making 


high. 








fe) 
RETAIL FOR 


$3.00 


EACH 





Contact Your Wholesaler Now 


DOME PUBLISHING CO., INC. 30-36 Smith St., Providence, R. |. 
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W. D. Evans of Steltenkamp-Wilson & Associates visited 
us on November 10. Mr. Evans is well known to members 
of the industry in the eastern part of the nation through 
his 13-year association with the W. A. Sheaffer Pen Com- 
pany. In recent years he has been associated with the Elgin 
With his present asso- 








Watch Company and Ronson, Inc. 
ciates he is serving as a consultant in marketing problems 
to manufacturers of stationery, jewelry and drug products, 
The firm has its headquarters in LaGrange, III. 


A. F. (Heinie) Sengbusch dropped in at the office of this 
journal for a friendly chat on November 30. Heinie, a 
manufacturers’ representative traveling out of Kansas City, 
Mo., has been with the Sengbusch Self-Closing Inkstand 
Company practically from the time it was formed. In the 
early days he traveled Denver west, moving to the Middle 
West about 40 years ago. Besides Sengbusch, he represents 
several other manufacturers including Bankers Box Com 
pany and Vogel-Peterson Company. He travels Missouri, 
Iowa, Nebraska, Kansas and Oklahoma, with an occasional 
trip to Chicago. For many years he has been an active 
member of the Midwest Travelers Club. 


George C. Holt, sales manager of Waterman Pen Com 
pany, favored Orrice AppLiANces with a visit on December ] 
He was accompanied by Jack Harlacker, central district 
manager. Mr. Holt is enthusiastic about the Waterman 
C/F and said that the company was working valiantly to 
catch up with demand for the fountain pen. In putting his 
sales program into effect Mr. Holt is traveling most of the 
time and has been in nearly all parts of the country during 
the last few months. He is gratified with the measure of 
dealer acceptance. Mr. Harlacker previously had been sell 
ing Hamilton watches. He finds the transition from watches ] 
to Waterman pens to be a pleasant one. 








Doubling the Decibels . . . Victor Adding Machine Co. salesmen 
turned up the volume of their sales in loud fashion in a Septem 
ber contest in which 95 of the men won Motorola radios. Vice 
President A. F. Bakewell (left), director of advertising, F. G. Hulk 
burd and McCaskey Division sales manager E. F. Himebauch 
inspect the chart showing branch standings early in campaigs. 
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— here’s why: Sensational! That's the only word to describe the all- 
y: new REGNA Adding Machine! Streamlined as the 


newest cars . . . so low in cost it’s a dream-come-true 
for small business owners. Lets many firms cut ex- 
penses and increase production by supplying a 
machine to every department, to every desk where 
adding is done. It took REGNA engineers years to 
develop an adding machine of such supreme quality 
at such a remarkably low price. It will take your 


ring 


e ol 





® models with or without direct 
subtraction available 
® revolutionary years-ahead styling 
® Swedish steel assembly . . 
Swiss precision counters 
® fully automatic safety keyboard 
ciphers printed automatically 











j ® signals for i . . 
wi? pe wading bares — customers only minutes to realize that the new 
S One ow ee REGNA is their ‘best adding machine buy"’! 
® correction key clears entire keyboard 
@ lifetime handle construction ay —«REGNA CASH REGISTERS INC. ] 
@ scientifically designed moulded keys | = Ge] 175 Fifth Avenue ’ 
® trouble-free performance .. . eeuvaetemte New York 10, N. Y. l 
minimum maintenance | Gentiemen: | 
Please send more information on the new Regna Adding Machine and ovtline * 
IN CANADA: Regno Cash Registers of Canada advantages of becoming a Regna Dealer. | 
esmen Ltd., 704 Notre Dame St. W., Montreal, Que., and N 
>ptenr Business Equipment Machines, 489-R King St. W., — mi a 
Vice Toronto, Ont. . Address At aaa * a ee 
>. Hub OUTSIDE CONTINENTAL U.S.: Jorgen S. Lien, Box | of 
»bauch $ 507, Bergen, Nose : City___. — SOO. Stote. 
jpaign . ‘ ss a wal Se ee ee aut 
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IN SMEAD’S 3rd ANNUAL 
WINDOW CONTEST 











FIRST Pp RIZE -_ All entries were judged by H. C. Whittemore, Secre- 
FICE SUPPLIES, SIN tary-Treasurer, Wholesale Stationers’ Association of 
ZILLMER_OF WAUKESHA, wiscONs the U.S.A. New York, 


Mr. Paul E. Burbank, General Manager, The National 
Stationery & Office Equipment Association, Washing- 
ton, D. C. and 


Mr. Henry Berry, Display Consultant, Henry Berry 
Associates, Milwaukee, Wisconsin. 


SECOND PRIZE 


KISTLER ST ATIONERY co. 
1] 


TELL*I*VISION THE W. H. ENVER, COLORADO 
SYSTEM a 








MRS. KANGAROO 


SMEAD HOUSEHOLD FULES 


Window Arranged By 
MR. HARVEY ZILLMER 


PRIZE 


co. 
SCHWABACHEE REN ELES, CALIFORNIA 












WINNER OF ALL-EXPENSE TRIP .- 
FOR TWO TO THE HAWAIIAN 
ISLANDS VIA NORTHWEST AIRLINES 


Window Arranged By 
DORIS H. REMBER 






Window Arranged By 
MR. TOM BURKE 






FOURTH PRIZE 


MAVERICK-CLARKE 
CORPUS CHRISTI, TEXAS 








Window Arranged By 
GENE NIX—STEVE MENCHACA ; 


The Zone Winners 
were as follows: 






Class 1—Cities up to 50,000—won by the Gabby Sto- 
tionery & Book Store of San Luis Obispo, California. 


¥ j F T oT PR 4 | Z g Window arranged by Robert J. Clark. 


J. C. BAIR COMPANY Class 2—Cities of from 50,000 to 100,000—won by 
AUSTIN, TEXAS Watkins Book Store, Winston Salem, No. Carolina. Win- 
Mitadew Sevenned By dow arranged by S. H. Adams. 

DAVID T. BRANCH Class 3—Cities of from 100,000 to 500,000—won by the 
ideal Stationery Company, El! Paso, Texas. Window ar- 
ranged by James R. Diaz. 

Class 4—Cities above 500,000—won by the Chipron 
Stamp & Stationery Company, Los Angeles, California 
Window arranged by J. E. Harris. 


THE SMEAD MANUFACTURING COMPANY INC. 
NNN ener eee 








HASTINGS, MINNESOTA + LOGAN, OHIO 


OA — 1/55 





in 


by 
St 











Currier Completes Factory Addition 





Currier Manufacturing Company has completed erection 
| L ' in. additic its factory in St. Paul, Minn., an expan- 
sion whicl ore than doubles previous space and facilitates 


teel office specialties. 
Currier reports that the sales force has 


production ( 
President Hart 


been augment yy the addition of one representative in 
California and an ther on the Northwest Pacific Coast. 
A new cat y 1s noW available to commercial stationers 
rom the Currier firm, established in 1917. 
' ae ee 
Publish National Business Show Catalog 
The Office Executives Association of New York has an- 


ounced the lication of the third annual catalog cover- 


xhibited at the National Business Show. The 


ing products « 


catalog has been compiled from literature supplied by ex- 
hibitors at the Golden Jubilee Show which ended October 
|, in New York City, and covers the latest supplier in- 
formation on new products and services in the office field. 

The catalog is distributed to major corporations, libraries 


and Sc hools tl roughout this country and abroad. Requests 


for the catalog were received last year from every state 
in the union a1 rrom individuals as tar away as South 
Africa and Indi 

Free copies may be secured, as long as the supply lasts, 
by writing Alfred T. Ruf, president, OEA, 33 W. 42nd 
St.. New Yor! N. 3. 























The Big Count... In 
the largest tabulation 
effort in its history, the 
Los Angeles County 
Registrar of Voters’ de- 
partment recently used 
176 Clary adding ma- 








ged By | chines to count the vote. 
BER Working on staggered 
shifts during a 48-hour 
period, 250 operators 
and checkers counted 
the 1,700,000 ballots 
cast for 52 offices, three 
county propositions, five 
county charter amend- 
ments and 20 state 
propositions. 
ay Ste- 
ifornia 
ron by 
». Win- 
La - om Monar president and general manager of the 
| Office Equip: Company of Owensboro, Ky., was hand- 
ae ng out cigar ently, with the announcement, “It’s a 
; Girl.” The youngster, Mary Margaret, arrived at the 
Monarch home when seven weeks old. It was the second 
NC. hild adopted by the Monarchs. 
a John Randolph White was born recently to John and 
inet White Waldwick, N. J. The proud grandfather 
110 is NOFA ex lirector John R. Gray. 
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| Any time and every time... 
| the YELLOW BOX LINE is best! 
| 


Time-tried. . . quality-proved 
... CUStomer- preferred! 


Oakville’s complete Yellow Box Line 
of paper-fastening devices simplifies 
your buying, streamlines your inven- 
tory, cuts your handling costs, saves 
you money! From one source — with 
one order — on one invoice you get the 
merchandise your customers want. 
One-stop buying — the Yellow Box 
way — builds sales and profits! 


Concentrate on the Yellow Box Line 
— the line that’s best for you! 


OAKVILLE COMPANY DIVISION 
SCOVILL MANUFACTURING COMPANY 


A 
VV ’ 
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Passed Away 





Dwight Phelps Cruikshank, 


president of the Steel Equipment Com 
pany, Ltd., Ottawa, Canada, died Oc 
tober 20 at the age of 72. Reeve of 
Rockcliffe, a key planner for a greater 
Ottawa, public servant and _ self-made 
business magnate, Mr. Cruikshank 


died at the peak of his vigorous career. 





Mr. Cruikshank was born in New 
York City of Scottish parentage. His 
forebears had been early settlers in New York State. He 
obtained his high school education at Hill School, Potts. 
town, Pa., and was an alumnus of Amherst College. 





The decedent began his business life with the old Li} 
brary Bureau in Boston. He came to Ottawa in 1905 as its 
representative, becoming Canadian general manager. He 
started the Steel Equipment Company, Ltd., in Pembroke, 
Ontario, in 1913, with E. A. Dunlop. 

Mr. Cruikshank became president of the firm in 1934, a 


Over 2,000 Folders position he held until his death. 
Ti * | For almost half a century, Mr. Cruikshank had been a 
af your fingertips: 


leading figure in Canadian industry, in the community 

life of Rockcliffe and Ottawa and in many phases of serv-| 

° NEUBAUER ice on the local and national level. 
in a In addition to his 16-year unbroken service as Reeve of | 
OPEN AY (442 FILE the Village of Rockcliffe Park, he took an active part in 
the planning of the Ottawa of the future. He was a mem. 

ber of the National Capital Planning Committee and of 
the Ottawa Planning Area Board, of which he had served 
as chairman. 
Surviving are his widow, the former Elizabeth Babcock 
of Morrisville, N. Y., a son, Donald B. Cruikshank, man- 
aging director of Steel Equipment Company and a daugh- 
ter, Mrs. Daniel Lewis of Montreal. 


Also surviving are seven grandchildren and a sister, Mrs. 


R. F. Kip of Upper Montclair, N. J. 





Designed for insurance 
companies and other firms 
with a large number of active 
accounts, the Neubauer Open 
Shelf Filing System provides a 
tremendously increased capacity 
over standard filing systems. . . 
and at a lower cost too! An in- 
stallation of four double files as 
illustrated handles more than 
50,000 folders. 

Both single and double files 
have seven shelves with variable 
compartments and provisions for 
an index system. 





trhr & $ 
Mrs. Anna C. Manly, 
of 4307 N. Classen Blvd., Oklahoma City, Okla., wife of 
the president of Manly Office Supply Company, died at 
4 home on November 5. 
Until her illness three years ago, Mrs. Manly had bees 
secretary-treasurer of the office supply firm and active i 
its management. 


“TWIN POST” 


Adjustable Steel Shelving : 

2 ; Her husband, Homer Manly, who organized the com 

The one shelving with the strength pany in 1904, is head of the firm and still actively engaged 
and fine appearance for most Se ioe operation ; 


office, storeroom and warehouse 
shelving needs. “Twin Post” 
corners are shaped for rigidity— 
hold shelves in line. 


Mrs. Manly was born in Berea, Ohio, and moved to Okla 
homa City from Macomb, IIl., in 1907. She was a chartet 
member of the Town club and belonged to the Firs 





Presbyterian Church. 

Survivors include her husband, two sons, Delbert G 
Barclay, of 27 Oakwood Drive, and Herold D. Barclay 
3001 N. Bryan, both associated with the business; a brothet 
George A. Gessner, Milwaukee, Wis., a granddaughtet 
Mrs. Robert Knowles, Silver Springs, Md., and a gre 
grandson.—EVH 








“TWIN POST” 
all steel Utility Table 


Two standard sizes, 30” high 
with pe eer ae other Miss Juanita Johnson, 
sizes available. Daked on grey 44, popular outside salesman for House of Wren, Oklahomé 
ee 18” x 36"— List $15.95 City, Okla. was killed in a plane crash recently while e& 
24” x 48” —List $19.50 route to the Oklahoma-Colorado football game at Bouldet 
Colo. Miss Johnson was employed at Wren’s for the pas 
2017 CENTRAL AVENUE | (cca) vears. 


MINNEAPOLIS 18, MINN. Miss Johnson, whose home was at 600 N.W. 50, Okla 


v 
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Private Office Distinction for the General Office 








through the magic of 1 METAL-LUX CHAIRS 


Here’s the distinction that sells businessmen everywhere: the remarkable ability of METAL-LUX 
chairs to impart new clean-lined beauty to even the most ordinary office interior. Yes— 
METAL-LUXx is the finest fit anywhere, and MILWAUKEE dealers are selling the complete business 
installation—general office, private office, reception room and conference room. The line is a 
solid selling success on the sheer merit of unprecedented metal chair beauty, superlative comfort 
and construction—and obvious good value. Your metal chair sales will show a definite boost when 
you stock and display METAL-LUx. You’ll clinch the complete sale on new installations; and 

once you get a few numbers into old installations, you’ll convert them to METAL-LUX 

throughout. These chairs of distinction belong on your sales floor—now! 











If you haven't yet shared 
in METAL-LUX sales and 
profits, write for full lit- 
erature on the complete 
line today. 














MILWAUKEE METAL FURNITURE COMPANY ~ 101 N. Campbell Ave., Chicago 12, Illinois 
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Folders cannot be removed.. cat 
No filing between folders! att 
jO1! 
ol 
his 
Actually, it is not the filing of records in an alien folder contents, and not the entire folder should be removed. 
that creates such a demand for more efficient filing sys- The Let’er Hang Accordion Assembly assures you that Ho 
tems but the surprising amount of times when records are only the contents will be removed thereby leaving the 
filed between the folders. Filing in the wrong folder is file intact. 
generally derived from the human factor, but Let’er Hang, > so ae : ; . 40 
because it is a simplified hanging folder system, will even Realizing the initial cost of hanging folders is more than mo 
minimize wrong folder filing. The Weis Let’er Hang that of the conventional type, Weis designed the Let’er ra 
Oo 





Accordion Assembly, because each folder is an integral 
part of the entire assembly, prohibits any filing of 
records between folders. 

Not only is it impossible to file between the folders but 


it is impossible to remove any one folder from the file. 
Regardless of what type filing system is used, only the 


Hang so that only one part of the Assembly can wear 
out, the gray-green leatherette Folder. The Rails and 
slanted Tabs are steel, finished in gray baked enamel. 


Once you have used the Let’er Hang Accordion As- 
sembly you will be convinced it is the only truly efficient 
suspended type filing system. 


roo 
the 


File cabinet Frame adaptable 
to 24", 21", 18" or 15" with no 
cutting required. Full size is 
twenty-seven inches. 


MONROE, MICHIGAN; ~~ 


Desk drawer Frame has skirted 
sides to accommodate any type 


To fit any standard desk draw- 
er, a complete A-Z Index with 
gray finished, 11" capacity steel 
frame. 


MANUFACTURING COMPANY ° 


All-steel, gray baked enamel 
Rails and slanted Tab with 
only the gray-green leatherette 
folder to wear out. 


THE WEIS 


hanging folders. Finished in 
gray baked enamel. 
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friend, Mrs. Allie Dixon, were fatally 
r chartered plane crashed about 444 miles 


homa ( 


injured whet 
of Larkspur, Colo. 
The pilot, John Lippott, of Denver, was injured in the 
crack-up, but escaped with his life. 
Miss Johnson are her parents, Mr. and Mrs. 
|. H. Blundell, 600 N.W. 50th, Oklahoma City; three 
Tinnye Miller and Mrs. George A. Linberg, both 
y, and Mrs. C. H. Frost, of Tulsa, Okla.; 
vet Blundell, Kermit, Tex.; Lee Blundell, 
Levelland, Tex.; Earl and Clyde Blundell, Pomona, Calif.; 
half-brot} Perry Estes, of Rush Springs, Okla. 


southeast 


Surviving 


sisters, 
of Oklahoma ¢ 


four brothers: | 


and a 

EVH 
tt tf t+ + 

George Andrew Carnegie, 

69, head of the Carnegie Office Supply Company, Norfolk, 

Va., died October 26 at a Norfolk hospital. 

Surviving besides his widow are one stepdaughter, Mrs. 
Norfolk; one stepson, T. Harry Lowery, 
Harrisonburg, Va., three granddaughters, two great 
two brothers, Prosser Carnegie, of Nor- 
Carnegie of New York. 


|. J. Cronin, of 


grandchildren and 


folK and Do 


tk F F&F + 
Anna L. Ruprecht 
89, widow of Carl F. Ruprecht, died November 5 at her 
in Glen Ridge, N. J. 


nome 


Three sons, Rudolph W., Otto F. and Carl H. W. Ru 
precht, advertising manager of Underwood Corporation, 


and two daugl ters, Mrs. Elizabeth Ferdon and Mrs. Carl 
L. J. Wheeler, survive. 

+t - - + +- 
Carl H. Carlson, 


associated with S. E. & M. Vernon, Inc. in executive sales 
capacity for the last seven years, died suddenly of a heart 
attack November 8 at his home in Madison, N. J. Before 
had been connected with Horders, Inc. 
over 25 years. Mr. Carlson is survived by 


ind two sons, Donald and Kenneth. 


joining Vernon, h 
f Chicago for 


his widow Gra 





Holyoke Firm Expands, Changes Location 

ofhce machines sales and service at 
| 904 Hampden St., in Holyoke, Mass., 
Maple St. recently, selected the new site 
onsolidation. The main office and display 
cated at different s tes are combined in 
ng double previous floor space. 


Forbes Snyder, Inc.., 
1 Suffolk St., as 
moved to 235 
for expansion ana 
room previous \ 


the new stor 


catolog no. 13 


modern Now Available . 
Innovations in catalog 
design have been in- 
corporated into the new 
sales aid of Modern 
Steelcraft, Inc., 230 
Fifth Ave., New York 1. 
Sales presentation ef- 
ficiency has been pro- 
vided for and a special 
binder-tab within the 
catalog makes pro- 
vision for the addition 
of new product supple- 
ment sheets. Requests 
for the catalog, on com- 
pany stationery, are to 
be addressed to De- 
partment OA-1. 


the 
Prestige 
Line... 


moke 





@edere vtecterats Ime. 236 fifth avewee, Rew pork ft, a.9. 
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Easy to Operate. . . 
Easy to Selt! 


up lico 4 


DUPLICATING SIMPLIFIED 


No wicks, no stencils, no muss. 
Finger tip automatic paper centering. 


Smooth, easy turn—150 copies a minute. 


Get the Profits on the Duplicopy line Today. 








/ ’ 
You bet I'm interested 

Send me Full Details on Duplicopy Decler 

Franchise Today. 

Duplicopy Company is 

Dept. OA-155, 224 W. Illinois Street, Chicago 10, Il. 
Name 
Company 
Address 
City State 
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: NOW...Justrite Envelopes feature 


| MAR-VEL SEAL’ 


FLAP GUMMING 
at no additional cost! 























The revolutionary new almost invisible 
plastic sealing agent... 


*W LAYS FLAT...will not curl. 


* HUMIDITY PROOF...will not stick in 
storage. 


* POSITIVE SEALING...even on 100% 
rag content paper. 


Here’s what Mar-Vel Seal means to you! 


| ...a brand new sales story of a better product 
without increase in price resulting in greater 
volume, increased profits and more satisfied 
customers. 

* Here’s what Mar-Vel Seal means to your 
= customers... instant sealing on all types of 
mailing machines. Elimination of all storage 
| wastes. Flaps do not wrinkle or stain because 
| Mar-Vel Seal is immune to humidity! Positive 
sealing ...even on 100%: rag content papers 
as well as many other specialty papers— never 
before suitable. 


WRITE FOR SAMPLES 


On your next envelope order specify 


Justrite 


MAR-VEL SEAL! 


Two modern factories to serve you! 





NORTHERN STATES ENVELOPE CO. 


300 £. 4th ST e ST. PAUL. MINN 


JUSTRITE ENVELOPE MFG. CO. 


ATLANTA GA 


58-60 GILMER ST. SE ° 





Export Statistics 


of U.S. office machines 
equipment and supplies 








Net Value 
; - Quantity (Dollars) 
Machines Accounting Nondescriptive except 


Punched card New 307 36450) 
Machines Accounting Descriptive except 

Punched card New 575 92338) 
Machines Listing—Adding except Punched card New 3143 462546 
Machines Non-Listing Calculating except 

Punched card New 1580 511513 
Machines Accounting Etc., except 

Punched card New, Nes. 93 28617 
Machines Card Punching and auxiliary New 69 22942 | 
Machines Accounting Etc., Used and Rebuilt 676 12437) | 
Parts for Accounting Etc., Machines 693603 | 
Addressing Machines 110 66022 
Accessories & Parts for Addressing Machines 21947 
Machines Duplicating Ex Lithographic Offset 242 5245) 
Machines Duplicating Lithographic Offset 22 35568 
Parts for Duplicating Machine 40327 
Cash Registers New 532 176346 
Cash Registers Used Rebuilt 156 10716 
Parts for Cash Registers 179054 
Typewriters Standard New except Electric 4664 572809 
Typewriters Standard Electric except Automatic New 329 92789 
Typewriters Portable New 1563 87784 
Typewriters Used Rebuilt except Automatic 1242 5068? 
Typewriters Nes. 52 56382 
Parts & Accessories for Typewriters 56012! 
Staplers for Office 4560! 65729 
Dictating Machines 399 84/2 
Mail Handling Machines & Parts 39727 
Check Handling Machines & Parts 56785 
Office Machines & Parts Nes. 113080 | 
Mechanical Pencils All Materials (Doz.) i591 112680 
Mechanical Pencil Parts 162% 
Pencils Ex Mechanical Black Lead (Gr.) 20334 6828 
Pencils Ex Mechanical Nes. (Gr.) 367) 32220 
Pencil Leads 31804 
Crayons 38655 
Fountain Pens Ball Type (Doz.) 116840 346844 
Fountain Pens Ex Ball Type (Doz.) 54493 627283 
Ball Pen Refill Ink Cartridges (Doz.) 66482 110485 
Fountain Pen & Ball Pen Points Nes 144514 
Fountain Pen Points (Gr.) 13742 99706 
Carbon Steel Pen Points (Gr.) 4500 6055 
Desk Pen Sets 9153 22273 
Ink Writing 6236! 
Ink Nes. 19959 
Carbon Paper (Lb.) 102062 1070% 
Ribbons Cloth Inked Office Machines 426% 
Office Supplies Nes. 33009 


(Nes.—Not elsewhere specified) 
Figures for August, 1954, Released in November, 1954, 
by the U. S. Department of Commerce 


(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


New Chicago Location Taken by 85-Year-Old 
American Automatic Typewriter Company 

After 85 years at 614 N. Carpenter St., Chicago, the 
American Automatic Typewriter Company has been force 
to move because of the construction of the Northwest 
Superhighway. 

A building was purchased at 2323 N. Pulaski Road, 
Chicago 39, where the telephone number is now EVerglad 
4-515]. 

President Otto Schulz invites customers to visit the con 
pany at the new location where a more modern plant re 
places the one known to three generations operating the 


company. 


Clary Appoints Domine at Eugene, Ore. 

James Domine has been appointed service manager ‘ 
the Eugene, Ore., factory sales office of the Clary Multipliet 
Corporation, J. W. Stallings, general manager of distribt 


tion, announc ed. 











Mr. Domine joined the adding machine and cash regis 
ter manufacturer in 1946 as serviceman in the San Fran 
cisco branch and in 1952 was promoted to service managét 
there. He returned to the San Gabriel factory and generé 
offices in 1953 as service shop foreman. 
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GUARANTEED 
“CLIMATE CONDITIONED 
COSTS 12% LESS 





CELLOPHANE TAPE 


PRODUCT OF PERMACEL TAPE CORPORATION, NEW BRUNSWICK, NEW JERSEY 
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Nothing sells like the FATIGUE-FREE COMFORT of an 








Sell the comfort 
every worker 
welcomes 


© a. .¢. co. 1954 


GENERAL OFFICE AND EXECUTIVE DESKS - CORRECT-SEATING ALUMINUM OFFICE CHAIRS - 
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Art Metal 


POSTURE CHAIR 


One of the best-paying investments your cus- 
tomers can make in their offices is to equip each 
worker, from the president down, with the 
fatigue-free comfort of a suitable Arc Metal Alumi- 
num Office Chair. No way of encouraging 


sustained and accurate work is more welcome. 


Take this Secretarial Posture Chair as an example. 
Its seat is scientifically contoured to assure correct 
distribution of body weight over the entire seating 
area. The foam latex cushion seat remains soft, 


cool and comfortable throughout the day. 


When the occupant desires to lean back, the 
“Tilt-Action” feature—one of Art Metal's greatest 
contributions to seating comfort—comes into 
play. The seat tilts, but the user’s feet remain on 
the floor, avoiding the discomfort of constricting 
pressure. And as you lean back, tension is reduced 
in the Art Metal “Live-Action” back—it does 


not increase and resist relaxing change ot posture, 


ART METAL CONSTRUCTION COMPANY 
JAMESTOWN, NEw YORK 


é& Let any secretary try this chair. 


Let her use this Model 709A ¥ 
Art Metal Chair for a few days. - hw. 
There’s no surer way to 
clinch a sale. Notice her 
pleasure at discovering the & 
Fatigue-Free Comfort of the 
Tilt-Action” seat and the 
“Live-Action” back...how she 
keeps on top of the job , i 
with less effort! " ym! 


r . 





For 66 years 
the hallmark 
of the finest 
in office 
equipment 


and systems 


+ WABASH FILING SUPPLIES - POSTINDEX VISIBLE INDEX CABINETS AND SYSTEMS 
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‘Patents 


ee 





(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted November 2, 1954 


2,693,035. Template Adapted for the Use of Typists. Hope G. Beck, Port 
2,693,170. Retractable Writing Instrument. Hartley M. Sear Pasadena 
f sig C Pasadena, Calif 
2.693.171! Writing Instrument Raymond A. Lanoie Providence. R. | a< 
2,693,172. Antiflooding Fountain Pen. Benjamin F. Miessner, Morristowr 
2,693,192. File Fe wer. Ralph W. Jame Pasadena, Calif., assignor t 
f Calif. Illustration. 


Robert B. Zinn and 


2,693,237. Tear-Off Bar for _Aahogragme Registers. 
A t W. M t T Standard Register Co 


assignors ft 


2,693,265. Case Changing Mechanism for Typewriters. Gary Frank Turner 


Illustration 

End of Page Indicator for Typewriters. James J. Davitt, Jr 
R , Mary Martha Davitt, Roselle, N. J. Ilustration. 
2,693,402. Metal Desk Top. Benjamin A. Woina, Salem, and Lawrence E 


B y ssignors to Repuk Steel Corp., Cleveland, Ot 


2,693,266 








2,693,266 





2,493,807 











Granted November 9, 1954 


2,693,754 Cutout Me hanism for Endorsing Machines. Ernest Persson, New 
rk, N. Y nternational Postal Supply Co., Brooklyn, N. Y 
2,693,756 iabivets Printing Plate Supporting Means. Elmer A. Haig and 
Ww eifrie hio, assignors to Addressograph-Multigraph 
2,693 788. Magnetic Desk Pen Set. Walter B. Spatz, Los Angeles, Calif 
to Fraw ver City, Calif. 
2,693, 607 File and Indexing Device. Nathar Stark, West Orange, N. J.; 


k sid Nathan |, e ark, deceased. Illustration. 
2,693 870 Plate Chute fer Grboceng Machines. Percy R. Seward, Minne 
f said Percy R. Seward 
Cleveland, Ohio 


M é R i Jr administrat 


ograph-Multigraph Corp., 


Illustration 
2,693,871. Ribbon Feed oF and Reversing Mechanism for Typewriters and 
the Like ) Stockholm, and Oscar Uno Larsson, Malar 
er wed to Almex, Inc., Panama. Illustration. 

2,693,906. Differential Mechanism for Calculating Machines. Thomas M 
Butler troit, M ynor to Burroughs Corp., Detroit, Mich. Illustration. 
2,693,909. Accounting Method and Article. George W. Allan, San Lorenzc 
2,693,910. Combined Slide Rule and Pencil. Marvin H. Oleson, Adelph 
2,693, 956. Wrapper Blank Feeding Mechanism. Julius Jorgensen, Detroit 


Mich., assig Automatic Cashier Co., Watertown, Wis. 


Granted November 16, 1954 


2 694,242. Paper Clip. Wilfred E. Stageberg, Minneapolis, Minn., assign 
'o 5 & B Minn. 
2,694,382 Nonflooding Fountain Pen. Benjamin F. Miessner, Morristown 


2,694,442. Folding Chair. Walter E. Nordmark 
ssiar ; Are - Co., Grand Rap d< Mich 
2,694,449. Card Punching ‘Mechanism. Raymond S. Ruffin, Richmond, Va ' 


Grand Rapids, M 
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Granary 


Sell what you 


have in stock! 





Uhls’ new shelf is Inter- 
changeable . . . can be as- 
sembled either flush or 
raised, right or left . 
any way your customers 
like them best 


The new Uhl stand offers 

your customers a variety 

of features and—always 
stability and safety. 


You can sell what you 

have in stock . . . and cut excessive inventories . . . by 
standardizing on the new Uhl Business Machine 
Stands. 


All the traditional Uhl strength is built into this 
new stand. Strong, rigid, rugged, it will safely sup- 
port the most expensive business machines. 


YOU CARRY JUST ONE SHELF 
FOR EACH BASIC MODEL 


No. 7800 (illustrated)... 17 x 24 top 
- Ne. 671 edbewevdss 14 1714 top 
Standard Height— 26 inches 


Manufacturers of Business Machine Stands, School 
Furniture, and a Complete Line of Industrial Seating 


The loledo Metal Furniture Company 


Since 1897 
1103 HASTINGS STREET *« TOLEDO 7, OHIO 
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Desks that have 
won acceptance 
folate MelacME olela a:1° Malin 


effective advertising and 


powertul selling helps 


w || JJEN PROFIT OPPORTUNITIES 
all through this year 


Sell INDIANA DESKS! The new year for bigger, 
wider profits has just started. Your desk sales take 
a new start toward increased volume and profit 
heights when backed by the PriDemark of quality 
and craftsmanship on every INDIANA DESK. 
These attractive, durable and finely crafted wood 
desks— at no premium in price—are real sales 
boosters. We tell your prospects and customers 
about them regularly in the leading business publi- 
cations of the nation. We provide you and your 
salesmen with strong-selling hand-out pieces, direct 
mail, color display cards — catalog color photos. 
We build up nationwiDe acceptance, and turn 
your prospect inquiries over to you. What better, 
easier way for you to make bigger profits in 1955! 


Get the insIDe in- 
formation on why, 
year after year, 
more executives 
deciDe on Indiana 
Desks. Send NOW 
for complete de- 








tails. 
NA Member of 
le Wood Office 
{ Furniture 
C Oe ces, 
JASPER, INDIANA 





assignor to . Tucker Smith, Coleman Wortham, Jr., and Fielding L. Wil 
ams, Richmond, Va 
2,694,481. Method and Means for Selectively Gums the Effective Printing 
a of Type. Thomas A. Sharp, Rowayt onn., assigner to Remington 
nd Inc., New York. Illustration. 
2.64491. Apparatus for Sensing Data Recorded on _ Statistical Records, 


John Perrin, Croydon, England, assignor Powers-Samas Accounting Ma. 
chines, Ltd., London, England. 

2,694,524. Tens-Carry Mechanism for Calculating Machines. Eugene £ 
Reynolds, Richmond, Calif., assignor to Marchant Calculator nc. Ilustra- 
tion. 

2,694,614. Multiple Desk Unit. Clarence H. Dent, Stevens Point, Wi 
Granted November 23, 1954 

2,694,807. Adjustable Stapling Machine. Bernard Edward Shlesinger, Jr. 
Falls Church, Va 

2,694,843. Detachable Clip for Pens. Clint E. Marshall, New York, N. Y, 

2,694,972. Ticket Printing Mechanism. George Henry S Chingford, 
England, assigner to The National Cash Register C Dayt Oh Hlus- 
tration. 


2,695,057. Machine for Dispensing Tepe. Alfred P. Krueger, Stratford, 
Conn., assig Derby Sealers, Inc., Der Cc 


2,695,058. Machine for Dispensing Tape. Alfred P. Krueger, Stratford 
Conn. assignor to Derby Sealers, Inc., Derby, Conn. 

2,695 ,091. Ribbon Guide Means for Typewriting Machines. Ronald Max 
Ford and Denis Percy Crane, Olton, Birmingham, England; said Crane as- 
signor to Frank R. Ford, Ltd., Birmingham, England. Illustration. 

2,695,092. Ink Fountain Typing Machine. George Ernest Pelton, Bluemont 
Va., assignor, by direct and mesne assignments, of three-fourths to Ida S. 


Pelton, Bluemont, Va., and one-fourth to Miles D. Pillars. Washington, D. C 
Illustration. 

2,695,093. Typewriter Carriage Stop Mechanism. Edwin Phelps, Wilmette 
lll. Mlustration 

2,695,113. Cabinet Cover Control. James R nes, Lakewood, a William 
E. Kidd and Floyd H. Bloomstran, Jamestown, N. Y., assignors to Ar rt Meta 
Construction C Jamestown, N. Y 


2,695,130. Multiple Mailing Envelope. Morton Covan, Hollywood, Calif. 
2,695,134. Printing Calcuiator Mechanism. Oscar J. Sundstrand, Hartford 
Conn., assigr Underwood Corp., New York, N. Y 























Granted November 30, 1954 


2,695,407. Stapling Machine. Charles ™ Goodstein, New Rochelle, N. Y. 

2,695,408. Stapling Device. Karl Kar Lahr, Germany. 

2,695,558. Record Card Controlled Printing Mechanism. Robert E. Paris 
Poughkeepsie, N. Y., assignor to International Business Machines Corp., New 
Y« rk, N.Y. 

2,695,559. Blockout Shifting Means for Rotary Duplicating Machines. Car 
A. Levin, Park Ridge, IIl., assignor to Ditto, Inc., Chicago, Ill. Illustration. 

2,695,560. Machine for Printing and Issuing Stamps, Labels, or the Like 
Frank Parfett, Edmonton, London, England, assignor to Universal Posta 
Frankers, Ltd., London, England. Illustration. 


2,695,698. Typewriter Attachment for Producing a Plurality of Ribbon 
Copies. Beulah Louise Henry, New York, N. Y. 

2,695,749. Adding Machine with Indicating and Tens Transfer Mechanisms 
Nils Evert Johan Stahl, Stockholm, and Oscar Uno Larsson, Malarhojden 
Sweden. Illustration. 





Twomey Opens Office Supply Firm in Texas 


A new office equipment and supply firm has been opened 
at 907 E. Broadway in Sweetwater, Tex., by James Twomey. 
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tailored for 
contemporary interiors 


“FLOW-LINE” GROUP 


The growing trend toward custom-designed 


modern office interiors and contemporary furniture 
builds exceptional business volume and profits 
for the dealer displaying and stocking this superb 
chair group. For here is the elegance of contemporary design, 
the master craftsmanship, the lifetime comfort that appeals 
to American businessmen with a modern outlook. 
For this important, expanding market, specify 


MILWAUKEE'S “FLOW-LINE’—and you'll SELL... . 
410 UL 
_ Matching ; 
makers of the finest chairs for over half a century ee 


MILWAUKEE CHAIR COMPANY 
Mitwaukee 45, Wisconsin 
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WATSON 


ESTABLISHED 1887 



















two popular items 
to give you 


ADDED Sales! ‘ 


Watson 
COMPANION UNITS 


(of 400 High Line) 





Designed to give 50°/, added capacity to the famous Watson 400 HIGH ' 
LINE of Document Files and Roller Shelf Cases . . . without using addi- 
tional floor space. These units—343" high are simply mounted on top of t 
standard 713" 400 Line units, offering maximum filing capacity where 
















































































ceiling height will permit. f 
) 
They make the HIGH LINE HIGHER 
s 
Companion ROLLER SHELF Units — 34%” High 4\sS5q) ' 
Style 440-8 8 Roller Shelf (Starter Unit) y ala = | 
Style 440A-8 8 Roller Shelf—Annex Unit A] } ) | I 
Style 414 Detachable Ends Blolale 
| | i }} 2} 3)) 
Companion DOCUMENT FILE Units — 343s’ High ~ oth 
Style 401-12 12 Document Files “ at > 
= Style 403-18 18 Document Files WD} J ) 
2% = Style 405-24 24 Document Files a 
: Style 413 Detachable Ends 401-12 
Write Dept. A-16 for 
Catalog Section “’D”’ 
covering the Watson 400 P 
HIGH LINE and Companion Units A few dealer territories open 
WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York a 
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a ending Cvet hechwiaudé lo me 2 money! 


IT’S SO EASY — $O PROFITABLE TO SELL 


PEERLESS IMPERIAL 


LEEN KLEEN 


PENCIL CARBON 












E very smart merchant has one STOPPER 
up his sleeve. Astute carbon dealers use 
KLEEN KLEEN Pencil Carbon as a sure-fire 
sales-clincher for tough customers. 


Just show your prospects the superior features of 
KLEEN KLEEN, its treated back, its fine even 
coating of ink. Demonstrate that it writes clean, is 
| clean to handle. Point out that KLEEN KLEEN 

is built to take punishment, that it lasts longer— 
| therefore is more economical. 


There’s a big market for KLEEN KLEEN for payroll 
) forms, inventory records, etc. You can get 
your share of this business and open up new 
accounts for kindred items. We'll be glad to send 
samples and a price schedule. In a couple 
of weeks you'll find that you don’t have to bend 
yourself in two to make money. Write today. 


Now available in green as well as blue. 


PEERLESS-IMPERIAL CO., INC. 
General Office and Factory: 32 Peerless Place, Newark 5, New Jersey 


New York Office: 13, 108 Franklin St. 
Detroit 18, 37 Linden Street, River Rouge, Michigan 


6 9 
ik Creat Ame Ln fee Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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THE REYBURN MANUFACTURING CO., INC., 


PHILADELPHIA 32, PENNA 
E 4048 W POLK ST.. CHICAGO 24. ILL 
WAREHOUSES = c1y & ond ST. FORT WORTH, TEXAS 
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British News Notes 
Continued from page 70 


to be the efforts which individual manufacturers are mak- 
ing with filing systems. New approaches are being made 
and the optimum is always, of course, that of saving space 
without at the same time adding to the ease of accessibility 
or detracting from the amount of actual filing which may 
be carried. 

There is plenty of money available in Britain for pur- 
chasing of equipment and plenty of re-equipment in offices 
is still going ahead. 

But the main desire of the industry is to maintain export 
sales at their present levels. This is recognized as being of 
increasing difficulty. Another point about the future is the 
desire of British firms to compete effectively with overseas 
companies, especially when the expected “invasion” takes 
place from the U. S. A. when currency restrictions are eased 

as may be the case sooner than many think at the present 
time. 





Waterman’s Promotes TV Programs in Canada 

To help maintain its high percentage of the Canadian 
writing instrument market, the L. E. Waterman Pen Com- 
pany, Ltd., has contracted with the Canadian Broadcasting 
Corporation for both English and French weekly television 
shows to run well into 1955. 

Each Wednesday night the French network carries 
Waterman’s “Pays et Merveilles,” which is of an educational 
nature with Andre Laurendeau, a leading French Canadian 
newspaper editor, as master of ceremonies. 

The English program features Billy O’Connor and his 
trio show with Juliette, Song Stylist. The show appears 
every Saturday night between the televised national hockey 
game and the wrestling show from Chicago. 

The L, E. Waterman Pen Company, Ltd., being Canadian- 
owned and operated, features television shows completely 
produced and presented by Canadians. 

Acceptance by TV audiences is proven by tremendous 
mail response from over eastern Canada as well as northern 
New York State and parts of Michigan. 





Olympia Sales Increase Sharply 

Director General Wussow of Olympia Works painted a 
glowing picture to the Economy Committee of the city of 
Wilhelmshaven, Germany, on an inspection tour of the 
plant recently. With production rolling in Hall No. 12 
which was completed in 1954, Director Wussow reported 
sales have increased 40°/ over 1953 figures and that exports 
have almost doubled in value. 

He also revealed a gain of 50 
portable typewriters and electrical adding machines. Em- 
ployment rolls have maintained a steady growth and the 
payroll now numbers 7,300 workers. 

Mr. Wussow added, that Olympia is represented in 139 
foreign countries and that domestic sales are backed by 
an intensive advertising program. It was announced the 
company is erecting buildings containing 250 apartments 
to house employees under a social housing plan. City officials 
promised Olympia full co-operation. 


in the production of 


Liverpool Firm Issues New Catalog 

D. Matthews & Son, Ltd., office furnishing firm of 
Liverpool, England, has issued a comprehensive and at- 
tractive new catalog carrying out the slogan, “From a Paper 
Clip to a Compiete Office.” Illustrations and descriptions 
are included of office furniture and related products, also 
an assortment of office machines. 
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TURNS PROSPECTS INTO CUSTOMERS ... Mr. Dealer... you 
owe it to yourself to find out what Royal Register’s 
two to three week delivery of most register forms 
can do to increase your sales and profits. For Royal’s 
two to three week shipment plan builds customer 
satisfaction and protects your present accounts as 
well as making it possible for you to give the “rapid 
delivery” which turns prospects into customers! 


LONG MARK-UP . . . NO INVENTORY .. . As a Royal dealer, 
you will profit by mark-ups running from 25% to 
30%, plus additional discounts for volume. And this 
long mark-up can be yours, thanks to Royal’s “rapid 
delivery”, without adding a penny to the cost of 
your inventory. 


Your customers will be delighted with the variety 
of register forms — cash and charge — cleaners and 


| dyers—bills of lading—forms tailor-made to your 
| Specifications — which Royal can ship in from two 
| to three weeks. 


REGISTER COMPANY 


NASHUA, N.H. BUSINESS FORMS 
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Write today for Royal's complete catolag 
and find out for yourself the advantages 
of selling the nationally advertised Royal 
line. Your customers will love Royal's 
“rapid delivery’. So will you! 





ROYAL REGISTER COMPANY, 
Nashua 1,N. H. 


Please send me your latest catalog of Register Forms end equipment, 


NAME 





ADDRESS — 





CITY. STATE. 
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Wiltshire Modern, with special finish in basic 
decorating color scheme, was selected for all 
executive and general offices of Sterling Brew- 
ers, Inc., Evansville. Smith & Butterfield of 
Evansville made the installation. 






MELLOW 


harmonizes 


new offices 


with special custom-finish wiltshire modern 
| 


Beautiful Wiltshire Modern, completely in keeping with the color and | 
decor of Sterling Brewers’ new offices, was Smith & Butterfield’s suc: | 
cessful solution to the problem posed. Desks and tops are finished in 


a special green to carry out the theme. Tops are G-E Textolite plastic. 









Vertified 

(=) Whether special finishes, or standard Softone or Walnut, Imperial’s 
wnat Wiltshire Modern desks have that wood warmth, durability and 
beauty that make sales for Imperial dealers. Regular advertising in 
the nation’s leading business publications “‘pre-sell’ your prospects. 
Send for complete information on how to increase your volume and 


Have You Joined 
COPS? 


profits with the Imperial line. 


6 Eeaperiall acest company 


Member Wood Office Furniture Institute ) EVANSVILLE 7 A NDIANA 
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Meetings and Dinners 


Continued from page 92 


e department, 27 years; Joseph H. Brush 

7 years: Theodore Ellis, manager, bank div 
nus, mechanic, 27 years; James Imperato, shor 
mechanic, Ié years; Joseph H. Lemmon, bank 
Adolf Maa slesman, 34 years; Roy S 

; Frank Maresca, painter, 36 years; Mr 
sranty department, 29 years; Walter C. Browr 

3 vear and Er st H Wahlistrom mechan 

Highlight of the dinners which were held in New York 
October 26, Boston October 28, and Chicago November 4, 
vas the establishment of the Mosler Seniors, an honor group 
omposed of 188 employees who have been with the firm 
15 years o1 ger. 

According to Edwin H. Mosler Jr., president and great 
grandson of the founder, employees with less than 25 years 
of service 1 ved commemorative pins and engraved cer 
tificates while those who have been with the firm 25 years 
or more were given inscribed gold watches. 

Presentation of awards was made by the firm’s president. 
Guests of honor included John Mosler, executive vice-presi 
lent, Harry H. Lynn, chairman of the board, and Mrs. 


Fdwin H. Mosler Sr. 





Art Steel Honors Cabranes 


\ recent issue of the Steelmaster Triangle ot Art Steel 


Sales Corporation is a commemorative one devoted to the 
ichievements of Manuel Cabranes as “humanitarian, citizen 
and statesmai In pictures and story is recounted the 
ceremony il hich Art Steel recognized the achievements 
ot Mr. Cabranes, who is vice-chairman of the mayor’s com 
mittee on Puerto Rican affairs in New York City. 
Reproduced in the Steelmaster Triangle is the certifica 


tion of appreciation given to Mr. Cabranes by the Alexander 
& Sarah Burger Foundation as “the most outstanding citizen 


in the Bron» awarded for his effective work in further- 
ing the aims the Foundation in service to the ideal of 
brotherhood of all men . . .and for the outstanding example 
he has set to all men of good will throughout the city.” 

In presenting the testimonial Joseph Burger, president 
of Art Steel, quoted the words “Humanitarian, Citizen, 
Statesman,” saying: “Those three words tell a story of 
consecration, of service, of self-sacrifice, of labor of love, 
that I feel is so much, Manuel Cabranes, that no one may 
gainsay or dk their significance.” 

Members the clergy and the mayor’s official family 

New Y City were present for the impressive cere 
non 








Emphasis on Duplicators . . . The Angferr Office Supply & Equip- 
ment Co. of Scranton, Pa., installed this booth at a recent exhibit 
held at Marywood College, Scranton, Pa. Peo Martin Ferrario, 
owner of Angferr’s, and Joseph Massino were in attendance at the 
display which featured Master Addresser and Heyer spirit dupli- 
cators, Master and Hart post card duplicators and Cormac copying 
machines 
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THE CROWN LINE 


xX IRA 


For that Extra Quality 
Faster Delivery 
THE CROWN LINE! 


Economy Efficiency 


insist on the best linse 


R.A. STEWART AND CO.,INC. 


8O Duane Street 


New York 7, New York 
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Write for our 


complete catalog. 


























ACE LOCK 
FOR PRIVATE STRONG BOX 








CABINET OR BOX LOCKS 








DRAWER LOCKS 


Engineering co-operation is 


available without obligation. 


CHICAGO LOCK CO. 


2024 N. RACINE AVENUE © CHICAGO 14, ILLINOIS 











Just Among Friends” 


329 Belt Ave., St. Lovis 12, Mo. 


By E. J. Mitchell, 


Many / K 1 dealers and wive Nort Travelers and 
attended and took part ynnual Christmas party 
red by these two groups on ember 4 at the Edina 
ntry Club near Minneapolis. It reported to have been 
very aia atrair with fine entertainment and ex elient Cuisine, 
ads of toys donated for les f 
IC g with a cockta 
Tra r al di 
2 3 | T a la 
| 
ember was the date 
tmas party of the 8th Region and M 


Travelers, held at Advertising & 
i Ka ) ; Ty Mo. It, TX wa 
nd | ed a gala occasior 
rtainment and dinner just it 
rid. Those few eligibles who had 
er f these parties should make 
; ° 
that they ‘ er rr 4 tut re 


1 to report the good 


ag 1e0 ({alth igh very 


Jaily labors as manaae 


Jepartment T Yrchard & Wilheln 


ftice turniture depart 








* * . 
y Jest 

T mana Ww me ' 
r rt 
the fice furniture 


maha, Nebr. 


We refer to Don Minor, succeeded by Bob Maynard, w! nce ha 


ed r rader to accepT 4 


n with Marion Follin, 





nanutactTure representative Mr. Maynard w pe eedea by 
Arnold May, who will leave Thatcher ; T ka, Kans., to | 
accept ft! new ynment at Orct & W pany 
Mr. May has been connected f ; T rs as a 
Jepartment manager and will g tion we 
juipped ft pervise the merchandising t f office 
niture which Orchard & Wilhelm ha atured any year 
e are the same two lines which That 2at d ir ont | 
vn : 
Mr. May will be succeeded as | That by Henry 
Kidney, a long-time member of the Tt rganiza as well 
an employee of its predecessor company, t i FP dy Schoo 
Furniture ® npany which wa primar r pply anda | 
tor | 
* > * * | 
Another change of interest to mar fu the appointment 
, November |, of Barrett K. Mitchell as manager 
Clayton Office Supply Company burban St. | at Clayton 
M Ba mer manufacturer resentative in the Midwest 
ales promot Orna Metal Product 
HA : 
“— * > > * 
Ben F. Bush, representative , nal Chair & Furniture 
company, St. Louis, has retired r ind accept a 
apart from the f d. 
> * > 
Any who failed to hear Kirk Gross of Wa a, addr 
WOFI gathering in Chicago durir NSOEA ention 
ed a really fine, interesting and ie an put it 
| j 
* * > 


extreme regret that we 
1 r 
Kans., in early November, ot the 


ager H Stationery Company 
alized r ral weeks following 
k's a ate tate he has beer 


Wade Reed and his son, Quentin, 
peka, Kar recently-established 
st 304 Kansas Ave., Topeka, rer 


Dur congratulations to S. G. Adan 
Frank Osterloh, advertising manager, 
the NSOEA award for the best advert 
Jealers of the association and ann 

n. The award was accepted at the anr 
R. Powell Adams, vice-president 


Now Tor tne new ffice furniture 


Mo., field, as mentioned in a recent 


Byrnes-Tucker Office Furniture C 


Iden tine f Jack Crow, 


ea at the national conven 


ned on a visit to Topeka 











1opeka wr was nospti- 
eart attack. Reports from f 
4 ' 
yressinag very nicely. : 
' 
* * * > > : 
Midwe Suppliers 
ippiy and qQuipment | 
fine b tart i 
* * * * 
Compa St. Louis, and 
the occa tT winning 


ib mitted by 


banquet by 
* > * * > 


ntering the Kansa City 
e, whict that of the 
tab neq fT Take over 
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Wonderful things happen 
to your office 


when you buy 


»5 STEELCASE 


lin 


From the current 
Steelcase series in 
vel i) BUSINESS WEEK 
U.S. NEWS & 
WORLD REPORT 


DUN'S REVIEW 








AND MODERN INDUSTRY 


See the extra working room you get, using the same amount of 
floor space. Enjoy the inspiring beauty of furniture Sunshine 
Styled in nature’s most pleasing colors. Reap the dollars and 
“sense” benefits of a happier, more enthusiastic, more alert office 
force. Forget future office furniture costs, for with Steelcase, your 
first cost is your only cost. Sunshine Styled for beauty . . . space 
engineered for efficiency . . . Steelcase has been first choice of the 
very fine companies of America for over forty years. 


row, 


FREE... “Sunshine Styling” ... the most unusual, most 
dramatic office furniture brochure ever created. Please re- P S These “Sunshine Styling” 
quest it on your letterhead, addressed to Department A, or . 


Booklets are Impressive Sales 
ask your local authorized Steelcase dealer. 


Tools. Make sure you have 
Plenty on Hand! 





STEELCASE INC 


GRAND RAPIDS, MICHIGAN 
WHENEVER YOU+WANT TO MAKE A GOOD OFFICE...A oe Re BETTER 


oe Rs eee Baiainiaee» 
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PO. | 


MAKES THE DIFFERENCE! 


TEMPO TODAY OFFERS YOU THE MOST COMPLETE LINE 
OF STENCIL DUPLICATING EQUIPMENT AND SUPPLIES a 





T i . 4s 
empo Imperial } 
King of High-Speed, 
Heavy-Production Duplicators 
$895.00 








geha dual-cylinder 


@ FOUR GREAT MODELS 
@ ELECTRIC AND HAND 
@ PRICES START AT $199. 








Wir 


Con 
plet. 
at t 


A DUPLICATOR—A STENCIL AND AN INK FOR EVERY in I 
CHURCH, SCHOOL, ORGANIZATION AND BUSINESS OFFICE A 
cula 
, well 
WRITE TODAY FOR FULL INFORMATION | ee 
ac 
| how 
MILO HARDING COMPANY Ft 
| hou 
‘ office 
Main Office evac 
SAN FRANCISCO 5 LOS ANGELES 15 PITTSBURGH 22 ) Tl 
141 New Montgomery St. 432 W. Pico Boulevard 317 Third Avenue 

) +; 

h dic 





h Mr. 
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Office Fi 
rated formerly by 


rniture Company, 912 Main St., 
Claude Myers, Jr. 

eina oraanized by W. E. Tucker, former 
sles manage fice furniture manager, Schooley Printing & 
Stationery f Kansas City, together with Mr. Byrnes, a 


s continuing as an 
in an advisory 


& bec pen -ting oniv 
as Dec = 3 0 y 


, rganizing the new firm. Whether 

hanged as the business progresses remair 

has been awarded the franchise for the 

Art Metal .Company line, together wit! 
v 

al > > > . 

Led fos aostinntions Top Rete 


and received a couple of replies 
, and, possibly start a discussion amc 


equally qualified, | +t the two name 
5en to be the head f their respective 
f but st esmen. They are, in order received 
Paul R. McCollem P. R. McCollem, Inc., Kansas City 
M > ve f 1 successful salesman: George E. Seidel, 
Inc Minnear and formerly a 
Minneap Send me your own 

Ce ar na c + 








. The new 10-key adding machine 
is revealed by Clary Multiplier Corp. to southern 


Unveiling . . 


California dealers. Richard Barrett, Clary execu- 
tive, points out features to George Ennis, business 
machines manager for Barnum & Flagg, Riverside. 





Windstorm Rips Display at Fair 

Jack Albright, operator of Albright’s Business Machines 
Company, Las Vegas, Nev., will long remember the com 
plete operating display of office machines which he staged 
at the Junior Chamber of Commerce and Elk’s Fair, held 


in Las Vegas on the week of October 20. 

Albright displayed a complete line of office furniture, cal- 
culating machines, typewriters, addressing equipment, as 
well as his full inventory of A. B. Dick machines. 


Attendance was excellent, according to the Nevada office 


machines dealer, for the first three days. On the next day, 
however, during the height of the fair, Las Vegas was 
hit by a freak wind, measured at more than 55 miles per 
hour, which collapsed one end of the tent in which the 
office machines display was set up, requiring immediate 


evacuation of all spectators and exhibitors. 


The gale, although it was strong enough to tear up 
stout posts and to rip the heavy fabric of the display tent, 
did not damage the machines on display, according to 


Mr. Albright—RAL 
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SCOTTIE LETTER OPENER 
opens 200 to 300 letters per minute. The Scottie is 
designed for small and medium sized businesses 
opening 200 to 2,000 letters per day. Opening let- 
ters 30 times faster than by hand gets the whole 


The Automatic 


office into high gear fast. It takes a clean slice 
off all sizes of envelopes without clipping corners 
or damaging mail. Light and portable, the Scottie 
can be moved from desk to desk or easily stored. 


The market for Scottie Letter Openers is huge. It 
is needed by banks, stores, wholesale houses, in- 
surance offices, mail order businesses, factories and 
dozens of other medium sized firms. Scotties offer 
a 12 times greater market than for larger, more 
expensive machines. If you are experienced in 
specialty equipment sales, look into the Scottie 
for steady, future profits. 


Mfd. by ARNOLD MACKENZIE, Inc. 


3133 Overlook Drive 
Minneapolis 20, Minn. 


—_ $105 F.0.B. FACTORY 


tax. Stacker optional at 
o_—, subject to 








plus. excise 


See edie oll 












ARNOLD MACKENZIE, INC. 


3133 OVERLOOK DRIVE, MINNEAPOLIS, 20, MINN. 


Il om e getoneed in sales of specialty offi ~~. 
Send full idemadion on Scottie wy, ae Gon 

RE ee ea ON 
eS ee ee 


SI TRIE > wechinnernnsinceinistientilineealianiitnisintithianics ee aii eae 
a 





























The Model 
1500 





¥. ES in your 








2 business, you encounter the business 
a and industrial executive who wants, 
y in a chair, all that fatigue-fighting, 
* modern seating engineers can give 
. him ... PLUS every possible luxury 
q feature. The new Rest-All 1500 is 
a just such a chair. It offers every 
J advantage of full five-point adjust- 
. ability for individual posture fitting. 
S The soft, cushiony comfort of its 
Ee oversize, thickset back, seat and arm- 
4 rests cannot be surpassed by any 
‘ ruse known to seating science. It is 
2 designed and built to be the finest 
a ...and it looks it! The Model 1500 ‘ 
i is another example of how Rest-All 
. Dealers are enviably equipped to fill 
: every chair need of office or 
institution. 

x 

a 

a4 

My 











408 N. MERIDIAN, YOUNGSTOWN, OHIO 


SS, od Mg ANDO DETAILS 
PLETE REST-ALL CHAIR LINE 














47H District Notes 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C, 





Jim Seybt, | WwW. A. Seybt & Cc mpar Greer é Fos had - 
art attack the last of October which laid him up in the hospital 
ieee wee m is home now but it is expected he will be on 
retired t for at least the balance of the year. Of course 
threw a monkey wrench int the r schinery but kily Wyatt 
vas finishing up his year in the vicinity and was able to “‘fill in’ 
sh 46. take the load off ‘hic dad 
*“* * & & 


Come Coffee, for more than |8 years with Lenoir Stationery 

noir, N.C taking off on a "strike it rich’ tour of ‘his own 

a manufacturers’ ager ver almost 

f the Southeast, except Florida and has already sent his ap- 

plication for the Southern Travelers Club and Field Member of 

NSOEA, That's the right start C and best wishes for a very 
{ ! 


me Jar ry 6s 


In nnection with the above change E. Ww. Johnson, former out 
Je man for Lenoir Stationery, w p into the manager and 


* * * * * 


» Coke Cecil, Cecil's Office Supply, High Point, N.C., and 


Pe : "Cec Jecided to ‘take a trip'’ they didn't spare the hosses 


ey just returned from one covering the entire p around the 
Mediterranean Sea, visiting all the famous historical points etc. 
They tell me this was no “magic trip’ for Coke but I'll bet his 
ext show w nclude some "now tt ne come traight from 
Bia okie 


Jess and Paige Brightwell on September 19 came up with what 

e cal the ‘caboose’ of the family train. They fina ly made 

he grade and got the girl they wanted Barbara Paige, after two 
boy ne || and the other just six 

a ae 

John ten rings (little John) is expecting again in February. John 

3s a boy four and a girl one year 1 now so it won't matter one 

wa r the Ther ge ich way the ¢ T r a bigger 

* * * > > 

formerly with Augusta Office Supply, and more 

Jimmy Head in Birmingham, almost t his head 

‘em) recently when he got tangled up with the freight 

evator. Seems it took 42 stitches to get Carl's head and face 


back together agai in. 


Carl Johnson, 


ant +} 


y Ww 


r +} + 


* > * * . 


Next time you go into Record Printing Company, Rock Hill, S.C. 
* ; 0 tt? ' 

you will notice a decided “woman's touch" to the place. Ann 

Hutchinson is now doing most of the buying and managing and 

say the initial results are most pleasing. 


> * * * + 


The new owners of Quality Press & Office Supply Company, 
Hendersonville, N.C., are Mr. & Mrs. Sinclair, ter and brother- 





Hesterly, former owns wr wa accidentally killed 

hile squirre! hunting. 
> > * * : 
Have alrea reported two new firms in Atlanta, Herald Pub- 
hing Company, out in Buckhead, and Moore-McCormick, out on 
Peachtre However, one very important “detail was left out 
f both reports. Of course it would take a “wolf" to bring this 
point to my attention (name withheld for Bie ious reasons) but it 


= nr 4 , = 
17 minine p 


that both spots went “all 


Ichritude when 
came to picking managers and buyers. This wolf do say that 
Jean Baxter, at Moore-McCormick and ‘Miss Mary Meier (or Meir) 
at Herald, are two of the ‘'sharpest kin" chicks to be found 


anywhere. Now take it easy boys—the line 


orms on the right. 
> > > * > 


Berman-Lipton Com 
Harry, yo 


tale one but Harry Berman, 
ow the proud papa of a girl youngun. 


rn vy antnm i 
pany, Atlanta, is 


will remember is ye boy who goes around leaving the keys in 
ds convertibles and then wonders the next morning where 


n Sam H t went. Ever find that thing Harry 


Bob Bishop (SPR) is building himself a beautiful new home out 
e short distance from Ted (WJ) Myers. Guess 


oys of Bob's had to have a bigger place to romp, eh 
watch out tho Bob, in a few years those two boys 





3 Daisy May'd” by Ted's two daughters. Whooee—now 

that would really make a W-J combine. 
> * — * ’ 
This one ain't "official" but word comes that Tom Kelly, Blais- 
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Continental 


—the new 
6100 group 


by Stantard 








..-the magic combination 
of design, quality and price 
every prospect has in mind. 


The success of Standard Continental dealers tells the story. After seeing 
Continental’s exciting, years-ahead styling and fine quality features, 

the only question in a prospect’s mind is: “Can | afford it?” He can! Closing 
the sale becomes duck soup because the Continental price tag is 

important dollars less than prices on makes of comparable quality. Not 
inexpensive, mind you—but less expensive because of Standard’s 
manufacturing know-how and volume. 


SEND FOR ILLUSTRATED FOLDER showing all the advantages offered by 
Continental—the completely new executive furniture group . . . furniture of 
airy, ageless, uncluttered design that will be new for years ahead — 
ending the problem of shifting modern styles and outmoded inventories. 


’ 


- J STANDARD FURNITURE COMPANY, Herkimer, New York 
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No. 1900-WGR Bel Air 
™ WALL GARMENT RACK 






= 










No. 300-BC Windsor 
BOOTH COSTUMER 






No. 18-GR Silent Butler 
GARMENT RACK 










No. 75-S Modurn 
SAND URN 


7 No. 56-S Regal 
SAND URN 





No. 333 
Honor Guard 
STANDARDS 


b | Our ~ ytd 955 


specially designed for 











=o 









e OFFICES e HOTELS voy 
e INDUSTRIALS e TAVERNS a No. 25 
e BARBER & BEAUTY SHOPS one 


e RESTAURANTS e SCHOOLS 
e PUBLIC BUILDINGS 
e FUNERAL HOMES 


For big profits, display the entire 1955 line of 
smart, new VALCO accessories. Each piece is the 















































P result of years of research and development, and — 
o. 408 : ? , : No. 265-T 
Stetaemen is made of the highest quality aluminum ... Coemopoliten 
COSTUMER will not rust! The unbeatable VALCO combina- cCocxTAiL SMOKER 
No. 17-C tion of gleaming beauty, modern’ styling and ' 
Menerch s economical upkeep means extra sales for you No. 60-S ~ ‘ 
COSTUMER a to an almost unlimited market. Contemporary * —" a, 
SMOKING STAND -_ “a 
No. 1500 No. 260 ‘wy 
Nobility WRITE FOR PRICE LISTS & COMPLETE DETAILS New Yorker > 


COSTUMER SMOKING STAND 


W/-\[L[6[1] cOMPANY-1311 ANN AVE. ST. LOUIS 4, MO. 
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Je re } with Boorum & Pease ¢ take ver fi 


December 15 


“— i oe 
é t display stunts und anywhere | refer 

Alla k n Burlington, N.C., and Hines McWater 
t - 8 display designed to show picture 


bject less than five inches deep. It 
24 Jeep, 8 teet high and 16 inches long and 


8 foot sections of peg board, each a different 





three more sections, six inches apart 
him a total of 13 sections additional 
extra depth required. Very lever 


ndiv dual offices T 


+ nr 


displaying furniture 
e didnt spend 50 bucks on the whole 
ne with a few 2 x 4's 

pe and cord, fishin’ corks, plow line, a 

srd and some paint. For modernistic pic 
Nothin but drapery material in a frame. A 
m Washinaton n vacation is. | think 

he ‘fancy’ doin's but for one of the most 

most effective and just plain “most'’ dis 


some chicken wire 


h 


ays Hin +. Then too, the additional 50 feet of floor 
the rear of the store helped a lot. 

* * > > * 

Charlotte jetting a beautiful new 


The building 


are doing the 


ting them a ant yet. 
ntly to a bank and they 


* * * * * 


y on the ball and getting it advance 
eaiona n Auaqusta. That little pie € 
hould do much t 
ts’ as certain (ain't that one a dilly?) 
allowed to play the 


yet the ball rolling 


President's course 


we won't but w et yo aolf he una 

* > * > . 

penina t completed and a new one 

k Store, Winst Salem, had its opening 

N nt } 1 a gala attair it was. They have doubled 
J spa ) taken over the store next door, knocked 


mpletely remodeled, new lighting, new 
you wont know you are in the 
nt all glass so the 


that of Williams Printing Company, 


e firm building an entirely new build 
88 xpects t¢ ccupy it by January |. It will 
brick construction 


mpletely air-condi- 
Store 
d overhang. Store 
third with the printing plant taking up 

est ff the firm are: Norman Foust, president, Frank 
Kuhn, Jr. ex jent & treasurer, and Bill Kuhn, secretary. 


yas enclosed units in the ducts. 
yiass with a red-w 


> > * > > 
st, although not exactly tied in with the 
f interest to many. Jack Canon, for 
representative in Augusta, is now in 
n Ocala. Understand 
handle of Ocala Business Machine 
nge St. Sam Wilhite his associate and 
peration broke fast'’ and was out in 

m the start. 


G sales agen 


| rel ; jer the 


* * . * * 

30 people ask me if | know of a good 
de utside sales work. In almost 
y case ft t somebody to take over a territory that is 


new which makes for a tough job to fill 

Now ne t the opposite. McClure-Baldwin Company 
M de opening that has been developed 
f the right man will just drop by 


talk Charlie Baldwin he might land a job that will pay 


* * * * * 


Sydney J. Russell, former owner of Premier Station 


4d Mae Artzt of Central Stationers, Miami 
the. stock of Central Stationers, Inc. The 
K n a sizable amount of new capital # 
3ram. Mac president. 
* > > . aa 


Augusta Office Supply to you, have 


, Jed out it janizat with Bill Poss, sales; Mrs. Evelyn 
Alexander, Mrs. Wanda Brooks and Mrs. Ilse Cockrell inside (Mrs 
~ockre t nly a tew months having been Post Ex 

tuttgart, Germany) and Mrs. Esperanza Berry, 
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A LOW PRICED CHAIR 
FOR A HIGH PRICED 
EXECUTIVE 








Gregson No. 505 
Executive Posture 


Plenty of room for executive growth .. . 
Lots of comfort to dispel brain weary fatigue 
. . » Made to sell at a price to please even a 
Scrooge — that’s the new Gregson executive 
posture chair. 

Available in Top Grain Leather and Gros 
Point or Naugahyde and Gros Point combi- 
nations; in walnut, mahogany, light oak or 
softone oak finish. Seng Syncro-tilt mechanism 
gives firm, gentle posture support. Spring edge 
and foam rubber seat. 

The Gregson 505 executive posture is a lot 
of chair for little money. 


Dealer Inquiries Invited 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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only BARKLEY 
TAB GUIDES 





Ss 
~~ 


Barkley pressboard file folders are designed for the strain 
and stress of the busiest filing department. These folders 
are made of durable high quality 25 point gray press- 
board with a one inch strong cloth gusset ""W" shaped 
at the bottom to permit ready expansion. The Crystal 
Clear BARKLEY TAB GUIDES in *colors—distinguished 
by its smooth contour surfaces and angled for perfect 
reading, provides the utmost efficiency in the file. 
Letter Size—No. F955-8—2'' Wide Tab 5 position 

No. F953-8—3" Wide Tab 3 position 
10" Guide Height—Made in legal size also 


*Amber color furnished unless otherwise specified 
Write for Illustrated Literature 


Established 1921 


BAHBLEY & CU. 






[. L. 


lanufucturers of Filing Supplies 


1220 W. Van Buren Sf}. Chicago 7, II! 
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advertising. Ed Pollock is service manger. Looks like the good ship 


Stuart” is off to smooth sailing Tom. Hope no “big blows” come 
P- . * * * * 
"GOOD CHOMPIN T'NITE" 

By golly | finally found me a “top-flight” place to graze in 


at place had me stumped until my last call when | 
Buck's Restaurant, out on U.S. 70-74, just East of 
atter you go through the 
pecialty is sea food but 


Asheville. Th 
checked on 
Asheville about half way down the h 
tunnel, on the right hand side. Buck's 
you won't tind a better steak anywhere, at least not within several 
ndred miles. The atmosphere is fine, the food cooked like you 

f all Buck ain't trying to get rich off any one 
istomer, Example: Charcoal broiled “choice’’ T-bone or strip 

rloin steak, $3.00, with all the trimmir r special sirloin or filet 
r just $2.00. Seafood runs all the way from all the catfish you can 

eat for $1.25 to a shore dinner for $2.50. You can't beat, or even 
ose t scratch all the rest in 


want + but best 


me close to equalling it, boys, 


Asheville and centrate on Buck me pun huh?) 
* * * * * 
Mucho thanks to Joe Maura, Bob Bishop and Ted Myers for 


their fine help this month. Phooee to Johnny Floyd, Inky (Now 
Stinky) Lydiard, Groceries’ Tompkins, Jack Miller and Fred Pittman. 





StH District Nores 


ROBERT W. LAMSON, CORRESPONDENT 
89 N. 26TH ST., NEWARK, OHIO 








Twenty six Travelers attended the November meetir g of the 
Motor City Travelers Club. The luncheon meeting was graced by 
the presence of Marcus Jaquemain of Gregory Mayer and Thom 
and Arthur Macauley of Macauleys’. 

The latter gave a very informative resume of his experiences at 

Northland Center Store in the Northland Center Project, the 
argest shopping center in the world, in the suburban Detroit area 
Jim Barrett MMM acted as chairman for the meeting. 


* . . - * 


A Night in the Motor City" was Dec. 4, the annual Xmas Party. 
Plans included a dinner at the Ponchartrain, followed by attendance 
at ''The Seven Year Itch" and winding up with dancing at the Olde 
Wayne Cluk 


* * ° . . 


Gene Grenon is back on the job at Leonards’ Office Supply after 


5 ng tussle with pneumonia. Rumor has it that Bob Eldridge 
was a guest in the Grenon home Thanksgiving. Bob, with Y and E 
n the midwest, has made his new address 2560 Newport, Omaha 
Nebr. 

* * > * * 


? Owen St 


tore at 


Jim C. Price and Sons have opened a new 
n Detroit. Best Wishes. 
John Miller and Herb Legoe have established 
Capitol Office Supply, on Grand River in Lansing, Mich. 
Ivan Rood, who formerly bought from many of us at Bixby’'s 
Grand Rapids, and in recent years traveled for the same con- 
bought out Lansing's in Greenville, Michigan. He has 


|. M. Rood & Co. Our best wishes for success. 


@ new store 


cerm, has bou 
sane dan Gee 
* * * * + 
Walter Trites, popular transplanted Yankee from Boston, has as- 
med the managerial duties with Dieh! Office Equipment Company 
Columbus, Ohio. Walter recently was the same capacity with 
Globe Office Equipment Company in Cincinnat 
Our deepest sympathy to Clem Martin of Ge 
Louisville, who lost his 80 year old father and 58 year 
within a two day period. 


Fetter Sons, 
old brother 


* - * * . 


Gordon Kickels, who always took home his share door prizes 
from Fifth District parties, has been transplanted to outside our 
boundaries his new connection with Smead Mfg. Company. A 
more popular Traveler never cavorted in our midst, and we're gonna 
miss him. Good Luck, Gordie! 

Luke Campbell now is associated with R. E. Kindel Company of 
ncinnafi. 


2) 


In Cincinnati, too, Will Winnes, former owner of the Will Winnes 
Company now is in retirement and pursuing a life long hobby of 
paleontology (which they tell me is all about rock formations and 
fossils). He is anxious to keep in touch with his many Traveler 
friends and will be happy to hear from any or all when you get 
nto his town. 

- * * * * 


District Travelers has planned 


The Cleveland Chapter of the Fifth 
ong range program of milk and grocery deliveries for 5 to 10 
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H. M. Storms is ONE stop for everything. 
At Storms you'll find hundreds of items 
in stock... to take care of your imme- 




















diate needs...or made up to your spe- 
Carbon st gine 


Rolls 


cial requirements at short notice. 





Do as other satisfied dealers have 














done for almost 50 years... depend 






upon Storms for the finest Carbon Paper, 






Adding Carbon Rolls and Inked Ribbons. 


Machine Special 
ib one Ribbons 










Typewriter Special 
Ribbons Mah] iauuiceee Carbons 
Carbons 








STORMS 
SERVICE BUREAU 


The Storms Service Bureau is 
ready to help you with special 
applications of carbon paper, 
inked ribbons and carbon rolls. 
You are invited to consult with 
Storms any time you get such re- 
quests from your customers. No 
obligation, of course. 





Ready for you ee pies 
NOW — the new | H. M. STORMS COMPANY | 
oo Storms Cat- j Storms Building, Brooklyn 38, N. Y. i 
rpc po | Gentlemen: We are interested in the Storms Private Brand Program. | 
|| to hundreds of | (1) Please send us complete information and samples. | 
\ items. Write for 4) We would like a copy of your new 1955 Catalog. | 
\\ your copy TODAY! 
Bo NGM. 0. cece cece cece ener scenes esesseesssseessess i 
§ Company Mame... 0. eve ccc cnnaetebscnacs vance wsbnan iene i 
D ., is 6:55 0.0 censennaneeeen en — Te”. l 
% «| DPE Zone... . State.......... 


STORMS COM PANY 


STORMS BUILDING, BROOKLYN 38, N. Y. 
























When you stock calendars 
“you don’t want a stack of 
_ paper— you want profit. 
SO, READ THIS — 











Is pretty tough for.a dealer to bank 
a buck these days. Often he gets 
caught in a painful profit squeeze. To 
avoid this, he buys cautiously . . . he 
tries to pick the product with the 
quickest turnover . . . he cuts down 
the number of brands and concentrates 
on the profit-makers. 


All this isn’t easy. And we believe that 
it is our job to help him find the answers 
and put a buck in the bank. 


WHAT DO 
EVER READY DESK CALENDARS 
OFFER YOU, THE DEALER? I 


FIRST—you do business with a company 
that has earned stature in the industry. 
Its policies, its way-of-doing-business 
are well known and recognized as the 
best in the field from the dealer’s 
point-of-view. In service, quality of 
product and pricing structure, the 
dealer is its first concern. 


SECOND—EVER READY desk calen- 
dars move fast and “stay put.” It is a 
complete line — from loose-leaf, 
double-page utility types to executive 
Deluxe and gift styles. You can make 
“The right calendar for the job” your 
own service keynote. 


ented key-hole slots, the strong molded 
plastic and the heavy gauge steel bases. 


FOURTH—practical, hard selling dealer 
helps. The 1956 line of Ever Ready 


HOW TO DISPLAY EVER READY CALENDARS 
FOR BETTER PROFIT 


THIRD—a quality that can’t be topped. 
Many calendars may look alike but 





IN THE BANK 













er 


TELLER 
















calendars will bring along new, color- 
ful window-streamers, shelf-talkers, 
counter-displays, envelope stuffers, 30- 
second radio and TV commercials, and 
newspaper mats. Plus a guide on— 











there’s still a difference . . . in the finish, 
the styling, the quality of paper, the desk- 
protecting rubber bumpers, and pat- 


EVER READY CALENDAR 
MANUFACTURING CO. 


160 MAPLE STREET . 


—— ae 
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JERSEY CITY 3, N. J. 
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needy tamili that area instead of their usual Xmas party. The 

Cleveland | J be congratulated on this commendable 

F > > > * . 

Floyd Zinthon vering from a knee operation and is back 
n the Ame an Pencil Company 

Clifford R. Miller Globe Wernicke back at home in Cin 

nati and d what the doctor told him after a short stay in 

: > > > > > 

Herman L. "Doc" Davis is now covering Indiana, Ohio, Kentucky 

J Indiar ; ke Chairs and gets home for the holidays 

Announced ently in Toledo papers was the appointment of 


Hobart Brown . and general manager of Lewis Busines: 


niture Compa t that city. ‘Hobe’ was with Toledo Steel 

Products Company for 24 years. He is a past president of Toledo 

NOMA chapt 1 Toledo chapter of Controllers Institute of 
America 

> * * * * 

» John Longs, he of Geo. Long and Son, are parents of a new 


and Heron Frey. has joined his dad in the manufacturers 

sentative | and Mrs. Frey are the parents of a new 
daughter 

Don and Mae Swan, wh 

manager of de sles with Y and E, are the parents of a son. 

» Bob Robertsons f Globe Office Equipment of Cincinnati have 

é are four daughters to take care of him 


now reside in Rochester where Don is 


* > * * * 


Lamsons of Y and E are moving to Gran- 


Robert ‘Fe 


i casveiaiadl snd will look for your news notes at that 





StH District Notes 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL. 





t Lal Travelers Club planned to skip December meet 
vhich w i ally fall on the !7th, 24th and 3!Ist but came 
th two big ns instead. One was the Christmas party held 

b at Venetian Room of the Morrison Hotel and 


ther was + tion of officers planned for Thursday, Decem- 

30. The ; Jate of the |I7th would have followed the 

tmas party and the 24th and 3lst dates are on the eve of 
‘ ny 

tmas and N Years Day 


> * * * * 


Birthday Ball . . . Clarence Clemen of G. J. Aigner Company 


y plar t >LTC birthday ball which he chairmans with 
he assistance of Homer Smith, Ditto, Inc. 
T Jate 3 sy night February 26 and the place the Cot 
Room of 1 Morrison Hotel. Because last year's party was 


— . P be a repeat site in the Cotillion Room and 
4 n choice hestra, Bob Sleeper's Band. 

na 1s received permission from President Walter 

ry member to a committee to bring at least 

elebrate two decades of GLTC's existence 


> > * 7 


Lennartson t 


ony Tom ndfather Tom (Rockwell-Barnes) Gillice 
eports t t Beverly Jean Monte was born on Friday, November 5. 
r ther gra Bruce Moore, is now |5 months old. 


* > * * * 

New Members Voted into membership of GLTC are William 

N. Miller, M ta Mining & Manufacturing Company, and 
Alex Lopatko, & & Smith Company. 

> > * * * 

In Florida Ben Brohm, retired Eaagle pencil salesman, 


4 ned the y of retired members of this ndustry in Florida, 
ated at Fort He invited GLTC visitors. Hankering to 
ving also is Matt Dillon, retiring from 


part pate r ‘ ‘ ja 


mead Ma mpany. Matt was advised that living in 
Mex " j taxing because of the altitude. 
> » > > * 
Hospitelized members have been advised of the recent 
pitalizat popular Illinois dealers—Byron Johnson of 
Kankakee and enced Westring of Rockford. Their quick recovery 
emadl fn 


* * . * . 


Teles Control rrespondent has been maligned by 


smber tor apparent regularity of winning the weekly 
drawings. All w sve to say in defense that it takes clean 
ving and t pecially im drawing your own number out of 





HANO DEALERS 
MAKE PROFITS 


—_ 
—— ae 
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—_— 
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Reorders are assured 









- sets From simple hand- 
array complicated machine 


bookkeeping forms. 







NTERLEAVED SETS 
coumesone poor agin” 3 continuous 


Gorm spee speed for any typewriter OF 












FORMS Lithographed for 
conmiciency and appearance 
any P machine billing. 


—e_—— 







——— 
—— <—— 
— 


ublished Dealers wanted in South, 
Southwest and Midwest 






HOLYOKE, MASS. 
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TPs NEW? 


There Is Nothing Else Like It! 
CONSOLIDATED’S NEW LINE 


Of Reproduction-“‘Back-U p” 


CARBON PAPER 


AND 


INKED RIBBONS 


FOR PHOTO-COPY 
EQUIPMENT! 


Made By A New Secret Process! 


Already Tested And Approved! 


Leading Manufacturers of white print 
processing equipment have thoroughly 
tested Consolidated’s new line and give 
it their unqualified approval. (Names 
supplied on request.) 


Prints Are Always Clear And Distinct 


Consolidated’s new carbons and ribbons 
make the impressions on the Original 
Copy truly opaque and thus give clearer, 
cleaner, sharper and more uniform copies. 


Masters Filed Without Carbon Smudging 


The Original copies made with Consoli- 
dated’s new Carbon Paper may be safely 
filed with other material without danger 
of messy carbon offset. 


is A Potent Door Opener And 

Big Profit Maker! 
It takes only minutes for you to show your prospects 
how these better “Back-up” Carbons and Opaque 
Ribbons will produce clearer, cleaner, sharper and 
more uniform copies with their present equipment. 
As a door opener, to the largest accounts, and as a 
new business getter, this new line has no equal. 


Start This NEW PROFIT-MAKER 
WORKING FOR YOU! 


WRITE TODAY 


For Samples, Details, Literature, Prices! 


CONSOLIDATED RIBBON 
& CARBON CO. 


Manufacturers of a complete line of Carbon Paper, Carbonized 
Rolls, and Inked Ribbons for all Office and Office Machine re- 


quirements. Established 1893. 
2902 W. Medill Ave. Chicago 47, Ill. 
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e hat. B at opinion voiced by Ray J. Eichenlaub that we are 
the only “paid officer’ of GLTC hurt e way t r pocketbook. 
Ray now 4d you? 


in 1937 Bill Saunders, founder of W. J 
custom 


Welcome Custom... Back 
Saunders & Company, Chicago, inaugurated the delightf 


f serving a turkey dinner in his tore n the Wedne gay voetore 
Thanksgiving Day. At that time the staff con nly eight 
people and the number of manufacturer slesmen invited to the 
Tial event wa nly 10. On Wedne Jay, Novembe 24, 1954 The 
8th edit Saunders’ Turkey Day’ the attendance was close 
80. In the interim the Saunder .) 1 oF 2 


At the Saunders Annual Turkey Party ... 


1. & 2. Some members of the Saunders’ staff—Julia Eaves, John Raven, Don 
Pike and Bill Saunders. 

3. & 4. Tom Gillice, Rockwell-Barnes Co., carving and serving, as he has 
done every year since 1937, when the Saunders’ pre-Thanksgiving 
dinner was inaugurated. 


At every one of the 18 parties Tom Gillice, Rockwell-Barnes Com 
pany, has functioned as turkey carver. Beautifully attired in a long 
hite apron and equipped with a very efficient set of carving knives 
Tom showed the results of long training as he sliced with fine skill 


Juring the 1954 testivities. 
As the quests left Host Saunders was at the d nviting them 
be present at the 1955 affair on the day before T 





7TH District Notes 


ARNOLD E. BERGLUND, CORRESPONDENT 
4415 CHOWDEN AVE., S., MINNEAPOLIS, MINN. 








The Northwest Travelers Club held its final monthly meeting 
954 on November 27. The December meeting will be skipped 
> the h day ’ The next meetina w be i awuraay noon 
ynuary 29, 1955. 

The Christmas party was held December 4 and drew an enthus 
tic turnout. Good time-good fellowship-good guests-good food 


Bob Larson, Gaffaney's, and family did their Christmas shopping 


n Minneapolis. Mrs. Ben Westdal, Interstate Stationery of Willisto 
N. D., visited her son at Shattuck School for Thanksgiving. 

* * . * ’ 

We were distressed to learr death o t the veteran 


of Milwaukee, Ben Turkel of H. Neidecken Company. Ben 
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LETTER 
and 
LEGAL 
SIZES 





An Amfile adaptation of an old timer. Stands upright or lays flat. Has 
dozens of uses on desk or work table. Each file equipped with index. 
Strong suitcase latch keeps out dirt. Pull tab at back. Finished with 
marble paper, orange back. 





Stock Ship. Wt. 
No. Size Index Carton Pack Dozen 
890 Letter A-Z, 16 div. 12 25 Ibs. 
891 Letter 1-31, 31 div. 12 28 Ibs. 
895 Letter Months, 12 div. 12 25 Ibs. 
892 Cap A-Z, 16 div. 6 32 Ibs. 
893 Letter-Jumbo (Double thick A-Z, 24 div. 6 40 Ibs. 
896 Letter-Jumbo (Double thick Months, 12 div. 6 40 Ibs. 
894 Cap-Jumbo (Double thick A-Z, 24 div 4 45 Ibs. 

DEALER On orders for gross or more of a number, dealer's name and 


address can be imprinted without charge on the orange front 


IMPRI NTS and the index fly leaf of each file. 














STEEL BOX FILE 


No. 899. Well made to afford real protection for important papers. Modern grey LEATHERETTE FILE 
hammerloid finish. Made with rounded back, two full piano type hinges, label holder 
and pull, metal pin index holder and attractive catch. Comes with 17 leaf A-Z manila 
index. Packed in individual cartons. 12 in master carton—weight 45 pounds. 


No. 95 — Letter size. For home, 
executive and professional uses. 
Covered with attracitve leather- 
ette material, decorated in silver. 
A-Z index, 16 division. Choice of 
red, green or tan. 


Write for Catalog of complete Amfile line 


AMBERG FILE & INDEX CO. 


Filing Specialists since 1868 


Packed 12 of a color to carton. 
Shipping weight 25 pounds per 
1608 DUANE BLVD., KANKAKEE, iLL. carton. 
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Pn 2 AETNA STEEL PRODUCTS CORPORATIO 
/ 
/ AT™ / ARNOT-JAMESTOWN DIVISION 
/ Jamestown, New York 


j ed F a new WAY OF life in ty, ote wit 
a / 
4 j THO OFFICE-ettest 
\ — a 
pLineseed cade: Gottost Potent 
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~._ they’ buy 
the 


~ 





Sell them 
the razor; 


jlades LU 





The Gillette formula turned out to be one of the greatest 
parlays in merchandising history. The ARNOT-JAMESTOWN 
formula, believe it or not, contains a similar element; sell them 
something modular and they'll need more modular parts 

to combine with the ones they have. Once they’ve created an 
office-within-an-office with Arnot PARTITION-ettes*, 

they're in the market for more PARTITION-ettes plus the Arnot 
modular desk-and-table units that go with them. 


For further information about how you con build sales 


the Arnot modular way, write: 
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a , 4 sars and w be 
The vice-cha f the field division, Art Pfister of Smead 

pr tat ’ baby girl. Congratulations. 
Jay Parrot, Wat Dffice Supply, Waterloo, lowa, is visiting 


and Company, and dropped in on the 
was asked to say a word. He said tw 
always are glad to see our dealer brother 
t married off his daughter and is looking 
e might be a grandafther. 


Vic Lydon, R. B. Vallea 


4 + +h, ; that b 


* > > > * 
Bailey Typewrit npany, Ottumwa, lowa, are remodeling and 
enlarging. Be them 
Berk Ertl f bet from Beb Brown of Koch Br De 
Moine wa. - sagging about it. 
Mel Sowel, cst c K Thanksgiving ed in S ix City lowa, wit 
+ ” N 


+ 


he ta y Joubt » ate both leas 
Merrill Hasty i Clint Cooper had big steaks at the big home 
f Ray Baldwin 


Bill Carroll, E. Faber, Sim Roche, Stationers Loose Leaf, and Jack 


Roche, V at the Normandy Club in Sioux City. Of 
y 
> > * * > 
W nave t that the tollowinag Jot anyvthina Tt eat c 
a thers, went hunting in the Dakotas: Stan 


Wilbur Perske, Ridleys, Jack Guntrom, Eaton 
Jim Roche, Stationers Loose Leaf, Warren 


Taylor atta 
Jack Weiland, M 


Carlson, W Mel Sowel, Esterbrook and Ed Erickson, 
Tt report to be all about eating. Thanksgiving just over 
> > * > > 

Harry Bergquist, Boorum-Pease, and the Ink boys, Ed Stivers 
anforc f Carter, just finished their trip through 


A 


rd and Al Kollatz 


N Tr 5K 


y escaped a heavy storm. 


haplain, Jack Berry, happy again. His wife, Sis, was in 
pital f peration November 4, but is now at home and 
: ail nappy. 
> > * * * 
s st ee Fifties and one Twenty-five. It is a story 
Sterley Jerue, | Jent of McClain and Hedman Company 
Pa Minr 
rley wa yovernor of NSOEA which had its 50th 
3 ary fitting that he was elected to life men 
at tt stion. His firm, where he started in a modest 
way, a had it th year. Sterley also celebrated his 50 year 
tstanding e to this great industry. 
927 he argely responsible for the formation of the 
Northwest Trave t Jim Lacey was the first president. 
erley f who have been awarded a certificate 
meant and the 7th District. Also, his son, Bob, becams« 
. enor Ss after Sterley had held that position. T 
Mr Sterl » “Salute”. 


Merry Christmas to all. 





Reach Handwriting Foundation Inc., Goal 

Pledging of the sponsoring fund for Handwriting Foun- 
dation, Inc., has now been completed, announces the 
Fountain Pen Mechanical Pencil Manufacturers’ Associa 
tion, Inc. 

A program Ol education was adopted at the annual 
17 and Frank L. King, executive vice 
president, was instructed by the executive committee to 
raise $30,000 from the members of the association and 
related industries for a program to encourage and promote 
handwriting in the school, commercial and social systems 
of the nation. 

Ruder & Finn 


meeting last June 


\ssociates, a New York public relations 
hrm, has been secured to handle the program on a profes 
sional basis. 


Bailey Opens Firm in Richmond, Ind. 

Harry S. Bailey recently opened Bailey's Ofhce Equip 
ment Company in Room 404 Colonial Building, Richmond, 
Ind. He has had considerable experience in the stationery 
and office equipment industry, operating a firm of his own 
from 1945 to 1949. He was later employed with Reming 
ton Rand, In 
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On These Nationally Aduertised 
Items Wanted by Your Customers 


Euans NEW 
WALL-RACK 


This ingenious Wall-Rack takes 
papers off crowded desks—and keeps 
them on the wall within handy reach. 
Use in offices to hold books or papers 
frequently referred to. Identification 
labels can be put on bows. Invalu- 
able in Mailing Room for assembling 
incoming, outgoing or inter-office 
mail. Also ideal as display for mer- 
chandise or advertising literature. 


All aluminum. Fastens securely to an 
otherwise unused wall. Light weight, 
yet durable, holds over 40 Ibs. Comes 
complete with double hanging frame 
and drive nails. 


6-Section size . Retails for $11.00 
12-Section size . Retails for $18.50 





GATHERING RACKS 


AND 


Speedy JOGGER 


Guaranteed to produce 
quicker and more accurate 
results than any other col- 
lating aid on the market. 3,500 sheets an hour easily gathered by one 
worker. Racks are all aluminum—with 6, 12 or 18 sections. Each section 
holds 500 sheets at inclined angle. Non-skid in use; collapse for setting 
aside. JOGGER is aluminum, and fits on end of any TU Rack, as shown. 


8 Models of Racks—Retailing at $10.00 to $25.00. JOGGER—$10.00 





DESK FILE 


ADJUSTABLE DIVIDERS rest in cor- 
rugated strip in channel on each 
side, and can be spaced as user 
wishes. Up to 15 Dividers can be 
used. LUCITE LABEL HOLDER on 
each Divider. ALL ALUMINUM, 
acid treated to prevent smutting; 
permanent satin finish. RUBBER 
CORNER CUSHIONS prevent mar- 
ring of desk, and hold file steady. 
IN ADDITION TO PAPERS, file will 
hold Ledgers, Catalogs, Reference 
soeees ox 13" x 91 
: ae x “ o“ 
Retails at 3078 - 


including 8 Dividers 
(Additional Dividers 25 cents each) 


— Contact the Wholesaler Nearest You 


CANADA 
Apsco Products (Canada) Ltd., 3 Yonge Street, Toronto, Canada 
SOUTHWEST & SOUTHERN CALIFORNIA 
Evans Specialty Co., 427 Southwestern Ave., Los Angeles, Cal. 
NORTHWEST & NORTHERN CALIFORNIA 
Modern Office Appliances Co., 44 Minna St., San Francisco, Cal. 


Or Write 


EVANS SPECIALTY CO., INC. 
404 N. Munford St., Richmond 20, Va. 
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BLACK BEAUTIES 





CONVERTIBLE 
To 
FOUNTAIN PEN 
OR BALL PEN 


PERPETUAL CALENDARS 


IN BRONZE OR CHROME 
SINGLE OR DOUBLE FACE 


Write for Literature 


® 
TPLEPN ONES F-73965 S44 SOUTH BROCKFOAD 


TULSA, OXLAN OMA 
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S> StH District Notes 


Eighth District NSOEA regional pre-convention meeting was 
presided over by Governor Ray Baldwin on Saturday, November 13, 
at the Muehlebach Hotel, Kansas, Mo. A fine turnout of 28 8th 
Region members and Midwest Travelers, headed by NSOEA Presi- 
dent Leonard Wilcox, were on hand to greet the governor and 





Dave C. Neuhaus Photos Taken at 
NSOEA District 8 Pre-Planning Meet... . 


1. Leonard B. Wilcox, Roberts Ptg. & Staty. Co., Hutchinson, Kans., president 
of NSOEA; Maybelle Bishop, Fiddler's, Inc., Kansas City, Kans.; Lou Blair, 
Blair Office Supply Co., St. Lovis, Mo., secretary 8th District. 

2. Vaughan T. Williams, Schooley Ptg. & Staty. Co., Kansas City, Mo.; Al S. 
Perry, Jr., Federal Staty. .; Wm. A. Froehle, Boorum & Pease Co., presi- 
dent Midwest Travelers Club; Homer Lay, Duke, Inc., Wichita, Kans., gen- 
eral chairman 1955 regional convention; John P. Low, Minnesota Mining 
& Mfg. Co., second v.p. Midwest Travelers Club. 

3. Roy L. Wood, Esterbrook Pen Co.; Ray A. Baldwin, Gallup Map & ey 
Co., Kansas City, Mo., governor 8th District; Leonard B. Wilcox; John B. 
Brain, Jr., Brain's, Omaha, Nebr., past governor 8th District. 

4. Howard M. Van Voorhis, Sanford Ink Co.; V. O. McGaughy, Federal 
Staty. Co.; Arnold May, Thacher, Inc., Topeka, Kans.; John D. Lathrop, 
F. S. Webster Co.; Milt Martin, Roberts Ptg. & Staty. Co., Hutchinson, Kans. 

5. John H. Chowning, V. O. McGaugh, A. S. Perry, Jr., all from Federal 
Staty. Co. (More photos in next column.) 


participate in the first serious meeting to formulate plans for @ 
bigger and better regional convention, which is to be held May 
4, 5 and 6, at the Broadview Hotel, Wichita, Kans. 

Present at the pre-regional session were: President Leonard Wil 
cox, Governor Ray Baldwin, "Keep your eyes on’ General Chairman, 
Homer Lay, President (M.W.T.) Bill Froehle, Past Governor Vaughan 
Williams, Past Governor John Brain, Milton Martin, Treasurer Ray 
Kline, Howard Blanchard, Court B. Horr, Secretary Clint Cooper, 
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— Announcing the joining of 
ave Mel ave om 


| 
B33 mIPANY | 


= ee 5 ff CU) Ny 1; eau, om 
ae BSF esses, 


_GOODFREND metal products co. | 


yy oe of Steel Office ltems 
Distributors of Office Speciaities 


Management 
Plant Address fos Companies 
Shipment 


TWO CATALOGS 


q You Should Have : 
; Tie (ol') a 


—_— — habe For Both lembisios as : { 
315 N. .Desplaines St. Chicago 6,t es 
———— AN prones Statens 601397 « oe 
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IF YOU WANT TO SELL MORE CHAIRS 







No. 7110 


Note these quality features of the 7100 Series of Boling 
Chairs: flush back construction, steam bent back slats and 
back posts, solid hardwood throughout. Yet you can 
profitably sell them at a price to please your most budget- 
conscious customers! 
No. 7111 
Illustrated are the two armchairs— No. 7110 (revolving) 
and No. 7111. Same style in single chairs — No. 7112 
(revolving) and No. 7113. Be sure you stock them. And 
if you don’t have latest catalog of the complete Boling 


‘ . 1. W. 
line, write for your copy today. chk 
AY bre 

. Ra 


It pays to feature Boling Chairs — now in their 5lst year of ANNIVERSARY Co. 
= . High Point Bending & Choirs Company of Siler City. NC. Erb 

. Ray 
Fili 
Mir 





~ 


om a ; en : 
satisfying business and institutional users everywhere! 


Ane 


5. Jac 
nor 


| a - ; , 6. Hoy 
Office &. : wal cat 
Planning ] meg Fs P - 
wz ° ° it = schedu 
Service . / GEL oat h 
HIGH POINT BENDING & CHAIR ¢ Conn 


SILER CITY, N. C of Arr 


BETTER BUY BOLING 
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John Chowning 





Dave Neuhaus, Vice President Jack Low, Maxwell 
t+ Bill Cromwell, Howard Van Voorhis, Past 


Anderson 
President (N Roy Wood, Chet Smith, Al Perry, Secretary 
Lou Blair, Li Jack Coleman, John Lathrop, Bill Eldridge, 


Glen Evans, Al Lent, Max Keating, V. O. McGaughy, Ted Scharn- 


horst, Jack Roche 
nell, Arnold May 





Ray Edelstein, Loyal Carlon, Jr.. Newman Don- 
1 Maybelle Bishop. The Cornhusker footba 


More Nevhaus Pre-Planning Meeting Photos . . . 


] 


W. F. “Bill Cromwell, Eaton Paper Corp., first v.p., Midwest Travelers 
Club; Chet Smith, A. W. Faber-Castell Pencil Co.; Ehint J. Cooper, Ester- 
brook Pen Co., secretary-treasurer Midwest Travelers Club. 

Ray Edelstein, Joseph Dixon Crucible Co.; Loyal Carlon, Jr., Bates Mfg. 
Co.; Newman Donnell, Wilson Jones Co.; Robert Eldridge, Yawman and 
Erbe Mfg. Co.; John P. “Jack” Low, Minnesota Mining & Mfg. Ce. 

Ray Edelstein, Joseph Dixon Crucible Co.; Maxwell Anderson, Oxford 
Filing Supply Co.; Inc., Loyal Carlon, Jr., Bates Mfg. Co.; John P. Low, 
Minnesota Mining & Mfg. Co.; Al S. Perry, Jr., Federal Staty Co. 

G. Max Keating, mfrs. rep.; Al D. Lent, The Carter's Ink Co.; Maxwell 
Anderson, Oxford Filing Supply Co., Inc. 

Jack W. Coleman, Coleman Office Supply Co., Wichita, Kans., It. gover- 
nor NSOEA, Kansas; Mrs. & Mr. Jack Roche, Victor Safe & Equipment Co. 
Howard Blanchard, Fiddler's, Inc., Kansas City, Mo.; Cort B. Horr, Asso- 
ciated Stationers Supply Co., Chicago;*Ray Kline, Security Staty. Co., 
Kansas City, Mo., treasurer 8th District. 


f Art Reed and Sid Anderson 


T Net SS*« 


Soverr sf inced the appointment of Jack 
Coleman Governor of Kansas, due to the moving 
t Arnold May to Nebraska, and the appointment 
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IN SHOWS ACROSS THE NATION... 


MASO’S New Steel Stands 
Star in Sales Appeal! 





give you MORE to sell because 
customers get MORE FEATURES they want! 


% Modern styling to steal the show from competition. 

% Advanced features that can’t be matched for the money. 

* Husky tubular steel construction helps get value- 
conscious “big installation’”’ customers 


% New “Heel-Toe Control” Power Pedal raises stand to 
casters for quick moving; lowers to rubber feet—all with 
one easy foot operation. 

% Extra large tops and leaves give a bonus of working area. 

% Chip-proof, hard baked enamel finish in 5 color 
pn Desert Sage, Mist Green, Gray, Aocnay boon 

% All stands are available with or without clips—or cups 
and channels—in standard height or stand-up models. 


MASO Also Offers 3 Complete Matching Chair Suites 


Write DEPT. 14 
Now for 


NEW 1955 CATALOG 


STEEL PRODUCTS, INC. 


53 W. Jackson Bivd., Chicago 4, Illinois 
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Dan Scott of Scott-Rice Co., Tulsa, Okla., as chairman of the 


peaker's program for the same reason, 


yd 46 4 , 4 * * * * & 
Mr. & Mrs. Joe Landes of Schooley's, Kansas City, Mo., spent 

Thanksgiving Day and weekend as guests of the correspondent and 

n DROD Mrs. Izzy. On Friday night, November 26, they were joined by 


Mr. & Mrs. Al Bartens, retired Shallcross Printing & Stationery Co., 
St. Louis, vice-president, for the celebration of the Bartens’ 47th 
wedding anniversary November 26, and the Landes’ 47th wedding 
anniversary November 27. 








“MEMO FROM THE GOVERNOR'S DESK" 


Fill a need wit! ntributions, memorial 
and other gifts to the 8th District Founda- 
tion. Checks can be sent to any member of 
the board of control, to John Brain Jr., 

- Pins 
general chairman, or to Ray A. Baldwin, 
executive secretary 





Ray Baldwin ' 


- The Kansas City Stationers Association held a Christmas party 
- | ecember 10 at the Advertising Club in Kansas City, and the St. 
‘Gags Aes ’ | Louis Stationers Association of Greater St. Louis held a Christmas 

= Z ° : elele | party December |! at the Gatesworth Hotel, St. Louis. More about ‘ 
Ze the parties in next issue. 

° O elge . £8 2s L 

Our deepest sympathy to Mr. Manley, Manley Office Supply { 
Company, Oklahoma City, Okla., in the recent loss of his wife. 


* . * * * 


A great loss has been felt in the recent death of Juanita Johnson, 
aleswoman for The House of Wren, Oklahoma City, Oklahoma. C 
Miss Johnson died in a plane accident while flying in a chartered 
plane to attend the O.U.—Colorado football game. The plane 
crashed in the mountains of Colorado during a snowstorm I 


} * * * * ° 


Tom "Speed" Seward, Parrot Speed Fastener Corporation, Paul I 
Baird, Baird Stationery Company, Kansas City; Bill Cromwell, Eaton 
Paper Co., and Clint Cooper, Esterbrook Pen Company, opened I 
the Missouri deer hunting season. Lots of fun but no deer. Better 
ck next year 
* * * > . 
Reports of officers and committee chairmen were well received, 
and all is reported going well ahead of schedule. Next pre-con- 
vention meeting will be held at the Broadview Hotel, Wichita, Kans., 
March 18 and 19. 
* . * * * 
Word has come to me that | overlooked the presence of L. G. 
“Lee” Day at the NSOEA convention. Sorry, Lee. Day covers 
Missouri, Kansas, lowa and Nebraska as manufecturers’ agent rep- 
resenting Blair, Valco, Orna and Tiffany. 





* oa * * * 


At a recent board of directors’ meeting of Schooley Printing & 
Stationery Co., Kansas City, Mo., Jay Wilcox was elected chairman 

the board. Val Messer was elected president, and Joe Landes 
was re-elected vice-president. Also at the board meeting, the pur- 
hase of the LaRue Printing Company of Kansas City by Schooley 
was approved, and a subsidiary corporation was set up in the 
printing company only as the Schooley-LaRue Printing Company. 


The Schooley Stationery Company will remain as is. 


| * * 7. > > 














Congratulations to Mr. & Mrs. Moe Schwartz, stationery buyer 
at Famous & Barr, St. Louis, on the birth Thanksgiving Day of their 
grandson, James Stanley Schwartz. 

> . > . > 
Open house was held at the Herb & Elsa Held home December 

9, celebrating their 35th wedding anniversary. This was a surprise 
to the Held's as the plans were kept secret by their daughter and 
on-in-law, Mr. & Mrs. Robert Mueller. Many friends called to wish 
them well. Mr. Held is buyer at Blackwell-Wielandy Company, St. 


* - . * * 


Maxwell Anderson of Oxford and Dick Fuller of Smead have 





TAG & been hard to catch up with. Both have been doing a lot of travel- 
| ing. Who gets to the customer foist? 
SALESBOOK CO. Write tedey es oe" 
for Catalog : c a 

Factories at Ennis, Texas @ Chatham, Va. pa epee | John Lathrop, F. S. Webster Company, told me: ...A new baby 
Manufacturers for Dealers Only sna wes boy for the Frank Polks, Oklahoma City, Southwestern, and new 
baby girls for the Didde—Emporia Bob Ruples and the Ed Sisks 

Branch Offices and Warehouses at Hous- ENNIS for oe voit tf : = Me aie: 
»f Southwestern, Wichita, Kans... . Ray Singleton is now covering 
Gen, Gallas, et go aes eae a western Oklahoma territory for Southwestern, Lawton. .. . 
Gee Angetes, Genver, 5. Ratt s Shelton Hathaway of Bill Doyle, Oklahoma City, set a new record 
£ 3 | catching fish around Ardmore. . . . Ted Shelton, Shelton's Office 
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your expert answer fo 
protection problems... 


Your customers rely on you for help in solving 
their record protection problems. They know you 
can best judge their protection needs and answer 
them with products you know will give them the 
degree of protection they require. Victor is an 
expert too in the manufacture of insulated 
products. Victor product performance has been 
proven for almost 70 years by results. 

Your customer depends upon you just as you 
can depend upon Victor to provide insulated 
products which are Certified to meet the highest 
protection standards. 

Recommending Victor Insulated Products for 
record protection is the type of expert advice that 
builds customer good will. 


Revolutionary Victor “600” Line Safes 


Certified by SMNA and Underwriters’ Laboratories. 
The modern small safe with big safe protection. Four 
sizes available for large or small offices. 








ee Te 


vicTo 


Victor Treasure Chests 


Certified by the Safe 
Manufacturers Na- 
tional Association. 
Ideal for small pro- 
tection needs in the 
home or office. 





DEALER 


Victor Fire Drawers 


Certified by SMNA 
and Underwriters’ 
Laboratories. Desk 
Side protection for 


records constantly 
in use. 






Remington Bland 


SALES DIVISION 














315 FOURTH AVENUE - NEW YORK 10, N.Y. 
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DEALERS SAY... 


“The New H-O-N 
Full-Suspension is a 
Mighty Good File!” 

HERE’S WHY: 


Six 18 ga. vertical stiffeners insure 
a rigid inner framework. Triple- 
tied 16 ga. cradle floats smoothly 
on 10 roller bearings. New side- 
action cam type compressor gives 
positive locking and allows greater 
filing area. Four heavy corner torque 
plates in base. Full 28-14” depth. 
52” high. All steel chemically 
treated for rust resistance. Sprayed 
and baked enamel finish. Full 
bottom tray. Plunger lock. Thumb 
latches. All at a very acceptable 
price. Point-of-Sale Display included 
with your order. 


jena - S -S] MUSCATINE, 
lIOWA 


OFFICE EQUIPMENT 


2 and 4 DRAWER 
LEGAL and LETTER 





























MODEL 104 FILES 





H O-N s line of "non-susy 
MODEL 36 SPECIAL UNIFILE siane represen 
DS GEE Eainit thar off MODEL 66 STORAGE 
CABINET 


both filing renare! iS kelaelet: 


unsurpassed elsewher: 
today > market Rugqgedly 


A medium-sized storage ur built these files have x 


’ 


capacity Designed for 
complete with three a full length vertical Z-bar: 


either office or home use 
One double card draws able shelves and fixed cen to give well-spaced supp 
ter shelf. A space savin to drawer loads, and heavy 


; 


and one letter filing drawer 
unit for business and pr gauge torque plates in 


Storage section CTetvileleL: 
for added rigidit 


with locking door fessional offices bases 
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Eddie Davis arge of a comprehens 


Bruce Stockton. Mr. Stockton f 


Betty Buschart 


STAY 


: yee, Okla., has bought the stock 
Jack Cooke has taken a travelling job for Cod 
ve sales meeting 
Eddie Locke has left 
take a job as music 


thwestern, Lawt 


Danen Cu 


oahu Siuatin: 4 
Ted Warken 


ar ne an 


tin, S 
back to work 
> > > J * 


family of Bruce Stockton, Elkin 

Company, Sprinafield, Mo. in the 

rmerily worked ft 
and the Eagle 


Stationery Co., St 


Kans., bef Springfield, M 
> > . * * 
r of Mr. & Mrs. Herbert Buschart, Buschart 
na from iniurie ncurred when a hor 
Betty jetting along fine. 
> > > > * 
Facts About Your Foundation’, an 8th 
+ aders a erpt, which is a 
y 8th F dation." The ak 
WHEN ? 
at 
A 
vv 
net 
% 
ristmas pa 
penir 
4 T win 
WHY? 
jucationa 
ckn 
- 
ae Sch ars Cc 
gitt t t r nda permanent. 


ALIVE IN ‘55 FOR WICHITA" 











Jack Perdue 


Phil Alexander 
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StH District Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 


ave you made your reservation tor the 
h Regional meeting Little Rock, Ark 
April 20-22 at the Marion Hotel? 

t's make the jar 555 in '55,"" come 


Jack Perdue. !f we 


ur Governor 


pian n making the nvention, we w 

» 555 registrat 

Committees are nearly completed and 
Tart ft funct n that this meetina 
r 5 f the best for the 9th Req n 


* * * * * 


am till having a very unsatistactory 
+ 
eration rom the Iravelers in sendina 
pe niy tw reasor tor same—one, y 
tne im peing presented 


new and iarger tor 


Tey n Novembes 29 C naratulat 
* > * * > 


pany at 719 S F re St. San Anton 
rated by Monroe Pleasant. 


sger of J. C. Bair Company, at Austir 
irke PI was tormerly 
Maverick-Clarke at Corpus Christi ha 


cea Pierce Lowery, Jr., 


Capitol Printing Company, of the 


n charge of the 


SELLS LIKE HOTCAKES! 








iil 
1-RITE... 


because 
it’s the 


EASIEST 
10 
USE 
DUPLICATING INK 


ON THE MARKET! 















> 


A duplicator ink that actually No oil creep in pad 


dries as it stacks on mimeo @ No offset, smudge, 
bond (and some rag stock). Per- slip-sheeting 

formance guaranteed, too! Little © Will not harden the 
wonder, Canode Dri-Rite is a pad in any climate 
favorite in offices everywhere! © Will not clog pads, 


harden in cylinders 
or damage stencils 


@ For both open and 
closed drums 


In new 1-lb. cans, ¥2-lb. cans or 
¥4-lb. plastic squeeze-it package. 


Black and 3 colors. 


Write Today for Details on Private Brand Labeling 


INK SPECIALTIES CO., INC. 


Chicago 22 


ittstele 


519 North Halsted Street ®@ 
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A Bonny Bit 0'Profits! 


You PROFIT TWO WAYS 


don Roberts Erasers. 


when you push Wel- 


You give finest quality and uniformity — proved 


by consumer recognition, big demand. 

You sell “good will with the goods”: Earn your 
customers’ appreciation of the time-and-trouble 
savings achieved by Weldon Roberts Erasers which 
Correct Mistakes in Any Language. 


PUSH THESE ITEMS PROMINENTLY 












« 440 GREEN GLOW 


Soft, smooth, 
attractive green 
cil erasures and cleaning work. 
Features the 
with beveled 
drafting, art, 
use. (Large size, No. 441.) 


pliable 


eraser im 


Od 


mO[) yoal®) : 3 


‘Wore 9d “PPM 


color for pen- 


shape 
office, 
school and general 


“stubby’’ 
ends. For 


‘yeh neve an 
~ 





JET ERASER > 


trans- 





Convenient, cylindrical stick eraser in attractive 
parent plastic holder. 
be moved outward. Red rubber for pencil erasing, gray 
rubber for ink. Pocket clip style for general use. Brush 
whisk style for typists. Refills. Tops for typing, account- 
ing, drafting, professional and student use. 


Tip unscrews so eraser stick can 





WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, Newark 7, N. J. 


World’s Foremost Eraser Specialists 
I 
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1OtH District Notes 


EDWARD L. ROBINSON, CORRESPONDENT 
4272 KING ST., DENVER, COLO. 





The annual dinner dance of the Rocky Mountain Trave 
was held November 27 at the Aviation Country Club in Denv 
Attendance was very good including 12 Denver dealers and th 

“ and their “'t 

We were honored by the iene ag of G 

vely wife, Virginia, of Santa Fe, 
Stanfield an d | his charming wife, tcl f Cheyenne, Wyo 

Governor Duker gave a short talk on plans for the coming con- 

1955, at Santa Fe. Lt. 


vention at the La Fonda Hotel May 9-10 
Governor Stanfield told of the membership campaign for NSOEA. 


aiong with 33 ravelers 


ernor Carl Duker and 
and Lt. Governor Don 


* 7 > > > 

Had a very good report from Gus Lipp of Kistler's today about 

daughter who, after 7!/. weeks in the hospital with polio, is 

w home. Gus says she is improving rapidly but will be quite 

me time before she is completely well. Our prayers and best 
hes to her, G 

* * * * al 


Charlie Monneuse of K. & B., Denver, recently moved into a new 

me in Englewood. Now, we are all waiting for an invitation to 
he house warming 

* 7 * > > 

The grapevine tells me that Elmer Kelly of Kelly Company, Salt 

Lake, is busy as a little "Beaver," out calling and working on th 

trade. This is p le because his son, Bob, is taking more a 


re off his Jers in the running of the store 
* * sl * * 
Did you ever hear of the fellow who went deer hunting on 
eback. The horse got scared, threw the rider a tree 
semed to get in the way. Trip to the hospital. Diagnosis, broken 
arbone. No deer . it was scared away. Well, any way, "eo 
Calkins of New Mexico School Supply is home convalescing and 
hopes to be back on the job soon. Moral .. . Go fishing, Gene, 

only get wet then. 

* > * > > 


_ Dick Pechman of Denver Stationery, Denver, was married on 
October 17. The couple took a honeymoon trip down through the 
South and then back to Denver. Dick is hard at work again. Con- 


jratulations to you, Dick, and Mary Anne, and the best in the 
ears to come. 

* * * > > 

The Weber Office Supply Company started from a small begin- 

ning in a garage in Ogden, Utah, in June of 1946. Bob Bauter 

snd Harvey Howarth, two World War || veterans, began with a 


mall capital, a lot of “intestinal fortitude’ and the will to work. 


Their first move was to a store on 24th St. in Ogden where 

heir business still continued to grow. 
November 19, 1954 a red-letter day for the two veterans, saw 
heir dream me true at 2432 Washington St. in a new store 

nd grand opening 

am certain that all who serve you from this region and from 
the industry as a whole say, “Congratulations, Bob and Harvey, 
and continued ess to the Weber Office Company.” 
> > > > 


Supply 


ee »se in attendance at the Friday luncheon on November 27 

: Governor Carl Duker, Santa Fe Book & Station ery, Santa Fe; 

TM Governor Don Stanfield, Wyoming Typewriter & Equipment 
Company, Cheyenne; Ron Campbell, Wyoming Stationery, Casper; 
Glenn Barclay, Kistlers, Denver; Tom Varnum, Eberhard Faber Pen- 
# Lloyd Johnson, B. & P.; President Lloyd Gilbertson 


Company; 
twins, Earl Zuhlke and George Feeley; Jerry 


3""M": The Dennison 
Du Busky, GF; Byron McGarvin, H. H. Tammen Company, and 


Art Pfister, Smead. 


Byron McGarvin says the new roster 
Travelers has been mailed to all those whos 
embers of the club. A good job, Mac, and our thar 


Nu-Craft Products in New Home 

Nu-Craft Products Company announces production lines 
now are in full swing in its new and modernized plant. 
A feature of the new setup is the enlargement of its special 
order department which is equipped to meet the increased 
demand for special items, such as trays, racks, cabinets 
and allied items. The department, Nu-Craft states, can 
handle metal items in steel, stainles steel, aluminum, tubing 
and angle iron. 
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Announcing Eaton’s Quick-Service 
g 


Merchandising Program 


Scientific fixturing plan offers key to more profitable retail operation on fine business and social papers 


The modern way to increase volume, speed up sales, cut selling 
costs and build profit, on Berkshire Typewriter Papers and 
Eaton’s Fine Letter Papers. 


This Quick-Service Program was developed after months of 
planning and study, in cooperation with Henry Berry Asso- 
ciates and four other nationally-known manufacturers. The 
two fixtures on which the plan is based enable you to display 
items which you formerly had to store, get more of your 


wanted Eaton merchandise on a self-selling basis, make more 
sales per salesperson and per square foot of floor space. Thanks 
to mass production economies, these merchandising units are 
available to you at the lowest possible cost. 


Here is the answer to all your major selling problems. For 
details, including description of Master Plan for complete 
store modernization, write: L. G. Morris, Sales Manager. 


a 


Eaton’s Quick-Service Wall Case Used for Berkshire Typewriter Papers 





WS-1—Set up for ream goods only. Shows range of weights, 
finishes and grades of paper you stock; lets customers know you 
are Berkshire Typewriter Paper headquarters. Completely flexible 
—can be used singly, in multiples, or combined with Modular Arc 
Segment unit. Holds up to $650 worth of merchandise at retail. 


AS-2— Used for Berkshire Typewriter Papers. Increases im- 
pulse sales of packets, tablets, executive stationery. Also features 
reams in range of grades and weights, with matching envelopes. 
Can be used singly or in multiples. Module-planned to combine 
with Wall Case. Displays merchandise with retail value up to $375. 








Laton’s Quick-Service ARC Segment 


WS-1—Set up for combination display of packets and tablets 
with matching reams and envelopes. Psychologically combined 
to prompt new customer to try packet, regular customer to switch 
to reams—and to remind all customers about additional needs. 
Displays up to $700 in merchandise at retail. 

ar, 
AS-1—Used for Eaton’s Social Letter Papers. Basic unit 
shown with segment shelves—a splendid way to show off, move 
out, turn over appealing Eaton letter papers and notes—even 
cabinets. Can be used singly, in multiples, or in combination with 
Wall Case. Holds merchandise with retail value up te $250. 


rae. Ginter P 
aT 





KHATON PAPER CORPORATION 


makers of 


Berkshire Typewriter Papers 


x gts .. 


— 


° 
“11s 


ra FT_Ts ars. &s . 


% 
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Eaton’s Fine Letter Papers 


MASSACHUSETTS 











YOUR LIFETIME OPPORTUNITY «+ The most valu- 


able business asset in this industry—the Shaw-Walker fran- 
chise —is available in a few cities. Perhaps you qualify for it. 
Inquire! Shaw-Walker, Muskegon, Michigan. This may lead 
you to the greatest profit move you ever made. 


182 








, Built Like a 
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11itH District Notes 


ROBERT ANDERSON, CORRESPONDENT 
608 N. 47th St., SEATTLE, WASH. 








Russ nk’ Stevens ha ed back to Fortland 

} » but why did he have to take h 

, eave Seattle, Russ, and w 

tirement tuna ; d pinochle player 
> > > > > 
George | Simmons has done it again. Another customer 
J ; € der ~ intain pen r at 

ted on aiving him ar rder maybe 

> > . > . 
W hold their annual poker and 

ek * November 29 + ks ke anothe 

P rtainment chairmar American Pen 
Whitcomb. 

* > > > > 


held again at the Sand Point Country 
sit the Carl- 


c ' 
assurea. tCveryone w 
sons ; st? t 13 e ana continue tne merry makina nt 
. * * . 
yanized by the Stationers of Seattle 
ne w ncede the other a chance in the 
Bob Gibb ted Stationers wa juite put ut with 
t The Bok slant bow t team won al! three 





14th DISTRICT NOTES 


Jack Ellis, Correspondent 
Box 722, Manhattan Beach, Calif. 





ton Stationers. Phoenix. Ariz.. have moved 


tore is terrific and has 22,000 square feet 
them to bring all departments under one 
attered in three different buildings 
1 George Kozak has | tore on the market, the 
T n. George said he has put many year: 
snd that it was time to enjoy the fruit 
retirement. Ge 
> > * * 
Ay n | na a contest down this-a-way. Walter 
McNiven, Harry Ford and Jerry Miller were talking scars from 
é T at Valte tar nas the edge by three inches. 
mber 15 Schwabacher-Frye was closing 
A e move ca idenly and was quite a 
than 200 employees, many of them 
* . * > 
George Lazier i hustler in tt rea planning ¢ 
sf He and Mrs. will visit the 
Lt. Bill yland. | thought only the stationers c 4 
i t forgot: George was a stationer for 


sre going to wine and dine we peddler 
December 8 at the Beverly Hills Hote 


e trimmings. Boy, first class | calls it. 
fe f y jlers are wondering what to buy Lon Creasy, 
for Stationers Corr top worrying, make 
Bh 
t r inch in San Diego. | would 
ard b 
> * & @. 8 


Down where the hand grip is a bone crusher.” 


Incorporate Office Supply Firm in Dayton 

Robert Sch Louis L. Mast, and Robert W. Spurrier 
ive incorporated a new industrial and commercial sta 
tionery and off pply firm, known as Louberts Stationers, 
St., Dayton, Ohio. The name “Louberts” 
is a combination of “Louis” and “Roberts.” All three have 
been engaged in the office supply and equipment business in 
Dayton for many years. AK 


} 


Inc.. at 146 Va 


OA —1/55 











PRODUCTS Ri 
for 
e RESTAURANTS 


e BEAUTY PARLORS 
* SHOWROOMS 






e OFFICES 
e HOTELS 
e MOTELS 
¢ THEATRES 


e INSTITUTIONS, ETC. 
Complete line of 























COAT TREES i 
. | 
WARDROBE RACKS | 
. \ 
WALL RACKS 1 
. 
UMBRELLA STANDS 
COAT HANGERS 
SAND URNS 
. 
SMOKERS 
NEW! 
FREE CATALOG 
#300 Coat Tree 
WRITE TODAY List Price 10.50 ec. 
for new free catalog of 6 or more 
complete line. Has large 
illustrations to show al! 
pg specifications, and 
- 
vies 
«* « te '~ a) 





a 








ri Sand Urn 
List Price 10.00 


Wardrobe Rack 


GLARO MACHINE PRODUCTS CO., INC 


LINDENHURST, L. 1., N.Y 














MODERN WOOD BLOCK 
STAMP PAD! e* e@©e@e@e8e80 @ 


Wood Block is chemically 
treated to hold large amounts 
of ink and to feed just the 
right amount to the surface! 


Ink dries instantly on paper 
yet never dries in the pad! 


Outlives 
Two 
Ordinary 
Stamp 
Pads 


Pad surface is always flat and 
firm does not collect lint! 


Ink cannot gush up between 
the type causing a blurred 
impression! 

Impressions are always 
strong, clear, brilliant and 
waterproof! 

ink penetrates pad quickly, 
will not stand on surface as 
with ordinary pad! 


Clear-Print Ink and Pad are 
never affected by moisture or 
humidity! 


FREE SAMPLES) gladly sent to interested Dealers! 


L. A. PHILLIPS, President 
















PROTYPE 
PROTYPE CLEAR-PRINT 
TYPEWRITER wOOD STAMP 


RIBBON PADS 











SEEN & HEARD IN 
SOUTHERN CALIFORNIA 


by J. EDWARD TUFFT, 
2012 Huntington Dr., S. Pasadena, Calif, 





December meeting of the Southern California Office Machine 

ealers Ass ation, held at the Rodger Young Auditorium, was 
complete charge of the ladies. 

Mrs. Grace VanDalfsen, chairman, presided. The main speaker 

Dr. Gene Tipton, instructor in bu ; administration at Los 

Angeles State College and at Woodbury College in Los Angeles. 

She also conducts a business institute class at Whittier College and 

the research department of the Prudential Life Insurance Com- 

Dr. Tipton's subject was ‘Family Savings and Investment." 


Three-mir talks were given by Mrs. Ray Alba, Mrs. Otis 
Kissack, Mrs. David Ligon, Mrs. Verne Booker, Mrs. C. Elmer 
Anderson and Dorothy Kramer on +! wing subjects respec- 


“Location of Meetings," “Office Problems," "Benefit of the 


ite 


ciation Women in the Office Machine Business," and “How 
Further Interest in the Associat nd Benefits of Belonging 
Nationa Miss Kramer, who is executive secretary of the South- 
n California A eit poke r Problems as Secretary of 
COMDA 


* * > > . 
William J. Rienzi, Tormerly nationa manager of the 


3 
nanacer of the 


san Francisco Chronicle, is now bran Old Town 
Ribbon & Carbon Company, Inc., of California, 1830 S. Flower St 
Anasles. 

> >. 

Announcement has been made by Hunting-Roberts Com- 

pany, 2223 E. 37th St f the transfer of Arthur Fretwell from the 

N tTnwest fT the southern Californ » Territory. Mr Fretwel has 

sred Washington, Oregon and Idat juring the past four and 

alf years working with Dick McElhose, manager of the Portland 
tice. He w now wWOrKk it of The L Angele Tt 

Dick Kempston filling the position formerly held by Mr. Fret- 

well in the Northwest. Mr. Kempston has had considerable experi- 


‘for quick sales 











‘for big profits 


\DIANA 


UNDER-COUNTER 


4 MODELS 


MEET ALL NEEDS 





— R-1 gtr hx CASH DRAWERS 
as removabie meta Sot > 
eh > NO STOCK TO CARRY 
. y ne eae , 24 HOUR 
$44.50 Bi, Sle SHIPMENTS 
FULL DEALER 
DISCOUNT 


NO COMPARABLE 
PRODUCT AVAILABLE 
3 Additional Models — 
$26.50 and up 
A sample of one model is all 
that is necessary to show Indi- 
ana’s high quality, workmanship 
and practicability. 


When you display one of these Cash Drawers — they sell 
themselves. A high quality product of Indiana hardwoods — 
smooth finish inside and out. Quiet roller mechanism — warning 
gong rings when drawer opens. High-grade disc tumbler lock. 


Write for details 
INDIANA CASH DRAWER CO. 
P.O. BOX 236-E 


Shelbyville, Indiana 
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CHECK and COMPARE for 


and value 











THE MOST C 
EDGE, ISLAND 
IN STANDARD AN 


dnnounces 


OMPLETE_LINE OF M 
————————————— 
BASE DESKS AND T 
D DECORATOR COLORS 





OLDED 
ABLES 





————<! 





DP76 — Executive conference desk 
(76” x 40”) with 8” overhang on 
3 sides. Also (72”x32’). 


DP60—Executive desk (60x32). 
Also (60”x40”) with 8” rear 
overhang. 


quality 


these features 











ee 


SP60 — Single pedestal flat top 
(60” x 32”) with 15” overhang. 
Also (55” x 32”) with 10” over- 
hang. Lefts or rights. 





SP45 — Single pedestal flat top 
(45” x 32”). Lefts or rights. 





$T60 — Double pedestal secretar- 
ial desk (60” x 32”) with eleva- 
tor mechanism. Also (45” x32”) 
single pedestal, mechanism 
pedestal left or right. 





FB60 — Double pedestal fixed bed 
(60” x 32”) with separate lock- 
ing mechanisms for each pedestal. 
Also (55” x 32”). 





FB45 — Single pedestal fixed bed 
(45” x 32”) with locking mecha- 
nism on pedestal, 








™72 —Leg table (72”x32”) one 
drawer, 6” overhang on each end. 


AINILILSTIDIE 


PT76—Panel end table (76”x40”) 
one drawer, 114%” overhang on 
each side, 8” in rear. Also 
(72”x32”) and (60”x32”) with 
smaller overhangs. 





T60 —Leg table (60”x32”) one 
drawer, also (55”x32”) and 
(45”x 32”). 


MU. lal Products SY be. 


COMPARE” 


PT55—Panel end table (55”x32”) 
one drawer. Also (45” x32’) 


Send for 
our 


NEW 


“CHECK 
and 


HILLSIDE 
STEEL OFFi¢s 
FURNITURE 


catalog 


262 PASSAIC ST 
NEWARK 4, N. J 
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DUPLICATING 
SPECIALISTS 


Scientific know-how and research 
make ROSE products the highest 


in performance and dependability. 


e MASTER UNITS* 
e SPIRIT CARBONS 
HECTOGRAPH CARBONS 
SPIRIT CARBON ROLLS 
PURO DD) th literorstelege Mibhto NNN s loseloMR@rc-fotee 


R cf SE RIBBON AND CARBON 
NB MANUFACTURING CO.. INC. 


De 
@iffer e” 


General Offices and Factory * Harrison, N. J. 
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ne q n n+ +h tielad atter r 


5 ' versity { Oregon. 
"Frank M. King, epresents several office equipment lines, ha 
added tectall Safes to his group. Protectall safes wil 


ed by WHunting-Roberts, and Mr. King 
California, Arizona and Nevada. Shipping 


} Ww sndied by them 

Hunting-Roberts Company is contemplating the erection of 
w ware 1 show room at the corner of Washington and 
Garf els Bouleva Angeles. Details will be announced later 

E. H Hunting and E. C. Roberts, the owners. 
—_— a. 
ral ser Frank H. Drury, 97, early Santa Ana book 
hinder. were held > A.M. November 10 at the Pacific Home 
Chapel, 1055 North Kingsley Drive, Los Angeles. His parents estab 
ed the Santa A Bindery in which the first high school year 


eaves his daughter, Mrs. Sylvia M. Brown 


* . * * * 

e Novembe ting of the Southern California Office Furn 

re Associatior 1s held at Levy's Grill, 617 S. Spring St., Los 
Anaeles, with 52 present, including all the past presidents except 


t were Ben Tufeld, Sam Yocum, Sid Holtby, 
1 Dennis O'Hern. 


Art Willis. 
Herman Klein 


Floyd H. Fenn, president, commended Bill Jones for never 
nq missed a syle meeting since the beainning of the Ass« 
Mr. Fenn g ; port on the Detroit National Office Furniture 
A ation ike e which he attended. and announced that 
Bernard Nemlich, + president of NOFA, plans to be in L 

Anaeles in Jan 
Special quests at the November meeting were J. S. Williams and 
L. D. Faye e Retailers Association of Southern Cali 
fornia. They presented the program they have to offer regarding 
eight savings plan, which members hope can be used advan 
tage y ir r tion with NOFA's freight savings plan. 
T past president h of whom aave a short informal talk 


ad Gent, program chairman 


* * * * * 


Otto Christensen, manager for the Friden Calculating 


Machine Agency, 836 Wilshire Blvd., Los Anageles, reports that 
pany y Jing at 1720 W. Beverly Bivd., will be 

dy f rtly after the first the year. The new 
juarte wi " VE ales and service departments, has an 






FORCE \ 


NUMBERING 
MACHINE 


Fast-selling ... highly 
profitable. Every office 
needs this sturdy, 
time-saving number- 
ing machine. Auto- 
matic action. Consecu- 
tive, duplicate and 
repeat movements. 
Write for latest price 
lists and catalog. 





Z2IGNICHOLS AVENUE, BROOKLYN 8,.N.Y 


SALES OFFICES: NEW YORK CHICAGO. SAN FRAN 
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Convoy Files are shipped assembled ready 


for use. They'll stack to ceiling without 
shelving, yet operate freely. Mate together 
vertically, have positive drawer stops. 
Steady profit makers. Some good areas are 
still available for franchised dealerships. 


CONVOY, INC. (” sox'rcc* * 
CANTON, OHIO 
187 








PARKER 
TRANSFER CASES 


WELDED STEEL CONSTRUCTION 
PERMITS CEILING HEIGHT STACKING 
GIVES 50% MORE VALUABLE 
STORAGE SPACE AT LOW COST 





Letter Size 24 LP 


Outside Dimensions 














124%” H 
13%" W 
241%4"'D 


inside Dimensions 


11%" H 
12%" W 
24” D 


Legal Size 24 LG 





Outside Dimensions 
12%" H 1656" W 






24)2"" D 


Inside Dimensions 
11%” H 15%” W 24” D 











PARKER STEEL TRANSFER CASES permits stacking to ceiling, gives every 
storage room 50% more stacking area at low cost. Electrically welded 
sheet metal cases, completely enclosed on all four sides. Protects 
against fire, water, dust, vermin, etc. 

PARKER STEEL TRANSFER CASES keep your records looking better, 
longer in generous 24” filing depth. 

PARKER STEEL TRANSFER CASES are easy to operate even at full 


capacity because they are solely designed for this very purpose; and 
are equipped with four rollers, which makes for smooth operation of 


drawer. 


PARKER STEEL TRANSFER CASES posses no outside obstructions. Com- 
pletely stacked by interlocking cases with nut and bolt safety device. 
Easy! Quick! Efficient! These Transfer Cases are equipped with auto- 
matic stops, prevents drawers being pulled out of case. Finished in 
Baked Enamel, smooth durable and attractive. 


Removable Type Follow Blocks and Bases available at little extra cost. 


WRITE FOR OUR LATEST CATALOG 


PARKER STEEL PRODUCTS, INC. 


60 COLUMBIA STREET * BROOKLYN 1, NEW YORK 





area of 5000 square feet and adequate parking facilities at one 
side and at the rear. 


A. E. Williamson, 


uthern California, 


culators 


which 


who pioneered the sale 
is the district manager. The agency 


has had a te growth since the beginning, now has a staff of 50. 
Mr. Chri n states that 1954 was an exceptionally good year 
wing a 15%, ncrease in sales over 1953 

* * * . 
Howard Mann, executive secretary of the National Off Machine 

Dealers Association, 1267 N. Wilton Place, Los Angeles, reports 
ntinued growth and interest in the association, d e feels, to 

the excellent work done by members in the a ations throughout 

= country. iwenty additional pages have been added to the 
Blue Boo k" this year because of this fact, he state 

Mr. and M Mann, at this writing are scheduled be quest 
at the San Diego OMDA ladies night, December 7, where Mr. 

Mann will speak on the subject “Bringing Y Up-to-Date on the 

National OMDA 

* > > * > 

Thomas Burke, outstanding display man, was the featured 
peaker at the November 30 dinner meet the Stationers Ass 
iation of Southern California, held at the Rodger Young Au 

torium. The subject of Mr. Burke's addre was "Displays Have 

Props.’ 

Actual demonstrations of displays were shown and a question 
snd answer period followed the address. Harvey Frosmen of Long 

Beach was program chairman. President of the associat s RL A, 


manager of 
retary of the associat 


Grimes-Stas forth Company, Los 
is Clarence Conrad, who 


Thomas, general 
Angeles and se 


in charae of the Stationers Ass ation Southern California 
a 

* * * * > 

C. Howard Knapp, assistant cont: United Stat Army 

addressed a recent dinner meeting of the Los Angeles chapter 

of the National Association of Cost A tants, held at the Elks 

Club. Mr. Knap subject was ‘The Practical Approach to Re 


duction of Manufacturer's Costs.'" More than 250 members and 
quests of NAC were in attendance. 


* * * * > 

The Industrial Office Supply Company has moved from _ its 
former location at 25-27 E. California St., Pasadena, to much 
enlarged quarters just around the corner at 590 S. Fair Oaks Ave. 
The company began operations in May, !953, wit! nly three 


a combination. jubilee of more 


SILVER DOLLARS 


gé >>>. for you ... 

, er ae 
Silver 
Paper, 


Tip Ribbons and Silver 
Non-Smudge 


Leaf Carbon 
PROFIT DELIGHT 


Typist Delight 
ae 20) 68: 
SILVER TIP 
RIBBONS 


® Handy 
For All Machines 


SILVER LEAF 
CARBON PAPER 
® NON-SMUDGE 

@ PLASTIC BACK 

@ 100% Rag-NON-CURL 
@ ALL WEIGHTS-SIZES 

@ All Finishes 


Clean 


300 T.C. and Higher 


o 
® All Colors-Bichrome 
* 
@® Pure Silk or Nylon 


Unconditionally Guaranteed ! 
AEEDALL NEW PACKAGING 
“PRE-SELLS” it self and YOU 
URE with our “COMBINA- 
the REPEAT ORDERS 


] 
DISPLAY 
CAN BE §S 
TION JUBILEE” 
are always yours! 

W rite today 
tity discounts on this 


ation Jubilee” 


) >) >) BP. YH) FE) -le)p tlevu-m Vinemee 
Main Offices & Plants 
i t.@ Seme it -)-le). tm mee ¥-i-leol, mm) Vat a mm eltl) mlet wal. lcm-10) 1m) s-) 


and quan- 
“Combin 


for complete prices 
wonderful 


MILLTOWN 3, NEW JERSEY 





OA — 1/55 





OA — 














55 














NO-HANDS PHONING with 
FO N ADE kK ” Saves time and money for busy executives 
..-builds extra profits, new accounts for you 


: 





.2 
y 









Fonadek frees your hands . . . holds the phone while you talk 
. makes phoning as convenient and effortless as talking 

face to face. The only instrument of its kind, Fonadek is 

nationally advertised. Complete dealer aids available. 





ae : as 
ac 


Proven indispensable in thousands of top flight companies . . . 
Sells itself on demonstration . . . no installation necessary 


FONADEK opens up a rich new field for you. Businessmen every- 
where hail it as the greatest aid to communications since the 
telephone. Every instrument sold brings in many extra sales. 


This efficient electronic instrument eliminates tiresome “hanging 
on” . . . lets you take notes, refer to files or papers. Entire 
groups can sit in on calls. Simple, compact, precision-built, 
FONADEK is fully guaranteed, comes ready for use. Just plug it 


in, place the receiver on it and talk naturally. 


Every business, factory, ticket office, institution, home . . . in 
fact, any place where the phone is in constant use is a prospect. 
: : Some dealerships still available to retail office equipment dealers 
Fonadek is ideal for group conferences. ... mail this coupon now! 
Everyone present can hear both sides of P : : 
@ conversation and participate in it. . . Advertised in U.S. News and World Report, Wall Street Journal, Busi- 
saving time, travel costs, and phone bills. ness Week, New York Times, and other leading publications. 
Fonadek retails $69.95 AC-DC model, $64.95 battery model. 


FONADEK Division of SPECIAL DEVICES, INC. 


Dept. OM1, 44 School St., Boston 8, Mass. 
Tel. Richmond 2-1395 





C] Send me complete details on a dealership in my area. 


0 ee a insiesuninipihmesisidiieaaciaiaa 





Address —__ a ene ae eS oS ae ee waticiiiakind 


Fonadek pays for itself many times over 
in countless hours saved in busy credit, 
insurance, and bank offices. i 


City State 








' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
: 
Cc] Send descriptive literature and price schedule. 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
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~ STEEL CABINETS, LOCKERS AND SHELVING FOR OFFICE, FACTORY, STORE Te We 
a ‘: 
4 b 
for steel equipment that's lea 
STAR { ” “ta » 
a or sales! James 2" years, py 
1 Seo de 
: : myth the Matt, and | iam Fp lates, : Lea 
a ea eee, : a an ws waghs 0., fand,; Te ex, on, ; 
: ae sap we ; Poe be liqwicin, Stangsets attives 4 R 
oO ated. ce. . ne " : 
“a NEW! EQUipart™ compan it the porrstion, Stei 
SHELVING ° mend “Deri nee 2 INC AR STEEP com 
COUNTER-HI fast-selting pe at hed =e Steel exten. have 
Mean STA g PTOfitab|. 5€TVicg "quip. at | 
Sales te With anc 
BOOKCASE 1 fo Seams lat wal on | 
% T 
on | 
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Steir 
a ee 
og STORAGE CABINETS 





All welded con 
struction, heavy 
gauge steel, no 
nuts or bolts 


Rugged heavy gauge 
steel, full length rein- 


Redesigned to save 
forced doors with three- 


dealers both time and 








money! No mo tim 
consuming pecs acne needed. Finger- point locking device and 
here are your shelving tip control of Yale & Towne Paracen- 
needs simplified! Com- sliding 1/4” plate tric Locks. Four full 
plete Storage Bin Units Klass doors depth shelves, adjustable 
(either open or enclosed tallied aees s easily in at 2” centers. Baked-on 
type) with component = inet or ge th to per enamel finish in Dark 
NUMBER, FOR QUICK. D te ual 4 Dinceiienn 119° a x 86° Ge ae" S Wen Green and Gull Gray. 
SET FOR pF kD PRI ES adjustable shelves (extra shelves av Ea ag Also Wardrobes equipped 
Ga > : : ee fo Heavy Sliding shelf dividers also available 1 with hat shelf and coat 
jauge Steel. Four popular sizes: 36” in width x glass door can be furnished. Bx sk. ° oR ay k fo sod. Sine IR” 5 @” 
gs . 15”, 18” and 24” in deptn. Two popular without glass door. Shipped Set Up. —— 72" 4 - x Ps, 
eights: 75” and 87”. Shipped knocked down, on dane * i RI lipped Set Up x 72° and 24° x 36" X 
easily assembled. Dark Green or Gull Gray baked- live 7, a Sel ue, Tawny Tan, Gull Gray, 72 Also available in 
on bonded enamel finish. Complete line of stand 2 ireen, School Brown baked-on enamel 78” height. 
ard steel shelving also available. ; 





SINGLE TIER 
LOCKERS 


Most widely used and 
most practical. Furnished 
with hat shelf, coat rod, 
one rear and two side 


HALF GLASS 
CABINETS 


Half-steel, half-gla front 
is excellent for combining 
storage and display Up 


FULL GLASS 
CABINETS 


Full length 144” plate glass 
doors open at a_ touch 
sliding on roller track A 


ee Jt a ie Oe 





per section with two 
adjustable shelves, lower beautiful display and stor 
section with one, and ge fixture. Four adjust hooks, a three-point lock- 
three-point locking device able shelves (additional ing device and padlock 
with Yale & Towne Para shelves available) Locks attachment on handle. 
centric Lock——Dimensions for glass doors can _ be Sizes to fit every need. 
18” x 36” x 72 supplied. Dimensions: 18 Also available—double 
x 36” x 72” and 12 tier and box lockers. 
P > 


oh A we 














WRITE FOR ILLUSTRATED CATALOG 


SrarR STEEL 


EQUIPMENT COMPANY, INC. 


* * 117-22 Fourteenth Road, College Point, L. I., N. Y. 


STAR STEEL has all the 
most modern facilities 

to assure products 

of the highest standards. 
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are 12. Serv e rn de printing ta 


ar 


fficers and department heads are R. |. ("Dick") Iredale, pre: 
t: L. C. Iredale president; T. J. ("Tom") Olsen, manager 


Ernie Messenger, sales manager 


a 3 Treas 


Hermes Bans Sales to Discount Houses 


David Sigler, sales manager of the Hermes Division of 
Paillard Products, Inc., has announced that all sales of 
Hermes typewriters to discount houses will be discontinued. 


He added, “Not only will we not sell to discount houses, 
not allow any of our dealers to resell to dis 
count houses. All of our typewriters are registered when 
warehouse. In any instance where we find 
sold by or in the possession of a discount 
house, we shall trace the source of the machine by serial 
number, and revoke the franchise of the offending dealer. 
We mean business!” 


but we will 


they leave our 
a machine either 


[he new Hermes policy has been warmly greeted by 


leaders of the typewriter dealers associations everywhere. 





Leather Goods Firms Sign Patent Agreement 


Robert J. Vojta of Chicago Saddlery Company and Leo 
Stein of Stein Bros. Mtg. Co., both of Chicago, have just 
agreement whereby Chicago Saddlery will 

Frank Mashek patent No. 2,113,921 
Chicago Saddlery Patent No. 2,662,620 


completed an 
have the use of the 
and Stein Bros. tne 
on protected edging 

These two patents, plus Stein Bros. Patent No. 2,487,951 
g, give these companies virtual control 
on brief cases and portfolios, states Leo 
Stein Bros. Mfg. Co. 


on protected edgin 


ol protected edges 


Stein, president of 















Latest addition 
to the famous line 
of CLIX Paper Punches. Easy 
to use; always dependable. Punches 
2 holes at a single squeeze in paper sheets from 5” 
to 12” in size. Simple gauge adjusts instantly. 
Weighs less than 10 ounces. Handsomely finished 
with red base plate and hammertone gray cover. 
MODEL 2... Punches 2 holes \%" diameter spaced 2%" 
on centers, 4" from back binding edge. Adjustable 


gauge permits punching of sheets 5" to 12" in \%" grad- 
ations. List price — $2.50. 


Order from your wholesaler 









NEW ENGLAND PAPER PUNCH CO. 


NATICK, MASSACHUSETTS PAPER PUNCH 











WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., Sen Francisco 
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Supplying New Ideas 
and Quality Fixtures 
to the Industry 


Seng Fixtures add sales value to office furniture 
because of their extra strength and their exclu- 
sive features. Fine design and careful engineer- 
ing combined with best materials and expert 
craftsmanship to assure users efficient operation 
and trouble-free service. 


To avoid complaints and adjustments insist 
on Seng Equipment for all office furniture you 
carry in stock. 


for Office Chairs: 


Specially designed chair action controls for 
every type of office chair. 


for Stools: 


Revolving fixtures and action controls for com- 
mercial and home use. 


for Typewriter Desks: 


Mechanisms to suit any type or style of home 
or office desks. 


Fhe SENG crmaany 


1450 NORTH DAYTON ST - CHICAGO - 22- ILL. 


SINCE 74 A 


f RN 
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1955 BRINGS 
BIG NEWS 
FROM 


IMPERIAL 
METHODS 


FASTER SERVICE 


WITH 


LOW COST 


AND 


TOP QUALITY 





See for yourself how... 
Imperial Methods’ new 
stepped-up production 
can better serve your 
volume requirements... 
make possible greater 
sales and profits ..... 


Place your next order for: 


- File Folders 

- Index Cards 

- Vertical and 
Card Guides 


WITH 


Lmpertal [ifethods (0 





FOREST PARK, ILLINOIS 
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6 9a 


the U.S. and Cane 


, “Ross H. Helwig, a di rector of Grand & Toy 


CANADIAN NEWS 


Our Industry Across the Border 
by Special Correspondence 


First Canadian nber of the Executive Furniture Guild of 
erica, Gran d & Toy, Ltd., Toronto, re cently officially opened 
ry of armen packaged offices attr ng widespread intere 
jst business and professional circles. The Guil a 
3rs ago in Gia 1d Rapids, Mich., includes about 52 firn 

sda. The group plans all the elements needed 
ishing a plete office and encourages manufactur 

duce exclusively-designed equipment 


and manager of the 
y firm's furniture department, describes a moderr ffice 
that gives the executive a new atm phere in whi 
K clearly and make his decisions.” 
firm's gallery setting includes six fully-decorated and fur 
from a doctor's office to the headquarter 


nea rooms ranqing 
: airma the board of a giant rporation mplete 
with a long boardroom table and comfortable chesterfields for 
relaxation. This is in addition to Mr. Helwig wn office, established 
a working e e of the correct pt f ecutives 
Prices for these packaged offices range from $3,000 to $5,000 
de everything trom painted wa t ssh tray Everything, 
e furniture, color schemes, drapery ‘ tery materia book 
ends, pictures and desk blotter W Jesiqned «clusively 

Guild pr 

Fur ture ji a G wainut;: de r sre ooTn Tradgiriona and in 
t modern kidney (deck) fashior x different finishes are 
ab All p re sectional and fit any size office. Rugs are 
and mea ft the “ee i nted yoecial wallpapers with 
peara vy ‘bric : ar 5] svailable. Executives 
hoose 7 complemen y ex ve colors which set 
asic sc offices. Wh placed in a special color- 
sr card set, the y the finished office Ww k is apparent. One 
e, desi yned for a sales mana ~ s use, has movable punch 
boards on one wa ich can be used to display graphs; the wall 
5 doubles as a mn e een for sales presentation n film. 
Grand & Toy ma sd ° ry speci ial in tions to executives and 


<=> Thumb Tacks a 


Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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Dorset ... PIONEERS IN SMALL SIZED DESKS 


DORSET DESKS are designed to fit the bill where 
size and price matter. Made of heavy gauge furni- 
ture steel, most modern design. Waterfall top cov- 
ered with linoleum. Finished in mar-proof, baked 
enamel. Five colors: Gray, Desert Tan, Cocoa Brown, 
Mist Green and Light Green. 



























SALESMAN’S DESK—No. 2440 $62.95 Retail 
A REAL SPACE AND MONEY SAVER. Size 24” wide, 
40” long, 30” high. Pedestal can be had on either 
side. Ideal for automobile sales rooms, etc. 


$79.95 Retail 
Jr. EXECUTIVE —THE PER- 
FECT DESK — No. 2450 for 
small or large office. Save 
space — save money. 


IDEAL FOR JUNIOR EXECU- 
TIVES, CLERKS, STORES, 
SHOPS, etc. Size 24” wide, 
50” long, 30” high. HIGHEST 
POSSIBLE QUALITY AT LOW- 
EST POSSIBLE PRICE. 


INTERVIEW DESK—No. 2500 $71.65 Retail 
NEVER BEFORE AT THIS LOW PRICE. Size 24” wide, 
50” long, 30” high. To Display Them is To Sell Them. 





Large Drawers can be converted into Letter File — Insert 
and Follow Block $3.00 extra. ALL CENTER DRAWERS 
EQUIPPED WITH LOCK AT NO EXTRA CHARGE. 


STEEL EQUIPMENT COMPANY 
2514 W. Dauphin St.. Phila. 30, Pa + STevenson 2-1312, 2-60 
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BILL KEENAN 


EARL HANSON 
Sales Representative 


Sales Representative 





CORNELIUS M. HERZ 


Production Manager 





G. MAX KEATING PHILC LEONARD 
Sales Representative Sales Representative 





: 
F 
; 
| 





Seen | 
of we 
sessior 


presid 
Marga 
forum 
Huds 
dinne 
discus 





PAT PATTERSON 


HUGH T. MORGAN 
Sales Representative 


Sales Representative 





er 


MRS. ELLIS RYAN PAT WHITESIDES 
Sales Representative Sales Representative 





MEET THE TEAM who brings you the exclusive EXECUTIVE sof 


line — the finest in distinctive office furniture .. . first sit 
choice with discriminating buyers from coast-to-coast. ai 
Write for the new EXECUTIVE Furniture catalog ...and... ii 


inquiries welcomed for custom made furniture. 


MR ERIS pS ERENT ARERR TT ye EN AN MRS ea 


The 


writ 


EXECUTIVE Jae an ee 
FURNITURE <= , devi 
COMPANY = : J 


WICHITA FALLS 

TEXAS li 
Line of 
Equij 
for De 
in Am 
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Tom Stiles Langtord, Ltd., London, Ont., gave 
4 4 d 





a vF. 


Seen in Sarnia At recent Sarnia, Ont. meeting of the Stationers’ Guild 
of western Ontario, this group of leading retailers took part in the business 
session—Fred Leaver, Sarnia; Roberts Holmes, London; regional group's 
president Bruce Wright, Kitchener; Bert Boyce, Brantford. Seated is Miss 


Margaret St. Lovis, Windsor, the association's secretary-treasurer. 


trade problen + red Sarnia's new 
Bay tore, and climaxed their day with an evening 
peaker Allan Gilmour, YMCA officia! 
A embly 
* * > * 
a a } nigqnten 4 





Slat “CORPORAL” 


an impressive unit in the MILITARY LINE 


The Military Line is com- 
plete to serve every safe- 
keeping requirement. 
Ranges from the “Cadet” 
up to a double door safe 
called “5 Star . 10 


safe sizes in all 


Also includes the ‘‘Hide- 
away” Wall Safe and “The 


Private’ Personal Safe. In 





addition .. . Burglar Proof 
money chests both to 
anchor in safes or in steel 


claddings concrete filled. 


etal 
“CORPORAL” List $1 0850 


(EASTERN) 


The Military Line is identified by the following labels: Under- 
writers’ Laboratories “‘C’’ one hour fire label; Underwriters’ Labo- 
ratories T20 burglary label; Underwriters’ Laboratories Relocking 
device label; Safe Manufacturers Association one hour fire label. 














Largest Write for Literature and Price List 
Line of Safe 
caer | GyarosMAad-WALENTINE INC. 
in America LA PORTE, INDIANA 
OA— 1/55 





Write for full information con- 
cerning the new Victor desk stapler 
—today’s best value in stapling 


machines. 


IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


\' a; oe oe 
MANUFACTURING 


COMPANY 


.) | c 
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AMERICAN HAIR and FELT CO. 










HERE’S A LINE 
FOR MORE SALES 
AND ADDED PROFIT 


For You 


Kil-Klatter’s aggressive 


OUND 


PROTECTION 


advertising reaches office 
managers, secretaries, 


king your office quiet stenographers and typists 
mn 


Insure ma 
d more efficient by placing ident witinth itis ona 
eran 
the sound- -absorbing protection ssliinid tallied. «. 
ds under all 
ee SA find paves the way for sales 
of your typewriters. You'll fin 
, or you. 
that errors will disappeor and y 
improve, 


office efficiency will 
-Klatter pads 


because Kil 
make typing easier. 


WITH 
ADS LIKE 
THIS 











AND 
SALES AIDS 
LIKE 

THESE 


e Fits all typewriters ; 


Made from Genuine 
: long-life OZITE felt. 





© Dent-proof and 
Skid-proof. 


and other omee 
machines, t09- 


$ NER 
ict at YOuR STATIO . * TWO-COLOR 
on OFFICE SUPPLY DEALE ENVELOPE ENCLOSURES 


¢ CATALOG CuTSs 


* NEWSPAPER MATS 















* COUNTER CARDS 


quieter office 


toa 
“The Answer ee typewriters” 


may be under y® 





Order your supply of KIL-KLATTER 
typewriter pads and free sales 
aids. . . TODAY 








MERCHANDISE MARY 
CHICAGO 54, ILLINOIS 


qualities they use as selling points for their products, 
t ndamentals. Mid-December, the b held its 


atts so that they will develop creative human-interest sell; 


na 

hniques, Earle F. Opie, president, Weber, Costello Co. Chicago 

Heights, | told stationery trade meetings held in Toronto and 

Montreal, recently. At the Toronto session, special quests included 

Paul Burbank, general manager, NSOEA, Washington; Walter Miller, 

mmediate past-president of NSOEA, from Buffalo; Hugh L. Ken- 
nedy, Montreal, president, Stationers’ Guild of Canada, Inc. 


Mr. Opie d the two groups that modern trends 
naa createq new 
rajttT materia 


stationery essentials, business and 
nd supplies, engineering 


sports equipment. He said dealers must keep abr 


education 
markets for books and technical data, arts and 
office equipment 
needs, industrial arts essentials and 
east of th . 


1 if ¢ stay at the top of business progress. “Are 
romer and markets coming to y r are you @aiert to and 
ng atter them? Both are undergoing ostantia hanges, nece 

rating nstant aretul considerat Ina analys € 3id. 
. *e€¢ * 
First prize winners in the recent window display contest sponsored 
Dy e Nationa! Letter Writing Week mmittee in Canada were 
3a inders B K Sto re Co llingwood Robert Dur car & Co. 
Hamilt C S Kresge Co. Store 5060, Montreal; Manchester 
Robertson Ltd. Saint John, N. B. (The contest was divided 
nto four categories, depending on the size of population-centre 
Type of store 
Heading the NLWW committee were A. Erwin Nelson and A. Lee 
Campbell, Barber-Ellis of pes ty “Ltd. Toronto; Alex Naismith, 
Buntin, Gillies & Co., Ltd., Hamilton; Fred Earl 1 Harry “ar 


Eaton Crane & Pike Co., Canada, Ltd., Tor : John heey 


Sage & Co., Ltd., Toronto; Glen Turnbull, Nationa Good 

Ltd., Har ; Joe Sullivan, Warwick Br & Rutter Ltd., Toront 
TI é >IT ry Tree termed the papeter eA c r T r err rT raq 
Wy Jccesst and aid plans Tor a sT yreater Immpaiag uring 

were already underway. 

the same way that good m usekeepir 7 make 1 a well 
nanageaqd nome, a4 ee = system provide tor efficient 
ind well-kept records, (Dick). Doner, sales manager, Index 
Card Co., Ltd oronto, pee a meetir f the Stationers’ Guild 


the parts and functions 
hile most manutacturers have cert 





mogern tiling systems 
teatures or 
the basic use 











Top Quality 
STEEL AND WOOD 


La Selle 


Nos. 





“iin 


Nos. 170, 180, 190 
and 195— Distinctive 
Smoker in Solid Wal- 
nut, Genuine Jewelers’ 
Bronze, Solid Brass, 
Chrome and Decora- 
tor Colors 





Latest Decorator Products 


Satiny black, red, green and chartreuse, bright and satin 
chrome, polished and satin brass, jeweler’s bronze and walnut. 


A Completely New, Easy-to-Sell Line of Smokers and Ash-Trays, featuring 
our sturdy, easy-to-clean, especially-designed screen. 


WRITE FOR CATALOG OF COMPLETE 
METAL AND WOOD LINE 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue CHICAGO 14, ILL. 
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the desk with 


the custom look! 
Fashion - ine 
a 


y 
WESCO 


Here is real desk distinction—real 























individual styling that speaks quality; 
construction features that emphasize 
durability. Here too is economy that 
means something to your customer for 
Wesco has combined low price with 
features found only in more expensive 
desks. There is a Fashion-Aire desk for 
practically any office purpose. ~ 


New York Display and representive California Warehouse and representive Texas Warehouse and representive 
Arthur Gordon Co. Associated F. C. Charles, 2436 E. 8th St. C. W. Kuse, 2414 W. Holcombe Bivd. 
206 Lexington Ave., New York 16, W.Y. Los Angeles, California Houston 25, Texas 





ECONOMY LINE VALUE—PLUS! 


That plus value is quality. Not every low priced chair is a value, 





you know. Often poor construction and inferior materials 
make such chairs real liabilites. This is never the case 
with Jasper Chair Company chairs: quality is never 
sacrificed to price. Quality in workmanship and 
materials is maintained throughout the 

Jasper Chair Company line . . . and that means 


customer satisfaction all the way. 


CHAIR NO. 222 





THE RIGHT CHAIR AT THE RIGHT PRICE 


a Chair’2 
Company 









seen EAIn Coup, SPER, INDIANA 





a 
REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR. 
FRED & GEORGE C. DEUTSCH R. A. BROWNE, (WEST) R. J. FREEMAN AND JOHN R&. FREEMAN 
(SOUTHWEST) 7207 NORTHAVEN RD. 2925 REVERE AVE. (EASTERN) 385 MADISON AVE 
DALLAS, TEXAS OAKLAND, CALIF. NEW YORK, N. Y. 
“4spen.snoie” JAMES S. FOWLS, (SOUTHERN) JACK S$. DORAN (NORTHWEST) W. H. BROWN (CHICAGO-MIDWEST) 
327 SUNSET DRIVE, NORTH 2925 REVERE AVE 666 LAKE SHORE DR 
\ ST. PETERSBURG, FLORIDA OAKLAND, CALIF CHICAGO, ILL. SPACE 844 
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Engineered for 
strength. Built to 
hold heavy m 
chines—yet me 
ponies: 
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ine Wirth oLooking into... 


DESKS 
CHAIRS 
TABLES 
BOOKCASES 





3060 
58” x 32” 


¢ 
3 
¢ 
SV 270 GBC 
te 
0 








WORDEN Company 


HOLLAND MICHIGAN 








198 OA—1/55 











pas Sa cit See” Ae | 


(55 














Here are Your Keys to Greater Sales... 


e Over 200 exhibits of the latest in office 
furniture and equipment 


¢ Highly informative, profit-producing Workshop 
sessions which will mean more sales for you 


¢ Proven sales techniques and effective sales 
promotion tools 


at the 9th Annual Convention-Exhibit 


National Office Furniture Association 
March 20-21-22-23, 1955 
Conrad Hilton Hotel Chicago, Ill. 


Member Registration: No Charge 

Non-member Registration: $5 

Complete Member Registration: (including three luncheons & banquet) $22.50 
Complete Non-Member Registration: (including three luncheons & banquet) $27.00 


Mail Your Registration TODAY To: 
John R. Gray, Executive Director 


National Office Furniture Association 


327 S. LaSalle St. Chicago 4, Ill. 


A Convention-Exhibit Devoted Exclusively to Office Furniture & Equipment 

















JASPER TABLE COMPANY 





CT 630 CORNER TABLE T7630 COCKTAIL TABLE 
30 x 30 x 17 x 25 30 x 30 x 17 
GENUINE WALNUT AND WHITE OAK GENUINE WALNUT AND WHITE OAK 





These two new pieces, the corner table and cocktail table 
illustrated, make the Trimline Series of office accessories the 
most complete—and the most completely beautiful—group of 
furniture we have ever offered. See the entire line in our new 


Trimline catalog. This coupon will get it to you immediately. 


Jasper Table Company, Jasper, Indiana 








MAIL Please send catalog of complete line. 
“ TODAY — 
STREET 
CITY ZONE STATE 
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(wig We 


modernize 


IN BEAUTY... 
QUALITY... 
LUXURY 


No. 0601 SOFA 


Luxurious Modern Beauty from our Country 
Side Group. Features Solid Foam Rubber 
Cushions. Over All Length 90”. Also 
Available 78° Long as No. O601A. 


UPHOLSTERED FUR FOR OFFICES, HOTELS AND INSTITUTIONS 


= ra | 3 : > 

‘ = Write for New Full Color Catalog .. Pe. Se 
= enuine ea er 
| 


® Elastic Naugahyde 


» 
WAO S CVWAZES inc oS roan 


666 Lake Shore Drive + Chicago 11, Illinois Factories in: Chicago and Grand Rapids 


VISIBLE ADDING DIALS 
9 COLUMN CAPACITY 


SWIFT ADDING MACHINE 


SWIFT BUSINESS MACHINES CORP. Great Barrington, Massachusetts 
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attracting severa 


To area. 


Gent 


T = S. (Jim) Luckett as pre 





hundred trade partic 


ang gener 


= 


e Leaf, Ltd., Toronto, has been announced 

be: ated with the company for about 28 years, and 

eed now becomes chairman of the firm's board 

. disact 
J. S. Luckett, Sr. making public the announcement, empha 
at the had tention of retirina but felt thet after 40 veer 
and some 49 vear n the e ieat ina 
J. S. Luckett, Jr. 
me to matter 

} d of their | ess and the industry 
} ys f wed in his father's footsteps in trade 
at He has long been active in such groups 
d Club of Toronto; the Toronto Commercial 

- the Toronto Executives’ Association; Pur 
A A ciation, and { He is currently a 
nal trade group, the Stationers’ Guild of 

married with a son, two daughters. 
* * 
Andrew J. McCrae, founder of A. J. McCrae & Son, Toronto firm 
manufact yents and importer f trade lines, died in 
stationery ci e was: born in 1886 in 
* > * * 
A 4 ed accounting, a disc 

tt 7: : nting principles to machine methods 
j r blems featured a meeting of Ottawa chapter 
j N mittee, Society of Industrial and Cost Ac- 














* 
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CHANGEABLE 
DESK NAME PLATES 


in a large variety of styles 





BULLETIN, DIRECTORY and MENU BOARDS, 
CHANGEABLE LETTER SIGNS and CORK-BACK 


BOARDS for THUMB-TACK NOTICES 
* 


WRITE FOR OUR LATEST 
ILLUSTRATED CATALOG 

oe \V/ 

c’'\ 37 EAST 127 STREET 

\ NEW YORK 3, N. Y. 


BULLETIN COMPANY 
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MEILINK MINIATURE 
SOLID GOLD SAFE DERBY 


continues through 
January and February 
by popular demand 





Meilink has certainly 
stirred up the fraternity 
with its Miniature Gold 
Safe Derby. The response 
has been beyond expecta- 
tions. So much so that 
many dealers have said: 
“Look here! We’ve got a 
number of A label safe 
sales brewing but some of 
them won’t be closed till 
after the first of the year. 
How about it?” 


Only one answer to that. 
We'll continue the Derby 
for another two months. 
So, have at it, gentlemen! 
Sell a Meilink A label safe, 
single or double door, be- 
fore February 28, 1955 and 
we'll present you with a 
miniature 14-kt. solid gold 
safe. And an exquisite little 
safe it is—-with a dollar 
bill neatly tucked inside! 
How about it? 





STEEL SAFE CO 
TOLEDO 6, ¢ 


A, B and C LABEL SAFES, HOME VAULTS, 
BUSINESS MACHINE AND TYPEWRITER 















Feature after feature... 
THE NEWLY IMPROVED 


TIFFANY STANDS 


PROVE THEIR LEADERSHIP! 





FOR TODAY'S 
OFFICE MACHINES 


Tiffany Stands offer 
complete protec- 
tion. Extra safe be- 
cause the newly de- 
signed top cups and 
Slotted channels 
lock the machine 
“feet” in place 
whether “feet” are 
round, square, ob- 
long or rectangular. 





MODEL 5002 


Larger and rounded 
corner braces add 
strength and larger 
drop leaf affords 
greater working 
space. New popular 





priced model has 
22" soft rubber 
casters and metal 
brakes for stability. 


















Tiffany Stands have 
Sonic Safe* open tops 
to greatly reduce ma- 
chine noises. The 
heavy duty Ton- 
Tested* series holds 
safely the heaviest 
portable electrically 
operated office ma- 
chines. Tested under 
3200 pounds pressure 
the Ton-Tested* mod- 
els are larger and 
tougher. 


°T.M. For stand-up work 
5000 and 9000 series 
also available in 
351'/," height. 








MODEL 9000 
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ntant he meeting was held in t+ Ottawa fice f Nat al 
Register C Committee chairmar Don Stewart; vice-chair 
Herman Backer; secretary, Don Eustace. 

* * , 
perat t the Maple Leaf Pre Ltd., Service Printers & Sta 
ose tid Vecunte. eunaered the { wing eppointments: Vice 

esident and general manager, Maurice Berg; Albert 
Cooper; William Zimmerman. President J. |. Ocl- 
baum. The npany reported continuance tT 17S expar ne 3ranr 
n off f J apr Cc | 
.* ¢ ¢ 
W. Arthur 3s been appointed manag t the newly-opened 
algary branch of National Paper Goods, Ltd., Hamilton, Ont. He 
3 native westener and has spent some years in the paper trade 
ng prev been connected with Westwood P C Ca 
F wing a short but intensive training period in Hamilton 
returned ¢ or jary t take ve manaaement fm we tocked 
National Paper. 
E. C. Warner has been appointed to the board of directors 
Bache & C Toronto. Mr. Warner is manager, W Stationery 
rar at Edmonton, and a director of the W n Co. chain 
f Hill & Willson, Ltd., Calgary Capital En 
pes, Ltd., Regina; director and manaager, Municipal Supplies 
and Hospital Forms, Ltd., Edn 

* > > 

More thar $7 ry n it office equipment wa ayea by 
50 k t the 1954 busine how sponsored by Montrea 





In Charge . . . Directing successful business equipment show for Montreal 
Chapter, National Office Management Assn., were J. J. Russell, Marcel Gau- 
thier, Austin Gunning, R. G. Stirling, Chapter president; Julien Latendresse 
and R. J. Robson. 


TYPEWRITERS 
ALL MAKES 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST-—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. . NEW YORK 13, N. ¥ 
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| AN OPEN LETTER TO THE TRADE 


Many rumors and stories have been circulated 
in an effort to confuse the trade regarding 
Bernard Goodfrend — doing business as GOOD- 
FREND METAL PRODUCTS COMPANY, and we are 
publishing this announcement to clarify the 
Situation. 


Bernard Goodfrend — doing business as GOOD- 
FREND METAL PRODUCTS COMPANY is no longer in 
business. 


The same high quality products previously 
sold by the former company are available to 
| you through GOODFREND MANUFACTURING 

| CORPORATION. 


GOODFREND MANUFACTURING CORPORATION 
will manufacture and market an ever broaden— 
ing line of these and additional high quality 
u- products. 


NO company other than GOODFREND MANUFAC- 
TURING CORPORATION has any connection with 
Bernard Goodfrend. 





Therefore, please change your records accorc-— 
ingly and kindly address all correspondence, 
inquiries, orders, etc., to: 


GOODFREND MANUFACTURING CORPORATION 


14819 SOUTH LOOMIS AVENUE 
HARVEY, ILLINOIS 


Telephone: HARVEY ‘7609 
Thank you for your cooperation. 


Sincerely yours, 


Bernard Gaedfrend 
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CRAFTSMANSHIP 


EXEMPLIFIED BY 


BRIGHT! 


Fashioned for luxurious 








Styled for perfect harmony. 
NO. 9800 SOFA wear. Customed for lasting comfort and pleasure. Priced 
for every buyers purse. These are the factors which make 
BRIGHT creations a joy and satisfaction to every one 
who buys. In a large selection of genuine leather and 


Elastic Naugahyde and a wide range of styles you will 





NO. 1000 
CLUB CHAIR 

















Index cards with guaranteed accuracy of ruling 
and uniformity are now available. Produced by 
a revolutionary new machine with spectacular 
speed, greater economy and precision ruling, they 
are completely free of lint 

Superdex index cards are now available in 
sizes 3” x 5”, 4” x 6”, and 5” x 8”. Colors 
include white, buff, blue, salmon, cherry, etc. 
They are competitively priced for consumer econ- 
omy and good dealer profits. 

For free samples, write to Dept. OA, Warshaw 
Manufacturing Co., 1 Main Street, Brooklyn 1, 
N. Y., America’s largest manufacturers of index 
cards and allied products. 


find just what you want for every customer. 











NO. 90 EXECUTIVE 
POSTURE CHAIR 


WRITE FOR CATALOG! 


133 BLEECKER ST. NEW YORK 12, N. Y. 





1.TWO MODELS AVAILABLE— 
Made in letter or legal size, latter 
prints area up to 8” wide. 

2. LOW INITIAL COST — America’s 
Lowest Priced Liquid Duplicator, Let- 
ter size $32.50 retail, Legal size 
$39.50 retail—— both with supplies 
and carrying case. 

3. MINIMUM OPERATING EXPENSE 
—Less waste, less preparatory cost. 
4. QUICK SET-UP FAST OPERATION 
—Ready in seconds, prints 10 to 15 
copies per minute. 

5. EASE OF OPERATION—No spe- 
cial training or skills necessary. 

6. HIGH QUALITY REPRODUCTION 
—Clean sharp copies every time. 
7, EXTREMELY CLEAN — Prints with 
spirit solution, uses no messy inks, 
stencils or gelatins. 

8. VERSATILE—Reproduces anything 
written, typed or drawn. 

9. PRINTS UP TO FIVE COLORS AT 
ONCE — Red, green, blue, purple 
and black, or any combination. 
10.COMPLETELY PORTABLE— 
Comes with metal carrying case— 
extremely easy to carry and store. 
T1.NATIONALLY ADVERTISED— 
Completely warranted by the manu- 
facturer. 


“IT PAYS TO SELL 
MASTER ADDRESSER PRODUCTS” 


i reasons 
why it's 
easier 
to sell 





} 





MASTER 
LIQUID 
DUPLICATORS 


(lider thd eeee CO 


6500-D West Lake St., Minneapolis, Minn. 


Write today for complete 
information 
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hapter, Nationa! Office Management Association. Close to 20,000 
persons attended during the three-day affair. Theme was “Time 
Means More 7 Cree Before.” 
hapter Ralph G. Stirling described time as the most 
mportant in office management today. He said that 
reasing plexity of office work, increasing wages and a 
Jiminishing work k, combine to pyramid the number of worker 
3s well as hour ts. Today, office management is seeking ways 
to meet increa rk requirements in less time and at lower cost.” 
Manufacturer f office machines and equipment were aware of 
eed a nstantly researching and redesianing their 
t } fice work faster, more efficiently, he added. It 
NOMA he said, to hold equipment shows to aive 
of examinin } these advances at one 
J. A. Calder esident, Canadian Manufacturers’ Association, 
sid we are tod the verge of the electronic age. In the near 
mply the question of the typewriter eliminat 
dwritir the calculating machine cutting out hours of 
drudgery but of the big office's need for the costly 
said it will, within a matter of seconds, cope 
the c handling of hundreds of accounts and with 
ease t will charge rates, figure out interest, prepare 
payrolls and writ ecks or invoices from a little stub of tape 
nd even issue them for mailing at specific times. 
> * > * > 
tetner Ja) Ltd., Toronto, ha mpletely remodeled 
Canadia 1d office. Handsome showrooms are now at 
eet level, with three other floors used for offices and necessary 
nical operat An additional wing to the building was 
ated | rime aC} 
, > > > > * 
Waterman Pen Co. (Canada) Ltd., Montreal, has confirmed 
t has acquired 51% of the common stock of the Waterman 
t has also acquired control of the Waterman 
vith its active outlets in 69 Commonwealth 
srket dent is J. E. Savard of Montreal. (Hugh L. 
Kennedy, tationers' Guild of Canada, Inc., is a vice 
president sn's in Canada.) Mr. Savard said the stock 
the U yny was exchanged for 32,000 shares of the 
sdian f nmon stock. The agreement provides that the 
put on the market for at least two years. 
* a * > > 


J. R. Nixon 


been appointed sales manager, Howard Smith 


= 





___ SCHWAB SELLS 
PROTECTION 


MODEL 913 
With Key Lock 


PRIVATE PROTECTOR 
GUARANTEED PROTECTION 


INSPECTED 
FOR 1 HOUR—1700° 


Home Chest 




















Ideal for small busi- 
ness and home—low- 
cost protection for 
valuables. 


MINIATURE 
PRIVATE PROTECTOR 


MODEL 55 


Compact unit 


built like 

safe and home 

chest Can be 

used on closet 

shelf or in any 
drawer 


Equipped 
with lock 


SAFES @ BURGLAR CHESTS e@ 


Manufacturers of | “FORTIFIED” FILES 


VAULT DOORS e@ 


The SCHWAB SAFE COMPANY 


LAFAYETTE, INDIANA 
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Sturdiest 
Attractivel 





In five heights « 18” ¢ 22” e 
24” « 26” « 30” ¢« 4-way 
adjustable backs « Choice of 
steel or wood seats. 


DEALERS! 4. «. 


complete catalog, price lists, 
and confidential discounts. 


writ@ roday! 


Manufacturers of Quality Steel Equipment since 1936 








~_ 
%'' TUBE 
q 1’ Tuse 











Ta.ine. 


Rernnard Franktiin 


VILLA Wilt sl if 


A 


Cc O WN WN us 














for the Best & Most Economical 


MARKING PENCIL 


ia TWEETEN 


Screw-type feed like a mechan- 
ical lead pencil. 


iil 


| 
D 





Sturdily made for heavy duty any 
place where checking pencils or 
crayons are used. 


Makes neat, legible marks on 
practically every type of surface. 


AVAILABLE IN 6 COLORS 


Refills available in six colors, Black, 
Red, Blue, Green, White & Yellow. 
Packed 12 of one color to a pack- 








age. List price 25c per package. 
ry - 


REFILL 


A 49c 
RETAILER 


(including 
Federal Tax) 


TWEETEN 22%c Co., Jac. 


2029 WEST FULTON STREET 
CHICAGO 2, ILLINOIS 





WRITE FOR LITERATURE 
AND TRADE DISCOUNTS 

















Mills, with headquarters in T H. V. Roper has been 
ced as manager of the firm's eastern sales division, with 
R H. "Smith as sales promotion manager of Howard Smith and its 
bsidiary, Alliance Paper Mills. Mr. Nix ned the mpany in 
7Z) in the 4 nting department went + sale promotion - 
5) hk, seeuad an. thn Varent s. holt thee ine atmelaiel 
naager + the tirn western div r He returned + Toront+ n 
IS Manage t the Ontar ale Mr. Roper joined 
mpany ir 721. For the past 27 years he has been in the 
t depa and has headed it e 1929. A native Mon- 
r duties as export wnager f Howard Smith 
ja ated npanies. “Mr. Smit! ned the company in 1940 
been connected witt ales work nce 949. He s arand n 
C. Howard Smith, the founder of the 
* * * * 
Headline st the annual d Quebec Stationers 
"Charlie (Mr Big) Applegate exe manager 
k Pen C Camden, N. J. H: f the mraderie 
jiverse gatherings of French and ea glish-speaking trade 
nalities f y ntario Quebec and the United State 
T t at There wa i T f all r The nau Try 
nded t keynote of the affair when he said: ‘Why should 
4 e and work together f mutual t t init 
tT race lan WUAade ma narionality ? He m 
nt U. S. elections and said the results showed 
née L > § tical parties w 1 have f work narder t 
a practical working maj¢ rity t the government, regardle 
Ww r T the ec n ny T The C ntry wa T pe 
ntainea r ] table toundatior 
Pat Lane, president of the Quebec a stion, w f 
; He tak ests included Mr. Applegate ‘tok ‘Chabot, 
George Basil, Paul ~— Hugh L. Kennedy, Hugh W. Moore and 
Armand Toupin. Fare was a typica Frer Canadian dinner, f 
wed by ente sinment of a reqgiona tyling The started 
a a Majesty the '@) e€ ended wit! inging 
O Canada nm bpoTn Enali r and French lanquage at the 
time. That racked one trade per nality what 
snt by nity in the trade The anauaade Joesn't matter a na 
| 
se @ 
R. A. Hopkinson has been appointed president of James A. Cook 
& Son, Ltd., T t Others on the board of directors are W. E. 
MacGillivray, manager; George ~ “ttt prod anage 


(Turn to page 212, please) 





CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10”x10” PLATE 







1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes 


2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 

3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 
4. Release pressure, extract 
© PLATENS 11°x13” all from Eva-Press and 


a ” have finished Rubber Plate. 
© INSIDE CHASE 10%x12 More detailed directions 


supplied with Eva-Press 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 








INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified, permanent, personalized, all Acme plastic 
name plates are interchangeable . . . can be changed instantly 
with new name inserts . . . make changes to suit your require- 
ments. Illustrated are the popular models. 


















No. 600, desk type, gray; 
No. 601, brown, size 1% 
by 6%” 


$125 


No. 602, transpar- 
ent door style name § 50 
plate, size 2” 
10”, name on biack 


background, gold 
letters. 


No. 603, trans- 
parent easel § 00 
type name plate 

= « = fg 

black: ease! 

ground, gold 

lettering. 


No. 4, desk 
- Tag vertical, $ 00 
ean be read from 
both sides, size 

2” by 10”, black 
background, gold 

lettering. 


No. 605, ame, § 
style name, 
can be =i 9 


Stack A 
ground, gold 
New name inserts can be lettering. 
ordered as required at rea- 
sonable prices. Prompt delivery . 


today. 


ACME PRODUCTS CO. 


406-408 North Van Buren St. ° Green Bay, Wis. 


. order your requirements 
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AMERICAN 
PRESENTS 


THE ALL- 
AMERICAN 
LINE FOR 


1955 

















WRITE 
FOR 
FULL 
DETAILS 














Every 


Office using marginal punched 
forms needs these binders .... 








Perfect for current operations where sheets are 
changed frequently, Cesco’s exclusive Thin-Prong 
Binder is available in a wide variety of stock and 
special sheet sizes. (2 capacity only.) 





THIN-PRONG 


sizes, with special sizes 
specifications. 


Here are specialty binders often purchased in large 
quantities by firms who use office machines with mar- 
ginal punched forms. These binders, available in all 
three major types of loose-leaf construction, are spe- 


Send for complete Catalog L — Binders 
for Marginal Punched Forms. 


Established 1900 
44-07 21st Street, Long Island City 1, N. Y. 


THIN-POST 


For current use and permanent filing, Cesco’s Thin- 
Post Binder is carried in more than a dozen stock 


—> 
Cc. E. SHEPPARD CO. 





THIN-RING 


For forms in current use, the Thin-Ring 
Binder is recommended in place of the 
Thin-Prong Binder, where only a 1” co- 
pacity is desired. 


made to your customer's 
cially designed to house marginal punched forms, with- 
out the expense of additional punching. Check today 
to see how many firms in your area use marginal 
punched forms. They are all live prospects for youl 





| 

THE C. E. SHEPPARD CO. 

44-07 21st St., Long Island City 1, N. Y. 
Please send me free copy of Catalog L. 








i Seta. PRR 

j Apoeees 
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KOL STANDS 


for every office requirement 


The popular KOL Special Dictat- 
ing Machine Stand. Overall height 
2334”; 214” rubber casters, plus 
the famous feature “KOL NOISE- 
STOPPERS.” 






Model No. 110 The office “Dandy” 
with a dozen uses. Working sur- 
face, 16” x 24”; height 26”; 2” 
rubber casters, standard. 214” & 
3” available. 


Model No. 120 “JUMBO.” Big 
and sturdy. Ideal for card files, 
ledgers, postage meters, coin 
counters, duplicators, etc. Top 


panel— 18” x 30”; 26” high; 2” 
casters, standard. 214” & 3” avail- 


able. 


Custom Built Stands, expertly 
made, to your own specifications. 
From one to any quantity. 


Write for catalog. 


KROL inc. 


2507 University Ave., St. Paul 14, Minn. 











PRECISION MADE 


STAPLING PRODUCTS 


na Fn! o® 
_ModelNo.105 7" =" 


4-WAY OFFICE STAPLER 





HEAVY DUTY OFFICE STAPLER 
eo > 


eee ewe eee?” 


* DEPENDABILITY 


- 






Model No. P-22%@, 
PLIER TYPE HAND STAPLER q 


Suzan n 8 
Model No. T-50 


AND PROFITS AUTOMATIC GUN TACKER 


& STAPLING MACHINE FOR EVERY PURPOSE IN EVERY PRICE RANGE 
SOLD ONLY THRU DEALERS 


| J MRrrow FASTENER [0../NC. 


ONE JUNIUS STREET, BROOKLYN 12. N Y 

















e 





(MANUFACTURERS 
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Write for 
LATEST CATALOG 
PRICE LIST AND 

DEALER'S DISCOUNT 


NEIMAN STEEL EQUIPMENT CO., INC. 





BALFOUR & VENANGO STS. PHILA. 34, PA. 


VINYL RING BINDER 


A Ring Binder of elegance and beauty 
yet sturdy and durable. The Vinyl plastic 
is heat-sealed over heavy boards. Double 
booster metal with opening 
and closing feature. 

Colors: Red, green, brown, 
_ black or blue. 













MP-1311 
MP-1310 
MP-1309 


11” x 8%”"—3 ring 
10%” x 8”—2 ring 
9%” x 6”—3 ring 


Retail 
$150 





MAJESTIC STATIONERY CO. 


260 NORTH THIRD STREET @ PHILA. 6, PA. 


Wholesale only to the Stationery Trade 
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ODDSOSOSS2O 


new deluxe 
ALL META ig. j..s.fa-b).e- 
TYPEWRITING TABLE 


an, > 
for 
Business 
= and Schools 
. 


Designed 
to Improve 
j Typing Efficiency 





- 
check these special features 


®@ Rugged construction for use with an electric typewriter. 


@ Very quiet with minimum vibration. 

®@ Adjustable gear for elevation from 26” to 29”. 

@ Writing bed flush with table top when raised to limit. 
@ Adjustable legs for leveling to floor. 


Write for SPECIAL SAMPLE OFFER 


SEMCO SALES 


PINELLAS INTERNATIONAL AIRPORT, ST. PETERSBURG, FLORIDA 











This 
STORAGE 
CABINET 


WITH RADIUS CORNERS 
is a real 
“BUY” 


Our No. 3678 Cabinet 
will answer your stor- 
age problems in every 
way. It is finished in 
baked-on olive green 
or office gray enamels, 
and has adjustable 
shelves. Spot welded 
assembly with lock in handle and insulated doors. Set 
up only. Shipped one per carton. Size 36’ wide by 18” 
deep by 78” high; weight 175 pounds. 

List price 850.00 each 


LESS DEALER’S DISCOUNT 
Woke fer esate F. O. B. ST. LOUIS, MO. 


METAL MANUFACTURING CO. 
MIDWEST 1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 





A Few Choice Territories 
Open for salesman-— 
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modern as the future .. . the all-new, revolutionary 


PRE-VUE Stationery File 
with every QUICK-SELL FEATURE: 


so sleek-streamlined, just show it and sell it! 
so useful, indispensable for every office . . . in any home! 


so convenient, with space enough to handle 1000 sheets of paper 
and a compartment for a full envelope supply! 


PLUS 


heavy steel construction 

grey hammertone finish 

brass plated leg stands 

rubber no-mar tips 

« simple, quick unit assembly 

Individually boxed, 3 to shipping carton. Shipping weight: 
approximately 21 Ibs., to a shipper of 3 

LIBERAL TRADE DISCOUNTS 


write for complete details to 


PREVUE-RADSELL CO. ::.c-.°%"*iini 













BEFORE YOU BUY 


COPY HOLDERS... 


SEE THE 
NATIONALLY ADVERTISED... i 
NATIONALLY ACCEPTED, Pres: One 
HOLDS EVERY TYPE OF READING 
MATERIAL: STENO NOTEBOOKS, 


FOLDERS, CARDS, ETC. 


PROTECTED TERRITORIES FOR DEALERS 
NOW AVAILABLE 


PRES-TO-LINE CORP. OF AMERICA 


2339 COTNER AVE. * LOS ANGELES 64, CALIF. 





READING EQUIPMENT 
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ZAM) 4° [ot)») 
with MEW Contour Combat styling! 





All-Purpose Folding Table 
Designed for 

COMFORT and CONVENIENCE 

Quality Built for LASTING SERVICE 


NOW: Easier Sales — Greater Profits 
With the Sellingest table of the year! 


* All popular sizes: Banquet — Smaller — Round 
*% Choice of Four Tops 

* "Sales Winning’ Low Cost 

* Fast Delivery 

*® Effective Merchandising & Promotional Aids 


Write today for full details about 1955 LUXWOOD Dealer Program! 


THE JAMES P. LUXEM CO. 


3345 North Lincoln Street 2 Franklin Park, Il. 















The 
NEW! 0! LINE 
ACCOPRESS PIN PRONG 
BINDERS 


A new—and already popular—item has been added to 
round out your line of Accopress Binders. The “9000” 
Line brings Acco quality and low cost to a wider field 
of loose leaf bookkeeping and punched form binding. 
The “9000” Line is made of genuine pressboard or heavy 
binder board covered either with canvas or black pebble 


grain cloth. Stock centers 6” and 814”. Other centers 
and many sizes available. See your Acco Catalog or write 
us now. 


ACCO PRODUCTS, INC. 
OGDENSBURG, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 
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J \\ GET SET WITH 
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Fauna. DATERS oa 
IMPRINT ES 
Cash in on the changing calendar by MERE 
selling Faymus Pron Bi quality line 
that brings customers back for other es 
items, because each stamp carries your E qa 
advertising. ¥ 
Faymus daters rank FIRST in the SS, 
industry because they are expertly made 
of only the finest materials. Beautifully 
ackaged with colorful, sales-making 
‘aymus styling. Also available in at- 
tractive counter assorted dozens. And 
the features shown here are unequalled 
by any other line. 


BANDS OF RED RUBBER—far more durable, resist 

rough treatment. 

6-YEAR LIFE— year band is not quickly outmoded, 

carries 6-years of dates. 

BANDS TURN EASILY—never stick, never slip 

once sef. 

RUGGED FRAME—for long, hard service. Heavily 

chrome plated. 

e HARDWOOD HANDLES—select wood, beavtifully 

finished. 

EXTRA— year band carries useful wordings: Rec'd, 

Ans'd, Ent’d, Paid, A.M., P.M. 

© Imprinting at no charge on quentities of one 
gross or more. 

e Also available without imprint. 


Also write for New Catalog No. 153 ORDER 
/ 
f). y TODAY: 


Ll TOYA DIV., Bankers & Merchants, Inc. 


3229 North Sheffield Avenue + Chicago 13, Illinois 



















Now—CARD Sturdi-Lite 
BETTER Vault Steps at LOW Prices 


co ; 4 ALUMINUM— 

Tubular Frame construction 
—STRONG and RIGID, yet 
surprisingly Light. They make 
upper boxes more rentable. 










“7 «Always Bright 
Neat Looking — no 
upkeep cost. Rubber 
feet prevent slipping. 
NON-SKID Rubber 
Treads on One-Piece 
Aluminum steps. 10” 
between steps in 
both models. Top 
steps 9%" x 16”. 
Lower steps 9” x 
14”, 


3-STEP MODEL—No. 
303 30” high, 17” 
wide, 26” long. Price 
F. O. B. Detroit, 
Mich. $3750 


Equipped with 
— Casters—Add $5.50 


2-STEP MODEL — No. 
202 20” high, 17” 
wide, 18%” long. 
Price F. O. B. Detroit, 
Mich. $2500 





| Dealers: Write for complete details 





and dealer discount schedule. 


D. R. CARD CO. 


829 Merchandise Bldg., MINNEAPOLIS 3, MINN. 
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ESTABLISHED 1895 
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60 years of manufacturing experience . . . supply- 
ing Carbon Paper and Inked Ribbons to business 
equipment manufacturers, dealers and stationers! 
You can profitably share this experience . . . con- 
sider and compare products of unsurpassed quality 
plus dealer imprints, color-theme packages and at- 
tractive wholesale prices. 

In addition. the “U. S. LINE” is complete ... a 
ribbon for every business machine and a carbon for 
every purpose! 

{nd a price list and samples are yours for the ask- 
ing. No obligation, of course. 


For Domestic & Export Trade 


U. S. CARBON & RIBBON MFG. CO., INC. 
621-623 Cherry Street 
Philadelphia 6, Penna. 








A proven way 
$ to accumulate 


¢ money 











$ 


STEES @<é7TR ONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 












COIN HANDLING ACCESSORIES 


Seal Presses ¢ Legal Seals © Downey Change Trays 
Teller’s Moisteners ¢ Currency Racks ¢ Manual Coin Counters 
Packaging Trays e Linen Shipping Tags 
Stee!l-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 


Old Style @ Rainbow e« Automatic « Duzitali 
Kwartet e Tubular ¢ Gunshel! 


BILL STRAPS 
Federal « Colored ¢ Sanding 


Write for information! 


THE C. L. DOWNEY CO. HANNIBAL, MO. 
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READY 
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TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 








Takes all copy up to 20 inches 


A money-maker that is easy to sell. 

Now the RITE-LINE Copy holder has 

: . the new Telescopic Eyeguide at no 

al extra cost. Takes all widths of copy 
from a machine tape to 20 inches. 

_ Self-contained, all-metal, compact, at- 
tractive. Requires no installation or 
service. Illustration shows it with LINE 

~~ MAGNIFIER attached. Magnifier is 
extra equipment you can sell. 





ED = 








EYEGUIDE EXTENDED 


For full particulars, discounts, etc., write to— 
RITE-LINE CORPORATION, 4209 39th Street, N. W., Washington 16, D. C. 





(ia IT'S A POTENT 


PROFIT MAKER! 


TO THAT BIG BUYER! 


EASA 



















<¢\XS3>TYPERITE Index Tabbing 


INSERTS ARE TYPEWRITER 
SPACED! 


saves 56% 


TYPING TIME! 
When You Can Tell Mr. Big Buyer of .. . 


strip tabbing, you can show him in 3 minutes or less how he can save 
56% typing time by using AICO’S new TYPERITE TABBING, lly et 
in. It's the pica spacing that does it. Typists type 1, 2 or 3 line titles 
without using the soft roller, just the line space lever. Ads are run- 
ning in Business Magazines and free sales aids with samples are 
available to help you. Use this miracle-working door opener to pove 
the way for other sales. 


Onder Your Supply Today! 
AIGNER 
INDEXES 





97 Reade St., New York 13, N. Y. 
426 S$. Clinton $t., Chicago 7, til. 
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Proven Fire Protection For 
Your Customers’ Records 


Murry OD), seclateck, 
File Cabinet 


with the Underwriters’ C Label 





Passed all fire, explosion and im- 
pact test. 

Letter size, 2-3-4 drawer models. 

Legal size, 2-3-4 drawer models. 

Standard finish, green or grey 
baked enamel. 

Special finish on request. 

Other cabinets available with 
Underwriters’ “D” label. 

Order now or write for illustrated 
brochure. 

Territories open for dealers and 

distributors. 


MurPHy MAN COMPANY 


820 W. MAIN ree Cl tl ee eS 


















“Our name .. our 
“AUTOGRAPHS” . . 
on a $2 card file sold a 
$200 desk! Unusual? No! 
Our sales have steadily 
increased since we started 
using “AUTOGRAPHS” 

erything we sell. 
ie ten On prospects (our 
customers) can't forget 
our name! Sure, we use 
“AUTOGRAPHS” on ma- 
jor equipment, too, but 
card files, letter trays, ; 
memo pads and pencil LIST PRICE $200 
sharpeners . . . desk-top item . are the most effective pro- 
ducts for name advertising. They’ re seen and used many, many 
times every day! Results? We're selling more chairs, desks, files 
and business machines than ever before . . . more pencils, paper 
clips and carbon paper, too! 


WITH “AUTOGRAPHS” ON EVERYTHING YOU SELL, 
EVERYTHING YOU SELL SELLS FOR YOU! 


Colorful, custom-designed “AUTOGRAPHS” are produced 
from lustrous .016” Aluminum. They're much more durable 
than foil or paper labels, more impressive and easier to 
mount than conventional nameplates. Simply brush sol- 
vent on the adhesive backing and press into place with 
your fingertips. Mount them in seconds on almost any clean 
surface ... even on crackle finish! 





TRY BEFORE YOU BUY! 
If you aren't one of the 2000 e 
office equipment and supply * 
dealers already using “AUTO- 
GRAPHS", write for literature! 


METAL 
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MASON CITY, IOWA, U.S.A. 





CANADIAN NEWS (Continued from page 206) 


The general sales office of the Royal Typewriter Co., Ltd. has 
moved from Montreal to Toronto, dus to the growing importance 
f the greater Toronto retail area. G. L. Snider, general sales man- 

yer, heads the new office. His executive staff includes H. W. 
Jarand, advertising manager who has had 20 years’ experience in 

s capacities with the company; Irma Wright, world-famous 


t who continues as director of educat ; Herbert A. Burbank 
who heads the newly organized Roytype division in Canada. 
* * * * > 
Murdock Rex Rotary Duplicator Co., Toront effec > Jan. I, 
Murdock-Rex Ltd., with Miss E. M. Doyle as ng the 
of president. H. A. Frohn become president and 
rai manager 
> . * 
Remington Rand, Ltd., Toronto, is planning erection of a five 
ffice building in Montreal. In the Toronto suburb of Etobi- 
ke, Manbert Paper Products, Ltd., Oakville, Ont., are completing 
a new plant. In Kenora, Ont., the Lake of the Woods Mfg. Cc 
factory representatives for a number of lines of office equipment 
nd supplies, have opened new offices in the Bergman building. 
Viceroy Mfg. C Ltd., Toront is making alterations to tactory 
n : a See 
* * * - > 
The stationery manufacturing firm of S. R. Hart & Co., Ltd. 
t is rrently celebrating its 80th business anniversary. 
e company was established in 1874 kt te S. R. Hart, father 
Pp y 
> present ore yent M. M. Hart. 
* * * > * 
eth ty the affairs of the Stationers’ Guild Club of Toronto 
during t¢ t m are Irwin Oullahan, Steve Smerek, Norman 


E. Gray, Pe ‘Sutione, Bob Hartley, Sid Tite, John Kuis, Dick 


Nattrass, Greta Hall, Jim Curzon, Joe Bongard—with J. S. Luckett, 
Jr., acting as lia director with the national Guild organization 

Congratulations Dept.: To Mr. & Mrs. Andy Patrick, Hutchings & 
Patrick, Ltd., Ottawa, on the arrival of a granddaughter; parents 


sre Mr. & Mrs. Bob Patrick. To Mr. & Mrs. Walter Spittal, Beattie 
Stationery, Ltd., St. Catharines, Ont., for a granddaughter. To 
William M. Cambridge, Montreal, who recently married Ann Mary 
Dawson, daughter of Mr. & Mrs. Fabian (Flip) Dawson, Dawson 
Brothers, Ltd., Montreal. 


CENTRALS BETTER BUYS! 


NEW 


Kolledge 


ofS STEEL WASTE BASKETS 
Roll Edge rim 
Easy to lift! 
Inverted bottom 
Tapered design 


Popular size 
and colors 


CLICKSNAP 


STEEL BOXES 


One of Central's complete line of Cash, Bond and Utility boxes. 
Ten styles—One-piece construction—Heavy gauge steel— Rounded 
corners—Hammered silver finish. 

See your Jobber or write us for complete details. 


CENTRAL can company 


2415S WEST 19th STREET, CHICAGO 8. ILLINOIS 
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SOIAVFIRGRUL 


CH ICAGO SADDLERY CO. 


extends to its dealers friends 
BEST WISHES for a 


Happy New Dear 


and Happily Continued Prosperity. 







No. 804 
Sample Case 












It will pay you 
to send for our 
Catalog of quality 
Ring Binders, Bricf Bags, 
Portfolios and Sample Cases 
for Business, School and Profes- 
sional Use. 


Q CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. e CHICAGO 6, ILL. 


WORFIRSRES 








54 Washburn Ave., Cambridge 40, Mass. 





No matter what the weather... 
Every Day in the Year shows up 


BRIGHT AND CLEAR 
because STARK CALENDAR PADS now offer 






WHITE 
UNIFORM 
SHEETS 








A quality line of stands and pads featuring all popular styles and 
sizes. Calendar pads are lithographed—on high- grade bond paper 
with the dete in red and the monthly calendar in black. 

Fast, 2-color lithograph printing enables us to give you the best 
in quality and prompt service. 


write or phone for complete details 





SIGNALS FOR —_. 





. 
Nu-Vise 
i iag ti a oa 
PROJECTING 


SIGNALS 





Nu-Viz 


METAL 
SIGNALS 
sible’’ syste 


Cellugraf “co 


SIGNALS 


system 









Spark your “systems” sales with Graffco 
Signals. Show how they remind, com- 
mand action and point the way to 
facts. Notice how quickly they reveal ® 
to the customer greater efficiency and 


better control in any system, SIGNALS 


and MAPTACKS 


GEORGE B. GRAFF COMPANY 








“IN CALENDARS THE QUALITY MARK IS STARK” 


100-112 BISSELL ST. - 


PHONE 3:3: 


JOLIET, ILL. 
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Quality, All-weather 
BAR-S 
METER READING BINDERS 


Perfectly balanced for Easier Writing 
Used by Gas, Electric, Phone & Power 
Companies & other big public utilities 





Ruggedly built for maximum service and sheet protection under 
all weather conditions. Stainless stee! metal parts. Unwarpable, 
moisture-immune, easily-cleaned special composition covers. 

@ Simple, Positive-locking Spring Mechanism. 

@ Variable Binder Capacity from V2 to 5 in. 

@ Aligning bor assures easy splitting for sheet removals. 
Posts maintain perfect sheet alignment. Leaf body held 
under spring compression. 

@ Exclusive PROUDFIT Principle makes perfectly flat open- 
ing certain. 

Immediate Delivery on sheet size 414" x 9”. 
Prompt Delivery of Any Size from Stock Metals. 
SAMPLE BINDERS FURNISHED ON REQUEST 


Write for Illustrated Literature & Prices 


GRAND RAPIDS LOOSE LEAF BINDER CO. 


For 50 Years Designers and Manufacturers of Complete Loose Leof 
Systems for All Business Purposes. 
Specialists on County Records Binders. 


10-16 LOGAN STREET, S.W. 
GRAND RAPIDS 3, MICH. 
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Increase Your SALES 


SPEDAORS 
SPONGE RUBBER 
STAMP PADS 





THE ONLY ALL-PURPOSE 
STAMP PAD LINE! 


There’s a SPEED-MO stamp pad and ink for every office or 
industrial stamping problem your customers may have. Speed-Mo 
is the only complete line of stamp pads on the market — and 
that means multiple sales for Speed-Mo dealers. You need carry 
only the common pads. Prompt shipment made on special pads 
(up to 20’’ x 36’’). 

All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is neat 
and simple — you just brush the ink on Speed-Mo pads. 


LIBERAL DEALER DISCOUNTS 
Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 


In Canada, for complete information write: 
Bossence & Co., 429 Main St., West, Hamilton, Ontario 


SPINS itself clean! 
WHRLO-MATIC 


Pat. No. 2659513 








WHIRLS AWAY cigarette ashes and butts! 
KEEPS ASHES and unpleasant odors locked in! 
CLEANS ITSELF at the touch of a finger! 





No. 5101 floor stand 
Available in 
finishes 





No. 5103 


No. 5102 
5102—Floor stand with re- 
movable cocktail tray. 
5103—Desk mode! in 5 fin 

ishes. 
5107—Brass and black. Pew- 
ter and black 


5105—Rocker type in 4 fin 
ishes. 








No. 5107 


No. 5105 


WHIRL-O-MATIC INC. « 350 FIFTH AVE., N.Y. 1, N.Y. 


Send for Brochure of Complete Line 
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THE FIRST NEW CONCEPT 
IN FOLDING CHAIR STRUCTURE 











DURABLY BUILT TO 
WITHSTAND THE MOST 
GRUELLING CONDITIONS 


Krueger's ahead again... 
this time with two entirely new 
Y-type choirs — one of tubular 
steel, the other of channel 
steel. Both, boasting radically 
new structural methods and 
details that make them the finest, 


\ most durable and comfortable 


portable chairs ever offered 








LOOK AT THESE ENGINEERED 
FEATURES OF THE series 8O 





@ 18-gauge electrically seam- 
welded tubular frames 

@ Pivot point frame strengtheners 

@ 16-gauge tubular frame 
stretchers 

@ Large reinforced shaped seat — 
14%, x 15 

@ Fully covered safety folding 
hinges 

@ Form fitting 8 deep backrest 











BUBGER 


CHAIRS TO MEET EVERY BUDGET 


In addition to the tubular 
series 80 chair (illustrated) and 
the new Channel series 70, 
Krueger offers a wide range of 
chairs from which to choose. All, 
featuring exclusive structural 
details that assure complete 
satisfaction for many yeors after 
your investment has paid for itself 


WRITE FOR NEW COMPLETE 
LINE CATALOG 





METAL PRODUCTS e GREEN BAY @ WISCONSIN 








Don't Waste Time : | 





LOOK IT UP 
Here 


This is your ANSWER BOOK 
to all your Buying Needs 


Easy-to-Use BUYING | INFORMATION 


PRODUCT INDEX—over 1,500 products classified 
. DIRECTORY OF MANUFACTURERS—over 3,000 with names 


and addresses. 
3. TRADE NAME—TRADE MARK 
names of manufacturers 


4. MANUFACTURERS’ ADVERTISING—many use catalog- -type 
advertising giving complete product information 

5. TRADE ASSOCIATIONS—City, State and National—names 
and address of officers and meetings dates. 


Keep your copy handy—use it often ‘ 
o 





BUYERS 
INDEX 






Office | 


ppliances | 


seueces 


A 








ISSUE 











INDEX—Over 6,000 with 
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Special Events Listed in Publication 

“Special Days, Weeks and Months for 1955,” listing more 
than 400 business promotion events, legal holidays and 
religious observances, was released recently by the Chamber 


of Commerce of the United States. The 48-page publica 
tion is the t complete listing of special events available. 

The booklet lists the events both alphabetically and by 
date giving the name and address of the sponsoring organ 
ization as Vv ; the purpose and description of each spe 


ial day, week and month. 
Primary printed to help business men, “Special Days, 
Weeks and Months” makes it possible for retailers, whole- 
salers, manufacturers, advertising agencies, newspapers, 
radio and TY stations to tie in their promotional plans with 


+. 


national celebrations. Chambers of Commerce and trade 


and professional associations have found it particularly 
helpful. 
“Special Days, Weeks and Months of 1955” may be ob 


tained for ts per copy from the Chamber of Commerce 
of the United States, 1615 H Street, N. W., Washington, 
D.C. Speci rices will be quoted for quantity orders. 





Ryan & Company Appoints Gordon 

E. G. Ryan & Company (See Ryan Before Buyin’), 
Chicago dealers in graphic arts equipment and supplies, 
has announced the appointment of John J. Gordon as sales 
manager. According to Clark Q. Snyder, vice-president of 
the organization, Mr, Gordon comes to Ryan & Company 
from the Addressograph-Multigraph Corporation, and has 
15 years of varied experience in the printing industry. 

E. G. Ryan Company has dealt in new and used 
printing equipment and service in the Chicago area for 
more than 25 years, and have recently been appointed sales 
ributors for the Davidson 


and service Corporation. 


COPY-RIGHT Copyholder 


for over 30 
years the 














“most wanted" 
copyholder... Pony Alina , 
now manufac- ik 
Of tured by Curtis- a / 


Young Corpo- 
ration. 










c FEATURES 





E XC LU ther 
Lever Action = up line 
e 2- h spacer moves ~— A 
cn $ ve 
oe ane at a time - - - ¥ vies in 4 
on 
brake lowers copy: re perfect 
d Knee Action reodibility- 
e Patente holds any weight 
Gripper’ 
copy sec¥" ely 


ids 
Turned-Page Cl pate a 

° " age , 

— pint Typewriter, Copy-Ris 





bac 


anty ¢ cileb 
° Fastens Firm'y sizes to teks 
sckly and easily vas vp te 
quickty inches 





COPY RIGIE 


corrnoioce 


O'S Sa Rte Mentill, hci ciel Sek @ Benen, | 


Copyholders — Duplicating Supplie Carbor Ribbons 
110 West 18th Street * New York 11, N. Y.* Cable: CURTYOUNG 
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100% OF YOUR CUSTOMERS 


CAN and WILL buy these 






























ALL-RITE STANDARD and 
RETRACT-O-BALL Pens turnover 

fast and bring satisfied customers 
every time! The exclusive Micrographic 
Point assures smooth, easy writing 
with bank-approved ink. 
Fully Guaranteed. 


ALL-RITE De Luxe 
RETRACT-O-BALL 
Press top — point's out. 

Flick clip — point’s in. 

New design cartridge — 





ALL-RITE STANDARD 





fill ily and quick 
The quality leader in the low- gee taney Seon 
d field. ‘t skip, leak 
priced field. Can't skip, leak or Pen 69¢ retail © Refills 25¢ 


smeor. 10 beautiful colors to 
attract your customers. 


29¢ retail 


NO PEN AT ANY PRICE 
WRITES BETTER THAN 
AN ALL-RITE 


"Mbe-Fite- ins INC 


241 Hudson Street, Hackensack, New Jersey 





‘““SAFE-TEE”’ 
FOLDING CHAIRS 


This lonia Mode! 40 is a low-cost, all- 
steel, indestructible folding chair with 
o new safety design. 








Again Available! 


Our Model 45—luxury chrome 
finish, leather upholstered 
spring-filled seat and k 
For top-flight executive use. 











Choice of colors. Write today for 
folder prices. 


IONIA MFG. CO. + IONIA, MICH. 
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EVERY OFFICE NEEDS... 


SHUR-GRIP 


OFFICE APPLIANCE PADS 


That's why it’s easy to sell Shur-Grip 
Pads. And they sell themselves! Just 
show your customer how they cut down 
noise and vibration — how they stop 
machines from creeping—and he'll be 
sold. Only Shur-Grip gives you a com- 
plete line of sizes from 9x7 to 15x18 
—to fit any office machine. 


With These “EASY-SELL” Features 


Soft Foam Rubber Absorbs Noise and Vibration 
Exclusive Corrugated Pattern Stops Creeping 
Eliminates Bolts—Holes Drilled In Expensive Furniture 
Smart Office Grey Color, Round Corners 

Six Sizes To Choose From 


Write Today for Name of Nearest Jobber or Distributor— 
Catalog Sheets & Prices 


PREMIER MATERIALS CO. 


2029 N. HALSTED STREET 
CHICAGO, ILLINOIS 














Wy in 
LEATHER 
and FABRIC 





Century 
of 
Fine 
Furniture 





No. 285 


a 
Color dramatize the business scene with NIEMANN Luxury in 
Leather or Fabric. Skilled craftsmanship, modern functional de- 
sign and eye-appeal through color-appeal make more sales for 
you. Write for Literature 


= Memann 


Joa a a ao on a.) 
Aealetaouw rec _ 


: $46 . 


—o 
465 EAST OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11, ILL. 
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"oiling lili, 


ATNEW 
LOW PRICES! 


4 SMO-KING’S 

4 NEW AUTOMATIC 
“SPIN-TOP” ® 

FLOOR MODEL STANDS 







The new No. 38 Smokers’ Stand (illustrated) 
features the sensational “Spin-Top.” A touch 
of the finger—‘‘presto’’—the top spins it- 
self clean! 





Sie 
Base and Top are of polished Chrome or 
Brass, combined with Black, Grey, Bronze, 
top—7”, base—8”. Many other models in 
a complete range of new low prices. 
No Dirt No Smoke 

at od 


No Dust No Smell 


For Illustrated Brechure, 
write to: 


SMO-KING PRODUCTS, NC, Dept. 


111 Pioneer Street Brooklyn 31, 


‘ Green or Maroon. Overall height—26”, 


ib 


6 ld ae 


~ it ome om mye, 
oo) a as oe 


oo MS . aw Bwet 8 


as es 2 ee re . 
o8 as manele 
= 









Trained Equipto engineers 
will lay out your storage 
facilities . . . suggest the 
number and types of units 
you will need . .. assure 
maximum use of every inch 
of floor space . . . increase 
working efficiency by 
expert arrangement of 
units. Take advantage of 
this free service. Ask our 
engineer to call, or 
write for catalog on 
complete line. 





AVOUT SERVICE 
for all 











i 
-_— DIVISION OF AURORA EQUIPMENT CO. 


812 Prairie Ave., Aurora, IIlinois 
Steel Shelving Parts Bins Drc wer Units 
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Englander Furniture Shops, Inc., Opens 
New Contract Department in Detroit 


The opening of a new contract department offering its 
services in the procurement of every type of interior furnish- 
ing has been announced by the England Furniture Shops, 
Inc., 450 E. Jefferson Ave., Detroit. 

Harvey S. Miller, in charge of the new venture, an- 
nounces that the new department can supply office equip- 
well as any school, institutional, lounge or 
merchandise. “We are capable of supplying 
one chair or entire building,” he states. 


ment needs as 
casual type of 


The department is a division of one of America’s first 
stores exclusively devoted to modern furniture. Up to a 
few years ago a chrome manufacturing division was main- 
tained for the fabrication and selling of chrome and institu 
tional furnishings. Today, Englander’s enjoys the position 
of being the largest Rattan dealer in the world. At the Chi- 
cago market the firm was awarded the first Apollo, the 
“Oscar” of the furniture industry, as the outstanding retailer 
of summer furniture in the nation. 
the contract field was signalled by the 
a new 44,000 square foot warehouse. 


Re-entry into 
acquisition of 


Explaining the contract division plans, Marvin I. Danto, 
secretary and treasurer, says, “We are re-establishing this 
operation with the idea of keeping in mind the needs of 
to give his office some modernization ideas, to 
work in consultation with him and to incorporate his ideas 
into an over-all decor or functional theme, to supply profes 
sional decorator and designer assistance with no obligation, 
to expedite ordering and delivery, and to remove a great 
deal of work from the office manager by performing all 
of the details necessary from the conception of the idea 
to the final installation of the merchandise. 


our client 


Sere ar¢ going to furnish carpeting, drapes, lamps, 
accessories and other items as well as office furniture and 
equipment. Only by doing a complete job can planning 
and function be efficiently utilized. We are prepared to 
obtain any item necessary to provide a correct installation. 

“Initially, our coverage will be local in nature, but we 
hope to branch out to national sales.” 








Sg he. 
Gunlocke Protection . . . This small portable fire truck was re- 
cently acquired by the W. H. Gunlocke Chair Co., for use inside 
the plant in Wayland, N. Y. Spending thousands of dollars for 
sprinkler systems and insurance the Gunlocke officials reason that 
if they had in their plant fire fighting equipment that could be 
moved easily it would materially reduce the hazard of a serious 
fire. The truck is held in readiness near one of the elevators so 
that it can be quickly taken to any floor in the factory. 
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Don't get bogged down! Save Time! 
Save Money! Gear your campaigns 
to the Mail Aid form of addressing. 


Mail Aids make it possible for 
you to do all of your addressing for 
a campaign of two or more mail- 
ings to the same list at the same 
time! And—Mail Aid Labels look 
neat and clean on the envelopes, 
too! Used successfully by thousands 
of firms! 


nee 
Ugt 








NOW You CAN GUARANTEE accuracy 
with every postal scale you sell— 


if it‘s a new PELOUZE Y-Line scale 


The new Pelouze Y-line of all steel postal scales now gives ab- 
solute accuracy—never before possible, because there’s “no wob- 
ble on the platform.” The wide post holds platforni steady to 
show exact weight at an he all steel hous- 
ing holds mechanism firmly 
mounted on a heavy steel chan- 
nel—distortion CAN NOT AF- 
FECT OPERATION. Try this 
yourself and see! 


Sell the only complete line of 
modern Postal Scales on the 
market today—sell several to 
each office on your list—sell 
the right scale for the right 
purpose—new low prices mean 
more sales and profits for you. 


Stocked by leading jobbers 
everywhere. 


point on platform. 





LINE INCLUDES: 


The N-1 Princess—(illustrated) | Ib. by 
1 oz. only 4” high. 


Y-5—(illustrated) 5 Ib. by V2 oz. for 
all classes of mail. 


Y-10—10 Ib. by 1 oz 
Y-25—P.P. only—25 Ibs. by 1 oz. 
Y-50—P.P. only—50 Ibs. by 2 oz. 


PELOUZE MFG. CO. 


1212 CHICAGO AVE., EVANSTON, ILL. 
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PROTECTED PROFITS FOR YOU 


WITH ADVANCO'S POLICY OF 
“SELLING THRU DEALERS EXCLUSIVELY 


attention 
dealers... 















how to turn casual 






























prospect interest into sales! ¥ enn ) 
| : 
hiah quality 
equipment at low cost | | sal \ 
all types of = 
SELECT ROUGH and : | 3 
adding machines 
REBUILT MACHINES calculators 
thousands of modern office typewriters fol y T v 
mee Se bookkeeping machines - . 3 
esale and export NT G 
INTERNATIONAL OFFICE 

APPLIANCES ne — | 

326 Broadwoy oe x _ = 
New York 7, N. Y _ Key | 
HAnover 2-6700 | 
. Mm Coble ADDBOOKA <a Zs “ / 

Gentlemen: Attached is our business better : 
i ee ee ; Write for General Catalog and Price List 
po: Mee) ADVANCO PRODUCTS Inc. 
; MANUFACTURERS : 


i CITY ZONE......STATE 


148 WEST 24th STREET. .NEW YORK 1 N. Ye “iiihone CHelsea 3. 1276 











A NEW SERVICE CHAIR MAT SIZE CAN 1 Ge 


sa PROMPT DELIVERY? aw 
CREATED FOR THE MODERN DESK | “3x on sy we [fa 
T WHO MAKEs eg AME é cP 






aa ° 
34” Lip 10 MAKES THE ARE THEY IN CLEVELAND 
Greater WH , WANT? OR COLUMBUS? 
Foot Space SIZE 





5 Colors 





Office | ‘ 
_nepit } 


EXECUTIVE MAT f 


No. 1502—48"x54” Here's where BUYERS I j 
to find it we - he = 


ISSUE 












Protects carpets—covers worn spots. Made of Durable 
Tempered Fibre. Colors: Brown, Green, Black, Maroon 
and Silver Gray. 


4 SHIPPING POINTS ; 
Long Island, N. Y. ¢ Chicago, Ill. * Laurel, Miss. * Cleveland, Ohio 





|| This is your ANSWER 
BOOK to all your Buy- 
ing Needs 


| <= SSS 
USE IT OFTEN e¢ KEEP IT HANDY 





\WooDALL [NDUSTRIES [NC. 














3500 OAKTON ST. Chicago Telephone CO 7-2600 SKOKIE, ILL. 


218 OA—1/55 | OA 


















Originators and Designers of 


4 QUTSTANDING STATIONERY SPECIALTIES 
~ Write for FREE 

4 ~/ > 
A ~ 


aS wail 
Trays 


It's different! Hand-bound 
with ‘‘Leotherlex (U. S$. 
Rubber Product) 






Catalog showing Pads 


complete line 


“Bonny Maid'’ Viny! Plastic 
—net just another linoleum 
desk pad. 















— SME Wallets 

| — Note 'N 4 

: Boodle REDI-RECORD 
esk 


Peer PRODUCTS CO. 


A hondy BAST Seer 
desk utility for home 


end office. Made in four sizes. 


Home Budget, Cancelled Checks, 
etl) eee me mond Valuable Documents. 
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Selling ‘points’ 


The quality and service “points” 
built into a sharpener 
are as important as the 
pencil points it produces. 


> BOSTON 
Self-Feeder #4 


Boston Sharpeners are made 
in a variety of types that enable 
you to meet every general and 

special need of your customers. 


e Automatic true-center feed ¢ 30 hard-steel, deep-milled BOSTON SPEED 
CUTTERS faster ...less work e Non-rusting, nickel-plated receptacle 
* Rugged all-metal frame ¢ Distinctive new gray finish e BOSTON pencil 
stop...no waste ¢ Takes various size woodcase pencils ¢ Guaranteed for 1 full vear 


C. HOWARD HUN PEN CO. 
Camden 1, N ils.) manufacturers of SPEEDBALL pen and products 


HANSON Postal Scales 


Model 1509 (illustrated) — for average 


office use. 5 Ib. by % oz. Computes 
postage for air-mail, first-class, and 
merchandise up to 4 Ibs. 


Model 1546 — desk scale, with Lustron 


plastic body—2 Ibs. by 1 oz. 


Model 1530, Parcel Post Scale. 


25 Ibs. by 1 oz 


Model 151 5, Heavy duty Parcel Post 
50 Ibs. by 2 ozs 


Modei 158, Hanson, Jr. 8 oz. by 2 oz. 
PY. ble). Bl of.) Gl af of o Pe 


wile) a6. 1-) tele) Gai gai, lel bh) 















The Original 
SINGLE-FLUID 
Ink Eradicator 
S @ |INK-OUT contains no free 


acid, leaves no brown stains. 
@ |NK-OUT makes permanent eradica- 
tions quickly with one application. 
@ |INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 
leaves no brown stains. 


CARDINELL CORPORATION 


MONTCLAIR. NEW JERSEY 
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STAKMASTER 
FOUR AND FIVE DRAWER FILES 


from the profit line of 
STACOR LIFETIME STEEL 
DRAFTING & OFFICE EQUIPMENT 


Write today for illustrated catalog. 











770 East New York Avenue 
Brooklyn 3, N. Y. 


why—ASF 


VERTICAL FILING? 


because 


e IT SAVES PAPER—MANPOWER 
e PRESERVES OFFSET PLATES 
AND MASTERS 


ATLAS DELUXE 
PLATE MODEL 


Capacity 200 to 600 plates. 
25'4"' high, 13” wide, 26” deep. 


ATLAS PLATE HANGERS 


The vertical hanging of masters as- 
sures protection against scratching, 
dust and improper handling. One 
master is filed on each SHA hanger, 











one or two mosters on each PSC SPECIFICATIONS 
hanger. 
All Steel Construction, Ball 
ATLAS INDEXES Bearing Suspensions, Separate 
The hangers are quickly identified by Hanger Frame. Models fin- 
means of the removable metal in- ished in gray, black, green 
dexes which may be obtained as wrinkle or gray hemmerloid 
additional equipment. Both standard Write for information on other 
and angular styles are available. finishes 


WRITE FOR ILLUSTRATED LITERATURE ON THE COMPLETE LINE 









\ 
R = , { 
YF un myp|hCU - ow 


ATLAS STENCIL FILES CORP. 16720 WESTFIELD AVENUE + CLEVELAND 18, OHIO 
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THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


191342 Commerce St. 583 Market St. 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 














FIRST manually operated folder with 
fully automatic feed! ; or 


NEW, IMPROVED (f= re | ae 
FULLY fon Ob ont 
GUARANTEED! DESK MODEL FOLDING MACHINE 


te for complete Catalog of Duplicating iy ei ent and Supplies 


‘ PRINT-O-MATIC CO., INC. “** “Gaccsosenn 











SALESMEN 
1904 1954 
Different? - Yes! 


But exactiy alike in 


their dependence 





BEACH'S 
"COMMON SENSE" 
EXPENSE BOOKS 
to keep track of 
their traveling 


expenses. 


Beach Publishing Co. fy 
7338 Woodward Avenue 
Detroit 2, Michigan 














A complete line of Binders for the 
Commercial Stationer 


Write today for Free Catalog 
NEIMAN LOOSE LEAF & BINDERY CO. 
NOT INC. 


1717-19 S$. HALSTED ST. e CHICAGO 8, ILLINOIS 
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TRIPLE Your VOLUME and PROFITS! 


Capture the Home and 


Small Business Market 
with 


SENTRY 


world’s fastest-selling, lowest- 
priced personal safe —quality- 
built by the only exclusive 
{ {: small-safe manufacturer. 
ag a K Write today for full details. 
Soagestet Sgro f JOHN D. BRUSH & CO., INC. 
40% Discount plus 


advertising allowance 


formerly Brush-Punnett Co. 
545 West Ave., Rochester 11, N. Y. 


Iiem 


SELL MASTER SPEED KEYS 
THE 


for old and new typewriters, 
bookkeeping and billing machines. 


Don’t Delay 
ORDER TODAY! 
ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION 222, 5,cnmunsey, Street 





Main 
CELLULOIO PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors: tag holders; 
bill-fold envelopes: stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markilo 


902 S. Wabash Ave. 







Chicago 5, Il. 





EXTRA PROFITS customers 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 
FOLDING TABLES 
CHAIRS — 138 STYLES 


@ STEEL OR WOOD 






































@ FOLDING 

@ NON-FOLDING 

@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 
@ 6 Ft. and 8 Ft. TABLES 


@ SCHOOL DESKS 
SPECIFY REQUIREMENTS (Quantity, Stee! or wood) 


Adirondack Chair Co. 






Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 
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TICKET PUNCHES 









FOR 
EVERY 
PURPOSE 





TALLY PUNCH 









. 17-33 





Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 4” wide, %&” deep; No. 33, 
not over 4%” deep. 

No. 2—For %-%” round holes; 1%” reach. 
No, 3, 1%" reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies 
Talley Punch—Registers number of punchings to 
99,999. Punches %”, %&” or %” round holes—also 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. CO., 141T Brewery St., New Haven, Conn. 


| DEVORE’S a“. : 
; A SaAdITCH- MBIN AT 
INTEREST 7 SOCER GCE | 
| MARKWELL MICRO-PERFE , 
i TABLE Ree 
. rat) y 
I Devore’s Interest Tables, Wauseon, Ohio © USSON STREST, G6 ae 









NOTCHING 
PUNCH 











BOOKS 


Used by banks and 
financial houses for over 
50 years. 


Sold by most leading 
office suppliers and sta- 
tioners thruout the United 


Silion MARK WELL MFG. Co. 























"§)-FOR-ALL 
\______) REFILLS BY FISHER 


> 


2 FREE with 12 


(A FISHER DOZEN) 





\ 
oD F 
illite “Because we believe that the smaller, inde- 


= 5* = pendent merchant needs and deserves a better 


~~ = 








margin of profit.” 


















Ve . 
ils , 
MT Narel Rcaaa tale | Fak C ohos = 
Ord YOUR WH ALER 
ne 1" fe) R KS c O. "ova > — was ka PEN COMPANY, Chicego 13, i 











for PERFECT a 
LEAD POINTS 


LEAD POINTER "amuine BANK LITHOGRAPHING 












preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS | Gome ... pet Op... ee 
Here’s the fast, clean way to get perfect Bank forms lithographed to your customer's 
lead points every time, points up to 1/2” specifications. Shipped under your labels and 
long, without breaking! Simply insert imprint 
wood or mechanical lead holder and use . 
to rotate lid. Sturdy, lifetime construction, Low prices and top quality work will enable 
non-skid base. you to sell our line. 





Price list and samples available to well rated 
office appliance stores and dealers. 





Tra- Pout Lead Holders 
WRITE FOR LITERATURE . . . light, balanced. Press-top, FREDONIA LITHOGRAPHING co. 





AND DEALER PRICES single- and double-end models. FREDONIA, KANSAS 


ELWARD MANUFACTURING CO. 233.3, 0 ed 


55 OA — 1/55 221 


























THE NEW ‘Modern Hollywood” 


° Designed and created by 
All-Foam Furniture 
CHAIRS—COUCHES—OTTOMANS 
DIVANS—LOVE SEATS 
All with or without 1 or 2 arms 
108 DC—HOLLYWOOD 
DIVAN CHEST—Seat 74 x of 


30 x 17 in. high, with 4/2 Grand Rapids 










in. 100% foam rubber mat- 
tress. Fabric cover, rever- 
sible, with full length zipper. Bolsters: two 4 x 8 x 12 
in. high, interlaced rubberized hair, encased in foam 
rubber. Fabric all around, with full length zippers. 
Bolsters rest against wall). Chest: all hardwood, fin- 
ished or unfinished. (Natural, Black Mahogany, Walnut) 
Decorative fibre panels with hardboard backing. 12 cubit 
ft. storage space, opens from top, with 3 hardboard lids 
under mattress. Available in base grade Tweed and other fabrics (rub- 
ber backed), 5 colors, or in plastics, or genuine leathers. 

Photos and prices to dealers on request 


GRAND RAPIDS LEATHER FURNITURE CO. 


201-207 Front Ave., N.W., Grand Rapids 4, Michigan 


FREE _HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. | 
43 Fulton Street, New York, N. Y. 




















soRT-()-FILE 


SAVES 20% TO 60% TIME 
30 Models. Systems Sorting Service 


THOUSANDS IN USE For fast hand-sorting of cards, 
checks, letters, invoices, orders, 
business forms or public docu- 
ments. We make all | types from 
tiny desk models to shuttle-carri- 
age machines. Write for illus- 


trated circulars. 
Representatives everywhere. 





The Sorter 
You've Always Wanted 


Associated Industrial Designers 
P.O. Box 12652, Los Angeles 39, California 
Plant: 1248 East Sixth Street 



























AMENTCS F EASIEST Geresrens 
STURE CHAIRS 


KING POSTURE CHAIRS 


A COMPLETE LINE FOR EVERY OFFICE NEED 
THE POPULAR 222-S MODEL, shown 
here, is an outstanding value for 
those who demand the finest in pos- 
ture comfort, but prefer inner-spring 
construction. It ore | ceed proven 


ROLLING 7 > aimee 
from Oak or Birc 
SIDE and CEILING TYPES— 
with steel track for mounting 
on shelving, filing cabinets or 
ceiling. 
A’’ and LIBRARY TYPES— 
— no track and are 
unted on wheels with Auto- 
matte Safety Brakes 
Send for Circular 42-OA and 








dealer discount. 

WELDED STEEL SS ane 
LADDERS—Made_ from 

ameter round a... tub. 
ing, with expanded metal 
steps. Mounted on Swivel 
Brake Casters. Ladder can be 
rolled freely when no one is 
on it. When you step on the 
ladder the rubber tipped legs 
rest on the floor and prevent 
rolling. Made in 2 to 8 step 


dealer discount 


Manufactured by 





adjustment advanta . executive 
size seat with dura fe 24-spring unit 
. . . thick, comfortable padding . . . 
and many other exclusive King fea- 
tures. 
SPECIFICATIONS: molded aluminum base; 
caster spread; ht. adjustment 161” 
; rubberized hair seat; Tufflex pad- 
ding; 2” soft tread ball bearing casters; 
available in a wide range of standard col- 
ors; upholstery . . Koroseal, Claremont, 
and Naugahyde in a choice of colors. 
Write for Complete Catalog and Price 
List on the Entire King Line 





CHICAGO 40 MODEL 222-S 









. D. COTTERMA Lee KING posture cuairco. | 


953 S. Raymond Ave., Pasadena 2, Calif. 








| 
1 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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5 Sigs 
Ts 
canal aa” 





¢ FOLDS... 


UP TO 10,000 PER HOUR 


e SCORES .... 


FOR HEAVY BINDERS 


e PERFORATES .. 


FOR DETACHABLE COUPONS 


e OPENS LETTERS 


4 

= 
~~ DEALER OPENINGS 
— *- AVAILABLE. 


LANSDALE PRODUCTS CORP. 


LANSDALE, PENNA 


TIME SAVER * MONEY SAVER 
XY Makes eight different 


folds — Elu trica lh, 


The 
[pel 
PASS UP THOSE 

So RA.. 


COMMISSIONS 


You can earn good 
commissions selling our 
complete line of passbooks, 
pocket check covers, coin 
savers, and other forms to 
financial institutions, 












BOX 568 
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“ADD-A-SECTION” 


INTERLOCKING 
BOOKCASES 





Will interlock with Economy and Universal 
styles formerly manufactured by Globe-Wernic <a Oe 







12 pattern numbers in a wide 
variety of combinations. . 
available in Light Oak and 
Medium Walnut . popular 
priced. Write for Catalog 
No. 800. 














: WRITE — 

Z Aine 96PP 

2 45th Anniversary 

| Loose-Leaf 

© BINDERS - SUPPLIES ELBE 

FALL 

is RIVER 

seuene ae MASS. 

: IN NEW YORK 
411—4th AVE. 

j AT 28th ST. 

|) SALES EQUIPMENT 





TT ATLL] im 


RIDGEWAY, VIRGINIA 














ADDRESSING MACHINES 
EQUIPMENT — SUPPLIES — PARTS 


REBUILT Apeusssoenae REBUILT ELLIOTTS 











ALL MODELS 
HAND & ALL MODELS 
ELECTRIC HAND & 
We MANU ELECTRIC 
FACTURE.. 
BUY and SELL we MANU- 
Pilate frames FACTURE 
tray: cabinets BUY and SELL 
| tabs, ribbons Fibre stencils 
| eedaumats. long & short 
°o arge sten trays, cabinets, 
| embossing liquid & paste Ff 
| jept.gives ink, Also Smith | 
| Bi 4 Sask, _Seserete Stencil type- 
ty writers. 
WRITE FOR INFORMATION, PRICES & ; 
Dept. AP, 40 W. 15th St., N. Y. 11, N. Y. 





MAILERS’ EQUIPMENT CO. 


of 


TEMPERED WITT TTC 


HARDBOAR D FABRICATORS, INC. 


59 BRANCH ST a oe | touts 7 
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“Bookcases that grow 
with your needs” 


A DIVISION OF 
a GRAVELY NOVELTY FURNITURE CO., INC. 





FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 
LETTER FILES 


CARD INDEX 
FILES 


INDEXES 
. 


A QUALITY LINE 
AT LOW PRICES 
* 

ASK FOR 
OUR LATEST 
LITERATURE & 
PRICE LIST 
” 

HAVE TERRITORY 
e = AVAILABLE FOR 
DISTRIBUTORS 


ARROW PAPER PRODUCTS CO. 


502-504 W. 30th Street, Telephone Chickering 4-6782, New York 1, N.Y. 











FOLDING TABLES 
BUILT IN QUALITY . . CADDIES 


BUILT IN BEAUTY 


rT inf 


Pedestal or straight leg tables . . . 
sturdy and well constructed for a _ } eat Pe 
lifetime of trouble-free use. Wide bie Caddies, includ & 


variety of sizes and top materials. 
Safe, positive ‘‘Du Honey 20” lock 


featured on all tables. els. Durable all-stee 


construction. 


MIDWEST FOLDING PRODUCTS °'"': 's: Camieg. " 
DEPT. O-2, ROSELLE, ILLINOIS “puicigal io 


ing understage mod- Z 
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How Advertisers Measure sity 
Circulation Value Ny: 


You know the audience you’re getting when you invest advertising -<GRITY 
funds with us. We’re members of the Audit Bureau of Circulations 
— our circulation is net paid and A. B. C.-audited. 


rr ; : L , . 3 eet 
The Bureau is a voluntary, nonprofit association founded forty 2 AT 
years ago by advertisers, advertising agencies and publishers, to © Nui o 
ha eae 3 
vee 


bring order out of circulation chaos. It sets standards for net paid 
circulation, verifies circulation records by field audit and issues 


A.B.C. reports. “<GRITY 








Our A.B.C. report accurately states and analyzes our circula- x 
tion; tells exactly how much we have, where it goes, how we tha, 
; ‘ : . ° ° fae 
obtain it. Write us for your copy. It will show you where and to 2 ‘ 
how many readers we carry your sales message. om Wy: 
. . ‘ + 4° 
Cue 


We’re proud to be among the 3575 members who have helped 


oe. make A.B.C facts your basic measure of advertising value. : ITY 
= \ 
“Qiy): :GR 








on 

OFFICE APPLIANCES | <q. 

A.B.C.° ? Ve 
athe A.B.C.—40 YEARS OF IMPARTIAL FACT-FINDING & FACT-REPORTING 











we ~FOR 40 YEARS GUARDIAN OF CikvuE=: “i an 
. « oe @& © o = 
‘a @: wo ee TEGRITY 
e oo YEARS GUARDIAN OF a IN 

AR 182 a 


A.B.c.-FOR 40 YE tne @: @: ‘®: 
yo We Quip a use 4 te! 
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DORO No. 700 & No. 800 SERIES SECTIONAL BOOKCASES 


Will Intermember With Globe-Wernicke Bookcases 
— Wood— Receding Door Style— 


e ECONOMY LINE 


Overall Dimension 





























Item Description Height Width Depth Shipping Wt. | List Price 
157 Top 3%" 3334" 11a" 10 Ibs. $ 8.50 
117 Book Section 134" 3334" 11” 24 Ibs 19.20 
137 Book Secion 1546” 3334" 11" 277 Ibs 20.00 
747 Base, Leg Style | Mes 3334" 11¥e” 11 tbs. 8.50 











Finishes: Oak, Imitation Walnut, Imitation Mahogany. 





Write for Description & Prices also on our 
NATIONAL LINE OF BOOKCASES 








Send for New DORO Catalog on Complete Line 


WOOD DESKS — TABLES — COSTUMERS manufacturing company 


220 Institute Place, Chicago 10, Ill. 




















UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 













Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
COMPANIES: (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
; 240 Fleet St. East, Toronto 2B, Ont. 
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MODEL NO. 1265-N 


Royal’s finest posture chair. 
Features luxurious foam 
rubber seat and backrest. 
Free floating, 4-way 
adjustable backrest assures 
perfect a. Has molded 
rubber scuff guards and 
rubber, ball bearing casters, 
as well as metal seat pan 
mounting. 



















MODEL NO. 1263 


Large, deep, molded 
foam rubber seat and 
backrest for unmatched 
comfort. Free floatin 
backrest and meta 
seat pan mounting 
ive firm support. 
Fitted with molded 
rubber scuff guards 
and rubber, ball 
bearing casters. 









MODEL NO. 1276-N 
Budget-priced — with 
features found on much 
more expensive models. 
Has Micro-Hite seat 
control, foam rubber 
seat, padded back and 
soft rubber ball bearing 
casters. 








New Royal Posture Chairs 


INCREASE COMFORT - INCREASE EFFICIENCY 
INCREASE SALES 


Miss Officeworker will love Royal’s wonderful new comfort and smart 
appearance. Her boss will love the increased efficiency and work output. 
And you'll love the way high quality, nationally advertised Royal Chairs 
bring in sales! Write for literature. 


metal furniture since '97 my, Gal 


ROYAL METAL MANUFACTURING COMPANY 
175 N. Michigan Avenue, Dept. 51, Chicago 1 


Showrooms: Chicago, Los Angeles, San Francisco, New York City 
Factories, Los Angeles, Michigan City, ind., Warren Pa., Waiden, N.Y., Galt, Ontario 
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MODEL NO. 1277 


Extra comfortable, with 
molded foam rubber seat and 
4-way adjustable padded 
backrest. Compact Micro- 
Hite mechanism adjusts seat 
with fingertip control. 
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* 
THE “KEY” TO THE CARD 


Every Sales Stimulator carried on this and the succeeding 
4c Poge carries o number. © yeu ere interested & a) pam o 
ticular item, simply circle the corresponding number on the 
card and drop it into the mail. No postage is required. 
From that point on, OFFICE APPLIANCES, with the co- 3 
operation of the manufacturers, will “carry the ball.” 
$< We'll see to it that all the promotional sales material you 4. 
wish is on its way to you with dispatch. 


a a ae a a ae ae a a | 


me , : MOSLER SAFE CO.—A new series of two-color folders designed 
APSCO PRODUCTS, INC.—Now available to dealers is the to stimulate safe — box rentals is available to banks at cost, 
1g 


x kkk K* xx*«x* * 
* 





company's self-service counter display which acts as a dispenser 

for the bay Apsco pencil sharpener cutter head pe Pec mg The Mosler or ag ot ht in eppsarence, the leaflets, which meas- 

company reports the color combination and design will attract the ure 34/2 x 6/4 inches, carry Ps ge ner, mossege ~~ the ad- 

most conservative shopper. The display holds 36 of the individually a Pay: importance o sf ad pceehesey The front sage 

packaged assemblies and can be readily refilled by loading from each folder uses @ cartoon of an animal to attract attention « 
put over its sales talk. (Card No. 126.) 


the top. (Card No. 121.) 


ELBE FILE & BINDER CO., INC.—Available is the company's 
complete list price catalog which describes in aD. and pictures 





BANKERS & MERCHANTS, INC.—The company states that practically the entire line of Elbe loose leaf products. The range 
whatever y eds in marking devices, seals, signs or rubber of items is so vast that the company devoted 96 pages to telling 
tamps, find them completely covered in the massive 258 their story. The company makes a point of repairing or replaci 
page catalog. Just off the press, the book is clearly printed, dur- any Elbe product which — to be defective within one aa 
ably bound and profusely illustrated. (Card No. 124.) date of purchase. [ No. 123.) 


DIEBOLD, INC.—The company has an- 


nounced the publication of a new 20 page service bureau OFFICE APPLIANCES 





























multi-colored illustrated brochure that pre- 
Sina dine) commlenify Sek Plena he manufac neat by the key numb how eld 
why the new system is accurate, practical, send further information without delay. 
and economical! to install and how it pays 
for its \f wiTnin ne 
ce ee ne ae an NEW EQUIPMENT & SUPPLIES SALES STIMULATORS 
1 6 11 1% 21 26 31 36 41 46 SI 56 61 66 71 101 106 111 116 123 126 131 136 141 
2 712 W222 32 3 42 47 52 57 62 67 72] 102 107 112 117 122 127 132 187 142 
3 8 13 18 23 2 33 38 43 48 53 58 63 68 73 | 103 108 113 198 123 128 133 138 143 
TEELCRAFT, INC.—T. d 
ue cothoad advertising eceuten t 4 9 4 19 244 2 34 39 44 49 54 59 64 69 74 | 104 109 114 119 124 129 134 199 144 
Steelcraft's latest catalog. The company 5 10 15 20 25 30 35 40 45 50 55 60 65 70 75 | 105 110 115 120 125 130 135 140 145 
ev yg Sg ane iby » a a Tue A Janvary 1955 issue of OFFICE APPLIANCES. Card void after March 1, 1955. 
special binder tab within the catalog pro- 
vides for the addition of new mah sup- 
lemental sheets. (Card No. 109. 
uae NAME POSITION 
FIRM NAME 
MASO STEEL PRODUCTS, INC.—Three 
new brochures issued by this firm provide - 
illustrations and detailed information on the ADORESS city ZONE ~~ STATE 
Maso line of stee! chairs, business machine 
stands and office equipment including stools * 
and persone! files. (Card No. 108.) 
FIRST CLASS 
pegmty ns | 
* INTERNATIONAL BRONZE TABLET CO.., ad iy 
INC.—Good taste and richness of appear- 
ance distinguish the company's latest cata- 
. Leadir ff the 48 page brochure are ° 
eight pages devoted to sampies of plaques 
eesslieet “aa c wer dead. Included BUSINESS REPLY CARD 
n the subject vered are honor rolls, war No Postage Stamp Necessary If Mailed in United States 
memorials, c h tablets, historical mark- 
ers, contest awards and nameplates. (Card 








No. 104.) Postage will be paid by 


OFFICE APPLIANCES 
PEIRCE DICTATION SYSTEMS—The com- 
pany has leunched an aggressive promo- 600 West Jackson Bivd. 















































tional campaign including national advertis- 

ng and direct mail to build sales of the . 

new Peirce magnetic belt dictation. Match Chicago 6, Illinois 
books, with the dealer's name imprinted, 

are part of the current drive. (Card No. 

107.) 
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ROYAL METAL MFG. CO.—The company's complete line of steel 
furniture, re specialized construction, has been incorpo- 
rated in a new 34 page catalog available to dealers. Royal's four 
new secreterial posture chairs are featured. The pages are per- 
forated for easy insertion into a looseleaf binder. (Card No. 128.) 


NATIONAL FIBERSTOK ENVELOPE CO.—Attractively bound and 
illustrated in color is Fiberstok's recently issued catalog No. 55. 
company specializes in filing aids for the modern office and 

the brochure carriers ample descriptive matter. A convenient 
age alae list has been inserted to lead off the catalog. (Card 


THE REYBURN MFG. CO.—Rich in design and color and with 
an embossed simulated leather cover is the firm's latest catalog. 
Bound in loose leaf fashion, both the brochure and Reyburn's prod- 
ucts emphasize the modern self-selling idea. Price list pages and 
an index for ready reference make the catalog a valuable aid for 


dealers. (Card No. 125.) 











STEBCO PRODUCTS—The company has come up with a five 
oint plan which it claims has been successful in spurring sales of 
Futhide business and student cases. Outstanding among the pro- 
motional aids is a colorful 48 inch high animated itinerant window 
display which features the nationally advertised “Mr. Stebco" 
trademark. The item shows him running for a train, carrying two 
business cases. Mr. Stebco is flanked by the Tufhide trademark 
symbol holding the familiar 5 year guarantee. (Card No. 122.) 


THE HEYER CORP.—Smartly laid out in color and with an eye- 
catching cover is Heyer's comprehensive selling sid, a handy booklet 
titled “Duplicating Problems Conquered by the Heyer Conquerors." 
Many valuable tips for obtaining top spirit duplicating and the uses 
of the ada Conquerors are depicted in the brochure. (Card 
No. 129. 


ACME BULLETIN & DIRECTORY BOARD CORP.—Available is 
catalog No. 754 which carries Acme'’s latest illustrations and descrip- 
tive matter on interchangeable letter bulletin boards, cork bulletin 
boards and name plates. A great variety of sizes and styles are 
offered, but the company also reports it is in a position to handle 
any special job desired. Acme states only the finest materials go 
into its products. (Card No. 102.) 


S & M DISTRIBUTING CO.—A four page pamphlet exploiting 
the Zip-O-Writer and illustrating its myriad of uses now is available 
to dealers. An accompanying mimeographed sheet calls attention to 
the S & M new accounting form titler specially designed to write 
headings on work sheets, ledgers, tabulating forms and similar items. 


{Card No. 112.) 





DESKS, INC.—A handsome, new brochure, 
directed principally to architects and dec- 
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FIRST CLASS orators stresses the many services Desks, 
Permit No. 9273 Inc., extends to the trade. Intended to 
Sec. 34.9. P.L.AR. highlight their extensive collection, the suites 
CHICAGO, ILL. illustrated are a representative sample of 


their complete line of executive and gen- 
eral office furniture. (Card No. 103.) 


CONSOLIDATED BUSINESS SYSTEMS, 
INC.—A 12 page catalog recently has been 
released by the company. It contains the 
complete Redifixt line of business forms and 
carbon sets. All the various items are illus- 
trated, plus detailed information on sizes 


and prices. (Card No. 111.) 


STAR STEEL EQUIPMENT COMPANY— 
A comprehensive catalog No. C-RSI cov- 
ering steel storage and display equipment 
has been released by the company. The 
Star Steel line comprises equipment espe 
cially designed for top efficiency in sch 
offices and factories. Examples of recent 
large installations by the company are car- 
ried in the issue. (Cord No. 101.) 


HILLSIDE METAL PRODUCTS, INC.— 
Turned out in color and generously loaded 
with illustrations, diagrams and descriptive 
material is the company's latest catalog. 
Highlighted in the brochure is Hillside’ 
double page center display of its cabinet- 
= and utility cabinets. (Card No. 
106. 


RITEFORM CHAIR CO., INC. —Clearly 
illustrated in color and carrying full de- 
scriptive matter covering its line of secre- 
terial, institutional and executive metal 
office chairs is Riteform's newly released 
catalog number 506. An index on page 2 
provides 6 ready reference to contents. 


(Inquiry Card No. 105.) 
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e@ Easier to Handle O-SO-KLEEN will please you, 
; too— because it has longer shelf 
e Easier to Stock life, and does not require special 







storage precautions. 





e Easier to SELL! 





Unlike ordinary wax-coated 

spirit carbons, O-SO-KLEEN has 

a metallic coating that separates 
carbon from master paper. Masters 
last longer because the metallic 
coating prevents carbon bleeding 
...and there are fewer smudges. 





Mr. Dealer—no matter how well 
you stand in with the office 
manager and the purchasing agent, 
the people you really have to 
please are the gals behind 

the typewriters. 










0-SO-KLEEN is moisture-proof. 
Surface and edges are sealed. 
It’s as safe, as easy, as clean to 
handle as bond paper. 


Here’s one sure way to please those 
all-important gals — make sure 
they’re using O-SO-KLEEN, 

the new Heyer Spirit Carbon that 
keeps their hands clean, O-SO-KLEEN is easier to handle, 
produces longer runs—and that’s easier to stock, easier to sell! 

so much easier to work with! Send for samples and prices. 


















SELL the 


_ 
OLD DUTCH LINE 


for ALL of your customers’ 
business machine supplies 


...and increase your profits! 





Featured is the new O_o DutcH 
TRADE Mark QUALITY... a superior 
non-curling carbon paper that you can 
recommend without any qualification 
whatsoever for highest quality work. 


It’s one of the important items in the new 
O_p Dutcu LINE... designed to increase 
your profits! 


You can’t beat Trade Mark Quality for 
legibility ...for durability. 

So clean to use, instant setting! Absolutely 
non-curl, non smear! 


The treated back reduces curling and slippage 
to the vanishing point and adds to its type 
blow resistance. 


All the other products in the new O_p DutcHu 
LinE offer the same high quality ... the same 
“repeat” business potential to increase 


your earnings. 


Old Dutch Line 


415 St. Mary Street 
Burlington, N. J. 








OLD DUTCH LINE 








Inked ribbons and carbon papers 
for various makes of business 


machines. 


Hectograph carbon and 
accessories. 


Pencil carbon. 
Fold over tab carbon. 
Press Edge carbon. 


Adding, Dating Stamp, 
Time Clock 
and Listing Machine ribbons. 


Carbon rolls. 
Adding Machine Rolls. 
Audit Sheet Rolls. 


Stencils and accessories. 


Transverse carbon. 
Hotel Rack Slips. 
Printers carbon. 


Addressograph ribbons. 
Multigraph ribbons. 
Press ribbons. 

Carbon paper ribbons. 


Silk ribbons. 
Nylon ribbons. 
Cotton ribbons. 
Blue print ribbons. 


Register Rolls. 
Tally Rolls. 
Teletype Rolls. 


Type cleaner. 


Cash in now .. . feature all 


the products in the new 
OLD DUTCH LINE for 
completely satisfied customers. 








